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Judge  Twindealer  Renders  Verdict 


That  of  all  the  Extension  Tables  on  the  market 
to-day  the  "Tilt-Top  Twin"  has  been  proved  to 
be  the  most  substantial,  the  most  economical, 
the  safest,  the  easiest  to  move  from  room  to  room, 
the  neatest  in  appearance,  and  one  of  the  BEST 
profit  makers. 


.^MIMIMIIIMIIMIMIIIIIMIMIIIIIIIIIMIMi:MIIIIIIIIMIMIIMIIIIII'imiMllliinii:illlMli;illllMlllllinilll!  UMIIMIIMIMIIIIMIIIMIMI^ 

j  "TWINS"  are  in  nearly  every  furniture  store  in  | 
I  Canada.  If  you  have  not  at  least  one  on  YOUR  1 
I    floor,  GET  IN  TOUCH  WITH  US  TO-DA  Y.  \ 

^illiMiiJinMJiinniiiiiiiiiiiiiiMiiMiiiiiiiiiiiMiiiiiiiiiMniiiiiiJMHMii;iiiiiiiiMiMiiiiiiiiiiiii.iiiiiii.MiMiiiMiiiii::ijiiiiiiiiiiMiiiii:^  >iiiiiiii:iiiiiiiiiiiiiMiMiiiiiiiifi."i^ 


CHESLEY  FURNITURE  CO. 

LIMITED 

CHESLEY         -  ONTARIO 


TWIN 
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FURNITURE 


EXHIBITION 
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McLAGAN  WALNUT 


5072 


The  increasing  demand  for  furniture  that  is 
distinctively  above  the  average,  makes  it 
necessary  for  you  to  handle  a  line  that  is 
quality  through  and  through.  We  have 
centered  our  energies  on  the  production 
of  quality  furniture,  and  the  buying  public 
have  appreciated  this  to  such  an  extent  that 
it  is  taxing  our  capacity  to  meet  the  demand. 
Sell  McLagan  furniture  and  you  will  sell 
more  furniture. 


THE  McLAGAN 


STRATFORD 


5074 


2675 
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DININGROOM  SUITE 


This  charming  Dining  Room  Suite  in  Queen 
Anne  period  is  constructed  of  American 
Black  Walnut.  It  is  thoroughly  built,  and 
its  beautiful  lines  and  exquisite  finish  will 
create  sales  wherever  shown.  Our  furni- 
ture is  quality  in  every  sense  of  the  word, 
and  both  you  and  your  customers  will 
benefit;  you  with  a  volume  of  business,  your 
customer  with  satisfaction.  Send  us  your 
orders  at  once  to  insure  delivery  for  spring 
selling. 


FURNITURE  CO. 


ONTARIO 


LIMITED 


5072  A 


2675A 


5077 
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FURNITURgj 


Stratford  Furniture  Exhibition 

Luxurious  Chesterfield  Suites,  Easy  Chairs, 
Chaise  Lounges,  Divanettes,  Davenports 
and  Folding  Beds  will  be  attractively  dis- 
played at  our  show  rooms  at  Stratford 
during  the  January  Furniture  Exhibition, 
JANUARY  1  2TH  to  24TH.  You  are 
cordially  invited  to  inspect  this  display. 


Be  a  Stratford  visitor 
this  January. 
The  exhibits  will  be 
well  Worth  while, 
and  an 

enjoyable  outing 
is  promised  you. 


The  Farquharson-Gifford  Co.,  Limited 


STRATFORD,  ONTARIO 
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See  Our  Kodavs,  Davenos 

Bed  Chesterfields 
and  Living  Room  Suites 


Remember 
the  Dates 

January 
12  to  24 


Come  and  see  our  display  of  new 
and  striking  designs  in  Living  Room 
Suites  (covered  with  highest  grades 
of  tapestries),  Bed  Chesterfields  (well 
known  for  their  comfort  and  appear- 
ance), Kodavs  and  Davenos,  at  the 

Stratford 
Furniture  Exhibition 

JANUARY  12th  to  24th 

The  display  will  be  well  worthy  of 
your  attention,  and  we  extend  a 
cordial  invitation  to  every  furniture 
merchant  to  come  and  inspect  it. 


THE  KINDEL  BED  COMPANY,  LIMITED 


STRATFORD    :-:  ONTARIO 
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We  extend  a  cordial  invitation  to  the  Furniture 
Merchants  of  Canada  to  come  to  the 

Stratford 
Furniture  Exhibition 

JANUARY  12th  to  24th 

Our  line  will  be  shown  in  our  factory  showrooms 
as  usual,  and  the  exhibit  will  be  one  of  the  best 
in  Stratford. 


IMPERIAL  RATTAN  COMPANY,  Limited 

STRATFORD,  ONTARIO 


No.  102 


Stratford 
Furniture 
Exhibition 

January  12th  to  24th 

Library  Tables 
Ladies'  Desks 
Draft  Screens 
Card  Tables 
Children's  Furniture 
Camp  and  Lawn  Furniture 

At  Our  Factory  Showrooms 


No.  103 


Stratford  Manufacturing  Co.,  Limited,  Stratford,  Ont. 
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Dining  Room  Suites 
Bedroom  Suites 

Chairs  in  many  patterns 


at  our  exhibit  at  the 

Stratford  Furniture 
Exhibition 

JANUARY  12th  to  24th 


No.  1042— Cane  Back 


We  urge  furniture  merchants 
throughout  Canada  to  come  to 
the  January  market  to  inspect 
the  merchandise  that  is  being 
offered.  Under  present  abnor- 
mal conditions  in  the  furniture 
trade  we  beHeve  a  visit  to 
Stratford  will  prove  advantage- 
ous to  you. 


No.  1042 


The  Stratford  Chair  Company,  Limited 


STRATFORD 


ONTARIO 
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By  attending  the  January  Exhibition 
you  will  get  a  rest  and  a  change  from 
your  regular  routine  that  will  do  you 
and  your  business  good.  You  will  get 
a  view  of  your  business  from  the  out- 
side— pick  up  pointers  from  the  biggest 
and  livest  men  in  the  business — carry 
home  ideas  that  will  improve  your  store 
and  window  display,  and  catch  a  new 
enthusiasm  for  your  business  that  will 
be  reflected  in  your  sales  throughout 
the  year. 

Stratford  Furniture 
Exhibition 

JANUARY  12th  to  24th 


iiriniTiDrtTTTtT 
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Stratford  Furniture  Exhibition 
January  12th  to  24th 


Our  extensive  line  of  high-grade  Brass  Beds 
will  be  displayed  in  the  showrooms  of  the 
Stratford  Chair  Go.,  Limited. 


No.  151 P— Brass  Bed 


A  cordial  invitation  is  extended  to 
Furniture  Merchants  to  call  and 
inspect  our  splendid  showing  during 
the  Exhibition. 


Stratford  Bed  Co.,  Limited 

Stratford,  Ont. 


No.  358— Brass  Bed 


Stratford 
Furniture 
Exhibition 


Make  a  New  Year's  resolution 
to  attend  the  Stratford  Furniture 
Exhibition  this  year.  Your  visit 
will  be  a  profitable  and  enjoy- 
able one. 


January 
12th  to  24th 


Stratford  Furniture  Manufacturers 


Stratford 


Canada 
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ALL  DEALERS  WHO  WISH  TO  KNOW  ALL  THEY  CAN  ABOUT  PERIOD 
FURNITURE,  ORIENTAL  RUGS  AND  AMERICAN  ARTS  AND  CRAFTS 
SHOULD  SECURE  THESE  SPLENDID  VOLUMES. 


k 

I' 


The  Practical  Book  of  PERIOD  FURNITURE 

By  HAROLD  DONALDSON  EBERLEIN  and  ABBOT  McCLURE. 

With  250  illustrations.  A  special  feature  is  an  illustrative  chronological 
key  ior  the  identification  of  Period  Furniture.  Octavo,  handsome  decor- 
ated cloth,  in  a  box,  $6.10.     Postage  paid. 

The  Practical  Book  of  ORIENTAL  RUGS 

By  G.  GRIFFIN  LEWIS. 

New  Edition,  Revised  and  Enlarged.  With  20  illustrations  in  full  color. 
93  illustrations  in  doubletona.  70  designs  in  line.  Folding  chart  of  rug 
characteristics  and  a  map  of  the  Orient.  Octavo,  handsomely  bound, 
in  a  box,  $6.10.     Postage  paid. 

The  Practical  Book  of 

EARLY  AMERICAN  ARTS  AND  CRAFTS 

By  HAROLD  DONALDSON  EBERLEIN  and  ABBOT  McCLURE. 

American  glass,  Mexican  majolica  and  glass,  American  ironwork,  copper, 
brass,  lead  and  tin,  needlework,  silverplate  and  goldsmithing,  pewter, 
pottery,  decorative  painting  on  household  gear,  portraiture  and  allegori- 
cal painting,  coverlets  and  carpets,  illumination,  handblock  printing, 
carving  and  lace.  232  illustrations.  Octavo,  handsome  cloth,  in  a  box. 
$6  10.     Postage  paid. 


CANADIAN  FURNITURE  WORLD 
and  THE  UNDERTAKER 


32  Colborne  St.,  TORONTO,  Ont. 


January,  1920 
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GOLD  MEDAL  LINE 


DURING  JANUARY  WE  WILL  SHOW 

AT  OUR 

Toronto  Warerooms  and  Factory,  Van  Home  St.  and  Bartlett  Ave. 
YOU  ARE  CORDIALLY  INVITED  TO  VISIT  US 


The  Gold  Medal  Furniture  Mfg.  Co.,  Limited 

TORONTO         MONTREAL         WINNIPEG  UXBRIDGE 
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I  THE 

HEART 

I  OF  YOUR  EXTENSION 
1         TABLE  IS  THE 

SLIDE 

I  YOUR  TABLE  IS 

I  CONDEMNED  IF  THE  SLIDE 
I  DOES  NOT  WORK 

1  PROPERLY 


IIIIJIIIIIIIMIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIMIIIIIMIIIIIIIIIMIIMIIIIIIIIIIIIIIIII  llllllirMIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIII{llllllllllllllltlllllllllllli:i<; 


1      WABASH  SLIDES 

p  INSURE 

i      SATISFIED  CUSTOMERS 

TiMIIIIIII.IIIIIIIIIIIMIMIIIIIIIIIIIIIMIIM.IIIIII 


WABASH  SLIDES 


HELP  SELL  TABLES. 
ELIMINATE  SLIDE  TROUBLES 


WE  ARE  I 

SLIDE  SPECIALISTS  | 

Having  manufactured  SLIDES  | 

exclusively — for  30  years  = 

Many  Canadian  Table-maker«  u«e  | 

WABASH  SLIDES-  f 

Because  i 

We  furnish  Better  SLIDES  at  | 

Lower  Cost.  i 

Made  by  | 

B.  WALTER  &  COMPANY  I 

Factory  St.      WABASH,  IND.  | 

Canadian  Repreaentative  :  | 

A.  B.Caya,  28  King  St.  E..  Kitchener,  p 

Ont.,  successor  to  Frank  A.  Smith  E 


iMiiiiiiiiiMiiiiiiiiiiiiMiiMiiiiii;;iiiiiiiiiiiiiiii:iiiiiiiiiMiiiMiiiiMiiiiiiiliiiiiiiiiiiiiiii:iii':'i:MiiiiiJi!iiiiiiiiiijiiiiiiir 


ARE  YOU  LOOKING 

FOR  MIRRORS  TO  RE-SILVER 

EXTRA  PROFIT  FOR  1920 

SEND  TO  US  TO  RE-SILVER  AND  GET  HIGH  QUALITY  WORK 

MATTHEWS   BROS.,  LIMITED 

THE  BIG  CANADIAN  MOULDING  HOUSE 

1906  DUNDAS  STREET  WEST  TORONTO,  CANADA 


i£.':iMiiMiiiiiiii!iiiiiiiiiii;iii'iiM!MiiiiiniiiMiMii:iiiiiiiiiiii:iMii!MiiMijiMiiiiiHiiii::iiiiii:iiiiiij!'iiMiiiM.iiii!niMiiiiiiiiiin 


iiiiiiiiiiiiiMiiiiiiiiiiii|iiiiiiiri'>iiir'iiniiii!iiiiii:iiriiiiiiiiiiiiiii,i 


SHAFER  CEDAR  CHESTS 


I  Skilled  workmen  and  best-quality  material  make  possible  the  | 

j  execution  of  our  efforts  to  build  only  chests  of  character.  We  | 

i  will  be  glad  to  forward  illustrations  and  quotations  on  request.  | 

I  D.  L.  SHAFER  &  COMPANY  :  ST.  THOMAS,  ONTARIO  | 

F.nilnUMnUIIHfiniMIMIIIMIIIJIIIIiniNIIIIIIIIIIIIIIIIIIIIIIIIMIMIIMIMIMIIMIIIIMIIIIIIIIIMIMIIIIIMIIMIIIIMIIMIMIIMMIIIMIIIIIIII^ 


At  any  rate,  let  us  tell  you  about  our  special  offer  to 
b'  yera  in  gross  lots. 


A  PROSPEROUS  NEW  YEAR 

New  years  bring  new  uses  for  the  "Peerless"  Folding 
Table,  as  they  bring  new  i^ers  of  it.  Each  year  sees  a 
substantial  increase  in  our  business — an  increase  reflected 
in  up-to-date  furniture  houses  everywhere  The 

|PEERLES5« 

FOLDING  TAJBL& 

is  a  genuinely  necessary  and  useful  piece  of  furniture  that 
everybody  needs — and  most  folks  are  awakening  to  the 
fact. 

Perhaps  your  stock  is  running  low.  Better  send  us  your 
order  NOW.  If  you  don't  already  carry  the  "Peerless" 
write  us  at  once  for  particulars,  and  make  1920  a  truly 
prosperous  New  Year. 

Hourd  &  Co.,  Limited 


Sole  Licensees  and 
Manufacturers 


DEPT.  W 
LONDON 


January,  1920 
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The  National  Table  Company,  Limited 
The  Owen  Sound  Chair  Co.,  Limited 
The  North  American  Furniture  Co., 


Limited 


Ow«n  Sound 


Ontario 


I  Manufacturers  of  Medium  and  High- 

I  Grade  Dining  Room,  Bedroom,  Hall, 

I  Living-  Room  and  Library  Furniture, 

I  Catalogues  sent  on  application 

VlllMIIIIIIMMIIIIinilllllllMIIIIIIIMIMIIIIIIIIIIIIIIillllllllllllllilllllllllllllllllllllllllNlllllllllllllllMllllillllllllllU 
:ifnillltMIIIIIIIIIMIIIIIIIIIIII. 
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Upholstery  Springs  1 

Highest  quality  Upholstery  Springs,  = 

made  from  the  finest  grade  High  Car-  | 

bon  Steel  Wire,  oil  tempered  after  | 

the    coiling  operation,   thus  insuring  i 

uniform  strength  and  "No  Set."    Re-  | 

member,  the  quality  of  your  High-  | 

Grade  Upholstering  depends  entirely  | 

on  the  quality  of  the  springs  you  are  | 

using.  I 

HELICAL  SPRINGS  i 

for  spring  bed  and  mattress  fabrics.  | 

Get  the  habit  ;   buy  Czinadian  springs  i 

James  Steele,  Limited  | 

Guelph,  Canada  | 

IIIIIIIMIIIIIIIIIIIIIIIIIIIIIIMIIIIIIIIIIIIMIIIIIIIIIJIIIlT. 


"Special  Announcement " 

To  Furniture  Dealers  Marketing 
''Phonograph  SuppHes" 

I  am  distributing  or  jobbing  the  following  lines  of  first 
class  Phonograph  Accessories  and  Supplies, 
bemister's  Semi-Permanent  Stylus, 
Brilliantone  Steel  NeeL-ltes, 
Record  Albums, 

"All-in-One"  "Speed  Indicator," 
"All-in-One"  Columbia  Attachment, 
Record  Cleaners, 
Steel  Needles, 

Sapphires  for  Edison  and  Pathe, 
Kent  Master  Adaptor  for  Edison, 
Tone-Clear  record  polish, 
Ferro  Automatic  Stop, 
Bemister's  Pathe  Needle, 
Brilliantone  Combination  Needle, 
Dii  c-Lites, 

"All-in-One"  Victor  Attachment, 

A.R.L."  Victor  Attachment, 

Violaphone  "gold  point"  needles, 

Petmeckjr  multi-tone  self-sharpening  needles. 

Diamond  points  for  Edison, 

Kent  Attachment  for  Edison, 

Jones-Motrola. 

My  latest  catalogue  and  price  list  is  now  in  the  press.  Write  for 
a  copy.    My  lines  will  make  "DOLLARS"  for  "DEALERS." 

H.  A.  BEMISTER 


10  Victoria  Street 


Montreal,  Que. 


KAPOK 


A  LEADER 

Start  the  new  year  by  selling  a  mattress  that  is 
a  leader — we  have  it  in  the  Imperial  Kapok — 
1 00%  pure  prime  Japara  Kapok,  it  is  a  sure 
trade  winner  and  can't  be  beaten  for  finish,  qual- 
ity or  appearance. 

The  lighter  Kapok  Mattress  indicates  the 
best  quality  material  used.  Full  5/^2  inch 
border,  imperial  edge,  should  not  weigh 
over  30  lbs.  gross,  including  case. 

The  Canadian  Feather  &  Mattress  Co. 

LIMITED 


TORONTO 


OTTAWA 


Weis-Knechtel  Sectional  Book- 
cases lend  themselves  to  attractive 
arrangements  in  the  Living  Room, 
Hall,  Library  or  Den. 

They  are  substantially  built  of  the 
best  materials  obtainable,  and  be- 
cause they  can  be  purchased  a 
section  at  a  time  they  build  you 
regular  customers. 

Combination  No.  2027  supplied 
in  Quartered  Oak  only. 


THE  KNECHTEL  FURNITURE  CO 

LIMITED 


HANOVER 


ONTARIO 


January,  1920 
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Coming  to  Toronto  ? 

Will  you  drop  in 
and  see  us? 

• 

From  January  I  2th  to  January  24th  we 
have  engaged  premises  at  1  63  King  St. 
West,  Toronto,  where  samples  of  our  line 
will  be  displayed. 

• 

When  you  are  in  town  come  and  let  us 
show  you  the  very  latest  Sidway  Products. 

We  offer  you  this  year  a  most  attractive 
line  of  Made-in-Canada  baby  vehicles — 
a  line  equal  to  any  you  could  import. 
We  believe  it  is  sound  advice  to  say  that 
this  year  is  going  to  be  one  of  increasing 
demand — and  it  is  wise  to  prepare  for  it 
by  placing  orders  early. 

We  are  looking  forward  to  seeing  many 
of  our  out-of-town  customers  and  showing 
them  a  line  of  goods  that  will  be  easy 
and  proiitable  to  sell. 

Sidway  Mercantile  Co.           qs^^'^  \ 

TORONTO                                    '^^  ^ 
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The  Gendron  Manufacturing  Co.,  Ltd. 

Manufacturing  Plant,  137  Duchess  Street 
Sample  Room,  6th  Floor,  55  Bay  Street 


NEW  GOODS 


now  on  display  at  our  central  sample 
room,  which  will  be  open  Jan.  1  2th 
to  28th  inclusive. 


LINES  COMPRISE 

BABY  CARRIAGES,  CARRIERS 
SULKIES  AND  GO-CARTS  in 
the  latest  styles,  and  all  new  improve- 
ments: 

Our  Travellers  are  in  Attendance 


AUTOMOBILES 

Samples  of  many  designs 


ROLLER-BEARING 
COASTER  WAGONS 

Iron  Tire  and  Rubber  Tire 


THE  GENDRON  MFG.  CO.,  LIMITED,  TORONTO 


>  TnillfllllllllllJLUn! 


January,  1920 
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Verandah 
Chairs 


We  recommend  that 
dealers  place  their  orders 
early  for  Verandah 
Chairs.  You  will  insure 
the  best  service  and 
prompt  delivery. 

CANADIAN 
RATTAN  CHAIRS 

for  the  verandah  and 
lawn  are  the  kind  that 
build  you  big  business 
through  the  spring  and 
summer  months.  They 
are  substantially  built 
and  absolutely  give  sat- 
isfaction to  your  custom- 
ers.   Order  now. 


No.  232~Arm  Rocker 
Seat  16x20— Weight  16  lbs. 


CANADIAN  RATTAN  CHAIR  CO.,  LTD 


ViCTORIAVILLE  -  -  QUEBEC 
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CHAIRS  of  QUALITY 


We  aim  to  make  every  chair  turned  out  of  our 
factory  a  source  of  pride  to  you  and  to  ourselves. 
That  is  why  so  much  care  is  given  to  finishing 
and  other  details. 

When  you  sell  our  chairs  to  your  customers  you 
render  an  ideal  service — you  give  them  a  Quality 
Product  at  a  Moderate  Price. 


THE  NORTH  AMERICAN  BENT  CHAIR 

COMPANY,  LIMITED 
OWEN  SOUND      -      -      -  ONTARIO 


 IIIIIIIIHII'll!llllllllll:!!lli;illl  llirinilllilllMIIIIIIMIIIInlllllMIIIIIIIIIIIIIIIIIIIIIIIIIMIIIIMIIIIIIIIIMIIIIIIIIIIIIIIIIIIIIIIMIi; 


BALL 
CHAIRS 


Particular  care  as  to  construction  and 
design,  and  because  we  specialize 
on  chairs  of  all  kinds,  are  reasons 
that  Ball  quality  products  are  so 
popular  with  furniture  dealers  to- 
day. If  you  have  not  this  line  on 
your  floor  we  suggest  that  you  get 
in  touch  with  us  to-day. 


BALL  FURNITURE  CO., 

LIMITED 
Hai.over         -  Ontario 
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At  all  times  it  is  essential  for  the  salesman  to  know  his 
goods,  but  when  times  are  a  little  quiet  it  is  doubly  so, 
and  anyone  desirous  of  making  a  success  as  a  sales- 
man must  first  equip  himself  with  a  thorough 
knowledge  of  the  line  he  is  trying  to  sell. 

Here  is  the  book  which  you  need 
to  give  you  accurate,  concise, 
and  complete  furniture  information. 

THE  PRACTICAL  BOOK  OF 

PERIOD  FURNITURE 

By 

Harold  Donaldson  Eberlein 

and 

Ahhot  McClure 

.   With  230  illustrations  that  illustrate 
RIGHT  FURNITURE 

A  special  feature  is  an  illustrative  chronological  key  tot  the  iden- 
tification of  Period  Furniture.  Octavo.  Handsome  decorated 
cloth,  in  a  box — $6.00  net,  postage  extra. 

This  book  will  be  welcomed  by  all  those  who  wish  to  buy  Right 
Furniture  (Antique  or  Reproduced)  for  the  Household,  by  all 
dealers  in  the  same,  and  by  all  makers  ot  Correct  Reproductions. 
Whether  you  are  a  Salesman,  Manufacturer,  Dealer,  Designer, 
or  Connoisseur,  you  should  buy  this  Handsome  Praf-tical  Volume. 
PRICE  $6.10,  Postage  Paid 
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ANTHES  FURNITURE  COMPANY 
BAETZ  BROS.  FURNITURE  COMPANY,  LIMITED 

KITCHENER 

ANNUAL  FURNITURE  EXHIBITION  JANUARY  12-24 

PLEASE  COME 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER  January,  1920 


Oar  showrooms  will  be  filled  with 
uncommonly  fine  furniture  during 
the  January  Exhibition  in  Kitch  ener. 
We  extend  a  cordial  invitation  to 
every  merchant  to  visit  this  display 
whether  you  place  orders  or  not. 
It  will  interest  you  to  see  the  furni- 
ture and  learn  the  prices  at  which  it 
can  be  purchased. 


Kitchener  Furniture  Exhibition 

JANUARY  12th  to  24th 


The  Queen  Anne  Suite,  of  which 
the  pieces  shown  are  a  part,  is 
built  of  Genuine  Walnut.  The 
design  is  particularly  pleasing 
and  the  materials  used  in  its  con- 
struction are  of  the  highest 
quality.   Ask  for  Suite  No.  94. 


Art  Furniture  Company 

Limited 

KITCHENER      :  ONTARIO 


January,  1920 
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Builders  of 

Lib  rary  and  Living  Room  Furniture 
and  Office  Chairs. 

Exquisitely  designed,  perfectly 
constructed,  superbly  finished. 

Shown  at  the 

Kitchener  Furniture  Exhibition 
January  12th  to  24th. 


THE  H.  KRUG  FURNITURE  CO.,  LIMITED 


KITCHENER 


ONTARIO 


110 
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Kitchener  Furniture  Exhibition 

JANUARY  12th  to  24th 


Attractive  new  creations  in  Parlor  Suites  and  Dining  Room 
Suites  along  with  our  regular  line  of  Fine  Furniture  and 
Lyraphone  Phonographs  will  make  our  display  at 

THE  QUEEN  STREET  AUDITORIUM 

an  outstanding  one.  A  very  special  invitation  is  extended 
to  every  furniture  merchant  to  call  and  inspect  this  display. 


The  Lippert  Furniture  Co.,  Limited 

KITCHENER      -  ONTARIO 


KITCHENER 
FURNITURE 
EXHIBITION 


JANUARY 
12th  to  24th 


Our  complete  line  will  be  displayed 
at  our  permanent  showrooms  in  the 
Aud  itorium,  Queen  St.,  Kitchener. 
Attractive  designs  in  Couches,  Par- 
lor  Suites,  Chesterfields,  Davenport 
Beds,  and  Living  Room  Chairs  will 
be  prominent  features  of  the  display. 

A  cordial  invitation  is  extended  to 
every  member  of  the  Furniture  Trade 
to  visit  the  exhibition. 


GEO.  H.  HACHBORN  &  COMPANY 

KITCHENER      -  ONTARIO 


January,  1920 
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LIGHT-0 


The  Only  Standard 

Kapok  Mattress 
WEIGHT  33  LBS. 


Will  be  displayed  at  the 

January  Furniture  Exhibition 


JANUARY  12th  to  24th 


^MJ— fc»lTll.lHM»  ■ 


So  Pleasant  Felt— Showing  Imperial  Roll  Edge 


At  the  Auditorium,  Queen  Street,  Kitchener 


Light-O  is  constructed 
of  the  best  Joppa  Ka- 
pok, covered  with  Art 
Sateen  or  ACA  ticking. 
The  workmanship  is 
the  very  best,  there 
being  70  tufts  on  each 
side.  See  this  mattress 
when  at  the  Exhibi- 
tion. 


THE  QUALITY  MATTRESS  COMPANY 

Waterloo       -  Ontario 
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PICTURES  ARTISTICALLY  FRAMED 


No  40203 — The  Garden  of  Allah — A  magnificent  picture  in  thirteen  colors,  by  Maxfield  Parrish;  handsomely  framed  in  toned 
antique,  burnished;  size  15x30  inches.   Also  in  two  smaller  sizes,  appropriately  matted  and  framed. 


No.  4C200 — Love,  Music,  Song — An  artistic  combination  of  musical  subjects  in  hand  colored  gravure,  framed  in  rich  burnished 

antique,  16x32V2  incnes. 

SEE  THE  IMMENSE  DISPLAY 


Shown  by  our  traveling  representatives,  including  big  range  of.  patterns  in  fine  mouldings.    We  cordially  invite  you  to  visit  oiu 

showrooms  at  the  factory  when  in  Toronto. 


PHILLIPS  MANUFACTURING  CO,  LIMITED 

V     258-326  CARLAW  AVE.         -         TORONTO,  ONT. 


Hilary,  1920 
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Luxurious  Chesterfield 

SUITES 


Chesterfield  No.  615 


Will  be  on  display  at  our  permanent  showrooms,  opposite 
the  G.  T.  R.  Depot  at  Waterloo,  and  one  block  from  the 
Kitchener  and  Waterloo  Street  Railway,  during  the 

JANUARY  FURNITURE  EXHIBITION 
JANUARY  1 2th  TO  24th 

New  and  attractive  designs,  worthy  of  the  attention  of  dis- 
criminating buyers  will  be  prominent  features  of  our  display. 
Come  and  spend  a  day  with  us— we  will  make  you  heartily 
welcome. 


WOELLER,  BOLDUC  &  COMPANY 

Waterloo  -  Ontario 
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Our  Display  During  the  Month  of  January 


Cribs,  Bassinettes, 
Baby  Walk  ers. 
Play- yards, 
Porch  Gates,  Etc. 

THE  GEM 
CRIB  AND  CRADLE  CO. 

8  QUEEN  ST.  NORTH.   KITCHENER,  ONT. 


Reed,  Pullman, 
Strollers,  Sulkies,  etc. 

C.  H.  HARTSHORN 

8  QUEEN  ST.  NORTH.    KITCHENER,  ONT. 


Wooden  Toys, 
Horses,  Scooters,  etc. 

THE 

ONTARIO  WOODWORKING  CO. 

8  QUEEN  ST.  NORTH        KITCHENER.  ONT. 


January,  1920 
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I  yHE  Meaford  Line  | 

I       of  Bedroom  Furni-  1 

I  ture  is  popular  with  the  I 

I  consumer  as  well  as  the  i 

j  dealer,  because  the  con-  i 

I  sumer  receives  excellent  | 

j  value  for  his  money  and  I 

5  the  dealer  makes  a  good  i 

j  profit  on  his  sales.  j 


I  The  attractive  pieces  | 

I  shown  on  this  page  are  I 

I  typical  of  this  desirable  | 

1  line.  The  material,  con-  1 

I  struction  and  finish  are  ; 

I  just  as  reliable  as  the  | 
I  design  is  attractive. 

I  ^« 

I  Meaford  Mfg.  Co.  | 

1  Limited 

Meaford,  Ontario 

:TilMlllllllllllllllllllllllimilMIIIMIMIMIIIIIIIIIIIIIIIIIIIIIIIIIMIIIIIIMIIIIIIIlL<llll!lll|l|lllll!lllllll'illlll,j 
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KAPOK 

MATTRESSES 

In  Three  Grades 

ARISTOCRAT 
WELLWORTH 
WORTHMORE 

Scientifically  built  in  our  new 
factory  with  the  latest  ma- 
chinery  for  mattress  making. 
Absolute  guarantee— 100  % 
pure  Kapok.  Best  Art  Tick- 
ing, Write  us  tor  quotations. 


The  STANDARD  BEDDING  CO ,  LIMITED 

27  DA  VIES  AVENUE        -  TORONTO 

"  Builders  of  Hygienic  Mattresses  " 


D.  O.  McKINNON 

GENERAL  MANAGER 


W.  B.  HART 

ADVERTISING  MANAaER 


JAMES  O'HAGAN 


Published  by  The  Commercial  Press,  Ltd.,  32  Colborne  Street,  Toronto. 

Subscription  Rate  $1.00  per  year  in  Canada,  Great  Britain  and  British  Colonies;  tl.50  to  the  United  States, 
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DEPARTMENTIZING  THE  FURNITURE  STORE 
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How  an  Oat.ario  small  city  dealer  has  built  up  a  big  furnilui  e  trade— By  a  Staff  CorrespoDdent 
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A TOUR  of  the  store  of  E.  J.  Coles  &  Co.,,  at  493-495 
Uimdas  Street.  Woodstock,  Ont.,  will  be  a  revel- 
ation to  many  a  visitor  from  even  larger  cities, 
as  it  certainly  was  to  me  on  a  recent  day,  when  Mr.  E. 
J.  Coles  took  me  for  a  walk  over  his  store. 

Besides  being  a  revelation  it  would  prove  interesting 
and  instructive  to  any  furniture  dealer  to  look  over  the 
building  and  note  the  arrangement  of  stock  and  fix- 
tures and  perhaps  the  methods  used  in  the  promotion 
of  more  sales  and  bigger  and  better  business. 

The  first  glimpse  of  the  store  creates  a  decidedly 
good  impression.  As  the  illustration  shows,  the  shop 
front  is  modern  in  every  respect,  with  plenty  of  light 
and  fine  window  displays.  The  building  is  a  three 
story  structure,  and  is  conducted  as  a  department  store, 
with  furniture  the  largest  branch  of  the  business. 

Complete  home  furnish- 
ings are  carried  and  in  addi- 
tion a  stock  of  groceries, 
which  are  given  space  on  the 
ground  floor. 

The  store  has  a  frontage  of 
46  feet  and  a  depth  of  '  236 
feet,  right  through  to  a 
street  at  the  rear.  The  three 
floors,  therefore,  give  a  floor 
space  for  displaying  goods 
of  nearly  33,000  scpiare  feet. 
In  addition  there  is  a  store- 
room attached  to  the  build- 
ing, .35  by  66  feet.  A  drive- 
way runs  along  one  .side  of 
this  storeroom  structure, 
making  it  convenient  for  re- 
ceiving and  shipping  goods 
without  interfering  Avith  the 
convenience  of  shoppers  or 
sales  people  in  the  store  pro- 
per. 

The  furniture  depart- 
ments are  located  on  the 
second  and  third  floors — ^car- 
pets, oilcloths  and  linoleums 
on  the  second  ;  and  beds  and 
general  furniture  on  the 
floor  above. 

The  furniture  stock  is  .sd 
arranged  and  laid  out  that 
at  a  glance  one  can  get  a 


Splcmiid    fi-diit    (if  llic   (;o)e.s  ( 


Fcry  fair  idea  of  the  utility  of  the  various  lines. 
A  series  of  furnished  rooms  show  off  a  completely 
e((uipped  house  with  the  settings  as  in  the  ordinary 
home — or  rather  as  we  would  wish  to  see  them  in  our 
home. 

On  the  third  flat,  besides  the  big  furniture  display 
floor,  is  a  ten-foot  gallery  or  mezzanine-floor  at  the 
rear,  on  which  is  displayed  the  stock  of  baby  carriages, 
reed  furniture  and  the  lighter  class  of  goods.  Under 
this  gallery  are  'the  phonograph  parlors,  in  a  sound- 
proof room. 

Around  the  walls  are  the  furnished  rooms  with  rails 
separating  the  rooms.    The  various  suites  are  laid  out 
showing  to  advantage  the  various  good  features  of 
the  pHi'ticular  lines  displayed. 
An  interesting  showing  on  this  floor  are  the  draperies. 

The  firm  carries  a  large 
.stock  of  wallpapers,  and 
they  make  up  their  own 
draperies  to  order.  To  set 
these  off  to  advantage  a  sec- 
tion of  the  wall  is  papered 
with  the  latest  wallpaper 
patterns,  and  against  this 
the  salesmen  make  up  and 
show  prospective  customers 
just  how  the  draperies 
would  look  in  the  home. 

The  general  offices  of  the 
company  are  located  on  the 
second  floor,  with  cash  sales 
office  on  the  main  floor.  The 
building,  one  of  the  finest  in 
Western  Ontario,  was  put 
up  17  years  ago  and  re- 
modelled two  years  ago.  It 
is  heated  by  the  latest  hot 
water  system,  and  a  two- 
main  six-inch  sprinkler  sys- 
tem provides  fire  protection. 

The  sales  are  raken  care  of 
by  35.  employees,  and  one 
large  and  three  small  trucks 
take  care  of  deliveries. 

The  history  of  the  com- 
pany covers  a  period  of  26 
years,  when  E.  J.  Coles  fii'st 
o])ened  a  store  in  Woodstock 
foi-   t'he    sale    of  crockery. 


store  ut  Woodstock. 
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From  the  beginning  there  has  been  steady  progress 
and  Mr.  Coles  has  built  up  for  his  business  a  reputation 
of  high-class  trade. 

He  early  adopted  a  slogan  "Everything  for  the 
Home,"  and  it  was  not  long  before  he  had  installed  a 
complete  line  of  home  furnishings^ — furniture,  carpets, 
rugs,  wallpaper,  hardware,  stoves  and  chinaware. 
Groceries  were  first  added,  and  then  the  other  lines. 

With  the  growth  of  the  business,  of  course,  the 
store  premises  had  to  be  increased.  When  Mr.  Coles 
found  the  people  coming  to  the  store  to  buy  chinaware 
and  groceries,  he  found  it  not  hard  to  sell  them  mat- 
tresses or  furniture,  people  being  usually  glad  to  buy 
all  their  goods  in  the  one  place.  Both  shopping  and 
delivery  are  facilitated  thereby. 

Shoppers  come  to  Coles'  store  from  Norwich,  Tnger- 
soll,  Tillsonburg  and  surrounding  towns  as  well  as 
from  Woodstock.  With  the  larger  use  of  autos  and 
more  extensive  good  roads  customers  come  from  great- 
er distances  and  the  Coles  Co.  have  taken  advantage  of 
these  avenues  to  I'each  out  for  larger  and  more  trade. 

Because  of  this  fact  Mr.  Coles  says  he  has  no  worry 
I'egarding  the  competition  from  mail  order  houses  in  the 
larger  cities.  "You  can't  buy  goods  from  a  catalogue 
as  well  as  seeing  them  at  first  hand,"  said  he,  "and  our 
country  people  are  finding  they  can  buy  just  as  good 
an  article  at  as  low  a  price  in  their  home  towns  as  they 
can  get  from  mail  order  houses.  Our  prices  compare 
most  favorably  with  the  prices  in  the  catalogues,  and 


we  have  the  stock.  It  is  not  at  all  unusual  for  us  to 
sell  furniture  to  people  in  London  or  Hamilton." 

The  Coles  Co.  are  strong  believers  in  advertising.  The 
firm  uses  the  local  paper,  changing  their  ad.  copy  daily. 
The  paper  has  a  good  city  and  country  circulation,  so 
the  store's  story  reaches  out  to  most  of  the  homes  with- 
in easy  reach  of  Woodstock.  In  addition  to  newspaper 
publicity  the  Coles  Co.  at  certain  seasons  circularizes 
the  country  telling  of  special  offerings. 

A  ne-vy  stunt  was  the  inauguration  the  past  fall  of  a 
"fall  opening,"  with  orchestra  and  singers  engaged  to 
attract  the  public.  The  whole  store  was  attractively 
decorated  and  visitors  were  invited  to  look  over  the 
building  and  stock  with  no  forced  solicitation  to  buy. 
Of  coui'se  the  salespeople  were  ready  for  any  cliance 
sales  offering.  This  feature  brought  large  numbers  of 
out-of-town  people  to  the  store,  and  very  ingeniously 
advertised  the  company,  its  building  and  its  goods. 

Mr.  Coles  bejieves  the  fact  that  making  of  depart- 
ments in  a  stoi'e  is  greatly  beneficial  to  business,  one 
department  helping  another  to  total  up  sales.  Cus- 
tomers come  to  buy  certain  articles  and  see  other 
wantable  goods  in  the  next  department  they  did  not  in- 
tend to  purchase,  but  being  so  close  at  hand  make 
adtlitional  purchases. 

The  getting  of  help  from  one  department  into  an- 
other Avhere  business  is  more  brisk  on  certain  days  can 
very  easily  be  done :  economy  and  efificiency  are  thus 
secured  at  a  very  low  percentage  of  overhead  expense. 
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The  Annual  January  Furniture  Exhibitions 

A FRUITFUL  source  of  information  on  new  furniture  lines  for  retail  dealers  is  attendance  at  | 

the  exhibition  of  these  goods  wddch  manufacturers  put  on  from  time  to  time.  1 

=  At  the  beginning  of  the  year,  when  dealers  have  made  their  calculations,  and  surveyed  their  | 

1  community,  is  a  very  good  time  for  them  to  look  up  the  new  styles  of  furniture,  by  visiting  the  1 

I  various  exhibitions.    It  may  be  that  samples  will  be  low  this  year,  owing  to  the  great  demand  I 

\  at  present  existing  for  all  furniture  lines,  but  it  would  be  well  to  see  just  what  particular  lines  | 

i  are  offering.  | 

i  Pi'actically  all  manufacturers  will  show  in  their  factory  showrooms  the  lines  they  are  making.  | 

i  and  the  manufacturers  of  Stratford,  Kitchener  and  Toronto  will  make  the  ambitious  displays  they  | 

1  have  always  made  in  the  past.    Practically  all  of  them  will  hold  their  exhibitions  from  Jauiiary  1 

I  12  to  the  24th,  thus  giving  all  dealers  and  their  buyers  and  sales  staffs  plenty  of  opportunity  to  | 

I  see  the  new  lines  and  become  familiar  with  the  new  goods.  1 

I  Stratford  manufacturers  will  show  their  new  goods  in  their  factory  showrooms,  and  will  look  | 

[  after  the  comfort  and  social  well-being  of  visitors  in  their  clubrooms  at  the  Queen's  Hotel.  The  fivms  | 

j  exhibiting  will  include  The  McLagan  Furniture  Co.,  Stratford  Chair  Co.,  Imperial   Rattan    Co.,  | 

1  '  Stratford  Mfg.  Co.,  Kindel  Bed  Co.,  Farciuharson^Gifford  Co.,  and  Stratford  Bed  Co.  | 

1  Kitchener  and  Waterloo  factories  will  also  hold  "open  house"  during  the  exhibition.    Most  | 

I  of  them  will  make  displays  in  their  own  showrooms,  though  some  of  them  will  show  in  the  Audi-  | 

I  torium  on  Queen  Street,  Kitchener.   Among  these  being  Geo.  H.  Haehborn  &  Co.,  Lippert  Furni-  | 

I  ture  Co.,  and  Quality  Mattress  Co.  | 

I  Those  showing  in  their  factories  include  Anthes  Furniture  Co.,  Art  Furniture  Co.,  Baetz  Bros.  | 

i  Co.,  Beaver  Furniture  Co.,  H.  Krug  Furniture  Co.,  and  Woeller,  Bolduc  Co.  | 

1  At  Toronto  exhibitions  will  be  held  at  55  Bay  Street  (sixth  floor)  where  The  Gendron  Mfg.  | 

I  Co.  will  make  an  extensive  showing  of  their  automobile  lines,  roller-bearing  coaster  wagons,  new  | 

i  baby  carriages,  sulkies,  go-carts,  etc.   Here,  too,  the  Andrew  Grey  Upholstering  Co.  and  the  Ren-  | 

I  fi'»w  Refrigerator  Co.  will  make  displays.    Owing  to  samples  being  imobtainable  this  year,  Wm.  | 

I  Pearson,  who  represents  the  Owen  Sound  factoi'ies,  will  only  have  desk  room  ;  but  he  will  be  there  | 

i  to  meet  dealers  visiting  Toronto.  | 

i  The  Gold  Medal  Furniture  Co.  will  not  show  downtown,  but  will  make  a  display  at  the  fac-  | 

1  tory  showrooms  on  Van  Horne  Street.   And  the  Andrew  IMalcolm  Furniture    Co.,    and    F.    E.  | 

!  Coombes  Furniture  Co.  will  only  display  in  their  permanent  showrooms  at  Kincardine.  | 

I  Remember  the  Furniture  Exhibition  dates — January  12  to  24.  | 
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DRESSING  WINDOWS  for  FURNITURE  SALES 


.Miiiiiiiiniiiiiiiniiiiiiiiiii: 
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Window  trimniiDg  an  art  —  Securing  effect  —  Beauty  vs.  service  —  Catering  to  local  need 
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Jiy  H.  S. 

DRE.SSIXG  the  window  in  which  furniture  is  to  be 
displayed  is  an  art  that  cannot  be  easily  mastei'ed 
and  one  that  takes  considerable  study  before  the 
combination  so  much  desired  is  attained — the  artistic 
and  the  selling  idea  combined.  There  are  many  elevk»s 
in  furniture  stores  who  can  dress  a  window,  so  to 
.speak,  but  who  fail  to  secure  the  same  effect  that  the 
man  who  has  the  artistic  idea  and  the  selling  knowledge 
at  the  same  time  manages  to  attain.  Just  how  much  of 
the  artistic  should  be  incorporated  in  a  window  display 
is  a  .subject  that  must  be  individually  decided  by  each 
window  dresser.  A  window  can  be  made  beautiful,  and 
yet  be  of  little  service  in  selling  goods.  Landscape 
backgrounds  and  artistic  features  may  be  well  enough 
in  their  way,  but  they  can  be  overdone.  Furthermore, 
the  artistic  display  that  may  appeal  to  a  certaiji  class 
of  trade,  in  an  exclusive  neighborhood,  would  fall  flat 
in  another  locality  where  fifty-cents-a-week  payments 
are  the  rule  on  furniture  accounts. 

In  the  1.5  years  that  I  have  been  writing  advertis 

iiii>:i:iiiiiiiiii;:iiiiiiiiiiiiiiiiiiiniMiiiiiiiMiiiiMniiiMiMiliilllliU 


iiimmiiiiiiiiiiiiiii:miiiiiiiii:iiii{ 
CARROLL 
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The  wind'OAvs  are  the  mirror  of  a  store  and  the  dis- 
])lay  men  have  it  in  their  power  to  shape  the  destinies 
lOf  a  store,  in  the  very  manner  in  which  the  merchan 
dise  is  displayed.  The  enthusiastic  salesman  sells  his 
nierehandise  because  he  knows  it.  He  knows  every 
talking  point.  Isn't  it  doubly  essential  that  the  man 
who  di.splaj's  the  merchandise  should  know  the  best 
selling  features  of  that  merchandise,  so  that  these  fea- 
tures might  ho  displayed  to  the  best  possible  advant- 
age '? 

There  are  many  display  men  who  do  not  keep  in 
touch  with  the  styles  for  the  moment.  They  do  not 
(know  what  the  great  buying  public  is  demanding,  an(' 
when  they  do  know,  they  are  indifferent  as  to  whethei 
that  merchandise  is  brought  to  the  front.  T  am  dwell- 
ing upon  this  idea  of  merchandise  because  that  is  the 
one  thought  I  wish  to  leave.  What  wo;;ld  you  think 
of  a]i  advertising  man  who  wrote  copy  for  a  large  con 
eern  and  yet  knew  nothing  of  the  policies  of  that  con- 
cern :  did  not  know  what  merchandise  they  carried,  did 


A  striking  window  display 
made  by  Green's,  Hamil- 
ton, during  a  recent  sale  of 
beds  and  bedding  goods. 


ijiiiiliilllililllli: 


iug  copy  and  coming  constantly  in  touch  with  display 
men,  it  has  always  occurred  to  me  that  these  men.  as 
a  whole,  do  not  give  sufficient  thought  or  study  to 
tlie  mei-ehandise  itself,  but  rather  hold  the  artistic  side 
of  the  woi'k  uppermost. 

You  k'uow  and  I  know  and  every  man  who  is  con- 
nected with  a  mercantile  institution  knows  that  mer- 
chandise is  the  fundamental  basis  of  the  store's  devel- 
o))ment.  You  may  have  fine  display  men,  you  may 
have  fine  mamigeis,  you  may  have  fine  advertising  men, 
you  may  have  fine  salespersons,  but  unless  you  have 
mei'chandise  the  jieople  want — the  right  sort  of  mer- 
chandise in  (|uantities  sufficient  to  supply  the  demand 
and  in  assortments  that  are  constantly  at  par — you 
<'annot  hope  to  hold  your  patronage.  Isn't  it  essential, 
then,  that  every  one  of  us  study  merchandise? 


not  keep  up  with  the  styles  and  did  not  possess  enthu- 
.siasm  over  the  arrival  of  merchandise  of  merit?  And 
yet  the  display  nmn  is  a  salesman  every  inch  as  much 
as  an  advertising  man. 

You  are  selling  merchandise  through  a  medium  tliai 
has  a  larger  cii'culation  tlian  any  newspaper  T  know  of. 
,Xot  oidy  is  the  circulation  lai'ger,  but  you  are  able  to 
(Olace  youi'  uKM'chHndise  right  before  your  buyers, 
it  were,  which  is  nn  advantage  that  the  advertising  man 
iCaiHiot  call  to  his  command.  The  display  managei'  of 
the  future  will  be  as  much  of  a  merchandise  man  as 
the  mei'chHudise  manager  himself.  He  will  be  as  much 
of  an  advertising  man  as  the  ad.  man.  And  he  will  b(> 
more  than  all  this,  because  he  possesses  art  in  addition. 
The  advertising  man,  the  department  manager,  th(>  mer- 
chandise manager  aiul  the  display  man  should  be 
closeh-  affiliated.    There  sho\dd  he  absolute  harnionv. 
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A  New  Year  Message 
to  the  Trade 


By  The  Editor 


As  a  new  year  of 
ho))  anil  oiijiortun- 
ity  is  ushered  in, 
an  earnest  feeling  of  am- 
bition to  accomplisli  some- 
thing worth  while  during 
the  year  ahead  surges  up 
within  the  majority  of  us. 
It  is  a  worthy  feeling  that 
should  be  fostered  and  cul- 
tivated and  given  every  op- 
portunity to  develop.  With- 
out doubt,  there  are  great 
opportunities  before  the 
retail  trade  during  1920  cud 
it  is  the  sincere  wish  of 
(Canadian  Furniture  World 
that  every  reader  vvlth 
a  worthy  ambition  may  suc- 
cessfully attain  that  goal 
he  has  set  his  mind  on  be- 
fore another  12  months 
have  rolled  around. 


A  look  oackward  on  th" 
part  of  the  dealer  at  this 
time  is  quite  desirable.  We 
can  all  profit  by  our  past 
experience.    No  doubt  you  have  done  things  dur- 
ing the  past  year  that  you  would  do  differently  if 
they  were  to  be  done  over.    Remember,  however, 
that  no  one  needs  to  be  ashamed  of  having  made 
mistakes.     The  disgrace  lies  in  making  the  same 
mistake  twice.    One  should  learn  well  the  lessons 
taught  by  experience. 

Taking  it  all  in  all,  the  past  year  has  been 
quite  a  satisf actoi'\'  one  for  furniture  dealers,  Busi- 
ne.-'s,  was  maintniiu'il  in  quite  an  excellent  man- 
ner by  the  majority  of  stores.    In  fact,  sales  were 


better  during  the  past  tvvehe  months  than  many 
anticipated  would  be  the  ease  when  the  j'ear  start- 
ed. When  balance  sheets  are  made  up  for  1919 
we  believe  that  the  average  dealer  will  be  pretty 
well  satisfied  with  his  progress  during  the  past 
year. 


The  dealer  may  be  satisfied  with  what  he  has  ac- 
complished in  the  matter  of  sales  and  profits  dur- 
ing the  past  year,  but  he  si  ould  not  be  contented 
with  the  level  he  has  attained.  He  who  would  be 
genuinely  successful  must  continually  be  setting  up 
new  ambitions  in  regard  to  what  he  desires  to  at- 
tain. Now,  as  we  face  a  new  year  of  opportunity 
is  a  time  to  set  a  record  in  regard  to  business  that 
you  hope  to  reach  during  the  twelve  months  of 
t/his  year. 

Not  only  set  a  sales  figure  to  be  attained  dur- 
ing 1920  but  make  definite  ulans  to  achieve  the 
amount  set.  The  best  way  to  proceed  is  to  figure 
out  how  much  business  you  will  have  to  do  each 
month  in  order  to  reach  your  aim  for  the  year  and 
check  up  your  progress  every  thirty  days.  The  en- 
gineer in  charge  of  a  train  does  not  wait  until  he 
has  completed  his  run  to  check  up  his  progress.  He 
times  himself,  at  every  station.  The  dealer  in 
charge  of  a  business  should  operate  in  the  same 
way. 

Just  a  word  as  to  gauging  your  success  during  the 
year  ahead.  Do  not  base  it  so  much  on  sales,  but 
rather  on  actual  profits.  Not  a  few  stores  are  set- 
ting up  new  records  every  year  in  the  matter  of 
sales  but,  in  spite  of  this  fact,  are  making  less 
money.  Aim  not  alone  for  big  business  but  also 
profitable  business.  What  does  it  profit  a  man  if 
he  do  a  big  business  and  lose  money  in  doing  so? 
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JANUARY  an  J  FEBRUARY  CLEARANCE  SALES 


Importance  of  decorations  in  store  and  window  during  special  sales — Some  hints  as  to  displays 
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FOLLOWING  closely  on  the  heels  of  the  Christmas 
ni>sh  are  the  "January  Clearance"  and  " February 
Kurnifure ' '  sales. 
To  nuiny  stores  these  events  are  among  the  most  im- 
portant of  the  A'ear,  and  they  are  recognized  as  per- 
manent institutions.  Wheie  prominence  is  given  these 
sales  are  extremely  heavy  and  the  financial  returns  run 
into  big  figures. 

These  events  being  sales  of  great  importance  care 
should  be  taken  with  the  interior  decorations  and  v.dn- 
dow  displays.  Most  dealers  are  aware  of  the  benefits 
resulting  fi'ora  attractive  decorations.  It  is  not  enough 
to  be  satisfied  with  careful  arrangement,  decorative  fea- 
tures are  almost  as  important  as  at  Christmas  and 
Easter. 

The  windows  should  bo  decorated  with  care,  as  it  is 
necessary  that  the  goods  have  some  attractive  setting 
to  bring  out  the  goods  to  the  best  advantage. 

Some  goods  are  more  difficult  to  show  than  others 
and  a  study  of  decorations  for  these  is  important.  Win- 
dows are  sometimes  over-decorated  or  tlie  effect  is 
spoiled  by  poor  selection  of  backgrounds. 

A'ery  desirable  effects  are  to  be  had  by  the  use  of 
flowers.  They  should  be  simple  and  delicate  of  desijin 
and  color.  The  flowers  most  generally  used  ai'e  snow- 
balls, carnations,  roses  of  the  small  specie,  almond  blos- 
soms and  wistai-ia.  These  few  mentioned  do  not  ex- 
haust the  list  of  useful  flowers  for  the  January  or  Feb- 
ruary sales,  however. 


Very  often  stores  put  forth  extra  effort  to  obtain 
something  that  will  attract  attention  for  their  special 
sales.  A  large  American  store  last  year  had  as  an  at- 
traetion  in  one  of  their  windows  a  woman  75  years  of 
age  dressed  in  a  fashion  of  long  ago  and  demonstrat- 
ing the  old-time  way  of  spinning  cotton.  She  had  her 
place  in  the  window  every  afternoon  during  the  sale. 

There  are  many  other  stores  that  put  forth  extra 
effort  to  make  the  January  and  February  windows  at- 
tractive, and  these  stores  have  seen  the  advantages. 
The  display  man,  too,  is  anxious  that  all  his  windows 
be  attractive  and  the  small  amount  of  money  at  his  dis- 
posal for  decorations  is  used  with  great  care  and  the 
fact  that  the  amount  is  so  small  in  most  cases  he  finds 
liimself  unconsciously  putting  forth  extra  effort  to 
bring  out  an  attractive  display. 

Elaborate  decorations  are  unnecessary,  but  there 
should  be  some  pleasing  setting  to  relieve  the  bareness 
of  the  window,  aiul  dealers  who  insist  on  this  import- 
ant feature  of  theii-  windows  will  be  pleased,  not  only 
witli  the  displays  but  with  the  added  profits  due  to  the 
jittractiveness  of  the  window. 


PRIZES  FOR  READING  .A.DS. 

All  dealers  a])preciate  the  importance  of  having 
sales  people  read  and  study  the  store's  advertisements, 
yet  it  is  not  always  an  easy  matter  to  get  clerks  to  do 
this.   A  scheme  that  is  employed  in  a  good  many  stores 


Good  Furnitare  is  ao  lovestmeDt — Poor  Furniture  ExpeDsive  af  any  Pric 

Room  Suite  j 
  -   Kitchen 
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Bedroom  Suite 
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SberiloD  Diniiig-room  Suite  Louii  XVI.  DiDiog-rooiD  Sgit< 
Sheraton  Bedroom  Suite 
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3-pKce  (hentnffed 
Living-rooiB  Sute 


Wonderful  Values 
In  Living-room  Suite* 


Prompt  Delivery 
Efficient  Service 


$16.55  Up 

Uamlsogie  3-Piece 
LiriDg-rooin  Suite 

Six  Big  Floors 
Motor  Delivery 


291  Y0NGEST.295  CM 


Tuesday  at  8  a-in.  Will  Open  the  Most  Important  Event  of  the  Month  —  Remarkable 
Bargams  m    RUGS   AND    DRAPERIES   Combined  With  Our  ' 
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Cuitains 


Extension  Rods 


Hearth  Rngs 


Rope  Portieres 


PHONE 

5631 


a.H.WILLIAMStSONS 
LIMITED 


Twa   eNiiinijli-s  of  M-;iscn;ililf   ;i(ivi'i"tising.     The  Tormito   firm   put   (in   a   si)0(i!il    .fiinu;ir\'  C'leariincr 
Western  firm  made  much  of  an  early  Keliruary  furnitiiie  sale  a  year  ago. 


Sale   the   (lay    after    New    Years,     and  the 
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is  to  give  a  siUciU  prize  to  the  first  person  detecting  and 
reporting  any  mistake  in  an  advertisement.  A  New 
Yorlv  firm  does  this  in  the  manner  described  in  tlie  fol- 
lowing announcement : 

"There  will  be  given  to  the  member  of  our  organiza- 
tion first  reporting  in  writing  an  error  in  accuracy, 
false  statement  or  mistake  in  price,  material  or  item  of 
merchandise  in  any  of  our  advertisements,  the  sum  of 
one  dollar.  This  is  open  to  every  employee  and  all  are 
urged  to  participate.  Such  prizes  will  cover  all  our  ad- 
vei'tising — newspaper,  circular,  magazine  or  any  other 
form  of  printed  advertisement. 

"Also  comments,  suggestions,  remarks  and  criticisms 
made  by  customers  constitute  in  some  cases  valuable  in- 
formation. For  such  comments,  remarks,  criticism, 
etc.,  of  a  constructive  nature,  reported  in  writing,  the 
fii'iu  will  pay  according  to  the  value  of  the  suggestion 
or  comment,  in  exactly  the  same  way  as  prizes  are 
given  on  other  store  matters  coming  through  the  Sug- 
gestion Box.  Such  suggestions  should  be  made  the 
same  way  and  should  be  placed  in  the  suggestion  box  at 
the  employees'  entrance. 

"Although  our  salespeople  are  the  ones  most  likely 
to  hear  such  suggestions,  from  their  continual  contact 
with  customers,  all  our  stoi'e  members  are  urged  to 
compete  for  these  ])rizes,  for  the  advertising  being  a 
matter  of  such  primary  importance,  our  people  may  not 
only  won  the  prizes,  according  to  the  value  of  the 
suggestion,  but  they  may  contribute  materially  to  the 
.success  of  the  store  by  helpful  comment  or  suggestion 
of  new  ideas." 


GETTING  RESULTS  FROM  ADVERTISING. 

A  Boston  dealer  says  that  he  makes  advertising  pay 
through  making  a  sale  of  an  advertised  article  to  one 
out  of  every  three  thousand  of  newspaper  readei-s.  This 
estimate,  of  course,  embraces  the  average  result  and 
covers  articles  of  a  wide  range.  Applying  the  rule  to 
department  store  advertising,  in  which  a  great  variety 
of  offers  are  made,  and  figuring  that,  of  each  article 
advertised,  sales  will  be  made  to  one  in  every  three 
thousand  readers  of  the  newspaper  carrying  the  ad- 
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vertising,  the  aggregate  of  sales,  made  directly  through 
such  advertising,  would  be  large. 

Yet  the  full  value  of  the  advertising  is  not  at  ali 
indicated  by  such  an  estimate.  The  reader  of  an  ad., 
influenced  by  that  ad.  to  visit  the  store,  usually  makes 
other  purchases.  Such  a  patron  get^  a  little  better 
acfiuainted  with  the  .store,  with  the  array  of  alluring 
things  offered.  If,  previously  an  infretiuent  customer 
of  that  store,  the  chances  are  even  that  this  advertise- 
ment will  have  won,  through  the  one  sale  directly 
effected  by  it,  a  hundred  subsequent  sales,  ft  will  have 
changed  the  casual  patron  into  a  regular  one. 

If  the  article  advertised  is  of  especial  value  at  the 
selling  price  (juoted,  the  sale  will  be  merely  the  first 
link  in  a  chain  of  sales  not  merely  to  this  patron,  but 
to  the  friends  of  this  patron  who  learn  about  it.  The 
circle  of  store  friends  is  widened  by  this  one  pleased 
customer,  who  naturally  speaks  of  a  [jrofitable  shop- 
ping incident  when  talking  with  actpiaintances.  The 
immediate  sale  effected  is  the  immediately  important 
thing,  of  course,  but  not  becau.se  of  the  profit  attach- 
ing to  that  sale  of  itself.  The  profit  comes  from  en- 
listing another  friend  for  the  store. 


LLOYDS  OPEN  .ADVERTISING  CAMPAIGN. 

The  Lloyd  Manufacturing  Company  of  Menominee. 
Michigan,  is  annoimcing  to  the  trade  that  it  is  about  to 
open  lip  its  spring  drive  for  1920  with  a  national  ad- 
vertising campaign  which  will  surpass  anything  ever 
attempted  in  the  baby  carriage  world.  Twenty-six  of 
the  largest  daily  newspapers  will  be  used  and  large  ads. 
will  be  run  in  each  paper  during  1920,  and  any  in- 
(|uiries  resulting  therefrom  will  be  sent  to  the  dealer 
nearest  to  the  address  of  the  inipiirer. 

The  Mothers  Magazine  and  The  American  Mother- 
hood are  two.  of  the  magazines  which  Lloyd  will  use 
throughout  the  .year  with  full  page  space.  Other  maga- 
zines will  also  be  added  to  the  list.  "We  tried  out 
]iev\^spaper  advertising  last  year  as  a  test  and  found 
that  it  proves  as  valuable  in  reaching  the  consumer  as 
the  trade  papers  do  in  reaching  the  dealer,"  said  Mar- 
shall B.  Lloyd,  president  of  the  firm  and  the  man  who 
revolutionized  the  wicker  weaving  industry  by  his  in- 
ventions of  a  new  method  of  production  and  a  loom. 
"We  believe  in  backing  up  our  dealers  to  the  fullest 
extent,  and  our  elaborate  advertising  plan  for  1920 
about  Avhich  we  have  not  told  the  entire  story  proves 
we  are  sincere." 


FURNITURE  MAN'S  BIG  ESTATE. 

C.  F.  Coryell,  president  of  the  Adams.  Furniture  Co.. 
Ltd.,  Toronto,  who  died  on  August  29,  left  an  estate  of 
.'I'l 95,782.  To  the  widow  is  beijueathed  the  testator's 
residence  in  Toronto,  with  all  furniture  and  automo 
biles,  also  his  summer  cottage  and  boat  at  Bass  Island. 
Muskoka.   The  widow  is  also  to  receive  $100,000. 

The  daughter,  Ruth  Torrance,  is  to  receive  if!25.000. 
His  brother,  Clarence,  gets  an  annuity  of  !|>300.  Be- 
(|uests  of  $250  each  are  made  to  his  friends,  Daniel  A. 
Johnston  and  J.  McCnaig,  and  to  his  secretary.  Nellie 
Armitage.  The  balance  of  the  estate,  including  the 
insurance  made  payable  to  the  widow,  is  to  be  e(|ually 
divided  between  her  and  the  four  sons,  who  are  the 
executors. 


The  building  occupied  by  J.  Marcus  and  Sons,  furni- 
ture dealers,  St.  John.  N.B.,  was  damaged  by  fire  re- 
cently. 
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Make  Window 
Your  Best  Salesman 


Principles  that  make  for  profitable  display — 
Ideas  worth  considering  and  sugges- 
tions worth  following. 


Siiggfstivf   liackv;rouud   for  window   display.     A  little 
added  time  and  thnufjht  put  into  the  window 
arrangement  helps  wonderfully  in 
the  effectiveness  of  the 
display. 


niiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii: 
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HOW  can  Olio  tell  Avhether  a  window  display  will 
pay  or  not  ?  What  are  the  tests  or  points  by 
which  one  may  juda'e  the  merits  of  a  window  dis- 
])lay  ':'  What  are  the  points  of  difference  between  a  pro-, 
fitable  and  an  unprofitable  window  display  ?  These  are 
important  (piestions.  Before  any  merchant  takes  the 
trouble  and  spends  the  time  and  invests  the  money  for 
making  a  windoAv  display,  he  ought  to  be  assured,  as 
far  as  is  humanly  possible,  that  his  efforts  will  be  re- 
wai'ded  satisfactorily. 

There  are  four  principal  factors  to  be  considered  in 
the  making  of  a  profitable  window  display. 
First — The  window  itself. 
Second — The  display  material  to  be  used. 
Third — The  audience  who  will  witness  the  display. 
Fourth — The  man  behind  tlie  window  who  sells  the 
goods  which  the  display  is  designed  to  promote. 

The  first  thing  of  importaiiee  is  the  design  or  plan 
for  the  display.  This  is  named  as  a  part  of  the  display 
material,  because  the  design  of  a  window  should  not  be 
a  haphazard,  hit-or-miss  arrangement,  but  should  bo 
put  down  on  paper  and,  as  a  high-brow  author  would 
say — visualized  before  attempting  to  arrange  it.  Tof> 
often  a  window-trimmer  puts  his  material  into  the  win 
dow  without  any  notion  of  how  the  window  is  going  ti 
look  after  he  finishes  his  task. 

'Very  few  advertisers  furnish  cu'-outs.  that  is.  figures 
of  peoi)le  and  articles  pasted  upon  card-board  to  be 
cut  out  and  set  up  in  the  window.  Fre(piently,  how- 
ever, the  effect  of  the  cut-nut  may  be  had  by  pasting 
the  cover  of  a  magazine  upon  a  card-board  background 
and  cutting  out  the  border  of  whatever  picture  hap- 
pens to  be  on  the  cover.  Some  fine  display  cards  have 
been  made  in  this  wa.v. 

Price  cards.  Window-trimmers  in  general  consider 
that  price  cards  are  an  essential  featvire  of  every  effec- 
tive display.  They  should  not  be  neglected  in  the  making 
of  any  window  disjjlay.  The  selling-price  of  the  article 
should  be  denoted  by  price  cards. 

Placards  worded  with  selling  slogans  should  be  \ised 
quite  liberally.  The  mos*^  effective  show-cards  fre- 
(luently  are  homemade,  although  a  few  of  the  ready- 
made  variety  may  be  also  used. 

Oood  pictures  always  attract  attention. 
Streamers  and  spot  cards.  A  very  eff'ectivo  feature 
of  displays  is  the  use  of  streamers  of  ribbons  or  tape 
running  from  the  article  of  interest  to  a  spot  card  past- 
ed upon  the  window,  calling  attention  to  various  fea- 
tures. 

Here  we  have  the  most  important  factor  to  be  con- 


sidered in  the  arrangement  of  the  window  display.  It 
is  not  the  material  that  is  used  to  make  the  display,  but 
the  having  such  a  knowledge  of  the  audience  that  when 
the  display  material  is  arranged  it  will  have  the  desir- 
ed effect  upon  the  passersby. 

The  effect  of  a  window  display  upon  its  audience 
may  be  considered  in  three  phases.  In  the  first  place, 
to  attract  the  attention  of  the  passerby,  which  can  be 
accomplished  only  by  an  appeal  to  one  or  more  of  the 
hiiman  senses.  For  instance,  having  a  noise  which  will 
appeal  to  passersby,  such  as  hearing  some  machine  in 
the  window  which  is  in  motion,  which,  of  course,  makes 
a  very  strong  attraction.  A  phonograph  in  the  window 
has  been  used  very  effectively,  both  to  sell  musical  ma- 
chines and  draw  attention  to  other  furniture  lines. 

In  the  second  place,  the  interest  must  be  held  b.v 
making  the  display  reach  or  appeal  to  some  universal 
human  trait,  such  as.  for  instance,  curiosity,  humor, 
love  of  money,  love  of  beauty,  news  interest,  home  in- 
terest, athletic  or  sporting  interest,  etc. 

Probably,  curiosity  is  one  of  the  strongest  appeals 
that  can  be  made  in  any  window  display*.  This  is  why 
people  will  stand  longest  before  displays  which  bring 
up  a  problem  that  must  be  figured  out.  The  point  is, 
hoAvever,  that  unless  youi-  display  makes  a  stirring  ap- 
pe<\\  to  some  natural  human  interest,  the  display  is  not 
accomplishing  the  eff'ect  that  it  ought  to. 

In  the  third  place,  to  be  effective  upon  the  audience 
the  display  must  possess  real  selling  power.  It  must 
clearh'  set  forth  two  points.  Why  the  one  who  views  the 
disi)]ay  should  buy  the  articles  on  display,  and  second, 
why  they  should  buy  the  articles  now.  In  bringing  out 
1he  point  of  why  buy,  of  coui'se,  if  yon  have  a  bargain 
element  that  will  cover  this  point. 

The  point,  why  buy  now.  caJi.be  brought  out  by  em- 
phasizing the  features  of  timely  interest,  and  also  call- 
ing attention  to  the  fact  that  this  article  may  soon 
be  sold  out. 

The  Man  Behind  the  Window. 

Here's  the  fatal  Aveaknoss  of  hundreds  of  displays. 
The  Avindows  have  been  trimmed  beautifully  and  ef- 
fectively, but  the  selling  force  back  of  the  AvindoAv  has 
not  been  properly  organized  to  get  the  results  that 
should  be  obtained.  The  AvindoAV  is  not  properly  back- 
ed up  unless  other  advertising  is  employed  in  every 
case.  If  i)0ssible.  ncAvspapei'  advertising  or  the  dis- 
tribution of  cii'culars  oi-  cards  should  be  made.  Any- 
way, some  sort  of  advertising  that  Avill  help  to  back  up 
the  Avindow  display, 


38  CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER  January,  1920 

illillllllllllllllll!IIIIIIIJIIIIIIIIIIIIIIIIIIIIII!l!llllllllllllllllllill^ 


Prospects  For  1920  Business 


1        '"p^  HE  outlook  for  1920  is  decidedly  optimistic  for  business  throughout  the  length  and  breadth  g 

g          1          Canada.    Many  indications  at  present  lead  one  to  this  conclusion.    Never  before  in  the  8 

M                 hi.story  of  our  country  have  the  people  of  the  Dominion  had  so  much  money — ready  cash —  g 

M         and  the  want  and  poverty  of  past  years  is  almo.st  unknown.  j 

M               The  man  in  the  street  has  of  late  been  buying  more  and  better  goods.    Some  articles  and  lines  J 

M         formerly  placed  in  the  category  of  luxuries  ai-e  now  actually  purchased  as  necessities.    The  kings  p 

g         and  emperors  of  bygone  ages  did  not  live  so  well,  nor  were  they  housed  so  comfortably,    as    the  1 

M       '  majority  of  our  Canadian  people  to-day.                                   .  g 

The  past  year  of  1919  opened  just  after  the  world  war  closed,  and  many  dealers  there  were  g 

who    expressed  themselves    vary    pessimistically  as  to  the  outlook  for    trade  for    the    year.  M 

They  were  wrong  in  their  opinioiis  and  views.    If  there  were  any  dealers  who  did    not    make  M 

money  last  year  there  is  something  wrong  with  themselves,  their  business  or  their  methods.  M 

We  start  otf  the  year  1920  with  some  little  experience  we  did  not  have  last  year,  and  it  be-  g 

hooves  furniture  dealers  to  be  ready  for  business  developments  in  the  season  just  ahead.  1 

The  big  pi'oblem  last  year  for  the  furniture  dealer  and  manufacturer  was  the  lack  of  goods  g 

and  supplies.    That  problem  is  still  with  us.    Shipments  and  deliveries  have  been  and  still  are  i 

slow.    The  likelihood  is  that  orders  cannot  be  filled  so  jiromptly  as  even  they  were  a  year  ago.  J 

Strikes  and  labor  troitbles;  higher  cost  of  raw  materials;  shortages  in  metal  supplies,  mirror  plate  ^ 

and  some  woods — all  these  have  aggravated  the  situation  as  regards  the  booking  and  filling  of  1 

orders.    These  will  be  remedied,  of  course,  as  time  goes  by,  but  for  the" next  six  months  it  is  moi-e  M 

than  likely  that  with  shortages  in  many  lines  prices  will  continue  to  climb.  ^ 

The  higher  cost  in  furniture  factories  have  caused  some  manufacturers  to  drop  a  number  of  W 

lines  and  to  concentrate  on  better  grades.     Overhead  and  factory  costs  will  thus  be  more  advant-  M 

agoously  met,  and  produetioii  facilitated  and  increased,  though  at  the  expense  of  variety.  M 

But  to  get  back  to  our  reasons  for  an  optimistic  view  for  1920.   There  are  many  indications  of  g 

this.    Wages  are  high  and  people  have  money;  the  farmer  has  had  good  crops  which  sold  at  a  m 

high  figiire,  and  their  prospects  for  1920  are  e(|ually  as  good  as  last  year.    The  bank  deposits  are  = 

at  record  height,  and  they  have  done  biggei  business  in  loans  last  year  than  ever  before.    Cana-  m 

dian  exchange  with  the  United  States  is  a  bad  feature,  but  we  must  learn  tlirough  experience  to  g 

do  moi'e  of  our  buying  at  home.    Exports  in  1919  were  as  high  as  during  the  war  period,  and  great  g 

opportunities  for  export  still  await  at  our  cloors.  M 

The  luniber  trade  had  a  big  year  in  1919.    Prices  went  up.  and  are  still  rising.    The  world  m 

market  for  furniture  and  wood  products  is  steadily  increasing.   All  these  factors  have  a  reflecting  ^ 

tendency  on  improving  i:\ie  position  of  the  Canadian  people  financially  and  otherwise.  g 

Experts  tell  us  that  there  was  a  smaller  ])ercentage  of  unemployment  during  1919  than  was  g 

expected.    The  Dominion  Government  officials  state  that  despite  all  troubles  during  the  first  ^ 

peace  year  labor  made  a  good  start  on  its  way  back  to  peace  from  war  conditions,  that  Avorkmen  M 

were  well  paid,  and  that  general  conditions  were  highly  satisfactory.  ^ 

One  of  the  encouraging  signs  of  the  times  is  the  wa.y  large  manufacturing  and  mercantile  g 

establishments  are  now  looking  after  employees — in  the  way  of  bonuses  and  insurance:  in  social  M 

betterment  and  decent  housing ;  in  shorter  hours  and  increased  remuneration.    All  this  is  good  g 

stuff  of  an  educating  and  elevating  nature,  and  it  is- good  to  know  that  our  furniture  manufac-  g 

turers  and  dealers  were  not  second  in  adopting  these  betterment  schemes.  | 

All  of  these  features  are  bound  to  elevate  the  taste  of  the  majority  of  our  Canadian  people  g 

and  give  them  a  desire  to  possess  and  obtain  better  furnishings  in  their  homes.    Here  is  where  g 

tlie  furniture  dealer,  if  he  is  alive  to  his  opportunities,  can  increase  his  business  and  with  very  M 

little  inducement  extend  the  range  and  value  of  his  sales.    The  people  have  the  money  and  are  g 

ready  to  buy.  m 

May  1920  be  the  l)est  year  ever  in  Canadian  furniture  buying!  g 
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TORONTO  FURNITURE  STORE  THAT'S 
DIFFERENT. 

By  W.  A.  SCHAFER. 

L.  Yolles'  business  at  379  Queen  Street  West,  Tor- 
onto, i,s  a  furniture  and  housefurnishing  store  that  is  a 
little  difiPerent  from  others  in  this  line,  being  composed 
of  two  different  stores.  On  the  main  floor  you  enter 
into  the  furniture  department,  size  37x143,  generally 
showing  a  large  and  well-selected  display  of  high- 
grade  dining  room  furniture.  Through  archways  you 
enter  another  store,  25x143,  where  is  a  large  assort- 
ment of  stores,  etc.,  said  to  be  one  of  the  largest  in 
Toronto.   Yolles  do  all  their  own  repair  work. 

On  walking  through  the  store  you  come  to  the  offices, 
general  and  private;  the  public  to  get  to  these  offices 
pa.ss  through  one  of  the  aisles  where  something  on 
display  always  catches  the  eye,  and  as  soon  as  they  are 
stopped  one  of  the  salesmen  alwaj^s  approaches  and 
shows  articles  to  prospect. 

Yolles  do  a  credit  business.  The  number  of  people 
coming  in  to  pay  their  instalments  are  always  being 


Diagram   .sliowiriu;   Quc-en    Street   front,   with   entrance   and  comparativf 
size  of  building.     It  is  62  feet  by  143  feet  deep. 

shown  something  different.  Think  Avhat  this  means 
to  women  who  are  always  curious. 

A  salesman  knows  when  a  person's  accounbis  nearly 
closed  and  can  always  suggest  another  article  or  two 
to  keep  them  coming  along. 

On  the  second  floor  a  tasty  display  of  bedroom  suites, 
mattresses,  baby  carriages  and  phonographs  meet  the 
eye. 

The  third  floor,  oNcr  tlic  store  proi)er,  comprises  dis- 
plays of  daveiipoits,  pai'lor  suites  and  sitting  room  fur- 
niture. , 

The  ^iiiex  is  used  as  display  I'ooms,  being  partitioned 
off  to  represent  a  f'ut  iiished  apartment.  The  house  also 
carries  a  large  line  of  carpets,  linoleums,  odd  parts  of 
suites,  etc. 

The  store  is  (Mpiipped  with  a  self-conti'olled  elevator, 
and  is  lighted  with  16  in.  inverted  lights.  The  base- 
ment is  used  for  storei-ooms,  and  for  .secondhand  furni- 
ture takoji  in  exchange. 


NEW  BUSINESS  STREET  IN  TORORNTO. 

Regarding  the  development  of  Bloor  Street,  Toronto, 
as  a  business  avenue,  one  of  the  local  papers  there  lays 
stress  on  the  fact  that  a  distinct  class  of  furniture 
store  is  developing.  One  of  the  new  dealers,  w'ho 
handles  anti([ues  as  well  as  modern  lines  of  furniture, 
says  he  gets  the  kind  of  business  he  wants  on  the  street 
because  of  its  proximity  to  the  residential  district. 

The  stores  on  the  street  as  .yet  are  in  the  embryo 
stage — ^^old  re.sidences,  back  from  the  street  line,  with 
displays  placed  in  the  front  windows.  Because  of  this 
the  business  houses  are  classed  as  "shops"  rather 
than  stores;  and  as  the  dealers  are  looking  for  classy 
bxisiness  we  had  better  perhaps  let  them  have  the 
classy  term. 


HOPE  FOR  THE  SMALL  STORE 

Tt  will  surprise  many — and  even  dealers  Avho  ought 
to  know — but  it  is  a  fact,  nevertheless,  borne  out  by 
careful  investigation  that  the  small  store,  particularly 
in  a  prosperous  rural  district,  can  sell  goods  cheaper 
and  at  the  same  time  get  a  better  margin  of  profit  than 
the  big  city  store. 

The  small  store,  says  "Northern  Furniture,  docs  not 
have  anywhere  near  the  expense  of  its  big  competitor. 
If  properly  managed  the  small  business  in  a  good  terri- 
tory can  be  run  at  comparatively  small  cost. 

Many  consumers  in  small  places  go  to  the  large  cit.y 
to  buy  because  they  have  the  notion  that  the  big  store 
can  sell  cheaper,  by  reason  of  their  large  purchases 
from  manufacturers,  than  the  stores  in  country  towns, 
or  cities  of.  say,  3,000  to  20,000  population. 

The  country  furnitui'e  dealer  should  explain  the 
difference  to  everybody  in  his  territory,  by  means  of 
steady,  intelligent  advertising.  Because  a  man's  store 
is  small,  it  does  not  follow  that  he  cannot  keep  the  right 
goods.  The  country  furniture  dealer  has  many  ad- 
vantages over  the  big  city  store,  not  the  least  of  whici) 
is  his  personal  ac(|uaintance  with  nearly  all  the  people 
in  the  community  and  the  opportunity  of  knowing  their 
tastes  in  the  matter  of  home  furnishing. 

Admitting  that  the  country  dealer  in  a  well  managed 
stoi'e  has  a  lower  overhead  and  selling  burden  than  the 
big  city  fellow,  he  should  be  foresighted  enough  to 
give  his  patrons  a  liberal  share  of  the  saving,  so  that  he 
cen  keep  their  trade,  not  oidy  by  (pioting  lower  prices, 
but  by  giving  good,  pci'soiud  sei'vice. 


With  a  little  care  and  liai'd  woi'k,  and  systematic 
and  persistent  effort,  the  advertising  of  the  county.v 
stoi'e  can  be  made  the  iuost  intei'esting  news  in  the 
])aper — and  then  the  country  mei'cliMul  Avill  get  his 
advertising  money  back. 

No  mattei'  how  man.v  othci-  new  starts  you  make  in 
1920  start  out  b.\  getting  th(>  personal  good-Avill  and 
loyalty  of  every  member  of  youi'  seHing  for-ce.  Give 
tiuMu  to  understaiul  thai  whether  they  own  stock  in  the 
busijiess  or  not  they  have  a  personal  interest  that  is 
just  as  important  to  them  and  to  you. 
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I     Year  Round  Furniture  Gifts  i 

I  Some  suggestions  to  k.ey  up  personal  power  | 
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Now  that  the  liolida.-s'  season  is  over  would  it  not 
be  well  to  consider  the  possibility  of  making  a 
year  round  furniture  gift  department  pay?  There 
are  many  small  pieces  of  furniture  that  are  admirably 
adapted  for  gifts.  Buyers  are  realizing  now  more  than 
ever  before  that  the  greater  the  usefulness  of  an  article 
the  more  suitable  it  is  for  a  gift.  The  day  of  giving 
trifles  of  a  flimsy  and  showy  description  which  were 
never  intended  for  actual  use  has  nearly  passed,  and 
people  are  turning  to  the  stores  which  offer  articles  of 
real  service  when  they  are  buying  a  Christmas,  wed- 
ding or  birthday  present.  The  progressive  furniture 
dealer  has  realized  the  value  of  a  gift  department,  and 
many  stores  have  set  apart  a  section  where  are  assembl- 
ed articles  suitable  for  this  purpose. 

The  gift  department  is  an  all-the-vear-around  propo- 
sition. Nearly  everyone  is  called  iipon  at  one  time  or 
another  to  buy  something  for  a  friend.  In  many  cases 
gifts  of  wearing  apparel  or  jewelry  are  manifestly  in- 
appropriate except  among  intimate  friends.  There  is 
not  much  danger,  however,  in  buying  gifts  of  furniture 
which  are  not  suited  to  the  taste  and  personality  of  the 
recipient.  Articles  for  the  home  are  nearly  always 
acceptable. 

The  assortment  of  small  pieces  of  furniture  suitable 
for  gifts  is  more  numerous  and  varied  than  ever  be- 
fore. Besides  the  conventional  chairs  and  tables  Avhich 
are  always  in  demand  for  gifts,  novelties  in  the  fur- 
niture line  are  constantly  being  placed  on  the  market, 
Thei'e  are  countless  smaller  jiieces.  such  as  jardinieres, 
candlesticks,  screens,  small  stands  and  the  like  which 
come  within  the  scope  of  the  fui'uiture  gift  department. 

Merchants  who  have  taken  the  trouble  to  nt  up  a 
gift  section  of  the  store  have  been  well  repaid  for  their 
efforts.  Some  are  even  finding  that  business  is  good  in 
this  department  when  it  is  dull  in  the  lines  ordinarily 
regarded  as  more  staple.  The  most  successful  of  these 
stores  maintain  that  this  department  should  be  remov- 
ed from  the  rest  of  the  store,  instead  of  displaying 
articles  intended  for  gifts  on  the  first  floor  mingled 
with  the  regular  stock. 


A  separate  room  or  section,  if  it  is  possible  to  arrang* 
such,  for  showing  gift  pieces  is  much  the  better  plan. 
Such  a  room  adds  greatly  to  the  atmosphere  of  exclu- 
siveness  and  disti)iction  which  appeals  to  the  customer 
in  search  of  a  present.  It  is  also  easier  to  sell  goods  of 
high  (luality  in  this  way  and  many  persons  are  willing 
to  pa3'  a  little  more  for  something  they  intend  as  a  gifl 
than  if  they  were  buying  it  foj-  their  own  iise.  0.)por- 
tunities  for  gifts  throughout  the  year  are  too  numer- 
ous and  too  well  known  almost  to  mention.  Weddings, 
anniversaries  and  birthdays  are  only  a  few  of  the  occa- 
sions which  start  a  procession  of  buyers  to  the  gift 
stores. 


ROAST  GEESE  DON'T  COME  FLYING  INTO 
THE  MOUTH. 

Yow  must  stalk  your  game. 

Your  sight  must  be  accurate. 

Your  aim  must  be  true. 

You  must  kill  your  bird. 

You  must  retrieve  the  kill. 

You  must  cleanse  the  meat. 

You  must  garnish  it  and  then  cook  it. 

You  are  then  ready  to  serve  and  relish  the  fruits  of 
your  labor:  and,  believe  me,  you  have  earned  the  en- 
joyment of  the  repast. 

Just  so  in  this  business — 

You  must  canvas  your  territory. 

You  must  know  what  to  say  to  the  merchant. 

You  must  interest  him. 

You  must  bring  him  to  the  office. 

You  miist  demonstrate. 

You  must  close  the  order. 

You  must  make  a  proper  installation. 

You  must  see  that  collections  are  made. 

Then  you  have  the  commission  from  which  you  can 
enjoy  the  roast  goose. 


LEAKS  IN  PROFITS. 

Watch  your  expenses — look  for  the  little  leaks  that 
cut  into  your  profits.  Little  losses  of  a  penny  or  two 
at  a  time  grow  into  dollars  in  a  surprisingly  short 
while.  Whenever  expenses  increase  withovit  a  corres- 
ponding increase  in  profits,  there  is  something  Avrong — 
something  you  want  to  know  about  just  as  quickly  as 
you  can. 
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Two  handsome  designs  in 
solid  mahogany  from  the 
liluinogvaph  division  of  the 
McIjiiKMn  Furniture  Co., 
Limited,  Stratford. 
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Opportunities  for 
Selling  Office  Furniture 
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IT  is  to  be  regretted  tliat  with  the  many  good  oppor- 
tunities which  the  furniture  man  has  for  the  sale  of 
office  furniture  he  does  not  make  more  of  an  at- 
tempt to  get  at  least  a  share  of  this  business,  which,  for 
one  reason  or  another,  has  within  recent  years  been  al- 
lowed to  drift  into  the  realm  of  the  commercial  station- 
er and  mail-order  house.  Despite  the  claims  made  by 
the  commercial  stationers,  it  nevertheless  remains  a 
fact  that  the  furniture  store,  ecpiipped  as  it  is  to  handle 
and  display  furniture  of  all  kinds,  can  just  as  easily 
take  care  of  a  good  share  of  the  office  furniture  busi- 
ness as  the  commercial  stationer,  and  as  a  rule  take 
care  of  it  better  than  the  stationer.  In  most  eases 
office  furniture  is  a  foreign  line  in  the  commercial  sta- 
tionery store,  and  demands  much  more  space  than  the 
stationer  has  at  his  disposal.  His  clerks  are  not  accus- 
tomed to  handling  heavy  articles,  or  to  exhibiting 
them,  and  the  result  is  that  in  most  cases  a  specialist 
must  be  engaged  for  the  work. 

Tt  is  but  seldom  that  a  stationery  house  has  sufficient 
window  space  to  make  proper  displays  of  desks  and 
office  chairs.  The  average  furniture  store,  on  the  other 
hand,  is  amply  equipped  to  handle  this  business.  Then 
why  is  the  dealer  alowing  it  to  slip  from  himf  Princip- 
ally, in  the  oi)inion  of  one  leading  desk-manufacturing 
concern,  because  the  furniture-store  man  does  not 
specialize  in  this  department  as  does  the  commercial 
stationer.  He  carries  his  office  chairs,  if  he  has  any,  on 
one  floor,  his  desks  on  another,  his  customers  on  an- 
other. He  scatters  the  stock  in  such  a  manner  that  a 
customer  has  to  travel  through  aisles  and  aisles  before 
he  gets  to  the  article  he  wants  to  buy.  A  well-arrang- 
ed, model  office,  or  two  offices,  fitted  iip  in  oak  or  ma- 
hogany, and  showing  the  latest  ideas  in  desk  construc- 
tion, would  make  selling  much  easier.  Much  of  this 
class  of  goods  can,  of  course,  be  sold  from  catalog,  and 
in  this  respect  the  furniture  dealer  is  as  well  prepared 
to  handle  the  business  as  his  colleague  in  the  stationery 
business  who  sells  almost  exclusively  from  catalogue, 
as  but  few  commercial  stationers  carry  heavy  stock  of 
desks  or  other  heavy  office  ef|uipment. 

The  commercial  stationer  gets  his  business  in  this 
field  largely  through  solicitation  of  offices  and  through 
the  calls  of  his  salesmen,  and  there  is  no  reason  why  the 
fui'iiiture  nuui  should  not  get  the  business  in  the  same 
way.  Furthermore,  the  fact  remains  that  the  number' 
of  commercial  stationers  throughout  Canada  selling 
office  furniture  is  very  limited  aiul  in  no  way  sufficient 
to  meet  the  demand. 

There's  nothing  particularly  technical  about  selling 
an  office  desk.  If  there  are  re|)airs  to  be  made,  the 
furniture  man  can  make  them  .just  as  (juickly  as  his 
neighbor  in  the  stationery  field.  This  business  can  be 
secured  and  held  if  dealers  will  go  after  it  in  the  right 
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wa.y.  The  furniture  dealer  to-da.y  sells  sewing  ma- 
chines, phonographs,  kitcheii  cabinets  and  a  dozen 
other  specialties.  The  office-furniture  line  comes  easily 
into  the  category  of  goods  that  belong  to  the  furniture 
store,  and  a  little  propaganda  and  advertising  will  do 
wonders  towards  getting  back  Avhatever  business  has 
been  lost  to  the  mail-order  man  and  to  the  commercial 
stationer.    Why  not  try"? 


FADS  MAY  LEAD  TO  DIFFICULTIES. 

As  a  people  we  are  quite  largely  given  to  running  to 
extremes  in  adopting  and  following  the  latest  fad  or 
popular  notion.  F'or  confirmation  of  this  statement  one 
need  only  to  observe  sudden  changes  in  style  of  dress 
and  the  rapidity  with  which  these  changes  pass  on  from 
the  larges  cities  and  are  adopted  by  the  folks  of  the 
smaller  towns. 

Home  fiirnishings,  furiiiture,  draperies  and  floor  cov- 
erings, are  subject,  to  a  greater  or  less  degree,  to  these 
\'arying  whims  and  fancies  of  a  fickle  public.  Or  would 
we  be  nearer  a  correct  version  if  we  state  that  the- 
never-satisfied  public  is  swayed  in  its  desires  and  long- 
ings by  the  shrewdness  of  the  designer  in  playing  up 
to  the  varying  moods  of  his  clientele. 

Possibly  a  middle-of-the-road  aspect  Avould  come 
nearer  the  mark,  the  designer  on  the  one  hand,  in  an 
effort  to  further  the  interest  of  both  himself  and  his 
boss,  and  the  demand  of  the  public  for  something  new 
and  different  to  tickle  its  fancy,  on  the  other  side  of 
the  argument,  manage  to  place  the  retailer,  as  it  were, 
between  the  upper  and  the  nether  stone,  there  to 
S(iueeze  from  him  that  "exilir  of  heart's  desire"  which 
seems  so  essential  to  a  proximity  to  temporary  relief. 

The  fact  that  the  merchant  seldom  gets  caught  with 
a  surplus  of  these  short-time  fads  is  due  to  his  judg- 
ment as  a  merchandiser,  as  a  buyer  in  that  he  bought 
to  the  limit,  of  his  opinion,  and  as  a  salesman  in  that 
he  discei-ned  the  poise  of  his  buying  public  and  ])ushed 
the  sale  while  the  fad  was  hot,  thei'eby  pi'oving  him- 
self to  be  a  merchant  of  the  first  rank. 

While  some  new  patterns  are  being  otfered  by  most 
I'uiMiiture  manufacturers  at  each  semi-annual  season 
the  changes  are  not  usually  so  fre(|uent,  so  vast  or  s;; 
jironounced  as  those  Avith  which  merchants  in  many 
other  lines  have  to  contend.  Furniture  seems  to  be 
looked  upon  as  more  of  a  staple  article.  Then  there  are 
the  establi.shed  rules  or  lines  governing  the  various  de- 
sig7is  in  Period  Furnitui'e  and  these  allow  of  less  lati- 
tude in  the  permissible  departure  from  that  which  is 
accepted  as  the  correct  pattei'u.  New  variations  froui 
the  accepted  original  must  always  be  made  to  har- 
monize in  the  main  portion,  otherwise  the  distinguish- 
ijig  features  of  that  period  are  lost. 
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I  Methods  of  "Used  | 
I  Furniture"  Dealer  | 

1  By  A.  W.  S.  I 
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THE  fact  that  there  are  a  number  of  furniture  stores 
in  Toronto  (and  in  other  places  as  well)  which 
are  devoting  all  their  energy  to  handling  second- 
hand goods  leads  one  to  believe  that  some  of  these 
dealers  must  have  some  good  business  methods  that 
might  be  adopted  by  furniture  dealers  in  pushing  the 
sales  of  their  first-hand  lines. 

It  was  this  thought  that  took  me  down  Yonge  Street 
recently  and  into  the  store  of  Ryan  &  Hughes.  In 
the  last  two  years  this  firm  has  built  up  one  of  the 
largest  businesses  of  the  kind  in  Canada;  possibly  there 
isn't  another  one  of  its  kind  in  America  that  could 
show  better  results  in  so  short  a  period. 

A  few  of  the  reasons  they  attribute  for  their  success 
are  the  fact  that  they  show  goods  to  the  greatest  ad- 
vantage ;  nothing  is  misrepresented.  If  an  article  hap- 
pens to  be  slightl.y  worn  or  damaged  the  patrons  know 
it.  The  firm  tries  to  hide  nothing  from  the  public. 
Everything  is  marked  and  priced  in  large,  plain 
figures.  There  is  no  marking  goods  at  one  price,  ex- 
pecting to  take  a  lower  price,  the  one  price  stands  and 
customers  take  it  or  leave  it,  the  dickering  that  gener- 
ally takes  place  in  most  second-hand  stores  is  elimin- 
ated. There  is  no  waiting  for  large  profits,  goods  are 
marked  at  a  price  over  and  above  cost,  to  ensure  a 
quick  turnover.  In  brief  a  large  knowledge  of  furni- 
ture, with  the  right  price  and  fair  treatment,  give  the 
public  the  best  service  at  the  least  expense. 

The  Ryan  &  Hughes  business  was  started  to  buy  and 
.sell  furniture  and  unclaimed  freight.  They  say  their 
best  advertisement  is  satisfied  customers,  whether  buy- 
ing or  selling.  Every  piece  of  furniture  they  buy  is 
renovated  in  their  own  work  rooms,  repolished  if  neces- 
sary, and  always  placed  in  Al  condition  before  going 
into  the  sales  department.  All  rugs,  tapestries,  etc., 
are  sent  to  the  dry  cleaners.  They  do  not  handle 
second-hand  bedding  or  mattresses,  though  they,  sell 
a  great  quantity  of  this,  obtaining  it  through  the  un- 
claimed freight  sales;  and  they  do  not  attempt  to 
handle  pianos  or  musical  instnaments,  there'by  elimin- 
ating a  gi'eat  deal  of  trouble. 

Ryan  &  Hughes  employ  14  persons  at  their  Yonge 
Street  store,  keep  open  from  8  a.m.  until  9  p.m.,  taking 
turns  on  and  off,  and  each  of  the  firm  averages  four- 
teen hours  daily,  though  they  don't  expect  their  em- 
ployees to  do  the  same.  They  have  their  own  delivery 
trucks  and  do  all  their  own  cartage.  The  firm  make 
a  practice  of  buying  homes  complete,  everything  in 
the  home,  the  better  class  of  stuff  goes  to  their  down- 
town store,  the  balance  goes  to  1409  Yonge  Street,  or 
possibly  to  one  of  their  warehouses. 

Advertising  is  done  through  the  daily  papers,  also 
through  the  society  papers,  as  the  firm  cater  to  the 
elite  trade  from  their  down-town  store.  This  store  is 
on  a  corner  lot.  The  frontage  is  40  feet  and  a  depth  of 
12.5  feet.  The  .store  has  three  floors  and  is  as  well 
equipped  as  any  furniture  store  in  town.  Large  dis- 
play windows  are  used  to  the  best  advantage,  the  store 
is  well  lighted,  and  cleanliness  is  a  large  factor.  Cour- 
te.sy  to  patrons  is  a  strong  point. 

The  goods  are  displayed  in  suites  and  are  shown  to 


great  advantage.  The  offices  are  on  the  main  floor, 
with  the  second  floor  devoted  to  furniture.  On  the 
third  floor  is  the  cabinet  shop  and  re-upholstery  de- 
partment, with  a  portion  devoted  to  unclaimed  frieght. 

Messrs.  Ryan  &  Hughes  find  the  unclaimed  freight  a 
great  factor  to  their  success;  they  nearly  always  have 
some  drawing  card  in  this  J-espect,  possibly  a  shipment 
of  pillows  or  comforters.  During  the  recent  Christmas 
season  a  large  quantity  of  Christmas  candles,  etc..  were 
shown.  These  arti&les  prove  a  large  drawing  card, 
people  coming  in  after  these  articles  just  naturally 
have  the  tendency  to  brouse  around. 

Since  Ryan  and  Hughes  have  opened  their  store  of 
used  furniture,  there  has  been  a  noticeable  falling  off  of 
auction  sales.  It  would  be  a  great  thing  for  any  dealer 
to  study  the  methods  of  this  firm. 


BRITAIN  WANTS  KITCHEN  CABINETS. 

A  writer  in  the  London  Daily  Mail  has  this  to  say  on 
kitchen  cabinet  sales  opportunities  iji  Britain : 

I  envy  our  Canadian  cousins  because  they  have  faced 
the  problem  of  labor-saving  in  the  home.  Most  of  all 
I  envy  them  their  kitchen  cabinets.  Think  of  the  time 
that  is  wasted,  Avhen  cooking,  just  in  fetching  things — 
the  countless  journeys  to  the  odd  cupboards  and  shelves 
round  British  kitchens  and  sculleries. 

The  Canadian  housewife  can  buy  an  attractive  cabi- 
net which  holds  her  stores  of  all  kinds.  All  cooking 
utensils  may  'be  kept  in  it.  It  has  a  flour  bin,  which 
at  the  touch  of  a  spring  comes  down  ju.st  to  the  level 
of  the  workers  hands.  It  has  an  enameled  porcelain 
table,  which  opens  out,  on  which  to  make  pastry,  and 
this  does  not  want  continual  scrubbing  like  pa.stry 
.boards.  Just  in  front  of  you  is  a  convenient  rack,  on 
which  to  fix  the  recipe  you  are  following.  There  is  a 
place  for  cookery  books  and  recipes  and  files  for  bills, 
and  a  special  fixture  at  the  end  to  hold  a  mincing  ma- 
chine. Given  a  kitchen  cabinet,  the  housewife  needs 
only  a  jug  of  water  and  she  can  start  work.  She  need 
never  stir,  save  to  take  things  to  her  stove.  Or.  as  the 
cabinets  are  fitted  on  easy-running  castors,  she  may 
move  it  to  the  stove  and  never  have  to  step  across  the 
kitchen. 

Why  is  there  no  such  time  and  labor-saving  contriv- 
ance on  the  British  market?  I  can  see  that  in  years 
to  come  the  kitchen  cabinet  will  be  as  common  in  our 
kitchens  as  motor  cars  are  in  our  garages.  But  what 
an  opening  for  an  enterprising  British  manufacturer. 
Here  is  an  article  that  every  housewife  would  love — 
that  even  every  husband  would  appreciate — an  admir- 
able present  foi'  the  latter-day  bride  who  can  get  so 
little  domestic  help.  They  are  sold  by  tens  of  thou- 
sands in  Canada  and  the  United  States.  As  soon  as  T 
can,  T  intend  to  buy  one  myself  if  anyone  is  enterpris- 
ing enough  to  import  them.  But  why  shouldn't  there 
be  British  kitchen  cabinets? 

Sometimes  T  think  our  furniture  manufacturers 
would  do  well  to  take  into  partnership  some  women 
with  brains,  just  to  tell  them  what  we  need  in  our 
h(>mes. — V.  R. 


SIDWAY  MERCANTILE  INSURE  EMPLOYEES. 

Announcement  has  just  been  made  that  the  Sidwaj' 
Mercantile  Company  are  insuring  the  lives  of  their  em- 
ployees. All  employees,  after  thirty  days'  service,  are 
insured  for  $300  the  first  year,  with  annual  increases  of 
jfilOO  per  yeat'  for  five  years.  All  premiums  are  paid  by 
the  company,  and  policies  remain  in  effect  as  long  as 
the  holder  remains  in  the  emf)loy  of  the  company. 
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Demonstrating  the  Sales 

Value  of  Linoleum 


The  story  of  an  actual  sale  in  Jvhich  eighteen  thousand 
yards  of  linoleum  luere  turned  into 
cash  in  three  days. 
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IT  took  a  large  department  store  just  three  days  to 
turn  a  special  purchase  of  eighteen  thousand  (18,- 
000)  si|uare  yards  of  linoleum  into  cash — clearly 
demonstrating  that  linoleum,  of  all  kinds,  is  one  of  the 
livest  factors  in  the  business  of  the  carpet  and  rug  de- 
partment. 

Naturally,  this  particulai'  store  does  not  eater  to  a 
very  exclusive  class  of  trade.  draAving  the  bulk  of  its 
patronage  from  the  working  and  middle  classes,  who, 
dwelling  in  a  truly  cosmopolitan  city  and  constantly 
shifting  their  habitations,  annually  consume  thousands 
of  rolls  of  all  kinds  of  linoleum. 

Approximately  twelve  hundred  individual  sales  were 
made  on  the  opening  day  of  the  sale,  which  in  itself 
is  ((uite  an  achievement.    This  is  how  it  was  done. 

It  is  the  policy  of  the  store  in  question  to  anticipate 
the  retail  demand  far  in  advance  of  the  season.  The 
markets  are  constantly  watched  for  special  ot¥erings 
for  the  various  sales  planned.  These  are  bought  up  as 
they  are  found  and  either  warehoused  or  placed  on 
sale  at  once,  all  depending  upon  the  Sfasonableness  of 
the  goods. 

In  this  particular  ease,  the  opportunity  to  secure 
special  sale  goods  did  not  present  itself  until  but  a 
month  previous,  but  eveii  Avith  that  short  time  at  their 
disposal  the  store  went  ahead  and  launched  the  sale  as 
originally  anticipated. 

Slight  imperfections  in  the  linoleums  eimbled  the 
store  to  put  a  special  sale  price  of  thirty-two  cents  a 
s(|uare  yai'd  on  them:  the  regulai'  prices  ranging  from 
forty-nine  to  fifly-eiiiht  cents.  A  few  of  the  staple 
linoleums  were  also  marked  down  and  the  entire  stock 
of  the  de|)artnient,  including  both  the  printed  and  in- 
laid linoleums,  Avere  attractivelv  arranged. 

The  sj)ecial  goods  were  assembled  and  ai'ranged  in 
rows  two  deep,  with  a  wiilth  of  the  goods  on  the  floor, 
where  the  cnstomei's  could  see  and  "get  the  feel"  of  it 
underfoot.  The  |)ri:'e  was  played  up  strongly  in  large 
numerals.  Large  numerals  were  used  to  attract  the 
attention  of  i)er'sons  shoi)ping  in  adjoining  depart- 
ments. 

The  advertising  departmoit  of  the  store  eo-oijerated 
with  the  buyer  and  a  series  of  small,  concis"  announce- 
ments were  run  along  with  the  store  copy  in  a  number 
of  daily  i)apers,  but  nothing  special  was  attempted. 


And  it  Avas  remarkable,  the  number  of  people  Avho  were 
attracted  to  the  store  by  the  initial  advertisement;  in 
fact  they  earae  so  fast  that  it  required  twenty  sales- 
men to  care  for  them  properly.  So  briskly  did  the 
goods  move  that  by  one  o'clock  most  of  the  salesmen 
had  booked  anywhere  from  25  to  60  individual  orders, 
each.  Thej^  had  no  time  for  lunch  so  the  firm  provided 
cotifee  a)Kl  sandwiches.  In  this  way  no  time  was  lost 
and  a  considerable  quantity  of  the  goods  Avere  sold  the 
first  day.  The  following  days  Avere  also  busy,  and 
practically  all  the  shipment  Avas  closed  out  on  the  third 
day. 

The  sale  Avas  a  success  but  taken  all  in  all,  hoAvever, 
it  really  Avasn't  the  sale  itself  that  counted  so  much,  it 
was  the  number  of  people  it  brought  into  the  depart- 
ment, who,  after  vicAving  the  special  offering,  bought 
from  the  regular  stock  of  printed  and  inlaid  goods,  rug 
borders,  linoleums  and  cork  carpets.  In  fact,  every 
single  section  of  the  carpet  and  rug  department  bene- 
fited. 

What  this  store  did  can  be  done  by  any  other  dealer. 
l)erhaps  not  in  such  magnitude  by  the  small  dealer,  but 
even  he  can  anticipate  demands  and  Avork  his  linoleums 
j\ist  as  successfully  on  a  small  scale. 

Moreover,  at  this  store  in  (|uestion  they  don't  croAvd 
the  linoleums  into  a  dark  corner  of  the  room — they 
keep  them  out  in  full  view  of  ciistomers  Adsiting  the 
various  departments  on  that  particular  floor.  And  it 
has  proven  a  profitable  plan  too,  for  many  a  sale  i? 
made  just  from  the  fact  *hat  the  shopper  compared  in 
her  mind's  eye  the  new,  bright,  and  snappy  patterns 
show)i  i)i  the  department  Avith  the  shabby  goods  then 
answering  as  floor  coverings  in  her  OAvn  home. 

Linoleum  is  a  steady  selling  article  tiiat  should  get 
as  much  display  as  possible,  eithei'  in  the  roll  or  on  the 
rack,  both  methods  having  theii'  suj)ix)rters.  And  the 
dealer  Avho  isn't  giving  it  th(>  pi'oper  attention  is  los- 
ing valuable  profits.  It  is  the  staiidai'd  floor  covering 
for  the  kithen,  vestibule,  pantry  and  bathi'oom.  Where 
s])ecial  emphasis  is  laid  on  the  line  and  special  sales 
are  put  on  from  time  to  time  special  returns  should  be 
expected.  The  idea  is  woi'th  considering,  and  Avhere 
jM)ssible  au  effort  made  to  make  linoleum  sell  othei- 
furnitui'e  lines. 
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I      How  to  Build  Up  Business 
1  by  Courtesy  | 

I  By  Qeorge  H.  Switcher  | 
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My  motto  is,  "The  customer  is  always  right."  By 
this  I  mean  that,  no  matter  how  Avrong  a  customer  is, 
he  must  be  considered  right.  There  must  never  be  an 
argument  with  a  customer.  You  must  use  the  follow- 
ing as  an  iron-clad  rule  governing  your  treatment  of 
your  customers : 

You  should  look  upon  a  customer  much  as  a  farmer 
looks  upon  the  trees  in  his  orchard.  If  the  trees  are 
well  taken  care  of  they  will  produce  a  certain  amount 
of  fruit  each  year.  And  so  with  each  of  your  cus- 
tomers. If  you  treat  them  well  and  courteously  they 
will  give  you  a  certain  amount  of  "fruit"  business  each 
season.  And  to  do  anything  that  will  cause  the  loss  of 
a  single  customer  is  just  the  same  as  throwing  away  so 
much  money.  Whenevei'  a  customer  is  unreasonable  or 
wrong  you  must  smile — I  want  to  lay  great  emphasis 
on  the  importance  of -the  smile.  You  can  smile  upon  a 
customer  in  many  ways.  You  can  do  it  in  little  cour- 
tesies— you  can  always  address  a  customer  pleasantly. 
Every  customer  that  goes  out  of  your  store  can  carry 
in  his  mind  some  pleasant  remembrance  of  your  store, 
and  you  can  do  it  by  being  pleasant. 

You  meet  your  customers  face  to  face — they  are 
persons  just  like  yourself.  So  treat  each  one  as  a 
friend — fill  his  order  as  you  Avould  that  of  a  friend — 
advise  him  about  the  merchandise  he  wishes  to  buy  as 
you  would  advise  a  friend,  and  if  there  is  the  least  dis- 
satisfaction on  his  part,  return  his  money  prompt  and 
cheer  fully.  You'll  get  it  back  again  —  much 
that  no  outside  argument  or  prejudice  can  destroy.  But 
never  tell  him  he  is  wrong — never  start  an  argument. 
Always  remember  that  you  never  want  to  keep  a  dollar 
of  any  customer's  money  unless  he  feels  satisfied  that 
he  has  received  a  full  dollar's  value. 

You  should  always  remember  this :  Everything  you 
do  is  influencing  some  one  either  for  or  against  you, 
and  since  your  profits  can  come  only  from  satisfied  cus- 
tomers, you  should  watch  the  "little  things"  as  Avell  a.s 
the  big  ones,  for  it  is  the  "little  things"  that  count 
most. 

Every  merchant  should  remember — and  impart  to 
his  employees — that  it  costs  more  to  sell  a  customer  his 
first  order  than  any  following.  Therefore,  you  must 
treat  him  so  Avell  that  he  will  patronize  you  again  and 
again,  and  tell  his  friends  about  your  store.  This  is  the 
only  sure  and  solid  foundation  for  any  business. 


ETHICAL  COMPETITION. 

We  hear  a  whole  lot  of  talk  about  unfair  competi- 
tion and  the  need  for  fair  or  ethical  competition,  but 
somehow  it  is  rather  difficult  to  sift  definite  rules  or 
ideas  out  of  the  matter.  It  is  easy  enough  to  find  fault 
and  to  say  that  one  man  finds  out  another's  price  on 
something,  then  underbids  it.  In  fact,  there  are  any 
number  of  faults  that  can  be  easily  located,  but  the 
question  is,  how  can  we  correct  them  and  what  is  real 
ethical  competition? 

When  the  matter  is  carefully  analyzed  it  is  found 
that  there  are  only  a  few  factors  that  enter  with  any 
deciding  weight  in  the  matter  of  business-getting; 


often  price  is  a  dominant  one.  People  compete  for 
business  by  price,  by  better  service,  by  better  terms  or 
by  otfering  a  new  product  with  some  special  appealing 
qualities. 

Given  a  number  of  eompetifors  for  the  same  busi- 
ness, unless  some  one  of  them  has  an  article  with  some 
special  appeal  in  its  (piality.  there  is  really  not  much 
to  offer  as  an  inducement  for  making  a  sale  other  than 
the  objectionable  feature  of  the  cut  price.  There  is 
the  matter  of  personal  persuasion  and  ability  in  talk- 
ing a  buyer  into  giving  one  business,  but  when  you 
sum  it  all  up  it  is  a  pretty  hard  thing  to  lay  out  in 
definite  form_.  It  is  a  whole  lot  easier  to  fuss  about 
some  fellow  cutting  the  profit  out  of  prices  to  get  busi- 
ness than  it  is  to  point  the  way  to  secure  business  with- 
out this. 

It  is  undoubtedly  regrettable  to  make  price  the  base 
of  competition  and  cut  the  profits  out  of  business,  but 
the  question  remains,  how  shall  a  man  get  business 
without  doing  it?  Also,  what  is  it  that  really  consti- 
tutes fair  or  ethical  competition?  How  can  a  man 
adhere  to  the  ethics  of  the  game  and  still  get  his  share 
of  business?  If  some  one  will  make  a  definite  answer 
to  what  constitutes  ethical  competition  he  will  be  doing 
a  service  for  the  business  world. — Veneers. 


ROLLING  AND  INVALID  CHAIRS. 

The  Gendron  Mfg.  Co..  Toronto,  are  putting  out  a 
line  of  invalid  chairs  and  rolling  chairs  for  street  and 
home  use.  Some  of  these  were  shown  at  the  recent 
Toronto  Exhibition.  The  demand  that  has  been  made 
for  general  invalid  chairs  has  brought  about  also  in- 
quiries for  special  chairs  and  carriages  for  hospital 
work.  A  number  of  these  are  now  used  in  the  military 
hospitals.  A  great  many  Canadian  boys  came  home 
from  the  front  wounded  and  it  is  to  make  a  chair  of 
comfort  for  these  lads  that  induced  the  Gendron  Com- 
pany to  enlarge  their  line  of  rolling  chairs.  The 
thought  occurs  that  furniture  dealers  in  the  cities  and 
towns  of  Canada  might  with  profit  to  themselves  induce 
societies,  clubs,  churchworkers.  etc.,  to  take  up  this 
matter  of  looking  after  the  infirm  and  presenting  them 
with  a  satisfactory  gift. 


A  GOOD  CHEER  PAPER 

How  can  you  make  your  money  go  further  for  good 
cheer  than  with  a  year's  subscription  to  The  Youth's 
Companion?  It  brings  so  much  into  a  household — its 
stories  for  readers  of  all  ages,  its  serious  and  informing 
contributions,  its  editorial  pages,  its  intelligent  and 
trustworthy  comment  on  the  great  and  tragic  events 
of  the  time,  its  vv^it  and  humor.  There  is  nothing  quite 
like  The  Companion  in  all  periodical  literature. 

If  you  subscribe  at  once  you  will  get  some  of  Capt. 
Theodore  Roberts's  Up-river  Folk  Stories, which  will  be 
folloAved  during  the  new  year  by  his  great  serial  of 
Canadian  patriotism  and  valor.  Sons  of  Liberty.  New 
subscribers  for  1920  will  receive:  The  Youth's  Com- 
panion— 52  issues  in  1920  and  The  Companion  Home 
Calendar  for  1920.  All  the  above  only  $2.50  anywhere 
in  Canada.  The  Youth's  Companion,  887  Common- 
wealth Ave.,  Boston,  Mass. 


SOME  LIE  THIS. 

The  Sammy:  "Over  in  America  we  gotta  lilac  bush 
fifty  feet  high." 

The  Tommy:  "I  wish  I  could  lilac  that." 
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Talking  Machines  in  the 
Furniture  Store 


FURNITURE  STORE  AS  A  MUSICAL  CENTRE 


;iiiiMiiiniiniiiiiiiiiiiii[iiiliiiiMiiiiiiiiiiiiiMiii;i|iiiiiiiiiii|[!iiiiii:ii;!i;iii'iiiiii! 


Saggestions  for  creating  aud  holding  the  interest  of  the  people  in  dealer's  line  of  music  machines 
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THE  earnest  attention  given  by  the  various  promin- 
ent talking  machine  companie.s,during  the  past  few 
years,  to  <5ampaigns  direct  through  dealers, for  the 
purpose  of  bringing  about  the  installation  of  talking 
machines  or  phonographs  and  the  use  of  special  educa- 
tional records  in  schools  for  music  study  and  other  pur- 
poses, indicates  the  importance  attached  by  the  moving 
spirits  of  the  trade  to  the  work  of  impressing  an  appre- 
ciation of  music — talking  machine  music — on  the  child 
mind.  It  was  long  ago  realized  that  the  children  of  to- 
day are  the  potential  buyers  of  to-morrow  as  it  was  also 
realized  that  the  children  can  and  do  exert  considerable 
influence  in  persuading  their  parents  to  invest  in  ma- 
chines and  keep  their  record  libraries  alive  and  up-to- 
date  for  the  benefit  and  entertainment  of  the  young- 
sters. These  facts  have  been  proven  to  ttie  profit  of 
the  talking  machine,  manufacturers  and  their  dealers, 
which  accounts  for  the  interest  show^n  in  the  develop- 
ment of  the  work  of  arousing  the  interest  of  the  school 
children. 

For  the  dealer  who  is  as  much  interested  in  the  Avork 
of  educating  the  youth  of  the  nation  to  the  proper  ap- 
preciation of  the  talking  machine,  and  particularly  the 
records,  as  he  should  be,  thei'e  is  being  offered  in  a  num- 
ber of  cities  a  luimber  of  "Muusic  Memory  Contests." 
It  is  a  new  angle  that  should  be  studied  Avith  profit. 

The  music  memory  contest,  it  is  understood,  w;is 
originated  by  an  organization  in  New  York  charged 
with  the  work  of  bringing  about  a  moi'e  general  annro- 
ciation  of  music  and  its  value  among  the  people  of  the 
country  for  the  purpose,  primarily,  of  stimul  iting  the 
demand  for  nnisical  instruments  of  all  kinds.  Thi^ 
contests,  Avhieh  are  conducted  among  the  puuil.s  of  a 
school,  or  group  of  schools,  have  for  their  object  the 
development  oF  a  more  intimate  knowledge  of  the 
music  of  masters,  including  the  better  known  classic 
and  semi-classic  selections  such  as  "Traumerei,"  Over- 
ture to  "William  Tell."  Mendelssohn's  "Spring  Sons," 
Tosti's  "Good-Bye,"  and  the  lighter  woi'ks  of  Greig, 
Chopin  and  others.  The  method  is  for  a  committee  to 
select  about  fifty  such  pieces  of  music  and  publish  the 
titles  of  the  selected  numbers  in  such  form  that  the 
contestants  can  secure  a  copy  of  the  entire  list  for 
study  pur{)oses.  Within  a  given  ])eriod,  generally  six 
weeks  or  two  inonths,  the  contestants,  who  must  be 
students  at  the  specified  school  or  schools,  are  expect- 
ed to  f.uniliai'ize  themselves  with  all  the  selected  pieces 
of  music  to  such  an  extent  that  they  will  be  able  to 
give  the  title  of  the  selection  and  the  name  of  the  com- 
poser when  they  hear  it  played.  The  end  of  the  eon- 
test  is  genei-ally  made  the  occasion  for  a  big  concert  to 


which  are  invited  the  friends  and  relatives  of  the  con- 
testants. Forms  are  supplied  to  the  latter  and  as  the 
pianist  or  orchestra  plays  a  special  test  group  of  a 
score  or  tAvo  dozen  numbers  the  contestants  write  the 
titles  and  composers'  names  on  the  form.  Prizes  are 
a\A'arded  to  those  Avho  turn  in  the  greatest  number  of 
correct  ansAvers. 

It  is  in  aiding  the  contestants  in  studying  to  fit  them- 
selves to  win  the  prizes  that  the  opportunity  lies  for 
the  talking  machine  dealer.  To  facilitate  study  it  is 
necessary  that  the  various  pieces  in  the  selected  list  be 
played  over  and  over  again  until  the  student  is  able  to 
recognize  them  instantly.  It  is  seldom  that  the  young 
student  is  sufficiently  accomplished  as  a  pianist  to  en- 
able her  or  him  to  play  classical  selections  Avell  enough 
to  make  them  recognizable  and  the  time  is  too  limited 
for  practice.  Moreover  accomplished  friends,  unless 
greatly  interested,  are  not  prone  to  volunteer  for  the 
task.  Those  conducting  contests  in  the  past  haA'e  sug- 
gested that  player-pianos  be  used  for  study  purposes 
but  everyone  does  not  OAvn  an  expensive  player-piano 
or  is  able  to  purchase  the  necessary  music  rolls.  Al- 
most everybody  oavms  a  talking  machine  and  there  is 
one  answer. 

The  talking  machine  dealer  Avho  is  really  alive  Avill 
not.  howevei',  confine  himself  to  urging  that  the  parents 
of  contestants  [)urchase  records  of  all  the  selected  num- 
bers at  an  expense  of  from  .^50  to  $75,  but  wi\l  evolve 
some  service  plan  that  Avill  get  results  along  another 
line.  One  idea,  if  the  dealer  is  fortunate  enougb  to 
have  a  recital  hall,  is  for  him  to  set  aside  special  "con- 
test study  hours."  say  from  3.30  to  4.30  o'clock  in  the 
afternoon  on  two  or  three  days  each  week  or  daily  if  lie 
can  so  arrange  it,  and  nuike  the  fact  knoAvn  through 
the  medium  of  circulars  distributed  at  the  schools.  Con- 
testants would  be  Avelcomed  during  those  houi'S-  and 
each  day  a  group  of  ten  selections  could  be  played  over 
for  study  purposes,  tbe  list  being  repeated  after  having 
once  been  played  through.  An  inexpensive  progi-ain 
bearing  the  correct  titles  and  the  names  of  the  com- 
posers of  the  var'ious  jjieces  played  each  day,  together 
with  the  dealer's  oavu  advertisement,  could  be  distri- 
buted at  small  cost. 

For  tlie  convenience  of  those  who  desire  to  study  at 
home  the  dealer  could  inaugurate  a  tem])orary  cl(>aring 
house  for  records,  suggesting  that  those  who  possessed 
certain  of  the  selected  I'ecords  ami  Avho,  after  a  time, 
were  willing  to  exchange  Avith  neighboring  contestants 
for  other  records  on  the  list,  could  nuike  the  exchange 
through  his  store.  After  the  exchanges  had  heen  eom- 
j)leted  there  would  arise  many  oi)portunities  for  selling 
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outright  remaining  records  in  the  list  and  not  possess- 
ed by  the  machine  owners. 

For  the  dealer  who  was  friendly  with  the  school  au- 
thorities or  with  certain  of  the  teachers  of  classes  al- 
ready possessing  talking  machines  there  would  be  an 
opening  for  the  suggestion  that  the  pupils  of  the  schools 
or  of  certain  classes  band  together  and  raise  a  fund  for 
the  purchase  of  a  full  set  of  records  of  the  selected  num- 
bers in  the  contest  for  use  for  study  purposes  during 
and  after  school  hours. 

There  are  so  many  ways  in  which  a  dealer  can  turn 
a  local  music  memory  contest  to  his  own  business  ad- 
vantage that  it  is  unnecessary  to  attempt  to  .suggest 
them  all  here.  The  main  thought  is  that  the  dealer 
should  carefully  for  the  starting  of  such  contests  in  his 
immediate  vicinity,  usually  announced  through  the 
newspapers,  and  be  prepared  to  push  the  talking  ma- 
chines and  records  he  handles  to  the  front  as  a  helpful 
factor.  The  first  move  should  be  to  get  a  copy  of  the 
selected  list  of  music  and  then  see  to  it  that  several 
complete  sets  of  records  of  those  selections  are  in  stock 
and  ready  for  sale.  Special  advertisements  calling  at- 
tention to  the  facilities  offered  by  the  dealer  for 
studying  purposes  can  be  run  alongside  of  the  daily 
paper  announcements  of  the  contest  and  its  progress. 


in  dollar  instalments.  The  instalment  business  makes 
many  otherwise  impossible  sales  but  it  requires  the 
same  close  attention  as  in  the  case  of  a  more  costly 
product  such  as  the  piano. 


DEVELOPING  OPPORTUNITIES  FOR  PHONO- 
GRAPHS. 

That  some  knowledge  of  music  is  essential  to  a  well- 
balanced  life  is  now  an  almost  established  fact.  Music, 
let  it  be  noted,  is  the  instinctive  impulse  of  the  human 
being  from  the  cradle  up,  and  it  reverberates  the  world 
over.  It  is  the  adorable  gift  of  God,  which  instinctive- 
ly seeks  to  express  itself  in  a  manner  more  fundament- 
ally natural,  perhaps,  than  speech  it.self. 

Who  has  not  been  attracted  by  the  cooing  music  of 
the  cradled  babe  long  ere  it  sought  to  utter  a  word. 
Does  it  seem  natural  to  instinctively  crave  to  expres- 
one's  every  sense  of  feeling  in  speech?  The  claims  of 
music  for  greater  educational  recognition  are  .so  mani- 
fold that  one  Avonders  that  it  is  not  given  more  promin- 
ence and  taught  more  thoroughly  in  our  public  schools. 

What  magnificent  opportunities  there  are  for  the 
pupils  of  to-day  to  enhance  their  musical  education,  as 
compared  with  the  hard  striving  times  of  the  old  mas- 
ters, who  had  to  content  themselves  with  such  limited 


KEEP  AT  IT  WALTER 
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An  additional  use  that  may  be  made   "f  tlie  talking   machine    in   the  home. 


Great  results  can  also  be  obtained  by  circularizing  the 
contestants  and  their  pareiits  and  by  personal  effort  at 
the  schools.  By  offering  to  supply  some  of  the  lists  and 
forms  gratis  the  dealer  can  also  find  an  opportunity  for 
getting  in  some  good  publicity. 


SMALL  INSTALMENT  PAYMENTS. 

In  connection  with  the  featuring  of  instalment  sales 
in  the  talking  machine  business  it  seems  unfortunate 
that  at  this  stage  of  the  industry's  progress  it  should 
be  necessary  to  encourage  the  public  to  think  of  how 
little  they  have  to  pay  down.  It  would  seem  that  there 
is  still  too  great  a  spontaneous  demand  for  talking  ma- 
chines to  make  necessary  the  very  low  terms  held  out 
as  inducements  to  buy. 

The  instalment  method  of  doing  business  is  a  great 
benefactor  and  it  has  made  the  piano  business.  It  is 
only  natural  that  the  talking  machine  business  should 
adopt  piano  selling  methods  as  the  numbers  of  makes 
increase  and  as  the  necessity  for  forcing  the  business 
grows  although  it  cannot  be  said  of  talking  machine 
lines  that  there  is  the  necessity  for  forcing  as  in  mar- 
keting pianos. 

Ry  holding  out  inducements  of  long  draAvn  out  pay- 
ments with  no  interest  charged  the  retailer  has  a 
method  of  cutting  prices  that  does  not  conflict  with  the 
clause  in  his  contract  with  the  manufacturer  prohibit- 
ing price  cutting.  The  retailer  no  doubt  figures  that 
if  he  can  secure  a  record  customer  Avho  buys  fretpient- 
ly,  always  paying  cash  he  need  not  worry  about  the 
capital  or  profit  on  the  machine  that  is  being  paid  for 


instruments  as  the  old  harp.sichord.  Can  you  imagine 
how  manifestly  grateful  Bach.  Handel  and  other  old 
masters  would  have  been  had  they  at  their  disposal 
such  high  grade  pianos,  as  manufactured  to-day,  cap- 
able of  responding  to  every  emotion?  It  is  difficult  to 
conceive  how  it  was  possible  for  these  old  masters  to 
give  to  the  world  such  beautiful  and  immortal  Avorks. 
handicapped,  Ave  might  say,  Avith  such  inferior  instru- 
ments. Were  they  in  possession  of  such  perfected  in- 
struments as  Ave  have  to-day,  AA^ho  could  conjecture 
Avhat  undiscovered  form  of  music  might  have  been 
handed  down  to  us. 


INCREASE  THE  RECORD  SALES 

There  are  manj^  retailers  of  talking  machines,  AA'ho 
will  find  on  analyzing  their  sales,  that  they  are  selling 
too  fcAV  records  for  the  number  of  machines  they  are 
disposing  of.  They  may  also  discover  that  their  sales 
of  the  higher  priced  records  form  too  small  a  propor- 
tion of  their  total  record  sales.  This  is  not  the  best 
merchandising.  The  preponderance  of  the  cheaper 
record  sales  Avill  indicate  that  the  dealer  or  his  assist- 
ants are  not  properly  Avorking  the  potentialities  of  the 
line.  The  man  who  is  successful  in  closing  sales  for 
the  higher  priced  machines  is  not  always  a  success  at 
selling  records.  His  lack  of  success  is  not  because  he 
is  lacking  in  ability  but  because  he  doeg  not  appreciate 
the  profit.  A  tAvo  or  three  dollar  sale  looks  small  to 
him  and  too  insignificant  to  get  enthusiastic  over.  He 
does  not  realize  that  the  machine  buyer  should  eventu- 
ally buy  five  times  the  value  of  the  machine  in  records. 
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Competition  with  city  mail  order  house— Why  do  customers  go  to  city  to  buy  ? — Price  vs.  quality 
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By  CARL  HUNT,  Editor  Associated  Advertising. 


WB  hear  a  great  deal,  these  days,  about  service, 
and  its  power  to  defeat  competition,  and  especi- 
ally the  competition  oF  the  mail  order  house 
and  the  large-city  store  that  takes  trade  away  from  the 
home  town.  The  furniture  retailer  in  the  smaller  city 
is  between  the  devil  and  the  deep  blue  sea.  On  the  one 
hand  is  the  mail-order  house  with  its  price  appeal.  It 
buys  shrewdly  and  in  large  quantities.  It  buys  in  cold 
blood.  It  sells  with  enthvisiasm.  Parenthetically,  I 
may  add,  in  the  words  of  a  remarkably  capable  retailer 
I  know,  the  average  business  man  "buys  with  en- 
thusiasm and  is  cooled  off  by  selling  time." 

On  the  other  hand,  there  are  certain  people  in  every 
community  that  is  served  by  the  average  furniture 
store,  who  go  away  to  the  city  because  they  find  in 
some  of  the  city  stores  better  cpialities  than  they  can 
get  at  home — better  tjualities  at  higher  prices  they  are 
perfectly  willing  to  pay. 

So,  when  thrifty  Mrs.  Jones  wants  a  rocker,  she  is 
likely  to  be  controlled  by  the  price  thought  and  order 
from  the  mail-order  house,  while  Mr.  Banker  goes  to 
the  city  for  his  over-stuflPed  rocker. 

The  local  dealer  gets  some  of  ^he  "in-betweens." 
His  stock  and  his  prices  are  about  those  of  the  lower- 
priced  city  stores,  though  if  his  advertising  be  true,  his 
prices  sometimes  sound  higher  than  the  lower  grade 
city  store  quotes,  for.  unfortunately,  there  is  still  un- 
truthful advertising  in  behalf  (or  should  I  say 
against?)  such  stores. 

All  this  is  trite,  though  true  in  a  general  way  of 
the  average  furniture  store  in  the  smaller  town.  And 
what  is  the  remedy? 

I  believe  the  remedy  is  (and  I  speak  from  some  ex- 
perience in  the  service  of  a  furniture  factory  as  well 
as  a  city  retail  store)  for  the  local  furniture  dealer  to 
improve  the  character  of  his  stock,  gradually,  and  to 
devote  to  his  line  the  salesmanship  re(|uired  to  educate 
his  customers  to  desire  a  little  better  (piality. 

In  other  words,  the  particular  kind  of  service  that  I 
want  to  discuss  here,  is  a  service  that  (falls  for  selling 
the  customer  a  better  quality  than  he  or  she  had 
thought  to  buy,  thereby  increasing  the  revenue  of  the 
store  and  winning  better  friends  in  the  long  run. 

A  mere  clerk  sells  what  a  customer  wishes.  The 
salesman  .sells  what  the  customer  ought  to  have. 

If  I  should  come  into  your  furniture  store,  wrapped 
up  in  the  thought  that  you  must  sell  ine  an  article  at 
as  low  a  pi'ice  as  I  can  obtain  from  a  mail-order  house, 
regardless  of  the  fact  that  such  an  article  at  that  price 
would  hardly  be  worth  carrying  home,  you'd  better 
not  sell  me  at  all,  than  to  sell  that  which,  by  the  very 
nature  of  things,  I  will  not  like  afterward. 

You  need  not  oppose  me  in  showing  me  something  a 
little  better.  In  fact,  the  average  customer  will  be 
pleased  and  flattered  if  shown  something  better  than 
he  feels  he  can  afford  to  buy,  provided  the  salesman 
does  not  openly  oppose  the  judgment  of  the  customer, 
or  seem  to  believe  he  has  better  taste. 

Just  there  is  one  of  the  biggest  advantages  the  local 


merchant  has  over  the  mail-order  hou^e.  The  mail- 
order house  can  only  show  all  of  its  goods  at  one  time. 
It  can  do  little  by  way  of  comparing  the  cheaper  and 
the  better  goods,  and,  in  a  very  large  measure,  it  must 
sell  what  the  customer  wishes  rather  than  what  the 
customer  should  have.  Without  a  knowledge  of  the 
prosperity  of  the  customer,  it  cannot  suggest  a  higher 
price.  It  can  not  suggest  that  the  customer  buy  fewer 
pieces  at  a  time,  and  take  better  goods  when  he  does 
buy.  It  cannot  tell  how  far  to  go,  because  there  is 
lacking  the  all-important  asset  of  personal  contact 
which  the  local  merchant  has. 

I  know,  quite  intimately,  a  city  furniture  dealer  who 
told  me  some  time  ago  that  as  sure  as  one  of  his  sales- 
men allows  a  customer  to  take  from  the  store  a  piece  of 
goods  of  a  lower  quality  than  the  customer  can  afford, 
he  trembles  with  the  thought  that  he  will  lose  that  cus- 
tomer. 

"My  best  customers,"  he  told  me,  "are  those  whose 
homes  we  have  impi'oved.  At  the  time,  some  of  them 
protested  a  little,  and  may  be  they  went  some  place 
else  for  a  few  times,  but  I  don't  want  anything  better 
than  for  my  competitors  to  be  willing  to  sell  Avhat 
people  ask  for,  as  against  selling  them  what  they  ought 
to  have.  Often  they  ask  for  what  they  should  have, 
of  course,  and  then  we  are  not  foolish  enough  to  oppose 
them.  We  compliment  them  on  their  good  judgment, 
then." 

"In  the  old  days,"  he  went  on  to  say,  "we  had  a 
line  that  was  from  cheap  to  medium.  The  price-bug 
had  bitten  us.  But  we  found  that  it  Avas  costing  too 
much  to  get  customers.  When  price  alone  was  the  mo- 
tive to  come  here — when  we  were  educating  our  cus- 
customers  along  that  liiie  alone,  we  found  that  all  the 
other  fellow  had  to  do  was  to  advertise  a  lower  price, 
and  the  customer  went  to  him. 

"Gradually,  Ave  have  changed,  so  that  we  now  have 
a  line  running  from  medium-to-high-grade,  and  I  find 
that  steady  customers  are  easier  to  obtain,  and  our 
average  sale  is  more  than  twice  what  it  used  to  be." 

He  went  on  to  say  that  the  transition  from  cheap 
to  good  had  been  slow — even  tedious.  He  Avas  afraid 
to  make  the  whole  change  at  once.  It  Avould  have  been 
disastrous.  He  had  to  keep  the  cheap  stuff  in  stock 
for  several  years,  for  it  continued  to  attract  some  of 
his  former  customers,  and  he  had  to  have  it  to  get 
them  in  so  that  he  could  talk  better  qualities  to  them. 
Gradually,  those  Avho  insisted  on  the  very  cheap  stuff 
were  weeded  out  and  customers  of  the  other  kind  took 
their  places  as  a  result  of  a  gradual  change  in  his  ad- 
vertising. In  the  meantime,  he  had  educated  a  sur- 
])rising  number  of  his  former  customers  into  th(^ 
thought  that  better  goods  last  longei',  look  better  and 
are  cheaper. 

Just  Avhat  this  merchant  did  is  what  I  believe  the 
small  town  or  small  city  merchant  can  and  should  do. 
though  the  change  in  the  end  might  not  be  as  complete 
as  in  his  caf;e,  particularl.A^  where  there  is  a  considerable 
luimber  of  people  Avhose  financial  situation  demands 
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that  they  be  conteuted  with  shoddy  stuff.  In  his  ease, 
there  were  other  stores  to  supply  that  demand.  In  the 
smaller  place,  ther  may  not  be,  and  too  strict  a  policy 
along  this  line  might  invite  local  competition. 

If  the  local  merchant  will  gradually  stock  a  little 
better  goods,  he  will  have  opportunity,  through  per- 
sonal contact,  to  let  Mr.  Banker  and  the  others  in  the 
community  who  go  away  from  town,  know  that  he 
has  it. 

A  furniture  dealer,  with  his  unusual  facilities  for 
learning  about  harmonies,  etc.,  can  give  Mr.  Banker  a 
good  deal  better  service  than  the  city  store,  for  he 
knows  Mr.  and  Mrs.  Banker  and  all  the  Banker  kids. 
He  knows  the  size  and  shape  of  the  living  room.  He 
knows  what  colors  would  best  suit.  He  knows  best 
what  would  go  with  the  furnishings  Mr.  Banker  al- 
ready has. 

And  I  believe,  by  the  way,  that  it  is  the  duty  of  the 
furniture  dealer  to  be  more  than  a  mere  vendor.  It 
is  up  to  him  to  give  his  customers  the  'benefit  of  his 
knowledge  of  harmonies.  It  is  up  to  him  to  offer, 
modestly,  to  go  to  the  home  of  the  prospect  and  make 
suggestions,  and  to  have  model  rooms  in  his  store, 
where  he  can  educate  the  community  to  know  the 
things  he  has  learned  about  harmonious  furnishings. 
He  is,  if  he  performs  his  functions  properly,  a  helper 
at  home-building,  not  a  mere  seller  of  whatever  Tom, 
Dick  or  Harry  may  desire. 

But  that  might  well  be  the  subject  for  another 
article,  for  there  are  dealers  in  this  country  doing- 
just  that  for  their  communities,  and  they  are  not 
worrying  about  mail-order  or  big-city  competition, 
either ! 


Common  sense  .  .  is  the  ability  to  decide  as  to 
the  relative  importance  of  things — the  ability  to  select 
from  among  the  several  possible  lines  of  action  which 
lie  before  us  the  one  act  which  is  best,  the  one  act 
which  will  yield  the  largest  return. — Frederick  W. 
Taylor. 


Oiif  of  the  .Si(]way  Mercantile  Co.'s  new  season's  baby,  ciirriages. 


"You  can't  get  in  here  on  a  half-ticket,"  exclaimed 
the  door-keeper  at  the  five-ring  circus. 

"I  thought  I  could,"  apologized  the  small-town  citi- 
zen. "I  have  a  bad  ej^e,  and  I  only  expected  to  see  half 
the  show." 

"Then  you'll  have  to  get  two  tickets,"  the  door- 
keeper announced.  "If  you  have  only  one  good  eye, 
it'll  take  you  twice  as  long  to  see  the  show." 

HE  CAUGHT  EM  ALRIGHT 

He  had  experienced  bad  luck  fishing. 

On  his  way  home  he  called  at  the  fish  store  and  said 
to  the  proprietor : 

"Just  stand  over  there  and  throw  me  five  of  the  big- 
gest of  those  trout!" 

"Throw  'em?  What  for?"  asked  the  man  in  amaze 
ment. 

"So  I  can  tell  the  family  I  caught  'em.  I  may  be  a 
poor  fisherman,  but  I'm  no  liar." 

ROCKED  TO  SLEEP 

An  old  darky  went  to  the  judge  and  wanted  to  have 
his  wife  arrested  for  rocking  him  to  sleep. 

"Why,  man,"  said  the  judge,  "you  can't  have  your 
wife  arrested  for  rocking  you  to  sleep!" 

"That's  all  right,  judge,"  replied  the  darky,  "but 
yon  should  have  seen  the  rock." 

WISE  MEN  TALK 

The  Greeks  played  an  instrument  called  a  lyre.  The 
instrument  is  still  used;  but  now  it's  a  mouth  organ. — 
Bill  Menzie. 

In  Korea  if  a  man  meets  his  wife  in  the  street  he  ig- 
nores her  presence  and  passes  on  as  if  she  were  a 
stranger,  said  the  lecturer.  Other  men  have  tried  this 
from  time  to  time  with  poor  success,  says  Jack  Mc- 
Laughlin, and  he  ought  to  know. 

OR  A  PITCHFORK. 

"How  do  you  like  that  cigar  I  gave  you,  old  man? 
For  two  hundred  bands  off  that  brand  they  give  jon  a 
gramophone. " 

"You  don't  say!  If  I  smoked  two  hundred  of  those 
cigars  I  wouldn't  want  a  gramophone:  I'd  want  a 
harp." — London  Tit-Bits. 

RATHER  A  TRIAL. 

The  new  maid  was  rather  a  trial,  and  the  mistress 
bore  her  patiently  at  first,  but  on  the  third  day  she 
placed  a  very  unclean  dinner  plate  on  the  table,  and 
her  patience  broke  down. 

"Really,  Mary,  you  might  at  least  see  that  the  plates 
are  clean." 

"Well,  mum,"  Mary  rejoined,  "I  owns  to  them 
thumb-marks,  but  that  dried  mustard  was  there  afore 
I  come!" 
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Seasonable  Suggestions  for  Improved  Business  Methods 


I  Helps  and  Hints  as  Seen  b})  Our  Exchanges 
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TO  my  mind,  the  merchant  who  is  too  busy  to  take 
suggestions,  to  busy  to  investigate  new  things,  is 
too  busy  to  do  business.  He  has  too  much  to  do, 
too  much  detail  to  attend  to,  and  detail  ruins  any  exe- 
cutive. His  mind  is  engrossed  with  cares  that  should 
be  delegated  to  subordinates ;  his  duties  as  so  numerous 
that  no  one  thing  i.s  well  done — conse(iuent]y,  the  gen- 
eral welfare  of  liis  entire  business  suifers. — Good  Pruni- 
ture. 


the  good  will  and  eonfideuee  of  the  community,  the 
commercial  life  of  an  institution  begins  to  wane,  be- 
comes impoverished,  and  before  very  long  dies  out  of 
existence  altogether. — New  York  Furnitiire  World. 


USING  PRICE  TAGS 

]\Iodern  methods  of  business  call  for  prices,  good, 
plain,  readable  prices,  prices  that  are  so  evident  that 
to  the  passing  public  there  can  arise  no  possible  ques- 
tion on  this  subject. 

There  are  still  merchants  who  are  unable  to  com- 
prehend this,  and  to  all  (piestions  regarding  the  sub- 
ject, they  have  the  every-ready  reply  :  "It  tells  our  com- 
petitors what  we  sell  at."  Of  course  it  does,  but  it 
also  tells  customers  the  same  thing.  What  do  you  care 
about  your  competitor?  ten  to  one  he  is  too  busy  to 
bother  about  your  prices,  and  if  he  isn't  you  can't 
afford  to  be  afraid  of  him.  If  you  are  not  able  to  do  as 
well  as  he  can,  there  must  be  something  wrong  about 
your  purchasing  department.  Anyhow,  if  your  com- 
petitor was  really  interested  in  your  prices,  it  would  be 
the  easiest  matter  in  the  world  to  obtain  them. 

But  these  arguments  have  been  talked  and  argued 
until  every  twist  and  turn  of  speech  has  been  taken  ad- 
vantage of,  yet  there  still  remain  merchants  who  will 
visit  their  wholesale  houses  a7id  purchase  a  bill  of 
goods  because  they  happened  to  see  a  low  price  on  it 
and  yet,  won't  see  that  the  same  method  would  attract 
customers  to  their  own  stores. — The  Keystone. 


MOTION  PICTURES  BRING  BUSINESS. 

Are  you  a  furniture  dealer  who  wants  to  blaze  the 
path  of  originality  and  would  not  object  to  the  addi- 
tional outlay?  If  so,  you  will  be  interested  in  the  ad- 
vertising possibilities  of  the  movies.  The  advertising 
powers  of  the  motion  picture  have  been  fully  realized 
by  the  large  maimfactui'ers  of  this  country,  but  the 
average  furniture  dealer  has  confined  himself  to  the 
slide. 

With  a  film,  however,  you  can  cause  a  small  sized 
sensation  in  your  town,  for  folks  will  look  upon  it  as 
a  home  product.  You  cannot,  of  course,  live  upon  nub- 
licity,  and  the  true  test  will  be  the  increased  volume  of 
business  it  brings.  Once  the  interest  of  people  is 
aroused,  there  can  be  no  doubt  concerning  the  latter.- — 
Western  Fui'nitui'e  Review. 


GIVE  STORE  A  GOOD  REPUTATION. 

What  busifiess  man  cmi  pnssi))l.\'  estimate  the  iu- 
ti'insic  value  of  tlie  good  I'eputation  aiul  the  good  will 
of  his  store?  He  could  bettoi-  stand  any  other  loss  than 
the  loss  of  reputation,  for  what  would  be  the  result  if 
lost,  and  how  could  it  possibly  be  regained?  Without 


USE  OF  FIGURES  IN  FURNITURE  DISPLAY. 

In  a  recent  immber  of  the  London  Cabinet  Maker 
there  appeared  an  article  on  the  use  of  human  figures 
in  connection  with  the  display  of  furniture  of  the  dif- 
ferent periods.  The  Cabinet  Maker  is  of  the  opinion 
that  the  introduction  of  figures  in  the  costumes  of  the- 
various  periods,  cut  from  stiff  cardboard  and  used  in 
connection  with  displays  of  furnishings  of  the  different 
dates  would  be  productive  of  good.  The  suggestion  is 
also  made  that  some  firm  of  color  printers,  seeing 
possibilities  in  the  subject,  might  prepare  a  series  of 
suitable  figures,  and  sell  them  direct  to  retail  estab- 
lishments. The  success  of  this  scheme,  of  course,  would 
depend  to  a  large  extent  iipou  the  artistic  work  and 
the  printing. — Furniture  Trade  Review. 


THE  MAIL  ORDER  PROPOSITION. 

Are  the  mail  order  houses  a  bugaboo  in  your  town? 
I'm  not  content  to  pass  the  mail  order  problem  with  a 
self-delustory  sniff  or  ignore  it  as  a  necessary  evil.  Per- 
haps it's  because  Dad  is  a  merchant  in  a  small  town 
and  I've  regarded  the  mail  order  business  with  right- 
eous indignation  ever  since  T  was  big  enough  to  sell 
sugar  over  the  grocery  counter  during  vacation  days. 
I've  heard  that  favorite  argument  of  the  cross-roads 
store,  "Does  the  mail  order  house  re-shingle  the  church 
roof?''  ever  since  childhood.  And,  believe  me,  it  takes 
a  wealth  of  persistence  or  a  deal  of  painful  experience 
to  convince  the  average  farmer  that  he  is  not  a  mail 
order  customer,  but  a  mail  order  victim.  So  you  will 
undei'stand  that  in  offering  you  a  possible  solution,  I've 
a  lot  of  sympathy  if  you  are  trying  to  beat  the  mail 
order  game. — Grand  Rapids  Furniture  Record. 


ADVERTISEMENT  SCRAP  BOOK. 

In  order  to  stimulate  interest  in  the  store's  adver- 
tisement it  is  a  good  plan  to  offer  a  prize,  or  several 
of  them,  for  the  best  scrap  book  made  of  your  store  ad- 
vertisements. The  re(|uirements  for  the  prize  winner 
should  ))e  that  it  be  the  most  complete  collection  and 
that  it  pi-esents  the  advertisements  in  the  best  arrange- 
ment and  with  the  best  two-line  comment  uiuler  each. 
Tlie  scrap  books  to  be  displayed  in  the  store  window 
when  the  prizes  are  announced,  but  to  I)e  vctui-iied 
aftei  ward  to  the  owiu'rs  so  they  may  give  the  .stoi'e  the 
benefit  to  he  gained  by  the  books  being  shown  among 
fi-iends  and  aci|uaintances.  Announce  a  committee  of 
judges  to  be  made  up  of  disinterested  ])arties,  ]ierluii's 
a  newspaper  man,  an  advertising  man  and  a  i)i'actical 
printer. — Chicago  Furniture  Journal. 
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I  Does  Reading  Your  I 
I  Trade  Paper  Pay?  | 
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Without  a  doubt  reading  the  trade  paper  does  pay. 
How  and  to  what  extent  are  matters  to  be  determined. 
Xo  opeiator,  foreman,  superintendent  or  manager  can 
afford  to  ignore  the  wealth  of  information  placed  at  his 
disposal  bv  the  trade  i)ress  of  to-da.v.  Pew  operators 
are  really  satisfied  with  their  present  compensation. 
There  are  fewer  still  who  take  any  steps  to  render 
their  services  more  valuable.  Too  often  they  compla- 
cently await  an  opportunity  to  present  itself,  instead 
of  cultivating  themselves  for  something  better.  Some- 
times an  individual  is  termed  "lucky"  upon  his  pro- 
motion, whereas  his  promotion  is  simply  the  natural 
se(juence  of  an  appreciation  of  opportunities  equally 
open  to  all  of  his  fellow  Avorkers. 

A  self-satisfied  man  has  no  need  for  the  trade  paper; 
to  the  real  live  workman,  however,  it  is  indispensable, 
because  he  knoAvs  no  set  standard.  He  is  out  to  beat 
the  best,  and  as  the  trade  paper  tells  of  progress  in  his 
own,  in  allied  and  in  remoter  spheres,  it  presents  to 
him  the  crystallized  thought  of  many  minds;  the 
iiChievements  of  an  infinite  number  of  other  eager 
workmen :  it  i,s  to  him  the  most  up-to-date  t6xt  book 
available;  and  it  will  alwa.vs  provide  him  -with  so  much 
food  for  thought,  that  his  brain,  if  it  does  not  wear  out, 
most  certainly  never  Avill  groAV  rus'.v.  Success  and  rust 
have  not  much  affinity.  The  mere  reading  of  a  trade 
paper  is  not  of  itself  sufficient.  Many  articles  need  to 
be  read,  re-read  and  studied,  so  that  the  reader  may 
see  for  himself  that  the  results  claimed  or  obtained  are 
such  as  reasonably  might  be  expected  from  the  argii- 
ments. 

Many  times  AA^e  have  seen,  in  the  columns  of  our 
ti-ade  paper,  articles,  particularly  those  of  a  practical 
nature,  AA^hich,  as  succeeding  issues  show,  have  been 
considerabl.A-  improved  upon,  owing  to  their  presenta- 
tion to  othei-  minds.  In  fact,  it  would  seem  impossible 
for  one  mind  to  see  all  sides  of  any  given  subject,  so 
that  in  effect  we  have  through  the  trade  press  the  teach- 
er being  taught  and,  incidentall.v,  the  general  reader 
being  taught  to  get  the  desii'ed  result  b.y  the  simplest 
m.eans. 

With  the  need  of  the  specialization  of  labor  becoming 
more  and  more  apparent,  the  technical  paper  is  more  of 
a  necessity  than  ever.  Men  can  only  become  proficient 
in  certain  processes,  and  expert  ojily  in  a  limited  sense. 
Conditions  are  such  that  time  spent  in  finding  out  hoAV 
to  do  certain  things,  or  in  ascertaining  the  principles 
underlying  certain  operations,  must  be  cut  to  the  mini- 
mum, and  as  a  natural  conse(iuence,  at  a  time  when 
men  of  wide  experience  and  broad  views  are  needed 
more  than  ever,  they  are  becoming  fewer. 

Here  we  have  the  justification  of  the  technical  paper, 
inasmuch  as  it  not  only  shows  AA'hat  others  are  doing, 
but  also,  in  principle  at  any  rate,  what  the  man  on  the 
other  side  of  the  shop  is  doing. 

To  the  manufacturer  it  presents  the  newest  ideas,  the 
latest  principles,  Avhich  are  ai)t,  in  the  stress  of  busi- 
ne.ss,  to  be  overlooked.  'I'o  tlu^  suy)erintendent,  it  offers 
a  record  of  progress  to  be  assimilatpd,  and,  as  occasion 
offers,  implanted,  or  grafted,  onto  his  own  system,  thus 
increasing  the  capacity  of  his  force,  and  gaining  pres- 
tige foi-  himself,    To  the  man  in  the  ranks,  it  oflfers,  if 


he  will  but  avail  himself  of  it,  one  of  the  readiest  means 
of  self-improvement  and  promotion  that  can  be  imagin- 
ed, because  to  secure  promotion  a  man  must  of  neces- 
sity give  evidence  of  a  wider  knowledge  of  things  than 
is  indicated  b.v  the  satisfactoi'.v  performance  of  his  OAvn 
particular  dut.A'.  Manv  men  owe  their  promotion  to  the 
fact  that  a  conversation  with  the  "boss"  has  shoAvn 
them  to  be  possessed  of  greater  knowledge  than  their 
occupations  at  the  time  made  necessary. 

It  is  here  that  too  man.A^  operators  make  the  mistake 
of  discontinuing  the  reading  of  the  trade  pai)er  because 
the.v  seem  to  think  that  there  is  not  sufficient  informa- 
tion published  covering  their  particular  Avork.  Those 
who  expect  to  turn  to  the  trade  press  and  find  at  every 
step  exactly  AA'hat  they  are  in  search  of  will  be  disap- 
j)ointed,  for  the  very  reason  that,  although  the  paper 
presents  the  results  of  so  much  thought  upon  the  part 
of  others,  its  real  object  is  not  to  eliminate  thought, 
but  to  stimulate  it,  to  place  its  readers  upon  a  more 
progressive  footing,  to  give  them  a  better  chance  in  the 
industrial  handicap,  enabling  them  to  attain  success 
sooner  than  i\iey  otherwise  Avould  or  to  attain  it  with 
less  effort. 


SAFETY  ADVICE  FOR  FACTORY  AND  STORE 

Ten  Safety  Commandments  Being  Circulated  by 
National  Safety  Committee 

1.  Thou  shalt  have  no  thoughts  other  than  those  of 
thy  Avork. 

2.  Thou  shalt  take  no  unnecessary  risks  nor  try  to 
shoAv  off  nor  play  practical  jokes,  for  th\-  carelessne.ss 
thou  ma.A'est  do  injur.y  which  ma.v  have  effect  unto  the 
third  or  fourth  generation. 

3.  Thou  shalt  not  swear  nor  lose  thy  temper  Avhen 
tilings  do  not  come  just  right. 

4.  Thou  shalt  not  clean  machinery  Avhile  it  is  in  mo- 
tion. 

5.  Remember  that  thou  art  not  the  only  one  on  the 
job,  and  that  other  lives  are  just  as  important  as  thine 
own. 

6.  Honor  thy  job  as  thyself,  that  thy  days  ma.v  be 
long  in  employment. 

7.  Thou  shalt  not  Avatch  thy  neighbor's  Avork.  but 
attend  to  thine  oAvn. 

8.  Thou  shalt  not  let  the  sleeves  of  thy  shirt  hang 
loose  nor  the  flaps  of  thine  coat  unbuttoned,  as  they 
ma.y  get  caught  in  the  machinery. 

9.  Thou  shalt  not  throw  matches  or  greasy  Avaste  on 
the  floor,  nor  scatter  oil  around  bearing.s,  as  a  dirt.v 
Avorker  is  a  clumsy  Avorker,  is  a  menace  to  his  fellow 
workers. 

10.  Thou  shalt  not  interfere  Avith  the  switches,  nor 
the  cables,  nor  the  engines,  nor  anything  else  that  thou 
art  told  is  dangerous. 


ORILLIA  FURNITURE  FIRMS  INSURE 
EMPLOYEES. 

Five  of  the  Orillia  factories  have  put  into  operation 
industrial  insurance  for  their  emplo.vees,  among  them 
the  Canada  Wood  Specialty  Co  and  the  Orillia  Furni- 
ture Co.  adopted  the  plan,  each  concern  giving  its  em- 
ployees a  free  policy  of  insurance  on  a  graded  scale 
varying  from  $500  to  $2,000,  according  to  length  of 
service. 
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COST  SYSTEM  WHICH  GIVES  YOU  COSTS 


Forms  used  by  one  factory,  with  description  of 
the  system  by  which  correct  cost 
figures  are  assured. 


AN  accurate  costing  system  is  like  a  special  ma- 
chine, the  fine  mechanism  of  which  turns  out  an 
accurate  product.  The  east  system,  if  thoughtfully 
planned  and  well  built,  will  give  accurate  costs.  Each 
factory  must  b.uild  its  own  cost  system  though  the 
fundamental  principles  in  all  systems  are  the  same — 
labor,  material,  burden, — and  from  this  give  the  use 
of  "Up  to  the  Minute"  labor,  time  and  money  saving 
devices.  No  great  difficulty  should  appear  in  the  way 
of  building  up  the  system  for  the  plant. 

The  cost  system  must  be  installed  sloAvly  and  with 
great  care :  by  forcing  the  matter  it  will  only  lead  to 
confusion  and  your  so-called  system  prove  an  expense. 
There  is  also  a  great  danger  of  going  to  too  much  de- 
tail in  commencing  the  system.  It  is  better  to  have  the 
details  come  along  at  a  later  date,  otherwise  you  may 
smother  your  system  with  what  they  call  "Red  Tape." 
The  Cost  Sj^stem  must  not  only  give  the  cost,  but  it 
must  be  used  to  rediice  the  cost,  and  a  chart  may  be 
drawn  up  showing  the  cost  of  the  product  month  by 

COST  DEPT.  COPY 

PRODUCTION  ORDER,  Series  A. 

To  Departments  Date  19 

Charge  No.  Production  No. 


Part  Number 


MATERIAL 


month,  from  which  the  management  can  readily  per- 
ceive the  upward  or  downward  trend  of  costs. 

Cost  accounting  is  becoming  more  important  each 
day  and  manufacturers  are  not  now  viewing  it  as  an 
expense  but  are  looking  at  a  good  cost  system  as  a  good 
producer  and  a  paying  investment. 

Without  touching  the  peculiar  conditions  which  are 
found  in  every  plant  one  may  lay  out  a  few  ideas  which 
may  be  helpful. 

Handling  Production  Order. 

In  a  certain  factory  the  plant  is  divided  into  depart- 
ments as  follows : 

(1)  Sawing  department, 

(2)  Cabinet-making  department, 
(■V)  Finishing  department. 

A  requiusition  is  received  at  the  cost  department  for 
509  machines.    A  production  order   is  immediately 

FACTORY  COPY 


PRODUCTION  ORDER,  Series  A. 

To  Dcpartmtni*.  ..  _                                                                       Dat»   f 

Char-.'e  No.                                                                                   Froducilon  No,.    

0"10M,J 

MATERIAL  USED 


Order  Completed  In 
Dept.  No.  , 


Foreman  olll  Mad  fhli  copr  ■ 


FILE  THIS  RECKIPT 

Foreman's  Receipt  for  Delivery  of  Completed  Order 
Received  Complet^-d  Produttlon  Order  No. 


Cost  Department  copy  of  Production  Order.    There  is  ruled  space 
on  hack  for  date,  dept.,  time,  operation,  IjjlK.r  and  (expense 


F.'u-toiy  copy  Pr()du('lion  Order.    There  is  additional  space  on  back 
for  tabulating  material. 
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made  out  with  copies  for  every  department  the  job 
■will  touch  until  it  is  completed.  Department  1  com- 
mences work  on  the  job  and  every  minute  of  time  is 
charged  on  the  time  card  to  the  num'ber  of  the  pro- 
duction order.  No  matter  how  many  men  work  on  the 
job  all  time  must  be  charged  to  that  number.  Dept. 
1  finishes  the  work  on  it  and  the  foreman  sends  in  his 
cop3'  to  the  cost  department;  this  is  costed  and  filed 
with  the  office  copy  of  the  production  order,  awaiting 
the  return  to  the  office  of  tlie  other  copies  in  the  fac- 
tory, the  job  going  on  to  Dept.  2;  here,  as  in  Dept.  1, 
all  time  on  the  job  is  charged  hy  the  job  clock  to  the 


STORE'S  COPY 


STOKE  ROOM  RECEIPT,  Series  A 

Qaanttty 

ifr-.rt  Slimticr 

NOTE — Under  fnatorlal  uied,  Foremnji  will  ihow  Storeys  Rijq  Nj  .  Dai*  Isauo.i.  Qu.tr.iUy  and  kind  of  m^Htrlala  uxi-.i  ,„  nil  caseo 

Store  Room  Receipt. 

production  order  covering  the  job.  When  the  work  is 
finished  in  this  department,  and  the  work  goes  to  De- 
partment 3  for  varnishing,  etc.,  and  when  througli  here 
that  copy  is  forwarded  to  the  cost  department. 

The  material  nsed  in  each  department  is  shown  on 
the  department  production  order.  The  orders  are  now 
costed,  showing  the  material  used,  and  brought  for- 
ward on  the  office  copy. 

In  the  meantime  at  intervals  of  say  a  v/eek  the  labor 


is  posted  to  the  office  copy.  Care  must  be  exercised  not 
to  close  the  order  before  all  the  labor  has  been  posted. 

Fig-uring  Overhead, 

The  burden  of  overhead  is  figured  on  the  time  card 
the  same  time  the  labor  is  figured  and  posted  with  the 
labor.  Many  plants  use  a  flat  rate  of  burden,  this  is 
satisfactory,  the  only  danger  being  in  a  smaller  plant 
using  this  method  that  if  the  rate  of  overhead  is  not 
large  enough,  it  mig-ht  make  an  embarrassing  condition 
at  the  end  of  the  year  when  adjustments  had  to  be 
made. 

A  better  plan  would  be  to  base  your  rate  on  the  pre- 
vious month's  burden  charges,  so  that  you  carry  your 
entire  burden  as  you  go  and  your  burden  rate  may  be 
charged  monthly,  and  adjustment  made  each  month. 

Large  plants  and  plants  of  modern  size  will  find  the 
Hollerith  sorter  and  tabulator  a  great  time  and  labor 
saver  in  connection  with  their  pay  roll  and  cost  re- 
cords. The  dual  card  is  sorted  into  man  number  for 
pay  roll  records  and  production  order  number  for  cost 
records,  the  cards  are  then  put  through  the  tabulator 
which  shoAvs  the  hours  worked  by  each  man,  the 
amount  of  wages  earned  and  the  total  hours  and  dol- 
lars of  the  pay  roll.  Likewise  the  cards  in  production 
order  are  put  through  the  tabulator  and  a  statement 
made  showing  order  number,  amount  of  labor  on  order, 
burden  and  respective  totals.  Good  accounting  equip- 
ment is  necessary  and  instead  of  being  an  expense  is  a 
great  investment.  Clocks,  dial  and  card  suitably  plac- 
ed in  departments  save  hours  of  waste  energy.  They 
are  the  means  of  the  manufacturer  dealing  honestly 
with  his  employees  and  Avith  him.self. 

A  great  deal  depends  upon  the  choice  of  the  cost  ac- 
countant, he  must  be  a  fighter  from  first  to  last,  bent  on 
getting  results  and  who*  will  run  his  department  as 
efficiently  and  economically  as  any  other  department 
head. 


Simmons,  Ltd..  Montreal,  has  I'eceived  Dominion  in- 
corporation, with  a  capital  of  -i^l 0,000,090,  to  manufac- 
ture wood,  ii'on.  steel  and  brass  beds:  mattresses,  pil- 
lows, bedding  springs  and  bed  bottoms;  and  furniture. 

The  largest  building  permit  of  the  present  year 
gi'anted  bv  the  city  of  Montreal  is  that  of  the  Alaska 
Bedding  Co.,  for  a  •1^200,000  building  that,  will  be  three 
stories  high,  and  occupy  an  area  of  280  feet  by  80  feet. 
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EVERY  MAN  HIS  OWN  SALESMAN. 

You're  a  salesman.  You — and  you — and  you.  No 
matter  what  salary  vou  draw.  You  sell  something. 
What? 

Your  services.  The  thing  you  can  do.  You  sell  it 
every  day.  If  you're  a  deaf  mute,  you  sell  it.  If  you're 
sun-blind  with  the  desire  to  go  to  war,  or  even  some 
subtlea'  .spiritual  intoxication,  vou  sell  it  just  the  same. 
You  sell  it— by  DOING  IT— and  doing 'it  well.  The 
sale  isn't  merely  the  passing  of  the  money  over  the 
counter  or  the  signature  on  the  dotted  line.  The  sale 
is  the  M^hole  process.  The  process  of  the  thing  you 
can  do,  and  know  you  can  do.  All  the  silent  salesmen 
aren't  machines,  though  some  very  etlficient  ones  panto- 
mime elo(|uently  on  the  advertising  pages  of  this  issue. 
Silent  efficiejiey  is  real.    And  it  SELLS. 

To  sell,  you  must  know  how  to  DO.  The  best  sales- 
men noAvadays  are  educated  in  the  plants  producing 
the  things  they  sell.  They  learn- the  manufacture,  that 
they  may  stand  square  on  both  feet  when  they  tell  the 
prospect  about  it.  They  buy  training,  that  they  may 
sell  merchandise.  They  spend  years,  or  months,  learn- 
ing what  they  are  to  sell  in  order  to  sell  it.  That's 
only  the  first  step,  but  it  needs  emphasis.  When  you 
say  you  never  had  educational  opportunities,  you 
(jualify  yourself  for  the  opportunities  under  your  eyes. 
If  you  think  clearly,  you  force  yourself  to  take  them. 

How  do  you  sell?  That  is  the  next  (|uestion.  And 
1hat  is  sheerly  a  <|Uestion  of  endurance.  And  the  ability 
to  think  in  the  pinches.  And  think  right.  A  man  may 
have  his  line  at  his  fingers'  ends,  and  yet  not  be  able 
to  touch  the  tins  of  his  customers'  digits.  For  selling 
there  is  a  knack.  You  can  acquire  it.  Certainly.  The 
scientists  have  made  ducks  and  drakes  of  the  old  bogey 
of  heredity — that  we  had  nothing  that  didn't  come 
down  to  us  from  our  ancestors.  The  new  idea  is  that 
you  have  what  you  cultivate.  What  you  are  sufficient- 
ly determined  to  have — and  are  not  afraid  to  Avork  for. 
That's  modern  science.   And  ancient  horse  sense. 

So  you  can  sell  your  line.  Of  course,  you  see  its 
weak  points.  (This  isn't  heresy.)  That  is,  you  see 
that  some  points  are  srtonger  than  others.  Your  art 
will  be  to  proportion  your  sales  to  the  strong  points. 
And  put  conviction  where  it  counts. 

The  accent  which  you  put  on  your  selling — even  if 
it  be  only  selling  accuracy  on  an  adding  machine,  day 
by  day — will  determine  other  things  besides  your  net 
total  of  sales.  It  will  silently  and  increasingly  deter- 
mine your  position.  Your  status  in  life.  For  the  one 
tiling  which  determines  respect  nowadays,  everywhere, 
is  the  dcf'ree  of  a  man's  usefulness.  The  c|uality  of  his 
service.  The  things  about  you  which  are  going  to  make 
you  sell  that  order,  or  capture  that  better  place,  to-mor- 
row, are  the  things  which  will  govern  every  phase  of 
your  life,  from  sunrise  to  sunset.  The  same  power  that 
nsakes  armies  win,  makes  you  win.  Cultivate  it.  Ex- 
periment— to  win  it.  And,  once  won,  seek  constantly 
to  better  it,  I'^or  to  be  content  is  to  forget  how  vou 
won.  — W.  II.  B. 


MAKE  YOURS  THE  BEST  STORE  IN  TOWN. 

We  have  heard  and  talked  and  written  a  lot  about 
co-operation,  says  the  editor  of  a  trade  paper  publish- 
ed in  the  United  States.  Co-operation  between  mei'- 
chants  is  a  good  thing,  a  mighty  good  thing,  when  done 
right;  but  there  are  times  when  a  merchant  has  to  "go 
it  alone."  when  he  has  to  assert  and  prove  his  own  in- 
dividuality. 

What  makes  "The  Best  Store  in  Town?" 

What  are  the  (jualities  that  stand  out  to  give  such 
a  store  its  reputation  among  the  people  of  the  com- 
munity? 

What  are  the  things  that  make  for  leadership? 

At  the  start,  let  us  say  that  the  "leading  merchant" 
of  most  any  toAvn  is  usually  the  man  most  Avilling  to 
co-operate  and  Avho  is  also  the  leader  in  urging  such  co- 
operation as  well  as  the  leader  in  sales  and  other 
things. 

The  leading  merchant  is  usually  the  man  who  does 
the  right  thing  first. 

The  best  store  in  the  toAvn  is  the  store  that  comes 
nearest  having  the  right  goods  at  the  right  price. 

The  best  store  is  the  one  that  does  the  most  inter- 
esting things,  that  gets  the  most  favorable  attention 
from  the  people,  and  gives  most  satisfaction  to  the 
customers. 

The  best  store  isn't  the  one  that  Avorries  about  com- 
petition :  it  is  the  one  that  Avorries  competition. 

It  is  the  store  that  ahvays  has  the  newest  merchan- 
dise before  it  is  oflfered  b\-  any  other  store ;  it  is  the 
store  that  makes  such  styles  as  thev  show  good  largely 
because  they  shoAV  them,  and  that  because  they  are  al- 
ways richt  Avith  the  rest  of  the  fashion  Avorld. 

It  is  the  store  Avith  the  most  ra])id  turnover,  so  that 
goods  are  fresh  and  up-to-date. 

It  is  the  store  that  ahvays  puts  something  reall.A'  in- 
teresting in  the  advertisemerits,  in  the  shoAV  AvindoAvs ; 
that  ahvays  has  something  ncAV  to  shoAV  the  casual  cus- 
tomer. 

It  is  the  store  Avith  the  bos+  accountino-  sA'stem,  and 
the  best  collectino-  system:  that  gets  the  money  due 
and  aA'oids  offending,  and  thereby  losing  customers,  by 
m's+akes  i)i  bills,  etc. 

It  is  the  store  Avith  team  Avork  on  the  part  of  the 
proprietors  and  the  selling  force  :  Avhere  all  are  push- 
ing and  not  Avith  just  one  man  pushing  and  not  only 
pushing  the  business  but  the  salesforce  also. 

These  things  are  individual  much  more  than  co-oper- 
ative. TheA'  depend  on  the  merchant  himself  alone. 
He  thinks  these  thin<2's  out  for  himself,  not  after  sonu' 
other  store  has  foi'ced  him  to  do  it  to  keep  the  pace. 

There  can  be  oidy  one  "best"  store  in  town,  in  the 
opinion  of  any  one  person,  but  opinions  differ,  and 
vou  may  make  vonr  store,  the  "best"  for  your  cus- 
tomers. You  can't  do  it  if  they  see  you  always  copy- 
ino'  aftei'  someone  else,  ahvays  in  the  Avake  of  a  real 
leader. — Omaha  Ti'ade  Exhibit. 


A  LITTLE  ITEM  IN  SALES  COURTESY. 

"A  'thank  yon'  by  the  clerk  aftei-  a  sale  makes  many 
a  transient  into  a  permanent  customer,"  savs  the  Na- 
tional. Some  stores  make  it  a  rule,  infraction  of  Avhicli 
is  as  serious  in  its  AvaA'  as  selling  at  a  loss.  It  is  a  nai't 
of  the  pri)iciple  of  coui'tesy  in  service  on  AA'hich  this 
department  has  often  dwelt. 
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I        Baby  Rides  in  Elegance  | 
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iif—jr^  HE  day  is  gone  when  a  generation  will  make 
I  use  of  the  same  baby  carriage.  The  daj^  is  gone 
when  the  oldest  baby  in  the  family  will  push 
his  own  heir  about  in  the  same  carriage  in  which  he 
was  reared.  In  fact,  the  day  is  gone  when  one  baby 
carriage  will  be  sufficient  for  the  rearing  of  a  single 
babe.  To-day — the  modern  baby  must  have  a  garage 
full  or  rigs — first  his  carriage  up  to  the  age  of  one, 
then  a  stroller  up  to  his  second  birthday  and  then  a 
sulky  until  he  'kicks  over  the  traces'  and  refuses  to 
be  helped  when  locomotion  is  desired." 

So  says  Marshal  Burns  Lloj^d,  inventor  of  the  new 
Lloyd  method  for  weaving  wickers  and  of  the  Lloyd 
Loom  which  weaves  them.  He  also  announces  that  his 
company,  the  Lloyd  Manufacturing  Company  of  Meno- 
minee, Michigan  is  now  putting  out  fifteen  new  1920 
models  of  strollers  and  sulkies.  All  of  them  will  be 
woven  on  the  loom  and  made  of  No.  3  wicker. 

"Of  course,  this  development  has  been  a  pleasing  one 
to  us  manufacturers  of  baby  rigs,"  Mr.  Lloyd  continu- 
ed. "It  permits  us  to  build  up  a  line  which  keep  us 
busy  at  all  times,  so  that  no  baby  will  be  compelled  to 
ride  in  the  incorrect  rig.  We  are  mighty  glad  the  day 
is  passed  when  all  the  children  are  reared  in  the  same 
vehicle  and  then  after  years  of  service  as  a  'delivery 
cart'  it  is  repainted  and  used  by  the  first  grandchild." 

"  'Time  chaugeth  all  things,'  and  to-day  the  babe  is 
greeted  with  a  handsomely  designed  woven  carriage, 
beautifully  upholstered,  with  an  adjustable  back,  so 
that  he  may  lie  down  aud  snooze  or  sit  up  and  look 
at  the  scenery,  just  as  his  blessed  little  heart  desires. 
And  then  there  is  the  reversible  gear,  so  that  he  can 
face  and  keep  his  eye  on  the  nurse  girl  as  she  flirts  with 
the  policeman,  or  can  look  away  from  her  and  do  his 
own  flirting.  He  has  the  most  flexible  of  all  tempered 
springs,  so  that  his  spinal  cord  won't  be  jarred.  Ah, 
yes,  his  is  a  carriage  of  refinement  and  elegance  and 
not  one  which  Avas  used  by  previoiis  generations,  and 
during  the  interim  pushed  about  as  a  delivery  cart 
until  his  arrival  made  it  necessary  to  use  the  vehicle 
for  humanity  again. 

"And  then  he  passes  on  to  a  stroller  in  which  he 
flits  about  until  it  becomes  jjasse.  Then  comes  a  sulky 
his  real  'speed  car,'  because  it  is  built  lighter  than  the 
other  two  rigs.  The  increased  demand  for  all  three 
carriages,  so  far  as  the  Lloyd  Company  is  concerned,  is 
due  to  the  increase  in  babies  following  the  general 
slump  during  the  war,  a  .slump  which  we  did  not  feel, 
however.  The  demand  for  second  and  third  rigs  has 
come  through  the  change  in  demands." 

"We  haA^e  just  completed  a  new  line  for  1920.  It 
will  include  fifteen  strollers  and  sulkies  of  various  fin- 
ishes. The  leader  of  the  group  Avill  be  a  stroller  like 
the  one  shown  in  the  centre  of  the  group  on  the  op- 
posite page  of  the  Furniture  World.  It  is  woven  on 
the  Lloyd  Loom  of  fine  number  three  wicker,  has  oil 
tempered  springs,  steel  round  and  square  pushers,  ar- 
tillery wheels,  ten  and  sixteen  inches  high  and  with 
continuous  spokes,  an  adjustable  back  and  dash  and 
excellent  upholstering.  It  is,  Avhat  we  think,  the  classi- 
est stroller  made  and  the  beginning  of  Avhat  will  be  a 
better  grade  of  second  rigs  for  future  babes. 

"The  universal  refusal  of  people  to  use  baby  carri- 
ages a  .second  time  for  the  same  purpose  is  brought  out 


in  a  test  recently  made  by  our  advertising  department. 
We  conducted  a  campaign  for  the  Lloyd  Loom  Woven 
Baby  Carriage  in  some  of  the  largest  daily  newspapers 
of  the  country.  Some  time  after  Ave  Avrote  every  per- 
son who  replied  to  our  ads.,  and  found  that  only  8.2  per 
cent,  bought  second-hand  carriages,  and  2.7  per  cent. 
Avere  using  carriages  Avhieh  had  been  used  for  previous- 
ly born  babes.  Just  imagine,  only  10.9  per  cent,  of  the 
baby  carriages  were  being  used  the  second  time.  Of 
course,  I  cannot  say  that  this  is  true  for  all  over  the 
nation,  but  our  replies  were  scattered  over  a  Avide  area 
and  can  be  taken  as  a  fair  criterion. 

"It  might  also  be  interesting  to  know  that  2.7  per 
cent,  of  the  j^jcrsons  replying  Avere  never  interested  and 
just  ansAvered  because  they  Avere  curious;  that  8.1  per 
cent,  did  not  buy  for  reasons  not  stated,  although  Ave 
think  that  in  most  of  the  eases  the  babies  died;  while 
in  the  rest  they  did  not  buy  up  to  that  time  but  Avould 
later.  Four  and  one-tenth  per  cent,  told  us  that  they 
Avere  not  yet  in  need  of  baby  carriages.  Out  of  these  one 
Avoman  said  that  she  Avould  keep  our  ad.  for  'future 
reference'  Avhile  another  added  that  her  youngest  child 
Avas  18  years  old  and  'there  is  no  immediate  indication 
that  I  will  need  a  baby  carriage  very  soon.' 

"The  happiest  thing  of  our  test  is  the  fact  that  31.5 
per  cent,  of  all  persons  interested  in  baby  carriages 
bought  the  Lloyd  Loom  Woven  Baby  Carriage  and  25 
per  cent,  bought  other  makes.  The  'other  makes'  in- 
cludes six  ditferent  kinds  of  carriages,  two  of  which 
sold  5.4  per  cent,  of  the  total ;  one  sold  2.7  per  cent. ; 
two  1.35  per  eent,  and  8.1  did  not  specify  the  kind  they 
bought.  Out  of  the  persons  who  bought  ncAV  carriages 
Ave  sold  the  Lloyd  to  56.2  per  cent.  That's  Avhy  I  be- 
lieve in  advertising." 


CANADIAN  EXPORT  OPPORTUNITIES. 

Canadian  industry  faces  1920  with  moderately  stronsr 
markets  and  a  better  means  of  suppljdng  those  mar- 
kets than  in  pre-Avar  days. 

Manufacturing  Canada  is  aAvakening  to  a  fuller  real- 
ization of  its  strength  ;  it  is  branching  out  into  new 
fields,  and  finds  that  it  can  no  longer  be  gauged  by  old 
standards. 

An  extreme  shortage  still  exists  Avhich  in  all  prob- 
ability Avill  be  only  partially  remedied  during  the  com- 
ing year.  The  obvious  consequence  is  that  Canada's 
OA^erseas  trade  can  be  extended  still  further,  Avhich,  to- 
gether Avith  continued  domestic  demands,  Avill  make  for 
actiA'^e  industrial  conditions. 

A  carefiil  analysis  of  the  state  industrA"  submitted 
by  representatiA'e  manufacturers  in  varied  industries 
covering  the  Avhole  of  Canada  shoAvs  that  the  future 
looks  auspicious  to  a  great  majority  of  the  business 
leaders.  Even  taking  into  account  the  draAvbacks  and 
uncertainties  that  are  felt  in  different  quarters,  it  is 
apparent  that  the  manufacturers  are  convinced  of  the 
possibilities  that  lie  ahead  in  the  Avay  of  enlarging  their 
markets. — Toronto  Globe. 


TOOK  TIME  BY  THE  FORELOCK. 

Mr.  MacTavish  attended  a  party  Avhere  the  hospital- 
ity of  the  host  kncAv  no  bounds.  In  the  midst  of  the 
celebration  Mr.  MacTavish  rose  up  and  made  the 
rounds  of  the  company,  bidding  each  a  profound  fare- 
Avell.  "But,  Sandy,  man,"  objected  the  host,  "ye're 
not  goin'  yet,  with  the  evenin'  just  started?"  "Nay." 
said  MacTavish,  "I'm  no  goin'  yet.  But  I'jn  tellin'  A^e 
good-night  Avhile  I  still  knoAv  ye  all." 
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"7  of  Lloyd's  15  New  Baby  Rigs." 
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I  With  Our  Travellers  on  the  Road  1 

I  A  Few  Practical  Pointers  | 
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In  working  a  specific  territory,  lay  out  your  routes 
to  the  best  advantage,  not  onh^  from  a  standpoint  of 
economy  in  your  expense  account,  but  also  from  the 
standpoint  of  a  saving  of  time.  Keeping  down  your  ex- 
pense account,  you  pave  the  way  for  bringing  your 
profits  and  salary  up. 

Also  keep  a  record  of  your  customers  and  prospects. 
Learn  to  know  them  by  name. 

Knowledge  of  your  competitors'  goods  is  also  essen- 
tial to  enable  you  to  meet  any  objections  as  to  price  or 
quality  of  your  goods. 

Analyze  your  daily  work.  Ask  yourself  the  (|uestion 
if  you  are  making  progress  and  as  good  a  showing  as 
you  should.  The  salesman  must  think.  He  must  take 
advantage  of  any  opportunity  that  knocks  at  his  door. 
And  it  is  up  to  each  man  as  an  individual  to  work  out 
his  own  destiny,  and  to  aspire  to  reach  the  top  in  one 
of  the  most  skilled  and  respected  jirofessions. 

There  are  many  characteristics  that  go  to  make  up  a 
successful  salesman.  A  few  may  be  mentioned  as  fol- 
lows : 

1st — ^HONESTY.  Honesty  with  yourself,  your  house 
and  in  the  goods  you  are  selling.  Nothing  queers  a 
salesman  more  with  a  customer  than  being  dishonest  or 
misrepresenting  your  goods.  Lack  of  confidence;  mis- 
placed faith. 

2nd— RELIABILITY.  To  know  that  the  salesman 
can  be  relied  upon  not  only  by  his  customer  but  also 
by  his  employer.  When  you  are  told  to  do  a  certain 
thing,  do  it.  Follow  instructions  to  the  letter  and 
spirit. 

3rd— CO-OPERATION.  A  man  may  be  honest  and 
liave  exceptional  technical  abilit,y,  and  yet,  if  he  does 
not  co-operate  and  Avork  hand  in  hand  with  his  em- 
ployer, these  other  good  qualities  are  lost.  We  must 
all  pull  together.  "In  unity  there  is  strength."  We 
want  better  team  work  if  we  expect  to  be  successful 
ourselves  or  to  make  others  successful. 

4th — ACCURACY.  As  the  saying  goes:  "Anything 
worth  doing  at  all  is  worth  doing  well."  Be  accurate 
in  your  reports,  your  prices,  your  correspondence,  etc. 

5th — -PUSH.  A  salesman  without  push  will  never 
get  ahead.  By  push  I  mean  determination,  eagerness 
to  succeed,  energy,  pep,  ginger,  get-up,  bustle,  etc. 

6th— ORIGINALITY.  Have  initiative.  Think  out 
new  schemes  for  yourself.  Don't  get  into  a  rut  and  stay 
there.  Don't  be  a  drifter.  Have  a  definite  aim  in  life. 
Set  up  a  mark  and  hit  the  bull's-eye.  Think  what 
Edison  has  done  in  electricity.  Think  what  McCormick 
did  in  harvesting  machinery.  Think  what  Bell  did 
when  he  invented  the  telephone.  Use,  your  gray  matter 
in  selling  goods  just  as  these  men  did  in  thinking  out 
these  great  inventions. 


A  GOOD  STORY  IF  TRUE. 

A  furniture  salesman  from  a  prominent  firm  tells  a 
story,  which  ho  solemnly  declares  was  an  actual  hap- 
pening. This  salesman  hapj)ened  to  call  on  a  buyer 
wlio  was  also  the  pi-oprietor  of  a  store,  and  had  a  reput- 
ation for  being  extremely  grouchy.  An  added  induce- 
ment for  salesmen  to  show  him  the  latest  offerings  was 
the  fact  that  he  belonged  to  the  "old  school,"  and  it 


was  a  constant  source  of  irritation  for  him  to  study  a 
salesman  in  the  twenties.  A  young,  clean-c\it  chap 
called.  He  carried  a  very  handsome  sample  of  yellow 
leather.  It  was  probably  the  neatness  of  his  make-up 
that  irritated  the  old  gentleman.  Anyway  he  kept  the 
young  felloAv  on  his  feet  for  about  twenty-five  minutes 
before  deigning  to  recognize  his  presence.  Finally, 
peering  from  under  bushy  eyebrows  which,  with  a  long 
white  beard,  completely  hid  all  his  face  but  his  nose, 
he  demanded  what  was  wanted.  The  salesman  tender- 
ed his  card  which,  after  a  hasty  sci-utiny,  the  old  man 
tore  up  and  threw  in  the  waste  backet.  "Nothing  in 
your  line,"  was  the  curt  dismissal,  as  he  turned  to- 
wards his  desk.  Instead  of  being  flustered  at  such 
treatment,  the  salesman  took  a  chair,  stated  that  his 
cards  cost  his  firm  money  and  that  he  was  going  to 
make  it  a  point  to  get  remuneration  for  the  torn  pa.ste- 
board.  "Cashier,"  roared  the  old  man  in  a  rage,  "give 
this  boy  five  cents  for  the  card  I  just  tore  up."  On 
getting  the  money  the  salesman  placidly  took  another 
card  from  his  leather  card  case  and,  laying  it  on  the 
buyer's  desk,  remarked,  "My  cards  come  at  two  for 
five  cents  and  my  firm  insists  on  giving  every  one  his 
money's  worth." — Decorative  Furnisher. 


NEW  MATTRESS  LAW  IN  MISSOURI. 

Some  stocks  of  mattresses  in  Missouri  will  have  to  be 
condemned  and  destroyed  because  they  fail  to  meet  the 
I'equirements  of  the  new  state  law  respecting  mat 
tresses,  to  judge  from  a  letter  Avritten  by  Frank  W.  Mc- 
Allister, attorney-general. 

The  new  law  makes  it  a  misdemeanor  to  sell  a  mat- 
tress made  of  shoddy,  or  of  any  material  Avhich  has 
been  handled  by  or  has  come  in  contact  with  persons 
having  contagious  diseases.  It  is  also  required  that 
mattresses  shall  have  securely  fastened  to  them  muslin 
or  linen  labels,  giving  the  name  and  address  of  the 
manufacturer,  and  a  list  of  the  materials  from  which 
they  are  made. 

Recently  a  dealer  in  St.  Joseph  reported  to  the  local 
prosecuting  attorney  that  he  had  a  large  stock  of  mat- 
tresses, acquired  before  the  law  was  passed,  which 
fail  to  meet  its  requirements,  and  he  Avanted  to  knoAv  if 
the  act  applies  to  stocks  on  hand.  The  prosecutor  pass- 
ed the  question  on  to  the  attorney-general,  and  receiv- 
ed an  answer  in  the  afftrmatiA^e. 

The  maximum  penalty  for  A'iolation  of  the  act  is  a 
.vear  in  jail  or  a  fine  of  $1,000,  or  both. 


CHEAPER  MONEY  FOR  FARMERS. 

An  interesting  experiment  is  noAv  being  successfully 
carried  on  in  Western  Canada  by  the  Manitoba  Farm 
Loans'  Association.  This  is  an  association  formed  by 
the  Government  of  Manitoba  to  adA'ance  money  on  long 
terms  to  the  farmers  of  the  Province  at  a  Ioav  rate  of 
interest.  The  loans  are  for  a  period  of  thirty  years,  if 
so  desired  by  the  borroAver,  Avho  is  entitled  to  pay  it 
off  at  the  end  of  five  years,  or  any  other  five-year 
period. 

This  is  made  possible  through  the  co-operation  of  the 
Pi'ovincial  GoA^ernment  through  Avhose  agency  the 
money  is  borrowed  at  5  per  cent.,  and  reloaned  to  the 
farmers  at  6  per  cent.  The  system  has  been  in  opera- 
tion since  April,  1917,  and  during  that  time  over 
000.000  has  been  loaned.  At  the  November  meeting  of 
the  board,  it  Avas  reported  that  only  about  .+800  Avas  in 
arrears  in  principal  and  interest.  The  association  is 
administered  by  a  Chairman  and  four  Commissioners. 
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F.  J.  McArthur  re-elected  member  of  Cobourg.  Ont., 
town  council. 

Canadian  Rugoleum  Co.,  with  $15,000  capital,  has 
been  incorporated  at  Montreal. 

Coinpagnie  Canadienne  de  Fournitures  Scolaires  has 
been  registered  at  Montreal. 

Recent  trade  registrations  in  Toronto  include  the 
Toronto  Case  &  Store  Fixture  Co. 

Plionograph  Specialties,  Montreal,  has  been  incor- 
porated with  a  capital  of  $150,000. 

The  Grey  Furniture  Co.,-  Ltd.,  Neustadt.  Ont.,  has 
been  incorporated  with  a  capital  of  .$25,000. 

A  bedding  factory  is  being  erected  by  the  Canadian 
Bedding  Co..  Edmonton,  Alta.   Cost  $6"000. 

The  schools  in  Calgary,  Alta.,  have  introduced 
phonograph  music  to  help  pupils  learn  music. 

The  Onward  Mfg.  Co.,  Kitchener,  Ont.,  are  building 
a  three-story  addition,  40x50,  to  their  factory. 

F.  F.  Morris,  of  Bowmanville,  Ont.,  was  elected  by 
acclamation  as  a  member  of  the  local  school  board. 

The  plant  of  the  Middlesex  Furniture  Co.,  Strathroy, 
Ont.,  was  badly  damaged  by  the  recent  wind  storm 

F.  E.  Coombe  Furniture  Co.,  Limited,  Kincardine, 
Ont.,  are  installing  a  sprinkler  system  in  their  factory. 

W.  Bacheler,  of  Goderich,  Oilt.,  contemplates  erect- 
ing and  e(|uiDping  a  furniture  factory  at  a  cost  of 
$100,000. 

W.  Lee,  of  Markdale,  Ont.,  has  purchased  a  factory 
at  Aylmer  for  the  manufacture  of  kitchen  cabinets  and 
woodenware. 

The  Emerson  Canadian  Co..  Toronto,  has  been  in- 
corporated Avith  a  capital  of  $500,000  to  deal  in  phono- 
graphs, records  and  accessories. 

The  by-law  granting  concessions  to  the  Brunswick 
Canadian  Products  Co.,  Limited,  was  recently  carried 
by  the  ratepayers  of  Woodstock,  Ont. 

General  Phonograph  Corporation  of  Canada,  Ltd., 
has  been  incorporated  by  Ontai'io  charter,  with  head 
office  at  Toronto  and  capital  of  $500,000. 

C.  'Baetz,  G.  Lippert  and  A.  Sehreiter.  furniture 
manufacturers  and  dealers,  of  Kitchener,  Ont.,  were 
elected  to  the  city  council  of  that  place. 

The  Valley  Cit.v  Co-operative  Society,  Ltd.,  Duiulas 
Ont.,  has  an  Ontai'io  charter  to  undertake  among  other 
things  a  furniture  business.    Capital,  $25,000. 

Montreal  Office  Appliances,  Ltd..  Wiiniipeg.  Man., 
have  been  incorporated  to  manufacture  and  deal  in 
office  furniture  and  supplies.    Capital  $40,000. 

The  National  Show  Case  Company  is  being  formed  in 
Toi'onto  with  a  capital  of  $50,000.  They  plan  to  manu- 
facture a  line  of  showcases  arid  interior  fittings. 

Krug  Bros.  &  Co.,  Limited,  Che.sley,  Ont.,  have  pur- 
chased the  boiler,  engine  and  e(|uipment  of  the  oh! 
electric  light  plant  at  Alliston  and  will  install  sfimc 
in  their  factory. 

The  furniture  factory  at  Elmira,  known  as  tlie  Heim 
becker  &  Jung  furniture  factory,  has  been  taken  over 
by  Mr.  Ileimbecker.  It  will  be  conducted  as  the  Casper 
ITeimbecker  Furniture  Co. 

The  plant  of  the  Stratford  Desks,  Ltd.,  Stratford, 
was  recently  disposed  of  to  the  Grosch  Felt  Shoe  Co., 


of  Milverton,  Ont.,  and  will  be  remodelled  to  suit  the 
requirements  of  the  new  firm. 

The  Singer  Mfg.  Co.,  Ltd.,  St.  Johns,  P.Q.,  manufac- 
turers of  sewing  machines,  are  erecting  a  battery  of  dry 
kilns  at  a  cost  of  $50,000. 

The  Pollock  Mfg.  Co.,  Kitchener,  Ont.,  manufactur- 
ers of  phonographs,  motors  and  supplies,  are  building 
an  addition  to  their  plant,  the  new  building  to  be  one- 
story,  60x100,  brick  construction,  at  a  cost  of  $10,000. 

The  Canadian  Symphonola  Co.,  Ltd.,  Toronto,  Ont.. 
have  taken  out  a  permit  for  an  additional  story  to  their 
present  factory.  This  new  floor  will  be  used  as  a  finish- 
ing room.  The  intention  is  to  proceed  v^^ith  the  vpork  in 
the  early  spring. 

The  Foyer  Musical  Limitee,  Montreal,  were  recentl.y 
granted  a  charter  to  manufacture  and  deal  in  pianos, 
phonographs  and  other  musical  instruments.  Capital 
$10,000.  J.  de  Vaudreuil  and  G.  Vezina,  of  Montreal, 
are  among  the  incorporators. 

The  D.  D.  Gordon  Ltd.,  Ottawa,  have  been  incor- 
porated to  manufacture  and  deal  in  phonographs, 
pianos  and  all  forms  of  musical  instruments.  Capital 
$75,000.  D.  D.  Gordon  and  J.  D.  Cunningham,  of  Ot- 
tawa, are  two  of  the  incorporators. 

The  Twin  City  Furniture  Workei's'  District  Council 
has  re-organized  and  is  now  known  as  the  Waterloo 
County  Furniture  Workers'  District  Council.  Preston 
and  Hespeler  have  definitely  decided  to  affiliate.  The 
Council  embraces  all  woodworkers,  finishers  and  uphol- 
sterers. 

The  Phonograph  Specialties  Ltd.,  Montreal,  have 
been  incorporated  to  manufacture  and  deal  in  pianos, 
phonographs  and  other  musical  instruments  and  ap- 
pliances thereto.  Capital  $150,000.  H.  H.  Duchene 
and  J.  J.  Tolland,  both  of  Montreal,  are  among  the  in- 
corporators. 

La  Compagnie  de  Glacieres,  C.  P.  Fabien  Limitee, 
Montreal,  have  been  incorporated  to  manufacture  and 
deal  in  refrigerators,  furniture,  store  and  office  fix- 
tures and  doors  and  sashes.  Capital  $100,000.  J.  La- 
voie  and  J.  N.  Cha'bot,  of  Montreal,  are  among  the  in- 
corporators. 


Mr.  Merchant  or  Manufacturer. 

Live  Hoiisefnriiishing  Man  would  like  to  sell  a  line  of  me- 
dium furniture  on  commission.  T  have  an  estiablis-hed  house- 
furnishing  business  paid  for  and  turned  present  stock  five 
times  during  past  yeiar.  I  can  show  you  a  good  guaranteed 
])ro(fit  on  money  invested,  and  a  fair  turnover. 

A])plif'ations  strictlv  confidential.  Apply  Box  4.3,  Canadian 
Furniture  World.       '  '  JF 
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I    High-Grade  CHESTERFIELDS  | 

I  Re-Upholstering  to  the  Trade  | 

I  SPECIAL    ORDER    WORK  | 

I     Life  Long  Furniture  Co.,  -   -   Ingersoll,  Ont.  | 
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i  EFFICIENCY                ''^^  doorway  to  nel  profits.  The  | 

I  Robertson  Socket  Head  Wood  | 

I  Wilie  us  for  free               Screw    asjures   efficiency.    Used  1 

I  demontlrallon                  by  nearly  all   leading  furniture  | 

i  manufacturers,  elc.  | 

I     P.  L.  Robertson  Manufacturing  Co.,  Limited 

I  MILTON    -    ONTARIO  | 
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I  Cohen's  Guelph  Furniture  Store  | 
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Harry  Cohen,  of  Dundas  and  Guelph,  Ont.,  has  add- 
ed another  furniture  store  to  his  chain  of  stores.  The 
new  store  is  located  at  Guelph,  and  is  said  to  be  one  of 
the  most  modern  and  largest  in  Ontario.  It  is  185  ft. 
long  and  35  ft.  wide,  running  from  Wyndham  Street 
through  to  Woolwich. 

Among  the  many  new  ideas  featured  are  model  room 


HARRY  COHEN 
of  Dundas  and  Giiclph,  who  recently  added  another  store  to 
his  chain. 


displays.  All  rugs,  and  even  mattresses,  are  displayed  on 
racks.  Up-to-date  lighting  arrangements  show  up  the 
furniture  attractively. 

It  is  estimated  that  over  8,000  people  visited  the  store 
on  the  opening  night,  which  took  place  recently. 

FURNITURE  CATALOGUES  WANTED. 

Emile  C.  Ricard,  of  Rieard  Bros.,  wholesale  and  re- 
tail hardAvare  dealers,  Sudbury,  Out.,  will  open  about 
March  1st  a  furniture  and  housefurnishing  store.  The 
proprietor  would  be  glad  to  receive  catalogues  and 
price  lists  from  manufacturers. 


KINDEL  BED  COMPANY  NEWS. 

The  Kindel  Bed  Company  presented  each  of  their  em- 
ployees with  a  Christmas  gift  of  a  new  ten  dollar  bill 
accompanied  with  a  Christmas  card  extending  their 
good  wishes  to  their  staff.  On  the  nioht  of  the  present- 
ation a  social  evening  was  spent  at  which  the  wives  and 
children  of  the  employees  were  present.  A  feature  of 
the  evening  was  a  Christmas  tree  laden  Avith  gifts  for 
the  children. 

In  addition  to  the  gift  of  ten  dollars  to  each  em- 
ployee a  Aveek's  holiday  with  pay,  starting  Avith  Decem- 


ber 31st,  Avas  much  enjoyed  by  the  staff.  The  organiz- 
ation of  an  athletic  association  has  been  one  of  the  fea- 
tures at  the  Kindel  factory  during  the  past  year.  Dur- 
ing the  Avinter  months  they  meet  one  night  a  Aveek  at 
the  local  Y.M.C.A.  gym. 


CEDAR  BOXES  GOING  HIGHER. 

OAving  to  the  rapidily  increasing  cost  of  raAV  mater- 
ials D.  L.  Shafer  &  Co.,  manufacturers  of  cedar  chests 
and  bedroom  boxes  at  St.  Thomas,  Ont..  announce  that 
it  is  necessary  again  to  revise  their  price  list  to  meet 
this  extra  cost.  Prices  shoAvn  in  their  catalogue  C  are 
now  at  net,  and  are  subject  to  change  Avithout  notice. 


WIARTON'S  NEW  FURNITURE  FACTORY 

The  Wiarton  Furniture  Co.,  Ltd.,  Avith  C.  Hill  as 
manager,  are  noAV  occupying  the  premises  of  the  Can- 
ada 'Casket  Co.,  at  that  place.  The  Ca.sket  Co.  failed,  it 
Avill  be  remembered,  and  the  factory  Avas  taken  over  by 
the  toAvn,  Avhich  advanced  $20,000  to  the  Wiarton  Fur- 
niture Co.,  and  made  arrangements  Avith  eight  toAvn 
business  men  to  organize  and  run  same.  The  company 
agrees  to  employ  25  men  first  year :  35  men  second 
year,  and  50  men  the  third  year  and  after.  The  com- 
pany intends  to  make  medium  and  high-grade  bed  and 
diningroom  suites.  They  have  doubled  the  capacity  of 
the  former  dry  kiln,  and  spent  $12,000  in  additional 
machinery.  Scarcity  of  material  is  holding  things  up 
at  present,  but  the  officers  expect  to  commence  opera- 
tions on  February  1st. 
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W.  J.  Parsons,,  furniture  dealei*.  Sarnia,  Ont.,  Avas 
elected  to  the  council  of  his  city  at  the  recent  elections. 

A.  J.  Veale,  of  Veale  Bros.,  furniture  dealers,  St. 
Catharines.  Ont.,  Avas  elected  as  alderman  in  the  city 
council. 

A  report  from  Roxton  Falls,  P.Q.  states  that  the  Rox- 
ton  Mill  &  Chair  Mfg.  Co.  have  sufficient  orders  on 
hand  to  keep  them  running  for  some  months.  At  pres- 
ent they  are  Avorking  sixty-nine  hours  a  Aveek. 

The  Lloyd  Manufacturing  Company,  of  Menominee, 
Mich.,  is  dickering  with  several  Canadian  cities  for  a 
proper  site  in  AA^hieh  to  open  up  a  Canadian  branch 
factory.  Several  building.s  are  noAV  under  considera- 
tion. 

A  company  knoAvn  as  the  Xcav  Westminster  Furni- 
ture Mfg.  Co.,  has  been  formed  in  Ncav  Westminster, 
B.C.,  with  Walter  Dodd  and  Robei^t  Steele  as  tAvo  of 
the  principals.  A  lease  has  been  obtained  on  the  fac- 
tory formerly  OAvned  by  the  Brooks  WoodAvorking  Co. 
The  plant  is  being  remodelled  and  a  con.siderable 
amount  of  new  machinery  Avill  be  installed. 

J.  F.  Wildeman,  AA^ho  has  been  connected  Avith  the 
Crown  Furniture  Co.,  Limited,  Preston,  Out.,  for  the 
past  year,  has  acquired  an  interest  in  the  firm.  It  is 
understood  that  he  has  purchased  all  the  Hanning  in- 
terest in  the  Crown  Furniture  Company.  Mr.  Wilde- 
man was  Avith  the  Office  Specialty  Co.,  Limited,  of  New- 
market, Ont.,  for  tAventy-nine  years,  and  played  no 
small  part  in  the  building  up  of  that  large  organization. 
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The  Thomtoii  Smith  Co.,  Toronto,  has  been  regis- 
tered. 

,  The  Wagar  Furniture  Co.  's  store  at  North  Bay,  Ont., 
was  damaged  by  fire  recently. 

A  plant  for  the  manufacture  of  mattresses  has  been 
established  in  Owen  Sound,  Ont.,  by  Messrs.  P.  and  C. 
Lee.  The  plant  is  fully  Ptjuipped  for  the  line  of  work, 
with  plenty  of  room  for  expansion. 

Ratepayers  of  Woodstock,  Out.,  have  voted  for  the 
bonusing  of  the  Brunswick  Canadian  Products  Co., 
Ltd.,  manufacturers  of  phonographs,  and  to  grant  a 
h)an  to  the  Warren  Pipe  Orga)i  Co. 

Hanover  Lumber  Co.,  Ltd.,  Hanover,  Out.,  has  been 
incorporated  to  manufacture  and  deal  in  lumber,  furni- 
ture, frames  and  builders'  supplies.  Capital  $40,000. 
W.  Krauter  and  A.  Pepper  are  two  of  the  incorpora- 
tors. 

Mayor  C.  R.  Tuson  was  defeated  by  his  opponents  as 
chief  magistrate  in  the  recent  civic  elections  at  Wind- 
sor. J.  R.  Chapin  headed  the  poll  a,s  alderman  at  the 
same  city.  Both  these  men  are  i^roininent  funeral  di- 
rectors. 

E.  H.  Gardner's  Ltd.,  Pembroke,  Ont.,  have  been  in- 
corporated to  carry  on  business  as  cabinet  makers  and 
to  manufacture  and  deal  in  hou.se-furnishings  of  all 
kinds.  (Capital  $40,000.  W.  L.  Hunter  and  G.  W.  Ben- 
son, of  Pembroke,  are  two  of  the  incorporators. 

Percy  and  Chas.  Lee,  of  Owen  Sound,  recently  or- 
ganized the  Lee  Mattre.ss  Co.    The  plant  is  located  in 


the  building  formerly  occupied  by  the  Rutherford  Car- 
riage factory.  Abont  fifteen  men  are  employed  at 
present  and  it  is  anticipated  that  this  number  will  be 
rapidly  increased. 

B.  &  N.  Planing  Mill  Co.,  of  Milverton,  are  turning 
their  attention  to  the  manufacture  of  furniture.  At 
present  they  are  producing  a  line  of  dressers  and 
stands.  Their  intention  is  to  erect  a  new  factory  in 
the  near  future  and  to  dispose  of  their  planing  mill.  It 
is  anticipated  that  the  new  factory  will  be  in  operation 
by  spring. 

A  company  has  been  formed  to  take  over  the  Lis- 
towel  plant  of  the  Karn-Morris  Organ  &  Piano  Co.  J. 
H.  Pettit,  Toronto,  is  president  of  the  new  concern, 
with  E.  C.  Thornton,  managing  director,  and  A.  E. 
Windsor  factory  manager.  The  plant  will  be  operated 
to  capacity  and  a  new  addition  is  contemplated  in  the 
near  future. 
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TO-DAY.  I 

By  Dr.  Frank  Crane.  | 

The  best  thing  you  have  in  this  world  is  To-day.  1 

Here  it  is,  a  wonderful  treasure,  a  marvelous  jewel.  | 

It's  yours,  all  yours,  it's  in  your  hands,  what  are  | 

you  going  to  do  with  it.  | 

To-day  is  your  sa^'ior  it  is  often  crucified  between  | 

two  thieves,  yesterday  and  to-morrow.  i 

To-day  you  can  be  hiappy,  not  yesterday  nor  to-  | 

morrow.  | 

There  is  no  happiness,  except  to-day's.  | 

Most  of  our  misery  is  left  over  from  yesterday,  or  | 

borrowed  from  to-morrow.  | 

Keep  to-day  clean,  make  up  your  mind  to  enjoy  your  | 

food,    your    work,    your  play.  ; 

To-day  anyhow.  I 


Do  Not  Accept 
The  Imitation 


MARSHALL  Cushions  are  all  labelled  and  guar- 
anteed  for  your   protection,  Mr.  Furniture 
Merchant.    Look  for  the  label  and  you  make 
sure  that  your  cushions  will  stand  up  under  all  conditions. 
The  Marshall  is  the  only  guaranteed  cushion. 


The  Marshall  Ventilated  Mattress  Co.,  Limited 

Chicago,  111.  TORONTO,  CAN.  London,  Eng. 
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I   McLagan  Go's  Insurance  Christmas  Gift  i 
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A COMPREHENSIVE  scheme  of  profit-sharing 
through  insurance  of  its  employees  has  been  an- 
nounced by  the  McLagan  Furniture  Co.,  Ltd., 
Stratford,  Ont.,  and  the  scheme  also  includes  the  em- 
ployees of  the  Stratford  Chair  Co.  The  plan,  which 
came  as  a  Christmas  gift,  is  explained  in  a  letter  sent 
out  to  the  several  hundred  employees  of  the  company, 
outlining  the  salient  features,  as  follows: 

"To  Our  Employees:  We  take  pleasure  in  announc- 
ing that  we  have  arranged  to  insure  the  life  of  each  one 
of  our  emplovees,  to  take  effect  12  o'clock  noon,  Dec. 
25,  1919. 

"This  insurance  is  furnished  free  of  cost  to  you.  and 
without  medical  examination.  Each  employee  will 
name  his  or  her  beneficiary,  and  a  certificate  stating 
the  amount  of  insurance  and  the  name  of  the  benefici- 
ary to  whom  the  insurance  is  payable  will  be  handed  to 
you  at  an  early  date. 

"The  amount  of  insurance  ranges  from  $500  to  $1,- 
000,  based  on  length  of  employment,  according  to  the 
following  schedule :  Less  than  one  year  of  service, 
$500;  one  year,  but  less  than  two  year's  service,  $600; 
two  years,  but  less  than  three  years'  service,  $700; 
three  years,  but  less  than  four  years'  service,  $800; 
four  years,  but  less  than  five  years'  service,  $900; 
five  years'  service  and  over,  $1,000 — the  maximum. 

"Employees  engaged  after  this  date  will  be  entitled 
to  participate  in  our  group  insurance  plan  to  the  extent 
of  $500  after  completion  of  six  months'  service.  .The 
amount  will  be  increased  $100  with  each  year  of  addi- 
tional service  until  the  maximum  of  $1,000  is  reached. ' ' 


CHANGE  IN  BEDDING  CO.'S  NAME. 

Messrs.  the  Alaska  Bedding  Companies  of  Montreal, 
Winnipeg,  Calgary  and  Vancouver,  The  Ideal  Bedding 
Company,  Limited,  of  Toronto,  and  the  J.  H.  Sherrard 
Manufacturing  Company,  Limited,  of  Montreal,  beg  to 
announce  that  on  December  15th,  1919,  they  discon- 
tinued doing  businesiS  under  their  present  names  and 
that  from  that  date  they  operate  as  one  company,  in- 
corporated under  the  Dominion  Charters  Act,  ^dth  the 
name  and  title  of  Simmons,  Limited. 

Simmons.  Limited,  on  their  part,  beg  to  announce 
tiiat  they  have  absorbed  the  group  of  companies  con- 
trolled by  the  J.  H.  Sherrard  Manufacturing  Co.,  Ltd., 
and  comjirising  the  Alaska  Bedding  Companies  and  the 
Ideal  Bedding  Co.,  Ltd..  of  Toronto.  The  business 
will  continue  under  the  same  management  as  hereto- 
fore, but  a  closer  alliance  with  Simmons  Company,  of 
Kenosha,  Wis.  (the  largest  manufacturers  of  bedding 
in  the  world),  will  bring  to  the  Canadian  trade  the 
fruit,s  of  50  years'  experience  in  a  world  market. 

Mr.  Sherrard,  in  his  announcement  regarding  the 
change,  says:  "Some  years  ago  our  companies  secured 
the  Canadian  rights  to  the  Simmons  bed  jjatents,  which 
resulted  in  a  great  im])rovement  in  metal  beds  made  in 
Canada.  Early  in  1919  we  made  an  arrangement  with 
the  Simmons  Company  to  import  their  new  'top  line' 
of  "designed'  light  steel  beds,  and  these  have  taken  so 
well  with  the  public  that  we  were  compelled  to  plan 
for  their  extensive  manufacture  in  Canada.  In  endeav- 
oring to  arrange  for  this,  it  became  apparent  that  we 
could  oidy  obtain  the  full  benefits  of  the  Simmons  pro- 


ducts and  advertising  for  our  customers  and  the  puV)- 
lic  by  olir  amalgamation  with  the  Simmons  Company, 
and  I  am  greatly  pleased  to  iiifoi-in  you  that  this  has 
been  accomplished. 

"Our  companies  will  be  operated  hereafter  under 
one  name  only —  'Simmons,  Limited,'  "'hich  will  give 
our  dealer  customers  the  benefits  of  the  extensive  na- 
tional advertising  of  'Simmon's  Beds'  with  greater 
dealer  profits,  lower  prices  to  the  public,  and  better 
beds  in  design  and  construction.  The  company  man- 
agcjnent  will  remain  unchanged.  The  writer  (J.  H. 
Sherrard)  will  continue  to  direct  its  destinies  as  pre.si- 
dent.  Mr,  Bradshaw  will  be  vice-president,  in  general 
cbarge  of  production,  with  Mr.  Johnson  in  executive 
charge  of  sales.  Mr.  Abbott  will  continue  his  able 
management  at  Montreal  plant,  Mr.  Browne  at  Tor- 
onto,, Mr.  Bromley  at  Calgary,  Mr.  Baker  at  Winnipeg 
and  Mr.  MacLaren  at  Vancouver." 


CHRISTMAS  CHEER  FOR  EMPLOYEES. 

The  Hespeler  Furniture  Co.  gave  their  employees, 
their  wives  and  children,  a  Christmas  tree  entertain- 
ment on  Saturday,  December  20th.  There  were  Christ- 
mas gifts  for  everyone,  and  an  enjoyable  evening  was 
spent,  a  musical  entertainment'  being  given  after  the 
gifts  had  been  distributed.  Mr.  Gretzmer,  the  proprie- 
tor of  this  concern,  says  he  believes  that  entertainments 
of  this  nature  helps  to  keep  employees  contented,  and 
he  intends  to  give  musical  entertainments  from  time  to 
time  throughout  the  winter. 


STRATFORD  WORKERS  SELECT  CIVIC  SLATE. 

The  organized  furniture  workers  of  Stratford,  On- 
tai'io,  take  an  interest  in  civic  affairs.  They  selected 
the  following  of  their  numbers  as  candidates  for  the 
recent  municipal  elections  and  asked  the  Trades 
and  Labor  Council  to  endoi'se  their  slate. 

Those  picked  for  civic  honors  were :  for  Mayor,  S. 
L.  Ireland;  for  Aldermen,  T.  L.  Clancy.  F.  Wright,  J. 
Amsburv,  J.  I.  Cousens.  Geo.  Sloat,  J.  H.  Doherty.  W. 
McCullough,  W.  Hudson,  J.  Leonard,  H.  Clark.  S.  H. 
Vanstone,  B.  Parker,  and  J.  Boyd. 

School  Trustees,  J.  Boyd  and  J.  T.  Cousens.  Public 
Utilitv  Commissioners.  T.  L.  Clancy,  J.  Dennison.  C 
Wilson,  S.  Rossiter,  F.  Willis,  E.  Hill. 


HIBNER  BUSINESS  CHANGES  HANDS. 

An  important  business  change  has  been  announced 
in  the  daily  press  by  Daniel  Hibner,  of  the  D.  Hibner 
Furniture  Co.,  Ltd.,  Kitchener,  Ont.,  who  has  sold  out 
his  interests  in  his  company  to  James  Malcolm  of  the 
Malcolm  Furniture  Co.  of  Kincardine;  Edwin  E.  Hill, 
S.  G.  Rutherford,  and  Bryce  B.  Hunter  of  Toronto.  The 
change  will  go  into  effect  on  February  24. 

Mr.  Hibner,  who  has  been  in  the  furniture  manufac- 
turing business  in  Kitchener  since  1875,  has  decided  to 
retire  from  business  owing  to  physical  disability.  The 
new  firm  will  be  capitalized  at  $1,000,000,  and  the 
present  plant  will  be  enlarged.  Employment  will  be 
given  to  225  persons. 


The  Restmore  Mfg.  Co.,  Limited.  Vancouver,  B.C., 
manufacturers  of  the  Restmore  line  of  mattresses  and 
furniture,  are  erecting  a  new  boiler  hou.se  and  oven. 
The  oven  will  be  used  in  connection  with  their  line  of 
enamelled  iron  bads. 
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P HON  OLA  (Organola) 


The  Phonola  Organola  is  fast  displacing  the  ordinary  phonograph  and  will  eventually  be  in  the  home  of  every  lover 
of  good  music.  It  has  been  described  by  critics  as  the  "Wonder  Instrument"  because  of  the  exactness  m  reproduc- 
ing.   Descriptive  pamphlet  mailed  on  request. 

The  Phonola  Company  of  Canada,  Limited 

Elmira  and  Kitchener,  Ontario,  Canada  . 


Ill 
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The  Standard  Vault 

THE  MAXWELL 


Manufactured  Exclusively  of  Copper  Bearing  Steel 

This  material  is  now  acknowledged  quite  generally  to  be  the  most  rust- 
resistant  steel  or  iron  available  lor  the  manufacture  of  steel  vaults. 

Its  Superiority 

authoritatively  proven  by  recent  comparative  tests,  has  been  acknowledged 
by  the  many  manufacturers  who  have  adopted  it. 

We  were  among  the  Hrst.  Many  others  will  follow. 

We  Are  Pleased  to  Announce 

that  all  our  goods  are  now  constructed  exclusively  of  this  material,  and 
that  recent  reductions  in  the  cost  of  same  will  enable  us  to  do  this  with- 
out any  advance  over  our  regular  list.    Write  your  dealer  for  prices. 

As  we  have  been  using  Copper  Bearing  Steel  for  the  pa«/  five  years  in 
our  well-knoxon  and  justly^  celebrated  Copper  Alloy  Vault,  we  are  now 
in  a  position  to  use  it  exclusively. 

We  are  offering  it  in  our  Regular  Aluminum  and  Gold  Finish  at  our 
regular  list  price.  If  desired  in  the  Copper  Bronze  Finish  with  White 
Enamel  Interior,  there  will  be  an  extra  charge  of  three  dollars  for  the 
adult  sizes.    Carried  in  stock  by  all  leading  jobbers.    Write  for  prices. 

Manufactured  by 

MAXWELL  STEEL  VAULT  COMPANY,   ONEIDA,  N.Y. 
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Undertakers'  Department 


Problems  affecting  the  Undertal^ing  Profession  are  here  discussed  and  readers  are  incited  to  send  letters 
expressing  their  oiews  on  any  of  the  subjects  dealt  with — News  of  the  profession  throughout  Canada. 


FURTHER  REMINISCENCES  OF  EARLY  DAYS 


five  years,  when  Mr.  Bradshaw  retired  and  went  on  the 
road  for  the  Ontario  Casket  Company.  He  remained 
with  them  one  year  and  then  went  with  R.  Philp  &  Co., 
of  Toronto,  with  whom  he  remained  until  1887,  when  he 
bought  out.  the  furniture  and  undertaking  business  of 
Campbell  &  Abraham,  at  Stratford,  where  he  has  been 
for  the  last  five  years,  doing  a  large  and  successful 
business.  Mr.  Bradshaw  is  an  Odd  Fellow  and  an  An- 
cient and  Canadian  Forester ;  has  never  taken  any  part 
i)i  politics  or  municipal  matters,  his  business  claiming  all 
his  time.  He  has  been  married  eleven  years  and  is  now 
presiding  over  a  family  of  five  young  undertakers — 
no  girls. 

D.  Belleghem,  of  Peterboro,  the  present  efficient  presi- 
dent of  the  association,  was  born  in  the  city  of  Quebec, 
July  7,  1846,  came  to  Peterboro  with  his  parents  at  the 


Biographical  sketches  of  some  of  the  presidents  of  the  old  Ontario  Undertakers'  Association 
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IN  our  last  issue  Ave  gave  a  short  history  of  the  early 
days  of  the  old  Ontario  Undertakers'  Assoeiation,the 
])recursor  of  the  present  Canadian  Embalmers 'Asso- 
ciation. We  are  now  enabled  to  present  some  brief 
biographical  sketch  of  a  few  of  the  early  presidents- 
Turner  in  the  presidential  chair,  and  whose  portraits 
-we  published  a  month  ago. 

Mathew  Robertson,  of  Seaforth,  third  president  of 
the  Ontario  Undertakers'  Association,  was  born  in 
London,  Canada,  January-  29th,  1832,  Avhich  makes  him 
sixty  years  old.  In  1844  he  removed  with  his  father  to 
Goderich,  where,  at  the  age  of  nineteen,  he  started  in 
business  as  a  wood-turner  and  cabinet-maker  and  a  few 
years  later  he  added  undertaking  to  his  business.  In 
1866  he  removed  to  Seaforth,  where  he  continued  to 
carry  on  furniture  and  undertaking,  being  most  suc- 
cessful in  the  latter.  Mr.  Robertson  is  a  progressive 
funeral  director,  a  firm  believer  in  associated  effort,  and 
ever  ready  to  do  his  share  towards  the  elevation  of  the 
profession. 

W.  T.  Gibbard.  of  Napanee,  fojLirth  ])resident  of  the 
association,  was  born  in  1845 ;  attended  the  schools  of 
the  town  of  Napanee  ;  put  in  a  couple  of  terms  at  Albert 
College,  and  passed  the  Commercial  College  course  at 
London;  became  a  member  of  the  firm  of  J,  Gibbard 
&  Son,  his  fatlier,  John  Gibbard.  being  still  alive  and 
well,  although  the  active  control  of  the  firm's  affairs 
has  long  siTiee  been  handed  over  to  the  son.  They  manu- 
facture furniture  specialties,  such  as  fanc.v  tables,  par- 
lor and  writing  cabinets,  etc.,  besides  carrying  on  a 
most  extensive  and  successful  undertaking  establish- 
ment, hi  which  W.  T.  Gibbard  is  esjjeciallv  at  home, 
being  well  (|ualified  as  a  scientific  em])almer  and  fun- 
eral director,  to  look  after  the  wants  of  their  many  pa- 
trons. He  is  also  prominent  as  a  member  of  the  town 
council  for  many  .vcars,  and  as  a  public-spirited,  enter- 
I)rising  eitizen. 

J.  L.  I>radshaw.  of  Stratford,  fifth  iii'csident  of  the 
association,  was  born  in  Lancashire.  England,  thirty- 
six  years  ago,  and  came  to  the  United  States  with  his 
parents,  in  1862.  and  to  Canada  in  the  following  year; 
lived  in  Hamilton  until  he  was  sixteen,  Avhen  he  went  to 
the  village  of  Jarvis.  Ilaldiniand  county,  where  he 
served  three  years  as  apprentice  to  the  furniture  and 
undertaking  business.  In  1879  he  formed  a  partner- 
ship with  J.  C.  Locke,  of  Jarvis,  and  they  bought  out 
the  undertaking  business  of  C.  Raker,  at  Ridgetown, 
an(l  added  furniture,  continuing  the  partnership  nearl.v 


I  lie 


J.  B.  McINTYRE. 
(lenn  (if  tlic  iii'i>rrssiiin  in  Oiil; 


age  of  three  years;  was  educated  in  tlie  public  schools 
there;  next  became  an  apprentice  in  tiie  establishuu'iit 
of  George  Tanner,  furniture  (hosier  and  undei-taker. 
which  is  now  Mr.  Belleghem 's  ])lace  of  business;  com- 
menced business  in  1879,  by  renting  the  place,  and  was 
so  successful  that  at  the  end  of  three  years  he  bought 
it,  including  tlu""  ware-room',  factoi'\'  and  dwelling,  a 
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brick  building-  in  tlie  central  part  of  the  city,  and  cov- 
ering 200  by  70  feet  of  ground.  Mr.  Belleghem  em- 
ploys from  twenty-five  to  thirty  hands.  He  was  one 
of  the  fiist  members  of  the  undertakers'  association  in 
Canada,  and  has  never  ir.issiM!  a  meeting  since  it  was 
organized.  He  says  concei'uing  the  association:  "It 
has  been  my  best  schoolmaster.  I  would  never  have 
worketl  up  my  undertaking  business  as  I  did  if  1  had 
not  been  a  member  of  the  association'" — a  business,  by 
the  way.  which  is  said  to  be  the  finest  in  central  On- 
tario. Mr.  Belleghem  is  a  member  of  the  Masonic  fra- 
ternity (including  the  Royal  Arch  Chapter  and  Com- 
mandery),  and  of  the  Odd  Fellows,  Foresters,  and 
Royal  Arcanum. 

W.  P.  Prower,  one  of  the  most  efficient  chairman  that 
the  executive  committee  of  the  Ontario  association  ever 
had,  and  Avhose  portrait  we  take  pleasure  in  presenting 
with  the  ])residents,  was  born  in  Cornwall  county,  Eng- 
land, January  31,  1845.  His  father  and  grandfather 
were  both  carpenters.  Tn  May,  1850,  he  came  to  Can- 
ada Avith  His  parents  and  three  sisters,  and  settled  in 
Bowmanville,  where  he  now  resides.  His  father  died  in 
1854,  leaving  his  familj*  without- means  of  support  and 
no  relatives  in  this  country.  The  mother  made  a  brave 
stniggle  for  her  children,  the  eldest  of  whom  Avas  four- 
teen and  the  youngest  three  years  old.  The  subject  of 
this  sketch  was  nine  years  old.  An  uncle,  in  England, 
cariying  on  the  carpenter  biisiness,  sent  to  Mrs.  Prower 
for  William,  agreeing  to  bring  him  up  and  give  him  a 
trade.  Boy-like,  he  was  willing  to  go.  and  his  mother 
gave  her  consent.  He  accordingly  returned  to  England 
in  1856,  and  Avent  to  school  for  about  six  months,  when. 
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boy-like,  he  could  not  .see  the  advantage  of  learning 
(although  his  uncle  was  anxious  to  give  him  a  good  ed'i- 
cation),  and  would  not  go  to  school.  So  he  went  to  the 
bench  and  Avorked  there  until  he  Avas  twenty-one  j'ears 
of  age,  Avhen  he  returned  to  Canada,  in  1866,  to  see  his 
mother  and  sisters.  He  remained,  and  after  doing  car- 
penteiing  one  summer.  Avent  into  a  furniture  factory, 
and  did  very  well,  taking  contracts  and  employing  as 
many  a.s  thirty  hands.  In  1875  he  bought  the  furniture 
and  undertaking  business  he  is  now  in.  In  1890  he  was 
appointed  manager  of  the  Upper  Canada  Furniture 
Company,  a  position  which  he  still  holds.  He  Avas  mar- 
ried in  1879,  and  three  children  Avere  born  to  him,  tAvo, 
a  daughter  and  son,' surAnA'ing.  Mr.  ProAver  has  been 
})roininent  in  local  affairs,  having  been  in  the  council 
fifteen  years,  and  served  as  reeve  since  1883.  In  1886 
be  ran  for  the  provincial  legislature  against  Dr.  Mc- 
Laughlin, for  West  Durham,  and  came  within  three 
votes  of  being  elected  in  a  county  AA'hieh  had  ahvays 
been  safe  for  opposite  party  by  hundreds  and  even 
thousands  of  votes. 

James  Muir.  chairman  of  the  executive  committee 
of  the  Ontario  Undertakers'  Association,  Avas  born  in 
1826.  at  West  Calder,  a  small  country  village  in  the 
county  of  Edinburgh,  Scotland.  At  eighteen  years  of 
age,  in  1844,  he  began  his  apprenticeship  to  the  carpen- 
ter trade  in  his  native  village,  serA'ing  four  years.  After 
eom])leting  his  term  and  Avorking  as  journeyman  for  a 
year,  he  Avent  to  the  city  of  Edinburgh,  AA'here  he  fol 
loAved  principally  the  building  trade.  At  the  same 
time,  in  the  shops  in  AA'hich  he  Avorked  during  his  (lA'e 
years'  residence  there,  undertaking  Avas  also  folloAved.. 
After  fifteen  months  spent  in  the  city  of  GlasgOAv. 
Scotland,  at  his  trade,  he  emigrated  to  Canada,  his 
mother,  brothers  and  sisters  having  all  previously  gone 
there.  He  settled,  and  has  resided  continuously  in  the 
beautiful  and  enterprising  toAvn  of  Port  Elgin.  On- 
tario. Mr.  Muir  has  been  a  prominent  man  in  connec- 
tion Avith  all  the  affairs  of  the  municipality,  having  oc- 
cupied a  seat  Avith  the  school  board  for  tAvelve  years. 
On  the  incorporation  of  the  tOAvn  he  Avas  chosen  one  of 
the  first  council,  a  position  he  filled  for  scA^eral  years. 
He  has  also  filled  the*  responsible  position -of  collector, 
and  has  been  a  justice  of  peace  for  nearly  a  tjuarter  of 
a  century,  and  in  this  capacity  his  services  are  largely 
sought  after  by  litigants  in  neighboring  muiiieipalities. 
and  his  decisions  are  gejierally  considered  just  and  fair, 
no  appeals  ever  having  been  taken  against  any  . of  them 
during  that  long  period.  Tn  religion.  Mr.  Muir  is  a 
strict  Presbyterian.  He  has  been  a  ruling  elder  in  the 
Presbyterian  congregation  for  thirty-four  years,  and 
several  times  a  commissioner  to  the  synod  and  assem- 
bly. He  is  also  a  strict  temperance  man,  and  has  been 
■  connected  Avith  the  temperance  cause  all  his  life.  On 
the  adoption  of  Avhat  is  known  as  the  C'rooks  License 
Act,  in  Ontario,  he  Avas  selected  by  the  Ontario  Govern- 
ment as  license  inspector  for  the  district  in  Avhieh  he 
resides,  a  position  he  held  for  ten  years.  TTe  has  also 
filled  positions  under  the  Dominion  Government.  Aviiile 
at  the  same  time  carrying  on  his  business  of  a  nlaning 
mill,  sash  and  door  factory,  retail  furniture  business 
and  undertaking.  Mr.  Muir  has  been  a  member  of  the 
Ontario  Undertakers'  Association  almost  since  its  in- 
ception. He  ahvays  attends  the  annual  meetings  and 
takes  a  very  prominent  part  in  all  the  deliberations  and 
discussions  of  the  association,  has  been  tAviee  a  member 
of  the  executive  committee  and  is  noAv  its  chairman. 
With  the  object  of  fully  qnalifying  himself  for  taking 
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WARRANT  for  a  paper  by  the  Provincial  Health 
Officer  before  this  Association  may  be  found  in 
the  Act  of  the  Provincial  Legislature  incorpor- 
ating your  association,  which  states  that  "The  objects 
of  the  association  are  to  unite  its  members  in  a  better 
understanding  and  more  perfect  knowledge  in  the 
hygiene  and  sanitary  methods  of  the  burial  of  the  dead  ; 
to  act  in  conjunction  with  the  city,  town  and  county 
Boards  of  Health  in  advancing  the  sanitary  conditions 
of  the  province ;  and,  in  general,  to  combine  for  the 
better  consideration  of  all  matters  connected  with  the 
business  of  funeral  directors." 

One  whose  duty  it  is  to  co-operate  in  any  feasible 
way  with  others  who,  with  him.  aim  at  advancing  sani- 
tarj-  conditions  in  the  province,  can  only  welcome  the 
pnvilege  of  addressing  a  body  of  men  whose  avocation 
gives  them  unusual  opportunities  for  rendering  service 
on  behalf  of  the  public  health.  While  I  fear  that  my 
paper  will  contain  little,  if  anything,  that  is  new  to 
you,  I  nevertheless  hope  that  it  will  at  least  serve  to  re- 
fresh youi"  memories  concerning  certain  matters  which, 
to  the  sanitarian,  are  of  the  greatest  importance. 

It  is  not  merely  in  the  safe  disposal  of  the  bodies  of 
those  who  have  died  that  the  funeral  director  ha.s  an 
opportunity  of  serving  the  public  health  interests  of 
tlie  community.  The  method  of  disposing  of  our  dead, 
which,  in  the  present  state  of  public  sentiment,  seems 
alone  to  be  feasible,  is  one  which,  to  the  sanitarian,  is 
by  no  means  free  from  objection.  It  iindoubtedly  af- 
fords an  opporiunty  for  the  polliition  of  water  supplies, 
and  possibly  for  the  fouling  of  the  atmosphere,  if  it  is 
not  carried  out  with  care  and  disci'etion.  The  actual 
danger  of  disease  production  is  probably  much  less 
than  is  usually  believed,  but  that  there  is  some  danger 
of  such  a  result  cannot  be  denied.  We  are,  however, 
coming  more  and  more  to  the  belief  that  the  organisms 
which  cause  disease  find  conditions  favorable  to  their 
existence  only  in  the  living  body,  and  that  after  escape 
from  the  body,  or  after  the  death  of  the  body,  they 
soon  succumb  to  the  adverse  circumstances  under 
which  they  find  themselves.  According  to  this  theory, 
the  period  infective  organism  are  capable  of  survival 
outside  the  living  body, is  so  short  that  they  are  unlikely 
to  do  much  or  serious  mischief.  We  are,  though,  lack- 
ing in  definite  knowledge  as  to  the  exact  length  of  time 
they  will  so  survive,  so  it  i.s  well  that  we  should  still 
exercise  every  caution  when  in  any  way  brought  into 
contact  with  an  infectious  disease. 

While  particular  care  should  be  exercised  in  the  in- 
terment of  a  body  dead  from  an  infectious  malady, 
there  .should  be  no  neglect  of  precaution  even  though 
there  be  no  su.sj)icion  of  infectiveness.  Careless  bui-ial, 
or  burial  in  such  a  position  as  might  lead  to  ,subse(|uent 
pollution  of  a  water  supply,  might  directly  or  indirect- 
ly lead  to  the  production  of  illness  and  perhaps  might 
cause  death.  It  is  a  silly  jest  which  ascribes  to  the 
doctor  a  desii-e  tf»  have  nuich  sickness  in  his  commun- 
ity, and  which  f)ortrays  the  undertaker  as  rejoicing  in 
a  high  death  rate,  but  even  if  it  were  true  neith^M-  doc- 
tor nor  undertaker  would  be  base  enough  to  deliberate- 
ly endeavor  to  enlarge  his  income  by  resource  to  crim- 
inal pi-actice.    The  doctor  would    not  intentionally 


cause  an  increase  in  the  prevalence  of  sickness,  nor 
would  the  undertaker  intentionally  add  to  the  mortal- 
ity rate.  Yet  both,  because  of  a  failing  which  is  com- 
mon to  all  mankind,  may  by  unwitting  carelessness,  do 
such  things.  And  if  the  failing  were  not  general,  and 
shared  in  by  those  of  all  walks  of  life,  there  would  be 
much  less  need  than  there  is  for  either  doctor  or  under- 
taker. Our  faults  are  not  minimized,  however,  because 
others  also  possess  them,  and  those  who  have  special 
knowledge  of  the  ways  by  which  disease  may  be  spread 
are  especially  culpable  if  they  neglect  to  observe  re- 
cognized precaTiti'onary  measures.  The  undertaker, 
then,  who  knows  that  bodies  are  not  being  properly 
buried,  or  are  being  buried  in  situations  which  in  any 
way  endanger  the  health  of  any  person,  is  manifestly 
neglectful  of  a  plain  duty  if  he  fails  to  place  such  fact 
before  the  proper  health  authority — the  Medical  Health 
Officer  or  the  Local  Board  of  Health  of  the  community 
concerned.  And  there  are  many  other  ways  by  ■which 
the  undertaker  may  render  assistance  in  the  conserva- 
tion of  health  and  life.  Thus  his  ministrations 
bring  him  into  situations  which  give  him  an  intimate 
knowledge  of  the  measures  which  are  being  adopted 
in  the  endeavor  to  control  the  spread  of  infection. 
When  he  has  reason  to  believe  tluU  such  measures  are 
being  imperfectly  carried  out  he  should  bring  the  facts 
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The  Government  Board  of  Examiners,  under 
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to  the  attention  of  the  physician  who  has  been  in  at- 
tendance, and,  if  neglect  be  still  persisted  in,  to  the  at- 
tention of  the  appropriate  health  authority. 

I  have  stated  that  our  i:)resent  method  of  disposing 
of  the  bodies  of  our  dead  is  not  that  which  appeals  most 
to  the  sanitarian.  It  is  a  strange  sentiment  which  binds 
us  to  a  practice  which  is  neither  nice  nor  reasonable, 
and  which  can  be  justified  only  on  the  ground  that  the 
soil  benefits  by  the  processes  of  decomposition  whicl\ 
go  on  after  interment.  Even  this  argument  is  of  weak 
application,  inasmuch  as  the  soil  which  may  so  benefit 
is  put  to  no  other  use  than  for  burial.  Cremation  would 
permit  nature  to  utilize  the  products  of  oxidation  to 
the  better  advantage  of  mankind  in  general,  and  is 
undoubtedly  greatly  to  be  preferred  from  the  sanitary 
standpoint.  Even  from  the  sentimental  point  of  view, 
cremation  can  be  defended  more  reasonably  than 
burial.  There  is  an  excellent  opportunity  here  for 
members  of  your  association  to  render  a  service  on  be- 
half of  the  public  health  by  carrying  on  a  quiet  educa- 
tional propoganda  in  favor  of  this  rational  and  hy- 
gienic way  of  disposal  of  human  remains. 

There  are  certain  of  the  duties  of  the  funeral  direc- 
tor Avhich  have  a  direct  association  with  the  work  of 
the  piablic  health  official.  One  of  these  lies  in  the  pro- 
per observance  of  our  law  Avhich  requires,  with  cer- 
tain exceptions,  that  no  burial  be  made  in  the  absence 
of  the  certificate  of  the  district  registrar  that  the  par- 
ticulars of  the  death  have  been  duly  registered.  It 
often  happens  that,  in  order  to  facilitate  his  own  work, 
the  undertaker  will  call  upon  the  physician  Avho  has 
been  in  attendance  upon  a  deceased  person,  and  secure 
the  physician's  certificate  of  death  which  the  district 
registrar  must  have  before  he  may  grant  a  permit  for 


Fred  W.  Matthews  and  Mrs.  Matthews  on  a 
recent  pleasure  trip.  Mr.  Matthews  will  soon 
be   issuing   his    first    call      for     the  1920 
conventi(Mi. 

burial.  He  may  ]iot  only  save  unnecessary  trouble  for 
himself,  but  assist  in  securing  accuracy  of  our  statisti- 
cal returns,  if  he  makes  sure  that  the  physician  states 
the  cause  of  death  properly.  The  object  in  asking  for 
such  information  is,  of  course,  to  secure  data  for  the 
compilation  of  vital  statistics,  and  if  these  statistics 
are  inaccurate  they  are  valueless.  Mortality  and  mor- 
bidity statistics  are  a  fundamental  need  for  the  suc- 
cessful prosecution  of  public  health  work.  This  is  a 
fact  which  is  not  sufficiently  appreciated,  even  by  many 
medical  raen^  and  busy  physicians  are  sonietimes  in- 


clined to  regard  the  requirements  of  our  vital  statistics 
act  as  rather  a  nuisance  and  an  imposition  upon  them. 
They  receive  no  fee  for  filling  in  a  certificate  of  death, 
and  may  therefore  be  inclined  to  feel  that  no  special 
value  is  attached  to  the  certificate.  Not  infre(iuently 
it  is  by  no  means  an  easy  matter  to  assign  a  death 
to  a  definite  disease.  Quite  often  there  may  be  a  com- 
plication of  diseases,  when  it  may  be  most  difficult  to 
determine  the  condition  to  which  the  death  is  directly 
attributable.  Consecpiently  the  physician  may  be  hesi- 
tant about  expressing  a  definite  opinion,  and  many 
medical  men  have  an  inljred  aversion  to  filling  out  a 
death  certificate.  The  undertaker  has  an  opportunity, 
then,  of  doing  some  really  necessary  and  very  valuable 
missionary  work  in  this  connection.  A  tactful  word 
from  him  may  make  the  difference  between  a  certificate 
which  is  worthless  and  one  which  is  of  distinct  value. 

In  the  proseeiation  of  his  own  work,  the  undertaker 
is  often  called  upon  to  prepare  for  burial  or  for  trans- 
portation to  other  localities,  the  bodies  of  those  Avho 
have  died  from  some  infectious  disease.  Under  such 
circumstances  he  must  adopt  every  precaution  to  pre- 
vent the  dissemination  of  infective  germs,  and  he  must 
acquaint  himself  with  the  means  by  which  such  dis- 
semination may  be  prevented.  Under  the  Rules  for 
Quarantine  and  Disinfection  of  the  Department  of 
Public  Health  of  Nova  Scotia,  undertakers  and  their 
assistants  should  take  the  same  ijrecautions  as  are  set 
down  for  physicians.  While  in  the  room  in  which  the 
case  has  been  treated  they  should  wear  a  linen  gown  or 
sheet  reaching  to  the  ankles,  and  suitable  protection 
for  the  hair.  Linen  mocassins  should  be  slipped  over 
the  boots.  Such  protective  garments  should  be  sprink- 
led with  formalin,  immediately  on  leaving  the  sick 
room,  and  placed  in  an  air-tight  bag  until  again  needed. 
The  hands  and  face  should  be  washed  in  a  solution  of 
carbolic  acid,  two  ounces  to  the  gallon.  As  much  time 
as  possible  should  then  be  spent  in  the  onen  air  before 
mingling  with  other  people. 

These  rules  further  refpiire  that  the  remains  of  those 
dying  of  an  infectious  disease  should  be  enveloped  in  a 
sheet  thoroughly  saturated  in  formalin,  or  a  solution 
of  carbolic  acid,  five  ounces  to  the  gallon,  or  in  a  solu- 
tion of  perchloride  of  mercui-y.  two  drachms  to  the  gal- 
lon. They  should  then  be  placed  in  the  casket.  Avhieh 
should  be  at  once  closed  up  permanently.  If  possible, 
an  hermetically  sealed  casket  should  be  provided. 
Burial  should  be  within  twenty-four  hours,  and  should 
be  strictly  private. 

The  continuation  of  Dr.  Hattie's  paper  will  be  pub- 
lished in  the  February  issue  of  Canadian  Furniture 
World  and  Undertaker. — Editor. 


FURNITURE  REMINISCENCES  OF  EARLY  DAYS. 
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a  first  place  among  the  undertakers  and  embalmers  of 
Ontario,  he  for  several  occasions  attended  the  demon- 
strations of  Prof,  Renouard,  and  in  1890,  although  over 
the  age  of  three  score  years,  he  went  to  work,  studied 
up  the  curriculum  and  pi-esented  himself  before  the 
board  of  examiners,  passed  his  examination  with 
honors  and  is  now  the  holdei-  of  a  diploma  from  the  On- 
tario College  of  Embalming,  thus  setting  an  example 
to  many  younger  men.  Mr.  Muir  for  the  last  thirty 
years  has  also  taken  a  very  prominent  part  in  ])olitical 
matters.  He  has  been  previously  and  is  now  president 
of  the  Reform  Association  for  the  district  in  which  he 
lives,  all  of  which  testifies  to  the  esteem  in  which  he 
is  held  amongst  those  who  know  him. 
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I        A  Woman  Undertaker 

I  By  EDNA  K.  WOOLEY.  | 
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I MET  a  woman  undertaker  the  other  day.    She  is 
botli  young  and  good  to  look  at — a  sunny-looking 
woman  whose  profession  one  would  never  .suspect. 
"And  why  shouldn't  a  woman  go  into  this  sort  of 
work?"  she  asked,  when  I  expressed  astonishment  at 
her  occupation.   "I  can't  imagine  anything  in  which  a 
woman's  touch  is  more  necessary.    Surely  most  women 
would  prefer  to  have  a  woman  attend  to  the  little  inti- 
mate details  of  the  person  after  they  are  dead.   I  know 
I  would.  Many  undertakers  employ  women  assistants." 
"But  whatever  made  you  think  of  it?"  I  asked. 
"Well,  you  see,  I  married  a  man  in  the  business,"  she 
began.   "I  eouldirt  he!])  l)ut  notice  where  a  woman's 
touch  was  needed. 

"My  husband,  as  a  first-class  undertaker,  employed 
only  the  best  help  and  was  noted  for  his  beautiful 
corpses.  He  could  take  a  man  Avho  had  been  cut  to 
pieces  in  a  railroad  accident  and  put  him  together  so 
his  nearest  relatives  wouldn't  know  what  had  happen- 
ed to  him  when  they  aaw  his  remains  in  a  casket.  Rut 
when  it  came  to  women — somehow  his  art  failed  him 
there.   He  never  seemed  to  have  them  looking  natural. 

"Touching  up  a  corpse  is  one  of  the  fine  arts  these 
days.  One  needs  to  be  an  artist  to  give  the  poor,  dead 
face  a  glow  of  life  and  health  and  to  make  death  ap- 
pear to  be  only  a  restful  sleep.  Too  much  make-up  in- 
artistically  applied  according  to  the  general  charac- 
ter of  the  face,  is  worse  than  none. 

"So,  much  against  my  husband's  protests,  I  began 
^0  practice  my  theories  in  the  matter  of  women.  He 
finally  admitted  that  I  was  right  when  patrons  praised 
the  work.  But  he  told  me  he  would  get  into  trouble 
with  the  State  authorities  if  T  worked  without  a  license. 
So  I  began  to  study,  passed  the  examination  with  a 
high  mark,  and  then  started  to  practice  as  a  full-fledg- 
ed undertaker. 

"I  shall  never  forget  the  first  case  I  undertook  alone. 
I  think  my  husband  put  me  on  it  just  to  frighten  me 
out  of  adopting  this  as  a  regular  profession.  He  didn't 
mind  when  T  helped  him  in  cases,  but  he  didn't  like  to 
have  me  go  out  alone  and  independently. 

"This  call  came  from  the  country.  The  deceased 
was  an  old  woman  of  such  eccentricity  and  appearance 
that  the  neighbors  shunned  her  and  called  her  a  witch. 
T  didn't  know  all  that  then.  When  T  got  to  the  hou'-e 
T  was  directed  to  go  upstairs  to  the  front  room.  No- 
body went  with  me.  An  oil  lamp  in  the  lower  hall 
scarcely  lighted  the  stairway  and  the  upper  hall  was 
a  black  shadow  with  only  a  twinkling  light  showing 
from  the  front  room.  The  M'ind  was  blowing  through 
an  open  window,  which  made  the  flame  waver  and  the 
shadows  seemed  to  be  moving  and  whispering  around 
me. 

"But  I  went  on  into  that  front  room,  rind  there,  sit- 
ting up  in  bed  facing  ine.  her  eyes  staring  wildly  at  me, 
her  month  open,  her  gray  hair  blowing  about  her  head, 
was  the  awfnlest  looking  old  woman  T  had  ever  seen 
in  my  life. 

"T  gave  one  scream,  dropped  my  satchel  and  ran.  At 
the  foot  of  the  stairs  I  met  the  woman's  daughter  and 
son-in-law  and  thev  wen)  back  with  me.  They'd  left 
her  in  just  the  position  in  which  she  had  died,  you  see, 
and  were  really  surprised  that  I  saw  anything  alarm- 
ing in  her  appearance. 


"Anyway,  I  laid  the  woman  out  decently  and  made 
her  look  better  than  she  ever  did  in  life,  I  guess — at 
least  in  the  latter  years.  At  the  funeral  I  heard  one 
old  man  say :  '  Well,  well,-  Molly  Ann  shows  now  what 
a  mighty  purty  girl  she  used  to  be.  She  was  the  pvirti- 
est  hereabouts  them  days.' 

"It  was  a  good  thing  I  took  up  the  profession,"  con- 
cluded the  woman  undertaker,  "because  when  my  hus- 
band's health  failed  I  kept  the  busijiess  up  and  when  he 
died  I  was  able  to  keep  things  running.  T  take  only 
women  and  children  now,  though.  It  is  a  field  where 
women  may  specialize,  and  I  put  sympathy  a.s  well  as 
art  into  my  work.  At  first  I  couldn't  handle  a  baby 
without  wanting  to  cry  over  it.  — Edna  K.  Wooley  in 
Dallas  Times-Herald. 


NEW  REGISTRARTION  LAW  IN  ONTARIO. 

The  new  Act  respecting  the  registration  of  births, 
marriages  and  deaths,  which  went  into  force  in  Ontario 
on  New  Year's  Day,  is  largely  a  revision  of  the  former 
law.  The  changes  are  made  to  give  uniformity  to  the 
laws  throughout  the  Dominion,  and  were  brought 
about  as  a  result  of  a  conference  held  at  Ottawa  some 
months  ago.  New  features  in  the  law  which  have  be- 
come efi^ective  include  that  every  physician,  clergyman, 
nurse,  undertaker  or  other  person  having  knowledge 
of  the  facts  respecting  any  birth,  marriage  or  death 
shall  supply  such  information  as  the  Registrar-Oeneral 
may  require.  There  is  also  a  section  which  provides 
that  monthly  instead  of  quarterly  returns  must  be 
made  by  Divisional  Registrars ;  also  if  there  have  been 
no  registrations  during  the  period  this  fact  must  be  re- 
ported. The  new  law  imposes  upon  the  parent  or  guar- 
dian the  necessity  of  seeing  that  registration, is  made  of 
a  birth  or  death. 


JULES  BRAZIL  ON  ADVERTISING. 

Jules  Brazil,  who  entertained  the  CE.A.  members  at 
their  last  convention  dinner,  is  back  home  from  the 
coast  and  has  brought  this  from  the  West : 

A  violinist  who  gives  concerts  throughout  the  West 
was  bitterly  disapi^ointed  with  the  account  of  his  re- 
cital printed  in  a  small  town  paper.  "I  told  your  man 
three  or  four  times."  complained  the  musician  to  the 
owner  of  the  paper,  "that  the  instrument  I  used  was 
a  genuine  'Stradivarius,  and  in  this  story  there  was  not 
a  word  about  it,  not  a  word."  Whereupon  the  owner 
said,  with  a  laugh.  "That  is  as  it  should  be.  When 
Mr.  Stradivarius  gets  his  fiddle  advertised  in  my  paper 
under  two  dollars  a  line,  you  come  ai'ound  and  let  me 
know." 
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CANICULA 


EMBALMING 
FLUID 


That  velvety-flow  fluid  that  is  different; 
does  not  burn  or  shrivel  the  arteries, 
allowing  the  operator  to  inject  as  often 
as  he  likes  and  obtain  that  desired  effect. 

CANICULA  CHEMICAL  COMPANY 

366  Bathurst  Street       •        TORONTO,  CANADA 
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I   Treatment  of  Pneumonia  Cases  I 

I  By  HOWARD  S.  ECKELS,  Ph.C.  | 

S  Dean  of  Eckels'  College  of  Embalming.  = 
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NOT  only  because  of  their  frequency,  but  also  be- 
cause they  present  very  disciuieting  features,pneu- 
monia  cases  probably  cause  the  undertaker  as 
much  trouble  as  any  other  two  classes  together. 

Pneumonia  is  both  infectious  and  contagious.  Tt  is 
caused  by  the  diplococcus  of  pneumonia  and  is  the 
cause  of  more  deaths  than  any  other  of  the  communic- 
able diseases.  Statistics  »show  that  in  each  of  the  past 
two  years  more  than  200,000  deaths  have  been  caused 
by  this  disease  alone  in  the  United  States. 

"Where  death  results,  it  usually  comes  on  the  fifth 
or  sixth  day  after  the  disease  has  become  recogniz- 
able. The  blood  is  nearly  normal  in  (|uantity  and  the 
bodies  resemble,  in  this  respect,  sudden  death  cases, 
since  so  great  an  abundance  of  blood  is  in  the  arteries 
and  veins  as  well  as  in  the  capillaries. 

Suggillation  of  the  blood  in  the  dependent  parts 
produce  discoloration  not  only  in  the  back,  extending 
over  the  trunk,  but  also  in  the  face,  neck  and  ears. 

The  congestion  of  the  lungs  does  not  admit  of  tlie 
draining  of  the  blood  from  the  veins  into  this  natural 
reservoir.  The  result  is  that  we  find  in  these  cases  en- 
gorgment  of  the  blood  in  the  veins  and  the  backward 
pressure  of  this  blood  upon  that  which  remains  in  the 
capillaries  naturally  prevents  the  usual  quantity  of 
blood  being  forced  from  the  arteries  by  the  contrac- 
tion of  the  miiscles  usual  in  rigor  mortis.  The  em- 
balmer  will  always  find  it  greatly  to  his  advantage  to 
drain  the  blood  from  the  arteries,  before  injecting  fluid 
into  them,  and  to  insure  the  best  circulation  of  the  fluid 
through  the  arteries  and  through  the  capillaries  the 
folloAving  plan  is  suggested : 

Use  both  the  axillary  artery  and  vein  to  drain  blood 
from;  introduce  the  long  flexible  artery  tube  into  the 
.artery  and  the  axillary  vein  tube  into  the  vein ;  attach 
a  rubber  hose  to  each,  thus  allowing  the  flow  of  the 
blood  to  occur  in  a  clean  and  convenient  manner. 

After  the  blood  ceases  to  floAv  freel_y  from  the  artery 
with  the  body  in  its  usual  position,  with  the  head  and 
.shoulders  elevated,  the  shoulders  and  head  should  be 
lowered  and  the  foot  of  the  embalming  board  elevated. 
With  the  body  in  this  position,  the  flow  of  blood  from 
the  arteries  will  be  greatly  increased,  frequently  as 
much  as  two  or  three  ((uarts  being  drained  from  the 
body  in  this  manner  before  any  fluid  is  injected.  With 
this  thick  blood  removed,  very  much  better  circulation 
of  the  fluid  will  occur,  better  embalming  will  be  the 
result,  better  cosmetic  effects  in  the  face  will  be  pro- 
duced, with  no  danger  of  regurgitation  or  reflushing 
of  the  face  and  the  greatest  freedom  from  putty  color, 
which  is  too  frequently  produced  by  the  mixture  of  the 
blood  and  fluid  which  otherwise  remains  in  the  capil- 
laries.   This  is  particularly  true  in  pneumonia  cases. 

In  order  to  insure  proper  drainage,  a  thorough 
cleansing  of  the  arteries  and  capillaries,  and  the  taking 
from  the  body  of  the  greatest  possible  quantity  of  this 
esjtecially  vitiated  blood,  an  injection  should  be  made 
of  a  capillary  wash  and  blood  solvent  along  the  lines 
suggested  in  ray  latest  book.  "Embalming  by  a  New 
Principle  and  a  New  Method"  before  any  embalming 
fluid  is  used. 

Ry  using  the  genuine  and  original  solution  prepared 
for  this  purpose,   the   embaliner  will    dissolve  blood 


clots,  rid  himself  of  the  ropy  condition  of  the  blood 
so  frequently  found  in  such  cases,  will  lighten  what 
blood  remains  in  the  systematic  circulation  by  giving  it 
a  fresh  supply  of  oxygen,  and  will  moreover,  purify  the 
blood  in  the  lymphatic  circulation  and  oxygenate  the 
tissue  itself. 

He  thus  will  be  able  to  .secure  cosmetic  effects,  which, 
until  the  invention  or  discovery — call  it  whichever 
you  will — of  embalming  by  a  new  principle  and  a  new 
method,  were  not  po.ssible. 

By  following  this  new  and  progressive  method,  the 
embalmer  is  able  to  secure  a  most  life-like  effect,  even 
on  pneumonia  cases. 

As  soon  as  the  capillaries  have  been  thoroughly  wash- 
ed out  by  this  laxative  preparation,  fluid  should  be 
injected  in  the  regular  Avay,  through  the  axillary  ar- 
tery. 

With  this  method  of  injecting  fluid  into  the  axillary 
artery  it  is  very  seldom  that  more  than  one  injection 
is  necessary,  because  Avith  perfect  circulation  of  the 
fluid,  directed  into  the  aorta  with  a  long,  flexible  ar- 
tery tube,  which  is  provided  in  this  method  of  embalm- 
ing, the  pure,  clean,  fresh  fluid  is  delivered  into  the 
arch  of  the  aorta.  As  the  carotid  arteries  originate  at 
this  point,  the  embalmer  has  the  advantage  of  clearing 
up  the  face  from  discolorations  while  the  even  circula- 
tion of  embalming  fluid  through  this  facial  tissue  in 
sures  perfect  preservation  as  Avell  as  uniform  coloi 
and  good  appearance. 

By  the  proper  manipulation  with  a  sponge  and  plenty 
of  cold  water  during  the  arterial  injection,  all  of  the 
dependent  parts  of  the  body  may  be  drained  of  con- 
gested blood,  which  will  be  found  better  to  gravitate 
from  the  body  by  the  use  of  the  vein  tube. 

Where  reflushing  occurs  through  the  too  rapid  in- 
jection of  the  artery,  .should  it  be  difficult  to  remove  by 
draining  blood  from  the  body,  further  injection  into 
the  axillary  artery  may  be  necessary,  and  on  a  rare 
case  you  may  have  to  raise  both  of  the  carotid  arteries 
and  inject  fluid  into  them  towards  the  face,  iising  no 
more  than  six  to  eight  ounces,  injecting  slowly  and 
manipulating  the  sponge.  If  the  body  is  embalmed 
within  four  to  six  hours  after  death  a  quart  of  fluid 
to  every  fifty  pounds  of  tissue  should  be  found  to  be 
sufficient  to  preserve  the  body  for  a  reasonable  length 
of  time. 

For  permanent  preservation,  however,  as  much  more 
than  this  quantity  .should  be  used. 

The  bronchial  tubes  throughout  the  lungs  are  also 
filled  with  mucous  and  foreign  matter  which  has  ac- 
cumulated during  the  last  few  hours  preceding  death. 
Therefore,  fluid  should  be  injected  either  into  the 
mouth  or  nostrils  by  the  nasal  tube  and  manipulation 
of  the  esophagus  at  this  time  will  allow  a  considerable 
quantity  of  fluid  to  be  injected  into  the  bronchial  tubes 
in  this  manner,  disinfecting  all  of  this  mucous  material 
insuring  preservation  and  thorough  disinfection. 

Pneumonia  cases  very  frequently  develop  a  consid- 
erable (luantity  of  gas  in  the  abdominal  cavity.  This  is 
due  to  the  fact  that  the  disease  has  no  effect  on  the 
appetite,  and  as  the  diet  is  not  restricted  in  this  dis- 
ease as  in  typhoid  fever  and  many  others  where  milk 
and  gruel  is  the  only  food  administered,  food  is  there- 
fore apt  to  be  present  in  considei*able  quantity  in  the 
stomach  and  intestines.  Naturally  it  ferments  and 
decomposes,  causing  gases  which  must  be  aspirated, 
and  a  thorough  and  complete  cavity  injection  should 
be  given  to  distribute  fluid  intimately  throughout  this 
vegetable  substance.  This  can  be  disinfected  only  by 
cavity  injection  or  by  using  the  new  stomach  tube. 
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FUNERAL  DIRECTORS  IN  CIVIC  POLITICS. 

Armand  Sehreiter  of  Kitchener  was  elected  a  mem- 
ber of  the  city  council.  Other  funeral  directors  elected 
in  Ontario  are  F.  F.  Morris,  Bowmanville,  to  the  school 
board  and  F.  J.  McArthur,  C'obourg,  re-elected  mem- 
ber of  the  town  council.  Both  the  latter  gentlemen  were 
returned  unanimously. 


COFFINS  AS  PARLOR  ORNAMENTS. 

An  aged  couple  in  Newark,  N.J.,  have  two  empty 
coffins  in  their  parlor  to  encase  their  bodies  when  they 
die.  The  coffins  were  purchased  a  year  ago  when 
prices  began  to  climb,  so  the  old  folks  claim.  They 
wanted  to  be  prepared  when  their  call  came. 


RESTRICTING  PUBLIC  FUNERALS. 

All  undertakers  in  Scranton,  Pa.,  and  vicinity  re- 
ceived orders  recently  from  the  State  Department  of 
Health  recently  forbidding  them  to  conduct  public 
funerals  in  cases  of  whooping  cough,  measles,  German 
measles,  mumps  or  chickenpox.  Another  order  for- 
bids undertakers  from  furnishing  any  rugs,  carpet, 
drapery,  clothing  or  artificial  flowers  for  funerals  held 
from  private  homes. 


TEXAS  FUNERAL  DIRECTORS  FORM  UNION. 

The  embalmers  and  undertakers  of  Houston.  Texas, 
have  organized.  A  charter  was  recently  received  from 
the  American  Federation  of  Labor,  through  the  Labor 
Council  at  Houston.  Permanent  officers  of  the  organ- 
ization were  elected  and  arrangements  have  been  made 
for    the    organization    of    all    embalmers    and  un 


dertakers  of  Texas,  with  Houston  as  headquarters 
for  the  south  and  Dallas  as  headquarters  for  the  north. 
This  is  the  only  organization  of  embalmers  and  under- 
takers in  the  entire  United  States. 


DOC.  FERGUSON  TURNS  POET. 

With  an  original  holiday  card  Doc.  Ferguson  has 
been  sending  greetings  to  his  friends,  and  in  his  own 
inimitable  way  has  been  getting  this  oflp  his  chest : 

We  always  try  this  time  of  year  to  swap  a  bit  of 
Christmas  cheer. 

The  sorrow  and  the  woe  we've  had 

Since  last  year 's  Yuletide  Song' 
May  tend  to  gray  our  hair  a  bit 

But  also  makes  us  strong. 

We  know  you 've  shared  the  Old  Year 's  joys 

Which  gave  us  Peace  and  Plenty 
May  health  and  wealth  fill  your  New  Year 
The  Prosperous  Nineteen  Twenty. 

— (Not  coprighted). 
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I  SEASON'S  GREETINGS.  | 

I  Oaniadian  Furniture  World  and  Undertaker,  Toronto:  | 

I  On  behalf  of  the  Saskatchewan  Funeral  Directors '  | 

I  As&ociati'On  I  wi&h  you  a  very  Merry  Christmas  and  | 

I  Ha.pjiy  New  Year.    Your  magazine  is  all   that    one  f 

I  could  wish  for  in  keeping  the  trade  in  touch  with  | 

I  what  is  on  in  the  different  parts  of  our  great  country.  i 

I  Here   is  hoping  that  the  trade   in  general  will  co-  | 

I  operate  with  you  for  even  a  better  year  in  1920  1 

I  Yours  very  truly,                            W.  S.  YULE,  | 

I  Pres.  of  Sask.  F.D.  | 

s  Swift  Current,  Sask.  5 
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1920 

In  1919  three  times  as  many  members  of  the  profession  used 

CaranaC  Embalming  Ruid 

as  were  using  it  in — 1918. 

This  remarkable  increase  was  no  doubt  due  to  the  fact  that  the  high  standard  of 
CaranaC  Embalming  fluid,  has  always  been  maintained. 

CaranaC  is  recognized  by  leading  Embalmer  s,  as  a  most  dependable  preparation. 
CaranaC  is  a  strictly  Canadian  Prod  uct. 

In  the  year  1  920  our  representatives  will  approach  you,  and  we  ask  that  your  orders 
for  Embalming  Fluid  will  be  CaranaC. 

There  is  NONE  Better  We  Ship  Promptly 

CARANAC  LABORATORY,  Peterborough,  Ont.,  Can. 
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I  THE  HIGH  COST  OF  FUNERALS  I 

I  How  a  Maritime  funeral  director  put  the  caps  on  a  | 

=  "  pro  bono  publico"  writer  to  the  | 

I  press  in  his  town.  | 
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A MARITIME  funeral  director  has  the  right  idea 
as  to  placing  the  profession  in  its  pi'oper  light 
before  the  public.  A  letter  having  appeared 
in  the  St.  John  Globe  under  the  heading  "High  Cost 
of  Dying,"'  Mr.  N.  L.  Brenan  of  the  same  city  sent  a 
reply. 

In  sending  the  letter  Mr.  Brenan  explained  to  Can- 
adian Furniture  World,  "it  was  impossible  to  answer 
such  a  foolish  letter  in  a  way  to  show  where  the  writer 
was  mistaken  about  the  cost.  As  I  could  not  tind  out 
who  he  was,"  continued  Mr.  Brenan,  "I  simpl.y  made 
light  of  his  letter.  At  the  same  time  I  cannot  help  feel- 
ing that  an  idea  like  his  is  formed  sometimes  because 
undertakers  will  not  itemize  their  bills,  but  place  all 
the  burden  upon  the  casket  and  embalming." 

Here  are  the  two  letters.  Let  our  readers  judge  for 
themselves ; 

High  Cost  of  Dying. 

To  Editor  of  The  Globe :  Sir.— While  it  appears  to 
be  practically  impossible  to  combat  or  control  the  high 
cost  of  living,  it  might  seem  to  be  in  order  to  eu<|uire 
whether  the  present  high  (not  to  say  excessive)  cost  of 
dying  might  not  be  materially  reduced,  involving  no 
diminution  of  the  proper  OTitward  manifestation  of 
respect  to  the  departed,  but  at  the  same  time  effecting 
a  substantial  saving  in  the  undeniably  inflated  cost  of 
funeral  expenses,  the  greater  part  of  which  is  unneces- 
sary and  can  only  be  described  as  a  carnival  of  ex- 
travagance. 

To  take  one  item  alone — embalming.  In  this  country 
it  has  become  universal  practise,  though  in  a  moderate 
to  cool  climate  such  as  this,  in  nine  case.s  out  of  ten.  it 
is  absolutely  nnnecessary,  especially  taking  into  con- 
sideration the  fact  that  bodies  are  kept  here  for  a  short- 
er length  of  time  before  burial,  than  in  other  parts  of 
the  world.  In  the  British  Isles,  four  or  five  days  is  not 
an  uncommon  period  between  death  and  bnrial,  and  yet 
embalming  is  the  extreme  exception  there,  instead  of 
the  rule  as  here,  and  is  only  proceeded  with  in  the  ease 
of  a  long  rail  or  sea  journey  to  place  of  burial. 

It  is  undoubtedly  the  fact  that  the  expensive  process 
of  embalming  has  been  allowed  to  become  the  general 
practise  very  largely  because  an  erroneous  idea  of 
the  necessity  has  been  inculcated  and  fostered  by  the 
undertaking  fraternity  (naturally  perhaps  from  their 
point  of  view,  which  is  of  course  a  business' one).  The 
special  circumstances  of  bereavement  naturally  tend  to 
make  the  near  and  dear  of  the  deceased  more  suscept- 
ible to  arguments  of  this  character,  and  thus  we  see  this 
wholly  unnecessary  piece  of  extravagance  universaliz- 
ed. There  is  a  crying  need  for  the  formation  of  a  body 
of  public  opinion,  gradual  though  it  may  be,  which  b.y 
the  expression  of  common  sense,  will  put  an  end  to  this 
and  similar  needless  extravagance,  and  reduce  funeral 
expenses  down  to  something  like  a  rational  and  com- 
mon sense  level.      (Signed)  ANTI-H.  C.  of  D. 

Mr.  Brenan 's  Reply. 

To  the  Editor  of  the  Globe:  Sir, — In  Saturday's  issue 
of  the  Globe  appeared  a  letter  from  a  would-b^  saviour 
of  the  people,  who  signs  himself  Anti-High  Cost  of 
Dying.    Please  permit  an  answer. 


Mr.  Cheapbury  contends  there  is  a  crying  need  for 
the  formation  of  a  body  of  public  opinion,  to  put  an  end 
to  the  needless  extravagance  of  funeral  expenses. 

Instead  of  crying  the  need,  we  would  suggest  that 
this  person  enter  into  the  business,  and  thus  demon- 
strate in  a  practical  way  that  undertakers  have  in  the 
past  been  taking  advantage  of  the  special  circumstance 
of  bereavement,  when  death  has  entered  the  home. 

Proper  outward  manifestation  of  respect  to  the  dead. 
By  what  means  would  Mr.  Anti  claim  the  right  to  deter 
mine  or  limit  the  individual's  feelings  of  respect  for  his 
dead. 

The  times  belong  to  the  i)eople.  therefore  a  man  is  not 
compelled  to  accept  that  which  he  does  not  want,  but  is 
free  to  select  that  which  suits  his  needs.  One  race  of 
people  among  our  citizens  refuse  to  use  anything  but  a 
bare  pine  box  for  buiwing  their  dead. 

The  same  privilege  is  open  to  I\Ir.  Anti.  Also  tlie 
open  express  for  the  trip  to  the  cemetery,  and  the 
friends  walking. 

Another  citizen  feels  that  his  pj-oper  outward  mani- 
festation of  respect  to  his  dead  requires  a  solid  mahog- 
any. Would  our  friend  deny  this  citizen  the  same  free- 
dom he  himself  has? 

If  our  benefactor  is  in  earnest  in  his  efforts  to  fasten 
upon  undertakers  the  blame  for  the  existence  of  senti- 
ment among  people,  he  has  a  lively  duty  to  perform: 
his  shingle  should  appear  at  once. 

Since  the  days  of  Abraham  embalming  has  been  in 
existence,  and  to-day  by  improved  methods  it  has  be- 
come one  of  the  greatest  of  blessings  to  humanity,  both 
from  a  sanitary,  a  cosmetic  and  a  sentimental  point  of 
view. 

Contrary  to  what  friend  Anti  says,  embalming  is  not 
practised  in  N.  B.  at  least,  to  the  extent  it  should  be. 

Cool  weather,  or  even  winter  weather,  has  nothing  to 
do  whatever  with  the  chemical  formation  of  the  individ- 
ual body  and  if  Anti  Embalmer  has  a  method  by  which 
he  can  determine  in  just  what  instance  embalming 
should  be  practised,  he  is  in  a  position  to  confer  bless- 
ing No.  2  upon  the  public  and  by  doing  the  work  gratis, 
become  a  Crichton. 

We  in  Canada  have  passed  through  the  conditions  as 
they  exist  in  the  British  Isles,  and  which  our  friend 
fails  to  mention :  we  now  want  the  air  which  Ave 
breathe,  disassociated  from  disagreeable  effluvia. 

Unfortunately,  Mr.  Editor,  there  exi.sts  a  business 
side  to  the  profession,  but  we  object  to  the  idea  that  it 
exists  to  create  the  carnival  he  speaks  of. 

No  man  has  become  wealthy  from  this  business.  We 
wonder  Avhy'? 

Friend  Anti  is  not  obliged  in  this  country,  as  yet,  to 
engage  an  undertaker  to  inter  his  dead — the  only  point 
the  law  enters  into  is  to  compel  burials  in  a  cemetery, 
and  as  the  producers  of  the  Carnival  of  Extravagance 
do  not  control  these  places,  they  cannot  be  charged 
with  expenses  there. 

Thus  may  one  man  reduce  burial  expenses  down  to  a 
rational  and  common  sense  level. 

There's  the  scheme.  Mr.  Editor.  Every  man  his  own 
undertaker. 

Our  thanks  for  space.      N.  W.  BRENAN  &  SON. 


R.  Pepin,  undertaker.  ]\Iontreal,  has  been  registered." 

Both  the  National  Funeral  Direetoi's  Association  and 
the  New  Jersey  State  Association  have  sanctioned  the 
use  of  advertising  for  funeral  directors. 
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ONTARIO 

Bobcaygeon — 

Byng,  G.  C. 

Bowmanville,  Ont. — 

Morris  &  Son,  L.  'Phone  10. 

Brantford — 

Thorpe  Bros. 
Funeral  Directors. 
Successors  to  H.  S.  Peirce. 

Both  phones,  200. 

Burks  Falls — 

Hilliar,  Joseph-   Box  213. 

Dungannon  — 

Sproul,  William 

Elmira — 

Dreisinger,  Chris. 

Hamilton — 

Blachford  &  Sons. 

57  King  Street  West 
Dodsworth,  A.  H. 
59  King  St.  W. 
Robinson,  J-  H-  &  Co., 
19-21  John  St.  N. 


Ingersoll — 

Mclntyres. 
F.  W.  Keeler,  proprietor 

Kingston — 

Corbett,  S.  S-  i 

Raid,  Jas-,  254  Princess  St. 

London — 

Ferguson 's  Sons,  John 
174  to  180  King  St. 

Mun;leH,  J.  A.     Phone  126. 
150  Misisissagia  St 

Oshawa — 

Luke  Burial  Co. 

Schomberg — 

F.  Skinner. 

St.  Catharines — 

Grobb  Bros. 

144-146  St.  Paul  St- 

St.  Thomas — 

William,  P.  R-,  &  Sons,  519 
Talbot  iSt. 


Stirling — 

Ralph,  Jas.       Phone  102. 


Stratford — 

Greenwood  &  Vivian,  Ltd. 

88-92  Ontario  St. 

White  &  Co.,  80  Ontario  St. 

Toronto — 

Cobbledick,  N.  B. 

1508  Danforth  Ave.,  and 

2068  Queen  St.  E. 
Auto    equipment    for  all 

branches  of  service. 
Phone  Beach  7.3. 

J.  A-  Humphrey  &  Son, 
463  Churcii  St. 

W.  N.  Knecihtel, 
1202  Yonge  St. 
Motor  equipment  for  all 

branches  of  service. 
Motor  ambulance. 
Phone  North  4400. 

Washington,  Fleury  Burial 
Co.,  685  Queen  St.  E- 

Washington  &  Johnston, 
707  Queen  St.  E. 
Corner  of  Broadview. 


Wallaceburg — 

Cousins,  Burlington  &  Saint 

Welland— 

J.  J.  Patterson  &  Sons. 
Sutherland,  G.  W- 


WoodstocK — 

Mack,  Paul. 

Whitby— 

Nicholson  &  Seldon. 

QUEBEC 

Montreal — 

Tees  &  Co.,  912  St.  Catherine 
St.  West- 

NEW  BRUNSWICK 

Moncton — 

Tuttle  Bros.,  164  Lutz  St. 

MANITOBA 

Brandon — 

Campbell   «&  Oampbell. 

Dauphin — 

Farrel'l,  A.  F. 

Winnipeg — 

Clark-Leatherdale  Co.,  Ltd. 
232  Kennedy  St- 

Thompson  Co.,  J.,  501  Main 

SASKATCHEWAN 

Moose  Jaw — 

Broadfoot  Bros. 


MY  REPUTA  TION  is  under  the  Cork  of  Every  Bottle  of 

RE-CONCENTRATED  DIOXIN  Zz^::}':^^!!^:^''''''''''' 


THE  FIRST  THOUGHT 

Is  that  I  stake  the  reputation  which  I  have 
been  struggling  to  obtain  during  the  past 
twenty-six  years  on  the  perfection  and  sat- 
isfaction-giving qualities  of  my  latest  pro- 
duct, RE-Concentrated  Dioxin,  the  Per- 
oxide of  Hydrogen  Fluid. 


THE  SECOND  THOUGHT 

Is  that  I,  being  one  of  the  inventors  and 
the  patentee  of  the  Eckels-Genung  Axiliary 
Method,  used  by  more  than  12,000  em 
balmers  in  the  United  States  and  Canada, 
would  not  do  this  did  I  not  know  it  to  be 
the  best  and  most  modern  fluid  made. 


THE  THIRD  THOUGHT 

Is  that  I  would  not  dare  to  offer  to  Pay 
Freight  Both  Ways  and  to  make  no  charge 
for  fluid  used  in  tests  if  I  was  not  sure 
th't  Dioxin  would  give  satisfaction  far 
beyond  that  possible  with  any  other  fluid 
known  to  science. 


These  are  Broad  Statements,  but  they  are  borne  out  by  the  experience  of  thousands  of  high-class  embalmers  who  have 
compared  the  Cosmetic  Effects  and  Preserving  Properties  of  DIOXIN— the  Peroxide  Fluid — with  those  of  other  fluids. 


One  sixteen-ounce  bottle  EE-Concentrated  Dioxin  will  make 
a  gallon  of  Peroxide  of  Hydrogen  Embalming  Fluid  of  standard 
strength  for  arterial  embalming,  or  it  will  make  one-half  gallon 
of  extra  strength  Formaldehyde  Fluid  for  bad  cases  or  for  cavity 
work 

The  quantity  of  water  you  add  determines  whether  it  shall 
be  a  Formaldehyde  Fluid  or  whether  Peroxide  of  Hydrogen  shall 
predominate. 

RE-Concentrated  Dioxin,  therefore,  aside  from  being  the  only 
"pint-to-the-gallon"  fluid  ever  manufactured  and  the  most  econo- 
mical fluid  ever  placed  on  the  market  by  a  responsible  chemist,  is 
really  two  fluids  in  one. 

DOUBLE  DISINFECTING  BASE. 

This  is  because  RE-Concentrated  Dioxin  has  a  double  disin- 
fecting base.  One  of  these  bases  of  Formochloral,  a  purified  form 
of  Formaldehyde  in  which  the  Formaldehyde  is  robbed  of  its 
gratest  disadvantages  while  retaining  all  of  its  virtues.  The 
other  base  is  a  substance  which  combines  with  the  water  you  add 
in  the  right  proportion  which  makes  it  a  Peroxide  of  Hydrogen 
Fluid. 

Peroxide  of  Hydrogen  is  composed  of  two  parts  of  Hydrogen 
and  two  parts  of  Oxygen.  Its  chemical  symbol  is  H2  02.  Water 
is  two  rarts  of  Hydrogen  and  one  part  of  Oxygen.  Its  symbol  is 
H20.    The  chemicals  in  RE-Concentrated  Dioxin  combine  with  the 


water  you  add  and  supply  to  the  water  the  extra  atom  of  Oxygen 
needed  to  transform  it  all  into  the  kind  of  Peroxide  of  Hydrogen 
which  makes  the  Best  Embalming  Fluid  ever  discovered. 

RE-Concentrated  Dioxin,  containing  ?.s  it  does  and  in  an  ex- 
tremely concentrated  form  enough  disinfecting  and  preserving  chem- 
icals to  make  one  gallon  of  fluid,  is  the  strongest  and  most  power- 
ful fluid  in  the  world  to-day,  yet  it  combines  with  its  Titanic 
strength  the  marvellous  softness  and  delicacy  which  it  is  so  de- 
sirable to  use  on  delicate  complexions  or  those  in  which  the  very 
highest  degree  of  cosmetic  effect  is  desired.  It  is  two  fluids  in  one 
bottle.  This  leaves  you  in  a  position  to  make  the  choice  at  the 
moment  of  embalming. 

There  are  times  when  you  want  a  strong  fluid.  In  RE-Con- 
centrated Dioxin  you  have  it. 

There  are  times  when  you  desire  a  soft,  mild  and  delicate  fluid. 
In  RE-Concentrated  Dioxin  you  have  it. 

By  its  use  a  large  proportion  of  blood  can  be  withdrawn  and 
especially  in  dropsy  and  jaundice  cases  its  effects  are  magical. 
Dioxin  is  good  in  all  cases,  but  it  is  marvellous  on  the  very  class  of 
bodies  where  other  fluids  are  weakest. 

SEND  FOR  A  TRIAL  SHIPMENT. 

Order  a  .'shipment  of  RE-Concentrated  Dioxln- 
use  it  on  your  next  important  case. 


-TO-DAY— and 


H.  S.  ECKELS  &  COMPANY,  221  Fern  Avenue,  Toronto,  Ontario,  Canada 
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Index  to  Advertisers 


.  A 

Art    F'.iriiituro    Co   2"i 

B 

Biit'tz  Bros.  Furniture  Co   21 

Beaver    Furniture    Co   26 

Beniister,  H.  A.    15 

Board  of  Examiners    67 

Bnuidt,    P.    C   28 

C 

Canadian  Featlier  and  Mattress  Co.  .  15 

Canieula  Company,   Limited    69 

Can.  Rattan  Chair  Co   19 

Caranae  Laboratory    71 

Champion  Chemical  Co   i.b.c. 

Chesley   Furniture   Co   i.f.c. 

D 

Dominion  Manufacturers    65-66 

E 

Kckles.  H.  S.  &  Co   73 

Egyptian    Chemical    Co   74 

F 

Far(iuharson,   Gilford  Co   6 

G 

Gendron    Mfg.    Co   18 

Gold  Medal  Furniture  Co   13 


H 

Hachboni   &  Co.,   Geo.  H   24 

Honrd    «&    Co   14 


Inii)erial  Ratan  Ci 


Kindel  Bed  Co  •..  7 

Knetchel    Furniture    Co  '  16 

Krug    Furniture    Co   23 


Life  Jjong  Furniture  Co   57 

Lloyd   Mfg.   Co   55 

Lippert   Furniture   Co   24 


III 

Marshall   Sanitary  Bedding   Co.    ...  59 

Ma.Nwell   Mfg.  Co   g*' 

Matthews   Bros  .'  14 

^IcLagan  Furniture  Co..  Ltd.   .  .  .  4-5 

Mcaford    Mfg.    Co.    29 


N 

National  Table  Co.,  Ltd    15 

N.  A.  Furniture  Co   ij 

North  American  Bent  Chair  Co.    .  .  .  20 


Owen   Sound  Chair  Co   15 


Plionola  Co.,  The    61 

Phillips   Mfg.   Co   12 


Q 

Quality  Mattress  Co   25 


Rol)erts<>n  &   Co.,  P.  L. 


S 


57 


Shafer  &  Co,,  D.  L   14 

Simmons  Mfg.  Co   o.b.c. 

Sidway  Mercantile  Co;                       .  \j 

Standard  Bedding  Co  

Steele   &  Co.,  .Tas  

Stratford  Bed  Co   11 

Stratford  Chair  Co   9 

Stratford  Mfg.   Co   8 


30 
15 


W 

Walter  &  Co.,  B   14 

Woeller,  Bolduc  Co.   ,  \  07 
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The  Original 
Patented 
Concentrated 
Fluid 


Patented  Formula 
Stroneest  and  Best 


Essential  Oil  Base,  com- 
bined with  Alcohol,  Glycer- 
ine, Oxidized  Formaldehyde 
and  Boron-Dioxide. 

Ask  other*  for  their  Formala 


Special  Canadian  Agent* 

National  Casket  Co. 

Toronto,  Ont. 
GLOBE  CASKET  CO. 
London,  Ont. 
SEMMENS  &  EVEL  CASKET  CO. 
Hamilton,  Ont. 
GIRARD  &  GODIN 
Three  Rivers,  Que. 
JAS.  S.  ELLIOTT  &  SON 
Pretcott,  Ont. 
CHRISTIE  BROS. 
Amherst,  N.S. 


Larger  Bottles  filled  np  with  water  = 


I  Egyptian  Chemical  Co.  Boston,  u.s.a  | 
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For  Sale 
Wanted 


TERMS  OF  INSERTION 

50  cents  per  ins£ition  up  to 
twenty-five  words.  Each  additional 
word  twocents.  If  Bcxis  required 
5  cents  extra  tocov^r  postage.etc. 
Cash  must  accompany  each  order 
— no  accounts  booked. 
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WANTED — Uiidertakiug  or  Uudertakinji  and  Furniture  Busi- 
ness in  live  town  about  4,000.  State  full  particulars,  Box  47 
Canadian  Furniture  World,  32  Colborne  Street,  Toronto,  Ont 

FOR  SALE — Good  Furniture  and  Undertaking  Business  in  vil- 
lage; a  good  eountrv  trade.  No  opposition  within  ten  miles. 
111-bealtli  reason  for  selling.  Apph-  Box  41  Canadian  Furni- 
ture World,  Toronto. 

FOR  SALE — High-class  Hearse  (horse  drawn);  first-class  con- 
dition; bear  i-ai)  and  cape,  velvet  horse  covers  (black),  cloth 
covered  pedestals,  etc.  Thes*"  articles  in  good  condition  will 
go  cheap.  Box  44  Furnituie  World,  32  Colborne  Street,  Tor 
onto. 


FOR  SALE — Motor  Combination  Hearse  and  Delivery,  also 
Ambulance.  Has  black  and  white  curtains  for  hearse.  Cheap 
for  cash.  Address  Box  45  Furniture  World,  32  Colborne  St., 
Toronto.  J 


OVERLAND  MOTOR  HEARSE  FOR  SALE,  in  good  condition; 
will  sell  at  a  bargain  as  owner  has  bought  a  new  one.  Apply 
Box  42  Canadian  Furniture  World  and  Undertaker. 

RELIABLE  Furniture  Buyer  with  ten  years'  experience,  desires 
making  a  change  about  January  1st,  1920,  or  sooner;  capable 
of  taking  full  charge.  At  present  employed  with  one  of  the 
largest  furniture  stores  in  Canada.  Can  furnish  best  of  ref- 
erences.   Box  37  Fiirniture  World. 
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i^CHAMPION 

FLUID  OF  CANADA 

For  it  s  iOO^o  Pure  Cl)err}ical^^^^ 


The  contents  of  this  bottle  will  make 
two  quarts  full  strength  fluid,  strong 
enough  lor  extreme  cases. 

For  the  first  arterial  iniection  make  two 
quarts  of  fluid  with  six  to  eight  ounces, 
follow  with  a  stronger  solution  as  the 
case  requires. 

For  cavity  work  use  full  strength 


THE  CHAMPION 
CHEMICALC9. 

SPRINGFIELD.  OHIO, 


CHATtlPlOn  IS  unequaled  as  a  preseruatiue,  euen  in  the 
most  extreme  cases  and  produces  that  life-Uke  ap" 
pearance  that  means  prestige  for  the  Undertaker 

Champion  protects  your  reputation  and  saues  needless  iporrij 


IDrite  for  our  illustrated  catalog  and 
learn  of  the  many  other  articles 
manufactured  for  the  Undertaker 


Q'hs  Champion  Chemicdl  Co 

Dr.  G.  W.  Ferguson,  Canadian  Manager, 
38  LEUTY  AVE  .  KEW  BEACH  -  -  TORONlt) 


A\  Years  ir>  ©usJrNess- Mearxs- SakisFied  Embalmers 


Simmons   I  i  m  ited 


EXECUTIVE  OFFICES 

MONTREAL 


EXTEND  TO  THE  FURNITURE  TRADE 
THEIR  BEST  WISHES  FOR  A  CON- 
TINUANCE OF  PROSPERITY 
THROUGHOUT  THE 
NEW  YEAR 


WORKS  : 

MONTREAL        TORONTO        WINNIPEG        CALGARY  VANCOUVER 

WAREHOUSES  : 

ST.  JOHN        SASKATOON     .    REGINA  EDMONTON 
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The  Gendron  Mfg.  Co.,  Ltd. 

Will  you  be  ready  for  the 
early  trade  ? 

INVALID 
CHAIRS 

are  always  wanted  early, 
patients  anxious  to  get  out, 
and  regain  health. 

We  have  many  designs  to 
select  from. 

THE  GENDRON  MFG.  CO.,  LIMITED,  TORONTO 


No.  35  Serving  Tray 


Mouldings,  Frames,  Framed  Pictures 
Serving  Trays,  Mirrors 


A  Suggestion 


Business  oi  1 920  has  opened  with 
a  heavy  demand  for  our  various 
lines,  and  indications  are  that  this 
will  be  a  busy  year.  We  Suggest 
ordering  early,  with  some  anticipa- 
tion of  requirements  for  the  entire 
year.  The  wise  buyer  will  place  his 
orders  now,  for  sufficient  to  meet 
his  present  and  later  needs,  and 
offset  disappointment  in  delivery. 
Our  complete  line  is  now  on  display 
in  show  room  and  travellers'  sam- 
ples and  it  will  pay  you  to  make 
your  season's  selections  from  it. 


PHILLIPS  MANUFACTURING  COMPANY,  LIMITED 


258  to  326  Carlaw  Avenue 


Toronto,  Ontario 
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STRilTFOltD  K 

tm  FtlRMlTtlRB 

KROEHLER  DAVEN-O 


The  Kroehler  Daven-o  has  that  luxurious  appearance  so  necessary 
in  furnishing  the  modern  Living  Room.  It  is  built  in  "Period" 
designs,  upholstered  in  high  grade  tapestries,  and  construction  and 
workmanship  is  guaranteed.  Moreover,  it  has  a  great  deal 
more  than  appearance— the  soft,  springy  seat  is  both  tempting  and 
comfortable — it  is  easily  operated  and  has  accommodation  for  a 
full-sized  mattress  and  bedding. 

Chairs  to  match,  of  course 


THE  KINDEL  BED  COMPANY,  LIMITED 

STRATFORD  ONTARIO 
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FURNITURE 


5060A 


This  suite  is  built  oj  solid  American 
Blacli  Walnut,  and  its  heautijul 
finish  and  exquisite  coloring  are 
beyond  comparison. 


McLagan 


This  beautiful  William  and 
Mary  Suite  will  appeal  very 
much  to  the  discriminating 
furniture  buyer.  The  correct 
interpretation  of  this  motif, 
and  the  quiet  dignity  mani- 
fest complete  harmony  of 
design  and  finish.  ^  The 
construction  on  this  suite  is 

THE  McLAGAN 

Stratford 


5064 


5067 


February.  1920 
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■MmiiilMi 


Furniture 


all  that  good  workmanship 
and  experience  can  make, 
and  we  stand  behmd  it.  It 
is  built  of  American  Black 
Walnut,  and  is  excellent  in 
every  detail.  ^  To  be  sure 
of  having  this  suite  when 
you  want  it,  we  advise  im- 
mediate attention. 


FURNITURE  CO. 


Ontario 


LIMITED 


5060 


IV illiam  and  Mary  is  one  of  the  most 
popular  designs,  and  it  is  trul^  de- 
picted in  this  suite  with  all  its  Won- 
derful and  beautiful  lines. 


5059A 


5059 
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STitjinpoiiP 


Rattan  Furniture  That  Sells 


Imperial  Rattan  designs 
are  original. 

Tapestry  can  be  pro- 
vided to  harmonize  with 
any  furnishing  or  color 
scheme. 


■  mmm 


f 


Imperial  Rattan  Company,  Limited  ^™n^1r?o^ 


Livingroom 
Furniture 


Chesterfields 
Easy  Chairs 
Davenports 


Farquharson-Gifford  Upholstered  Fur- 
niture is  built  for  the  discriminating 
customer,  who  constitutes  the  most 
profitable  class  of  your  trade.  This 
furniture  is  exceptionally  well  made, 
luxurious  in  appearance, and,  above  all, 
is  comfortable  in  the  highest  degree. 
It  combines  all  the  essentials  of  good 
furniture. 

The  Farquharson-Gifford 

Company 


Stratford 


Ontario 
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Sectional  Bookcases 


Built  to 
Endure 


IB 


oJ  (hc  Home 


THE  VALUE 
OF  DISPLAY 

The  better  your  merchandise  is  dis- 
played the  more  sales  you  will  make. 

moW^rwickc  BOOKCASES 

make  attractive  displays  —  because 
they  harmonize  with  the  most- 
refined  surroundings, 

A  Olobe-'^rDicke  Bookcase,  added 
to  an  interior  or  window  display  of 
furniture,  increases  its  attractiveness, 
and  consequently  its  salabilily. 

Otobc^V^rniekc  dealers  everywhere 
recognize  this  fact.  New  dealers 
can  secure  this  advantage  with  the 
Slobc^V^rnickc  agency  by  writing 
to  us  now. 


Stratford,  Ontario 
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ORDER  TO-DAY  FOR  EARLY  DELIVERY. 
Take  advantage  of  the  Spring  rush  for  furniture  for  the 
lawn  and  summer  home.    PRICES  ARE  RIGHT. 


Verandah 
and  Lawn 
Furniture 

Lawn  Swings 

Camp  Stools 

Lawn  Seats 

Camp  Cots 

Foldmg  Chairs 

Adjustable 
Lawn  Chairs 

FoldingTables 


The  Stratford  Manufacturing  Co.,  Limited,  Stratford,  Ont. 


ADVERTISING  THAT  PAYS 


WANT 
ADS 

BRING 
RESULTS 


2  cents  per  word 
per  insertion 


THE 
CANADIAN 
FURNITURE 
WORLD 


J  F  you  have  something-  for  sale  try  a  want 
ad;  in  our  ad.  column,  and  you  will  be  sur- 
prised at  the  results. 


OUR 
CIRCULATION 
COVERS 
THE  FIELD 


2  cents  per  word 
per  insertion 


The  Commercial  Press,  Limited,  32  Colborne  St.,  Toronto 
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STRATFORD 


mitiiiTyiR€i 


Dining  Room 
Furniture  of 
Excellent  Quality 

A  medium-priced  Ime  for 
which  there  is  a  good  de- 
mand. Designs  are  at- 
tractive and  workmanship 
is  of  the  best. 


1654-1  Diner 
Leather  Slip  Seat 


Thorough  Construction 


1654-5  Arm  Diner 
Leather  Slip  Seat 


412  China  Cabinet 


THE  STRATFORD  CHAIR  COMPANY,  LIMITED 

STRATFORD  ONTARIO 
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Chamber  Furniture 
of  Character 


Character,  refinement,  and 
utility  are  blended  in  a 
pleasing  manner  m  furni- 
ture of  ME  A  FORD 
manufacture.  Correctness 
in  design  and  finish,  to- 
gether with  its  excellent 
construction,  make  this  line 
a  prominent  one  on  the 
Canadian  market. 

Prices  are  very  reasonable 
when  consideration  is  given 
to  the  quality  being  main- 
tamed  in  MEAFORD 
productions. 

The 

Meaford  Manufacturing 

Co.,  Limited 
Meaford     -  Ontario 


February,  1920 
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By  placing  your  orders  for  Verandah  Chairs  now, 
you  insure  early  delivery  and  the  most  satisfactory 
service.  The  attractive  designs  shown  this  year  by 
The  Canadian  Rattan  Chair  Co.  will  be  a  large 
factor  in  increasing  your  Spring  and  Summer  sales. 


These  chairs  are  sturdily 
built  and  conservatively 
priced.  They  are  worthy 
of  a  prominent  place  on 
your  floor.  Write  us  to-day 
for  further  particulars. 


iilllllllllllllllllllllllllllllllllllllllllllMIIIIMl: 

I  IVe  illustrate  | 

I  Arm  Rocker  | 

I     No.  226.  I 

1  Seat  16x20.  1 

1       Weight  I 

I  17  pounds,  i 

^iiiiiijiiiiiiiiiiiiiMiiiiMiiiiiiiiiiiiiiiiiiiiiiir- 


CANADIAN  RATTAN 
CHAIR  CO.,  LIMITED 

VICTORIAVILLE 
QUEBEC 
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^MIIMIIMrMIIIIIIIIIMIIIilll!IMIIIMIIIIIIIMMIMIIIIIIIMIIMMIIMIMIMII:iMIMIMIIMIMIIIIIIIIIIIIIIIIIII!;IIIMIMIIMIMI!IIMIIMIMIIIM   'nilllllllllllllllllllllllMIIIIIIUIIIIIIIIIIJIIIIIIIIIIflllllllllllllllllllllllllllllllllMII£ 

WE  ARE  1 


I  THE 

HEART 

I  OF  YOUR  EXTENSION 
I         TABLE  IS  THE 

SLIDE 

I  YOUR  TABLE  IS 

I  CONDEMNED  IF  THE  SLIDE 
1  DOES  NOT  WORK 

1  PROPERLY 

1      WABASH  SLIDES 

p  INSURE 
i      SATISFIED  CUSTOMERS 


WABASH  SLIDES  I  ^^"'^"^ 


SLIDE  SPECIALISTS  | 

Having  manufactured  SLIDES  | 

exdutively— for  30  year*  i 

Many  Canadian  Table-makeii  ute  i 

WABASH  SLIDES-  | 

Because  | 

We  fumUh  Better  SLIDES  at  | 

Lower  Cost.  | 

M»d«  by  I 

B.  WALTER  &  COMPANY  I 

Factory  St.      WABASH,  IND.  | 

Canadian  Representative  :  = 
A.B.Caya,  28  King  St.  E.,  Kitchener. 


ELIMINATE  SLIDE  TROUBLES     Ont.,  successor  to  Frank  A.  Smith  | 

HIMiiiiMiniiii  nil  :  1111:111  iiiiiiiiiii  1  1:1  11  iiiii  1  miiiii  1  inin  iiiiiiiiiiiiiiiii  iiiiiiiiiiiiiiiiiiiiiiiii  iiiiiiiiimiiiiiiiiiiiiiiimiiiiiiiii  1  iiiiiimiiiiiii  iiiiiiiiicMiiiiiiiiiiiriiiM? 


HAS  YOUR  EXPERIENCE  IN  1919 

HELPED  YOU  TO  BUY  EARLY  FOR  1920 

from  the  one  plant  whose  facilities  and  capacity  enable  us  to  hold  the  reputation  of 

ALWAYS  DELIVERING  THE  GOODS  ? 

MATTHEWS   BROS.,  LIMITED 

THE  BIG  CANADIAN  MOULDING  HOUSE 

1906  DUNDAS  STREET  WEST  TORONTO,  CANADA 


:jlMIIIIIIIMIi:illlMIIMIIIIMMMMIIMIMMIIIMMIMIIMIIIIIIIMi;ilMIIIMIIMlllllllMilllli::lllMi:MIIIIM>illllllMiMII:illlllllill^ 


SHAFER 

CEDAR 

CHESTS 


Skilled  workmen  and  best  quality  material  make 
possible  the  execution  of  our  efforts  to  build  only 
chests  of  character.  We  will  be  glad  to  for- 
ward illustrations   and  quotations   on  request. 


D.  L.  Shafer  &  Co. 

St.  Thomas,  Ontario 


.f„  ,„  iilllllllMIIMII  II  Illlllllllllll  I  II  Ill  IIIIIIIIIIIIIMII  Illllll  Illllllllllllll  Ill  IIIIMIIIIIIIIMI  IIIMIIIIIillll  lllMllllllinillllllMII  Illlllll  IIIIIIIIIII  INI  IIMIIIIIIIIIIMMIIIIIIMI  IIIIIIHIIIIIIIR: 


AS  THIS  IS  LEAP  YEAR 

we  expect  the  sales  of  the  "Elite"  Folding  Table  to  "leap" 
still  farther  ahead  during  1920.  Every  reason  to  believe 
that  they  will,  too.  Authorities  agree  that  there  are  more 
social  events  occurring  now  than  ever  before. 

And  where  there  are  social  events  there  is  a  need  for  the 


mELITE 


FOLDING  TABLE 

At  card  parties,  church  and  club  socials  and  indoor 
gatherings  of  all  kinds  the  "Elite"  fills  a  long-felt  want. 

A  word  from  you  at  the  right  moment  will  put  an 
"Elite"  just  where  it  is  needed. 

Hourd  &  Co.,  Limited    X'^'fe"""'  london 


February,  1920 
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£.t|MIMMIIIIIIIMMIMIMI!IIIIMIIMIMMIIMi;l:illlMIIMIMIMIMIIIMIIMIIIIIIIMIIIIIIIIIIIIIMIIIIIIIIIIIIIMIIIIIIIIIIIIIIMIMIMIMIIIIMIMIMIIIIII^  JIIIIIIIIIMIIIIIIIII 


i!iiiiinniMiiii:iiiiiiii:iiiiiiiiiiiiiiiiiiMiiiiiiMiMiiiiiiiiiiiiiMiiiiiiiiMiiMiiiiiiiMiiiiiiiiiiiiMiiiiiiiilllMliirii 


The  National  Table  Company,  Limited 
The  Owen  Sound  Chair  Co.,  Limited 
The  North  American  Furniture  Co., 


Limited 


Owen  Sound  Ontario 

Manufacturers  of  Medium  and  High- 
Grade  Dining  Room,  Bedroom,  Hall, 
Living  Room  and  Library  Furniture. 

Catalogues  sent  on  application 


-JliniMMIMIIIMIIIIMMIMIMIMIIMMIIIIIIIIIIIMMIIIIIIIIIIIIIIMIiMMIIIIIII^IIMIIIIi:ilMIMMIIIIMMIIIIIIIIIIMIMIMIIIIi:illMIMIi:iMIMIIIII^ 
SIMIMIIMIMMIIIIIIIIIIIIIIIIM:illlllllllMIIIIMIIMMIMIIIIIIIIIMIIIrllMIIIMIIIIIIIIIIMIIIIMMIIMIIIMIMMIIIIIIIIMMMIIMIIt!IIMIIMIIII^ 

Upholstery  Springs  1 

Highest  quality  Upholstery  Springs,  | 

made  from  the  finest  grade  High  Car-  = 

bon  Steel  Wire,  oil  tempered  after  | 

the   coiling  operation,  thus  insuring  | 

uniform  strength  and  "No  Set."    Re-  | 

member,  the  quality  of  your  High-  | 

Grade  Upholstering  depends  entirely  | 

on  the  quality  of  the  springs  you  are  | 

using.  I 

HELICAL  SPRINGS  I 

for  spring  bed  and  mattress  fabrics.  | 

Get  the  habit  ;   buy  Canadian  springs  | 

James  Steele,  Limited  | 

~NP  26                              Guelph,  Canada  | 

TllllllllllMMIIllllllllllllll  IIIIIIIIIIJIIIIIIIIIIIIIHIIMIMIIIIIIIIIIIIIIIMIIII  IIIIIIMIIIIIIIIIIIIIIIIIIIIIIIIIIMIIIIIIIIIIIIMIIIIIIIIIIIIIIIIIi; 


I  1 00%  PROFIT  I 

j             is  now  being  made  by  a  I 

I             considerable  number  of  i 

I  FURNITURE  DEALERS  \ 

]              handling  my  lines  of  | 

I  Phonograph  Accessories  I 
and  Supplies 

I        Write  to-day  for  a  copy  of  my  latest  cata-  | 

I        logue  and  get  your  name  on  my  mailing  list.  | 

I  H.  A.  BEMISTER  | 

1     10  Victoria  Street  Montreal,  Que. 

^lllMMIMIIIIIIIIIIIIIIIMIIIIMIMMIIIIMIMIIIIIIIIIMIIIIIIIIIMIIIIMMIIIIMMIIMMIIIIMIIIMIIII'iMIMIIIIMIIIIIII:IMIIIIMMIIIIIIIMMIN   ^ 


KAPOK  Mattresses 

This  Imperial  Kapok,  given  half  a  chance, 
will  be  a  leader — a  leader  that  is  filled 
with  comfort,  quality,  and  the  real  1  00 
per  cent,  prime  Japara  Kapok.  It  can't 
be  beat  for  finish,  quality,  and  appearance; 
the  workmanship  is  the  best,  and  only  a 
high  grade  of  ticking  is  used. 

The  lighter  Kapok  Mattress  indicates  the 
best  quality  material  used.  Full  5/^2  inch 
border,  imperial  edge,  should  not  weigh 
over  30  lbs.  gross,  including  case. 

Illustrated  catalog  on  request. 

The  Canadian  Feather  &  Mattress  Co. 


LIMITED 


TORONTO 


OTTAWA 
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Made  In  Canada 


This  is  the  time  to  order  for  your  Spring  trade.  There  will  be  a  big  demand  for 
Sidway  Reed  Carriages  this  Spring.  Materials  are  scarce  so  place  your  order  with- 
out further  delay  to  ensure  full  delivery.    Mail  orders  receive  prompt  attention. 

Sidway  goods  are  made  in  our  Canadian  factory  by  Canadian  workmen.  The 
Sidway  line  offers  you  the  most  attractive,  best-selling  line  in  Canada.  Sure  to  give 
satisfaction.  Our  Reed  Carriages  will  stand  up  under  hard  service — attractive  in 
design — an  ornament  to  your  store — a  pleasure  to  sell. 

The  following  extract  from  a  letter  we  received  from  a  purchaser  of  one  of  our  carriages  indicates 
what  we  mean  by  "Sidway  Quality." 

"It  ma^  interest  you  to  know  that  our  Bab^  Carriage  bought  jrom  one  of  the  local 
dealers  about  a  year-and-a-half  ago  is  at  the  present  time  practically  as  good  as 
new,  which  I  thinly  speal^s  volumes  for  the  excellent  worl^manship  thereon.  " 


Sidway  Carriages  always  give 
satisfaction.  They  embody  the 
very  newest  styles  and  designs, 
equal  to  goods  made  in  any 
country.  You  don't  need  to  im- 
port. Sell  Sidway  goods  and 
avoid  the  worry  and  expense  of 
Customs  duty  and  uncertain  de- 
livery. 

ORDER  NOW! 


Sidway  Mercantile 

Company 

Dufferin  Street     -  TORONTO 


February,  1920 
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Adam  Bed  Room  Suite— No.  454 


The  suite  illustrated  is  made  in  select  walnut, 
satin  or  polished  finish,  and  in  this  wood  it 
is  popular  indeed. 

In  all  the  furniture  for  the  bed  room 
made  by  The  Knechtel  Furniture  Company 
there  is  found  a  degree  of  refinement  uncom- 
mon to  furniture  so  moderate  in  price. 


BESIDES  THE  ADAM,  WE  HA  VE  SUITES 
IN  HEPPLEWHITE,  QUEEN  ANNE, 
LOUIS  XVI,  AND  COLONIAL  DESIGNS. 


THE  KNECHTEL  FURNITURE  CO 

LIMITED 


HANOVER 


ONTARIO 


i]TMi[itiiMiiTrTTTrTiTTmnimmiiunjiimiiiiimniiiiii]iigTrTTnrnimTiTm 
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Genuine  Walnut  Suite 

Queen  Anne  Design 

The  Chifforobe  illustrated  is  from  one 
of  our  best  suites.  It  is  characteristic 
of  the  high  grade  of  furniture  now 
being  shown  by  The  Art  Furniture 
Company.  Particular  attention  has 
been  given  to  design  and  construction. 


Quotations  on  request 


ART  FURNITURE  COMPANY,  LIMITED 

KITCHENER      :-:  ONTARIO 


THE 

ADJUSTO 

The  Mattress 

that  has 
'*Made  Good'' 


ADJUSTO  IS  GUARANTEED  AND  SOLD  BY  DEALERS  EVtRYWHERE. 

MANUTACTURED    SOLELY  BY 

THE  ONTARIO  SPRING  BED  6  MATTRESS  CO. 

LONDON  •  •  -  •  CANADA 


The  "Adjusto  "  is  the 
biggest  value  ever  offered 
in  a  mattress.  Each  one 
weighs  45  pounds,  and 

contains  all  Nev/,  Sanitary,  White  Felt,  and  is  an  absolute  leader  in  QUALITY. 
"Adjusto"  dealers  throughout  Canada  are  emphatic  in  their  praise  of  this  high- 
quality  merchandise. 

Write  for  quotations 


The  Ontario  Spring  Bed  &  Mattress  Company 


LONDON 

CANADA 


TT7Tpi7:i:TTPnrTiTTnr''' "  Rl  □ 
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Necessities  for  the  Baby 


Wheel  Bassinettes 
Cribs  and  Cradles 
Baby  Walk  ers 
Play  Yards 
Porch  Gates 
Reed  Doll  Carriages 


THESE  LINES  ARE  LEADERS  IN  ANY  FURNI- 
TURE STORE,  AND  CREATE  SALES  UPON  SIGHT 


Place  your  orders 
to-day  for  this  line 
of  quick-selling  mer- 
chandise. 

Quick  Delivery 

Prices  Right 


THE  GEM  CRIB  &  CRADLE  CO.,  OF  CANADA. 

Kitchener,  Ontario 


8  Queen  Street  North 


18 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER 


February,  1920 


CHAIRS  of  QUALITY 


We  aim  to  make  every  chair  turned  out  of  our 
factory  a  source  of  pride  to  you  and  to  ourselves. 
That  is  why  so  much  care  is  given  to  finishing 
and  other  details. 

When  you  sell  our  chairs  to  your  customers  ycu 
render  an  ideal  service — you  give  them  a  Quality 
Product  at  a  Moderate  Price. 


THE  NORTH  AMERICAN  BENT  CHAIR 

COMPANY,  LIMITED 
OWEN  SOUND      -      -      -  ONTARIO 


Chairs!  Chairs !  and — More  Chairs ! 

SPECIALIZING  IN  CHAIRS 

VV/E  are  now  working  on  many  new  designs  for  spring  trade. 

These  will  be  ready  next  month,  and  should  find  a 
prominent  place  on  your  floor. 

The  Elmira  line  is  built  by  expert  workmen  in  a  well-equipped 
factory.  Designs  are  particularly  attractive  and  materials  are 
of  the  best. 

Write  for  Quotations 

The  Elmira  Furniture  Company,  Limited 

ELMIRA         -  ONTARIO 
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"W-a-a-a-W-W-a-a-a-W-W-a-a-a-W— W-a-a-a-W" 

"1  want  a  NEW  LLOYD  Stroller" 


Mr.  Dealer: 
Give  the  Trade  What  It  Cries  For 


15 
Varieties 


LOOM 
WOVEN 


LLOYD 


SULKIES 
STROLLERS 


15 
Varieties 


GREATEST  ADVERTISED  BABY  CARRIAGE 
IN  THE  WORLD 


The  I  I  nVr>   \tiX^r*     Ca    Menominee,  Mkh. 
LiLXJ  I  U   IVlr  VJ.  V^Vy.  ORILLIA,  Canada 
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ALL  DEALERS  WHO  WISH  TO  KNOW  ALL  THEY  CAN  ABOUT  PERIOD 
FURNITURE,  ORIENTAL  RUGS  AND  AMERICAN  ARTS  AND  CRAFTS 
SHOULD  SECURE  THESE  SPLENDID  VOLUMES. 


The  Practical  Book  of  PERIOD  FURNITURE 

By  HAROLD  DONALDSON  EBERLEIN  »nd  ABBOT  McCLURE. 

With  250  illustrations.  A  special  feature  is  an  illustrative  chronological 
key  for  the  identification  of  Period  Furniture.  Octavo,  handsome  decor- 
ated cloth,  in  a  box,  $6.75.     Postage  paid. 

The  Practical  Book  of  ORIENTAL  RUGS 

By  G.  GRIFFIN  LEWIS. 

New  Edition,  Revised  and  Enlarged.  With  20  illustrations  in  full  color. 
93  illustrations  in  doubletone.  70  designs  in  line.  Folding  chart  of  rug 
characteristics  and  a  map  of  the  Orient.  Octavo,  handsomely  bound, 
in  a  box,  $6.75.     Postage  paid. 

The  Practical  Book  of 

EARLY  AMERICAN  ARTS  AND  CRAFTS 

By  HAROLD  DONALDSON  EBERLEIN  and  ABBOT  McCLURF. 

American  glass,  Mexican  majolica  and  glass,  American  ironwork,  copper, 
brass,  lead  and  tin,  needlework,  silverplate  and  goidsmithing,  pewter, 
pottery,  decorative  painting  on  household  gear,  portraiture  and  allegori- 
cal painting,  coverlets  and  carpets,  illumination,  handblock  printing, 
carving  and  lace.  232  illustrations.  Octavo,  handsome  cloth,  in  a  box. 
$6.75.     Postage  paid. 


CANADIAN  FURNITURE  WORLD 
and  THE  UNDERTAKER 


32  Colborne  St.,  TORONTO,  Ont. 


,  1920 


CANADIAN  FUENITURE  WORLD  AND  THE  UNDERTAKER 


G.  L  IRISH 

Manufacturer  and  Importer  of 

Framed  Pictures,  Mouldings,  Stat- 
uary, Serving  Trays,  Floor  and  Table 
Lamps,  and  Silk  Shades.  Our  new 
lines  are  now  ready — assortments 
which  we  are  making  up  in  the 
different  lines  for  $150.00  can  be 
shipped  on  short  notice  at  the  present 
time.  The  goods  we  make  and 
import  are  sellers. 


Dont  wait,  but  write 
at  once 


G.  L.  IRISH,  499  Queen  Street  West 

TORONTO      -  ONTARIO 
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GOLD  MEDAL  LINE 


The  New  ''Beir  Divanette  is 
a  Real  Bed,  not  a  makeshift 


"Hercules*'  Spring  Beds  and  Gold  Medal  Mattresses 


The  Gold  Medal  Furniture  Mfg.  Co.,  Limited 

TORONTO         MONTREAL         WINNIPEG  UXBRIDGE 


D.  O.  McKlNNON 

GENERAL  MANAGER 


W.  B.  HART 

ADVERTISINQ  MANAGER 


FurnitureWorlb 


AUDTHB 


JAMES  O'HAGAN 

EDITOR 


Published  by  The  Commercial  Press,  Ltd.,  32  Colborne  Street,  Toronto. 

Subscription  Rate  gl.OO  per  year  in  Canada,  Great  Britain  and  British  Colonies ;  $1.50  to  the  United  States, 
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STRATFORD'S  RETAIL  FURNITURE  STORES 
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The  Classic  City,  as  in  manufacturing,  so  in  retailing,  leads  among  the  towns  of  Western  Ontario 


n*iiiiiiiiiiiiMiiiiiiiMiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii 


:illlllllllllllllllllllll!IIIIIIMII 


Bv  STAFS'  CORRRSPOlSfDENT. 


STRATFORD'S  retail  furniture  business  is  concen- 
trated within  a  space  of  about  100  feet  on  the  main 
business  street  of  that  city.  That  is  to  say,  the 
three  prominent  retail  furniture  stores  oif  the  Classic 
City  lie  almost  beside  one  another.  A  walk  along  On- 
tario Street  and  one  would  in  two  minutes  pass  the 
stores  where  most  of  the  furniture  trading  is  done. 

It  is  true  that  some  furniture  buying  is  done  in  one 
of  the  local  department  stores,  but  for  the  present  we 
are  confining  ourselves  to  the  strictly  retail  furniture 
selling  business. 

GREENWOOD  &  VIVIAN. 

Probably  the  oldest  of.  the  furniture  stores  is  that 
now  known  as  Greenwood  &  Vivian,  Ltd.,  with  a  con- 
tinuous history  of  61  years  of  furniture  retailing  be- 
hind it. 

The  original  store  was  opened  in  1858  by  Mr.  Ingram. 
He  sold  out  a  few  years  afterward  to  a  Mr.  Campbell, 
who  later  on  took  in  a  partner  named  Abraham.  Then 
Mr.  Bradshaw  bought  the  business  and  shortly  after- 
ward took  as  a  partner  Mr.  White,  founder  of  R.  W. 
White  &  Co. 

Hepburn  &  Xiehol 
succeeded,  and  when 
(".X.  Greenwood  came 
to  Stratford  in  1905 
the  firm  was  known 
as  the  Hep'burn 
Housefurni.shing  Co.. 
and  Mr.  Greenwood 
became  seeretary- 
ti'easurer  of  t  h  at 
company.  The  opp  ir- 
t unity  presenting  it- 
self a  couple  of  years 
later  for  Mr.  Green- 
wood to  take  over 
the  business,  h  e 
fonnod  with  Mi-. 
Vivian  the  present 
firm  of  Greenwood  & 
Vivian,  which  was 
made  a  limited  liabil- 
ity company  a  few 
years  ago. 

The  Greenwood  & 


"1  CIn 


Vivian  store  occupies  a  site  42  ft.  frontage  on  Ontario 
Street  and  running  back  a  depth  of  98  feet  to  a  lane, 
which  makes  it  convenient  for  receiving  and  shipping 
goods.  Across  the  laneway  is  a  two-story  brick  work- 
shop, and  in  the  basement  of  the  main  building  is  the 
storage  warehouse. 

The  ground  floor  is  allotted  to  a  showing  of  brass  and 
enamelled  beds,  china  cabinets,  fancy  furniture  pieces, 
framed  pictures,  mirrors  and  floor  and  bra.ss  lamps. 
One  half  of  the  store  is  given  over  to  these  goods,  the 
other  half  is  devoted  to  a  showing  of  carpets  and  floor 
coverings. 

In  connection  with  the  floor  covering  deiiartment  (in 
charge  of  Mr.  Vanstone'i  there  is  used  a  large  rug 
rack,  which  was  described  some  time  ago  in  the  col- 
umns of  Canadian  Furniture  World.  This  rack,  which 
was  made  by  the  firm,  has  trebled  the  sales  of  rugs  for 
floor  coverings.  The  World  representative  was  told  by 
Mr.  Greenwood.  Of  course  an  expert  carpet  salesman 
like  Mr.  Vanstone  was  also  responsible  for  the  bulk  of 
the  sales. 

This  rug  rack  is  capable  of  holding  ijrobably  .30  or 

more  rugs,  and  it  is 
the  work  of  but  a 
moment  to  get  any 
particular  rug  i  n 
position  for  the  in- 
spection of  prospec- 
tive purchasers.  A 
stairway  leading  to 
the  upper  floors  sep- 
arates the  furniture 
and  carpet  depart- 
ments on  the  ground 
floor,  and  the  space 
under  the  stairway  is 
occupied  by  t  h  e 
flrm's  office.  Mr. 
'\^ivian  is  secretary 
of  the  company,  and 
is  in  charge  of  the 
office  as  well  as  fur- 
n  i  t  u  r  e  sales,  Mr. 
Greemvood  as  {)resi- 
dent  giving  general 
supervi.sioii    as  Avell 


niitun-  cciilri 
,V  X'iviuiis 


Picture  tii 
store. 


IMI   111  trniit 
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as  looking  after  the  embalming-  work  and  funerals, 
which  is  a  large  part  of  the  firm's  business.  In  fact 
undertaking  is  part  of  the  business  of  the  three  Strat- 
ford furniture  stores. 

Upstairs  on  the  second  floor,  reached  by  a  modern 
electric  elevator,  are  dining-room  suites,  upholstered 
living-room  suites,  fancy  rockers,  parlor  tables,  etc. 
All  these  goods  are  set  out  tastily  and  in  variety  to 
suit  all  purses. 

The  top  floor  is  given  over  to  a  showing  of  mattresses 
and  kitchen  cabinets.  The  show  windows,  two  in  num- 
ber, are  well  dressed.  When  our  representative  was 
there  he  saw  a  well-e(juipped  library  in  one  and  a  fur- 
nished bedroom  of  mahogany  in  the  other. 

It  is  the  intention  of  the  firm  at  an  early  date  to 
build  a  new  and  eompact  furniture  building  of  their 
own  farther  along  Ontario  Street,  so  that  in  a  year's 
time  Greenwood  &  Vivian  will  have  a  modern,  specially 
constructed  furniture  store  to  keep  abreast  of  the  times 
and  to  be  in  keeping  with  the  improvements  that  are 
being  made  by  the  municipal  authorities  of  Stratford, 
the  Classic  City. 

DOWN  &  FLEMING. 

NEXT  door  to  the  above-named  fii'm  is  that  of  Down 
&  Fleming,  at  94  Ontario  Street,  occupying  a 
three-story  ^building,  with  basement  storage  ware- 
house. A  splendid  window  display,  setting  out  an 
enamelled  bedroom  suite,  was  on  show,  and  proved  a 
good  introduction  to  the  store. 

On  the  ground  floor  were  displayed  dining  tables, 
bedi'oom  dressers,  ladies  and  fancy  Avriting  desks,  up- 
holstered individual  chairs  and  rockers,  beds  and  fold- 
ing beds. 

There  Avere  three  noticeable  time-saving  displays  and 
serving  helps  in  the  store.  One  Avas  a  rug  rack  similar 
to  that  in  GreenAvood  &  Vivian 's ;  another  Avas  a  mat- 
tress display  rack  on  the  rug  rack  principal,  by  Avhich 
mattresses  could  be  conveniently  disipla.yed.  Avere  kept 
off  the  floor,  and  in  a  sanitary  and  clean  condition.  The 
third  was  a  rack  for  displaying  dining  tables,  and  by 
Avliich  it  is  possible  to  make  tAVo  tiers  of  tables,  one 
above  another,  aiul  yet  keep  all  the  stock  handy  and 
convenient  for  display. 


We  have  still  in  stock  some  eight  or  ten  quartered  oak 

Dining  Room  Suites 

in  golden  finish,  at  the  old  price.  Now  is  ihe  time  to  buy. 
You  get  them  without  having  to  pay  the  advance  in  price, 
which  you  will  have  to  do  later. 

Buffets,  TaW<«,  China  Cabinets  and  chairs  to  match. 
We  will  store  anything  you  buy  until  wanted.    No  charge. 


GREENWOOD  &  VIVIAN,  LIMITED 

Funeral   Directors  And  Embaltnors. 
Phones— Shop  19.  Mr.  Greenwood  251.  Mr.  Vivian  435,  Mr.  Vanstoni. 
88.  90,  82  ONTARIO  STREET. 


.Vdvertisiii!;  in  tlic  lociil  dailies  ).■>  also  a  feature  of  Stratford's 
furniture  dealers.    Here  is  a  sample  of  one  of  the  ads. 


The  floors  above  are  also  stocked  Avith  good.s,  and  on 
the  second  floor  are  located  the  funeral  parlors  of  the 
firm.  Elevator  connection  makes  it  convenient  to  get 
customers  and  goods  from  floor  to  floor. 

The  flrm  is  composed  of  Chas.  A.  DoAvn,  an  experi- 
enced furniture  man  and  funeral  director,  and  Matt. 
Fleming,  who  joined  the  flrm  ten  years  ago.  Mr.  Down 
has  been  29  years  in  the  furniture  busine.ss,  in  Strat- 
ford, getting  his  experience  first  Avith  the  BradshaAv 
firm  and  afterAvards  with  the  White  Company,  until  he 
opened  up  on  his  own  account      years  ago. 

The  store  has  a  frontage  of  23  feet  and  a  depth  of  96 
feet  to  a  lane.  An  interesting  feature  in  connection 
with  the  personnel  of  this  firm  is  that  Mr.  DoAvn's 
father,  Wm.  DoAvn.  is  still  alive,  aged  94,  the  oldest 
resident  of  Stratford. 

R.  WHITE  &  CO. 

At  80  Ontario  Street  is  R.  White  &  Co.,  and  that 
firm  has  been  located  there  for  the  past  25 
years.  The  store  has  a  front  of  32  feet  and  a 
depth  of  95  feet,  Avith  a  lane  at  the  rear. 

A  fine  window,  capable  of  making  good  displays,  is 
the  first  introduction  to  the  store,  and  at  all  times  care 
is  taken  to  set  ofl'  the  furniture  .shoAvn  in  homey  sur- 
roundings. Bedroom,  living-room  and  dining-room 
suites  alternate  in  the  displays,  and  fre([uent  changes 
are  made. 

Inside,  the  di.splay  of  goods  is  A'ery  fine.  A  special 
bid  is  made  for  curtain  and  drapery  business,  and  one 
glance  at  that  particular  department  made  one  grasp 
the  idea  that  big  sales  are  frequently  made. 

Sample  drapery  Avork  is  shoAvn  on  one  Avail  of  the 
store,  as  also  are  samples  from  the  curtain  stock — an 
idea  that  Avith  profit  might  be  adopted  by  many  more 
furnitui'e  dealers. 

A  big  bid  is  also  made  for  children's  business  in  toys 
and  baby  carriages,  sleighs,  etc.  Quite  an  extensive 
shoAving  is  made  of  velocipedes,  kiddie  cars,  doll  cai'- 
riages,  toy  furniture,  and  other  similar  goods  that  fit 
in  Avell  Avith  furniture  lines.  The  goods  are  shoAA-n 
along  the  store  opposite  the  curtains  and  drapery  sec- 
tion. 

The  centre  section  of  the  store  is  given  over  to  in- 
dividual items,  presentation  and  gift  goods,  like  smok- 
er's sets,  Avriting  desks,  upholstered  chairs  and  rockers, 
floor  and  piano  lamps.  The  .slioAving  of  this  combina- 
tion makes  a  very  pretty  picture,  both  by  day  and  by 
night  when  the  lights  are  lit. 

Picture  framing  is  another  special  line  Avith  this 
company,  as  also  is  special  order  work  in  upholstery. 

On  the  second  floor  is  shown  general  furniture  lines 
in  two  sections,  the  front  section  being  given  over  to 
bedroom  lines  and  the  back  part  to  dining-room  suites 
and  part  suites.  An  annex  takes  care  of  the  upholster- 
ed living-room  furniture  and  a  special  display  of  din- 
ing tables. 

The  top  floor  is  given  over  to  a  big  shoAving  of  baby 
carriages,  AA'hich  the  clerk  in  charge  said  Avere  made 
locally.  Up  in  this  part  of  the  building  are  located  the 
Avorkshops — picture  framing  department,  upholstery 
and  sliade  shop. 

The  undertaking  and  funeral  parlors  are  on  the 
second  floor,  the  eiiuipment  hei-e,  as  in  the  rest  of  the 
store  being  Al.  Mr.  Hunter  is  in  charge  of  this  de- 
partment. 

Like  all  the  other  larger  retail  stores  the  furniture 
stores  of  Stratford  close  at  six  o'clock,  except  Satur- 
days. The  total  retail  furniture  trade  of  the  Classic 
City  is  about  half  a  million  dollars. 
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THE  JANUARY  FURNITURE  EXHIBITIONS 
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Prominent  features  at  the  annual  shows— Displays  at  Stratford,  Kitchener,  Waterloo  and  Toronto 
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THE  Canadian  furniture  exhibitions   just  closeil 
brought  out  several  new  features,  though  poss- 
ibly not  so  many  as  in  previous  years.   There  was 
a  noticeable  cutting  down  in  lines  offered,  and  more 
concentration  on  the  lines  that  are  at  present  proving 
popular. 

The  scarcity  of  mirroi-plate  has  'brought  out  a  num- 
ber of  buffets  and  cheffoniers  that  have  run  their  tops 
into  simpler  and,  in  many  instances,  more  tasty  lines. 
The  chefrobe  an  chefferette  may  also  be  attributable  to 
this  fact — but  these  articles,  while  bringing  us  back  to 
grandmother's  days,  have  certainly  also  given  us  a  very 
useful  article  of  furniture. 

Visitors  were  present  from  all.  the  larger  centres  of 
Canada — from  the  Atlantic  to  the  Pacific ;  and  it  was 
remarked  that  buyers  from  faraway  points  were  first 
on  the  job  to  secure  their  pick  or  to  place  orders  that 
they  had  been  slow  about  booking  last  year.  One  or 
two  instances  came  to  the  writer's  attention.  At  one 
factory  the  sales  manager  had  to  desist  rearranging  his 
display  at  eight  o'clock  the  first  morning  to  look  after 
a  Western  dealer  who  wanted  to  place  his  order;  an- 
other manufacturer  had  st^.'lOOO  on  his  book  by  ten 
o'clock  the  first  morning. 

All  the  exhibits  were  well  displayed,  in  simpler  sur- 
roundings in  most  cases,  but  with  good  planning  and 
good  layout.  One  practical  result  of  the  annual  ex- 
hibitions was  noticeable  in  the  arrangement  of  booths 
or  furnished  rooms  this  year.  It  proved  a  splendid  ar- 
rangement. 

Practically  all  the  displays  were  sold,  some  of  them 
two  or  three  times  over. 
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The  Kindel  Bed  Co. 

Tins  company  made  an  elaborate  display  in  their 
down-town  showrooms.  In  their  new  factory  ad- 
dition, now  building,  accommodation  M'ill  be  pro- 
vided for  a  modern  and  up-to-date  permanent  show- 
7'oom. 

The  features  of  this  year's  display  were  the  exten- 
sive showing  of  overstuffed  Chesterfield  effect  beds, 
kodavs  and  davenports  in  a  variety  of  coverings — 
mostly  tapestry,  but  not  a  few  mohair  suites  being  ex- 
ceedingly nice.  Then  there  were  the  company's  line 
of  chairs  and  rockers,  some  with  effect  finishes,  and 
some  in  pei-iod  designs.  William  and  Mary  seemed  to 
be  most  jxvpular  in  this  latter,  judging  by  the  number 
shown.  'I'lie  coverings  in  tliis  group  ran  jnostly  to 
tapestry,  damask  and  velours,  besides  the  usnal  big 
run  in  leathei-s.  Oak  and  mahogany  were  the  princi- 
pal woods. 

The  McLagan  Furniture  Co. 

A  series  of  rooiri.s  oi-  booths  aU)ng  both  sides  of  the 
showroom  served  to  sot  off  the  extensive  display  of 


tliis  company  in  suites,  and  give  a  better  idea  to  the 
buyer  of  what  his  purchases  would  be  like  when  laid 
down  in  his  store. 

Dining  and  bedroom  furniture  was  displayed  princi- 
pally in  these  booths,  but  the  library,  hall  and  parlor 
lines  were  not  neglected. 

In  bedroom  stuff  there  was  among  other  lines  shown 
a  new  Louis  XVT.  suite  in  mahogany  with  chefrobe, 
dresser,  dressing  table,  bed  and  seat.  Another  new  line 
was  a  Queen  Anne,  shown  in  the  white,  and  made  in 
walnut  only.  A  single  jewel  ease  set  in  the  centre  on 
top  of  the  dresser  was  a  novelty,  and  the  lasual  items 
made  up  the  suite.  In  addition  a  combination  table 
and  lamp  stand  went  with  this  s'uite.  The  color  com- 
binations when  finished  make  this  a  beautiful  suite. 

A  new  Hepple white  suite  was  a  third  attraction.  It 
came  in  both  walnut  and  mahogany. 

A  Louis  XA'^.  shown  in  the  white,  the  bed  showing  the 
new  bow  foot  proved  attractive.  The  mirror  on  the 
dresser  in  this  suite  Avas  stationary. 

Down  the  centre  of  the  showroom  were  shown  tables 
— library  tables,  sewing  tables,  davenport  and  tables, 
telephone  sets.  Chesterfield  tables,  parlor  tables,  serv- 
ing tables  and  trays,  and  fancy  tallies  of  many  kinds  to 
meet  the  individual  tastes  of  all. 

Among  this  group  was  shown  a  new  thing  in  secre- 
taires with  bookcase  top,  writing  desk  and  set  of 
draAvers :  and  a  new  combined  card  table  and  cellar- 
ette.  In  this  section  was  also  shown  two  or  three  new 
record  cabinets  in  addition  to  the  regular  line. 

In  library  suites  some  new  upholstered  patterned 
chairs  Avere  displayed. 

The  ncAv  hall  stuff  included  three  new  sets — consol 
table,  chair  and  mirror;  besides  a  couple  of  pojDular 

HIIMIIIMIMIMIMMIIIIMIIIIMIIIIIIIIIMIMMIMIMIIIMIIIIIIMIIMIIIIIIIIMIIIIMMIMIIIIIIIIIMIIIMIMIMIMIIIMIMMIMIIIIMIIIIMII^ 

I  EDUCATIONAL  VALUE  OF  EXHIBITIONS.  | 

I  TV  /I  OST  of  us  have  the  desire  to  see,  and  insofar  as  | 

I  vl      seeing'  informs,  to  Icnow  what  we  are  buying.  | 

I  xwx     This  is  a  fairly  well  distributed  trait  in  the  | 

I  human  family  and  is  jierhaps  more  strongly  developed  | 

I  in  the  merL-hant  class  than  in  their  numerous  brothers.  i 

I  The  responsibility  for  this  condition  has  been  largely  | 

I  due  to  the  annual  furnituic  exhibitions  which  we  in  | 

I  Ontario  have  been  undertaking  of  late  years.  | 

I  The  furniture  dealer  to  really  master  the  finer  de-  | 

I  tails  of  his  business  must  be  a  student  in  more  or  less  | 

I  degree.    Failure  to  study  his  lines  of  nu'rchnndise  lays  | 

I  his  store  o]ien  as  a  dumping  ground  for  stock  that  | 

I  can  be  ]daeed  in  the  class  of  undesirables.    He  sells  | 

I  it,  but  the  buyer  isn't  making  any  more  progress  to-  1 

I  wards  having  an  artistically  furnished  home  than  is  | 

=  the  dealer  in  his  efforts  to  become  a  nierchant.    Both  | 

1  of  them  need  education,  but  the  fault  lies  heaviest  up-  | 

I  on  the  dealei'  because  his  local  'jniblie  must  rely  u])on  = 

I  him  as  guide  anil  connsidor  in  th(>  making  of  a  Cana-  | 

I  dian  home.  | 

I  There  isn't  a  fiidd  so  good  as  this  if  the  dealer  only  | 

I  realized  it  and,  realizing  it,  set  about  making  it  his  1 

I  own.    Tf  he  fails  to  lead  his  trade  or  show  it  the  | 

I  things  homey  that  some  memibers  of  it  see  in  their  | 

I  magazines,  he  will  never  know  the  jdeasure  of  selling  | 

I  the  best  trade  of  his  locality  for  the  plain  reason  that  | 

I  it  will  i>ass  him  up  as  a  liack  number.  | 
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sellers  of  last  year.  It  is  some  time  since  anything  new 
has  come  out  in  hall  racks,  hut  this  year  tliere  are 
two  new  sets  being  shown,  one  in  walnut  and  one  in 
oak;  and  also  two  new  seats  and  chairs,  one  of  Gothic 
design  the  other  Early  English. 

In  dini)ig-room  furniture  there  were  displayed  in 
separate  booths  two  new  Louis  XVT.  suites  in  mahog- 
any and  walnut;  and  a  new  Chippendale  suite  in  both 
walnut  and  oak. 

In  the  regular  oak  lines  for  the  dining-room  there 
Avere  a  few  new  designs,  one  of  these  was  an  Adam. 
A  couple  of  other  suites,  Adam  period,  showed  cases 
of  54  and  48  inches  respectively.  There  Avere  also  two 
Queen  Anne  suites  with  6tj  and  54  inch  cases,  made  with 
both  tj'pes  of  back. 

Two  of  the  proved  popiilar  suites,  one  with  a  60-inch 
ease,  bad  side  tables  as  an  extra.  The  dining  tables 
were  one  elosed-in  the  other  an  oval  style. 

In  china  cabinets  a  Quee?i  Anne  design  cabinet  for 
a  corner  was  a  specially  atti-aetive  featiire.  This  was 
made  in  both  mahogany  and  walnut. 

The  Gunn  sectional  bookcases  had  a  special  depart- 
ment to  themselves. 

McLagan  Phonograph  Line. 

In  a  separate  showroom  were  set  out  the  various 
models  of  the  McLagan  phonograph  line.  These  em- 
braced all  models  from  a  60-i7i'ch  library  table  model, 
worth  $750.  down  to  the  simpler  and  more  popular 
models.  Among  the  exhibits  was  shown  a  machine 
made  from  the  last  design  of  Mr.  McLagan.  It  was 
in  Chippendale  period,  and  i.s  made  in  both  walnut  and 
mahogany. 

A  Queen  Anne  design;  an  octagon,  a  hexagon,  a 
Gothic,  William  and  Mary,  Adam,  Louis  XVI.,  modern 
and  puritan  designs  were  shown,  displaying  the  ex- 
tensive period  lines  followed  in  the  manufacture  of 
McLagan  phonographs. 

Playing  all  disc  records,  the  McLagan  with  its  ad- 
justable tone-arm  is  proving  a  good,  steady  seller. 

The  Imperial  Rattan  Co. 

This  company  made  a  choice  showing  of  their  closely 
woven  suites  in  reed.  One  in  a  Gothic  design  in  the 
reception  room  was  particularly  noticeable.  Others 
shown  in  the  display  room,  ran  to  plain  lines  princip- 

■11      li'it  tli'  i-f  wTM-c  ;i  ofojit  niindvr  nf  nnx-elty  pieces 


like  bird  cages,  flowerstands,  etc.,  that  set  off  the  suites 
most  handsiomely. 

In  living-room  suites  there  was  one  shown  in  black 
finish — table,  lamp,  fiowerstand.  two  rockers  and  two 
chairs.  Another  in  white  enamel  with  the  same  items 
and  an  additional  glass-topped  table  and  Chesterfield 
was  an  enticingly  comfortable  suite. 

In  all  some  half-dozen  suites  were  shown,  and  all  of 
them  w^ere  very  popular  judging  by  the  comments. 

The  "Old  Hickory'"  line  was  shown  with  double- 
cane  seats  and  backs,  makin.g  them  more  durable  and 
more  comfortable.  In  this,  as  in  the  rattan  line,  many 
novelties  were  shown,  fancy  tables,  flowerstands, 
sAvings,  settees,  etc. 

The  Avails  of  the  display  room  Avere  covered  Avith 
tapestry,  and  in  this  room — at  one  end — Avas  served  at 
noon  daily,  a  meal  fit  for  a  prince,  to  all  Adsitors  to  the 
exhibition. 

The  Stratford  Chair  Co. 

Fourteen  booths  lining  the  tAvo  sides  of  the  shoAvrooni 
served  to  shoAv  off  the  bed  and  dining  room  suites 
made  by  this  firm.  Doavu  the  centre  ranged  the  ex- 
tensive chair  exhibit  of  lines  made  by  this  company. 
These  included  hundreds  of  diners  Avith  upholstered 
and  plain  seats,  cane  and  all  Avood ;  rockers,  office, 
rockers,  office,  typeAvriter,  swivel,  and  in  fact  chairs  of 
all  kinds  and  for  all  purposes.  Interspersed  AAdth  the 
chairs  Avere  floor  lamp,  illuminated  Avith  fancy  shades, 
adding  a  charm  to  the  exhibit. 

In  the  dining-room  line  there  Avere  shoAvn  seven  neAv 
suites  in  four  ncAv  designs.  Period  lines  Avere  mostly 
foUoAved.  There  were  two  Queen  Anne  suites  shoAvn 
in  Avalnut,  one  Avith  a  60  and  the  other  a  .54-ineh  case. 
The  dining  tables  were  round  in  one  suite  and  square 
the  other — both  extensions. 

Another  Queen  Anne  suile  Avas  in  gum  and  oak. 
Ilepplewhite  design,  the  buffets  coming  Avith  or  Avith- 
out  back  mirror. 

Nearly  all  the  tables  came  Avith  ucav  legs — some  spin- 
net,  some  various  periods  and  nu^uy  Avith  five  legs.  Two 
golden  oak  and  fumed  suites  had  centre-post  round 
tables. 

The  bedroom  suites  also  came  in  ucav  patterns  and 
period  lines  or  effects.  And  in  addition  to  the  regular 
lines  of  bedroom  chairs  there  Avere  many  fancy  chairs 
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for  bedroom  and  living-room  shown  in  conjunction 
with  this  bedroom  display. 

A  few  library  tables  were  also  exhibited. 

The  Stratford  Bed  Co. 

This  firm  .showed  at  one  end  of  the  Stratford  chair 
display.  Besides  the  regular  and  standard  lines  of 
brass  beds  they  displayed  three  new  designs  made  tip 
of  two-inch  fillers  thi'oughont.  Satin  and  ribbon  finish 
seems  just  as  popular  as  ever,  nearly  all  exhibits  having 
these  ornamentations. 

A  number  of  brass  costumiers  Avere  also  shown. 

The  Farquharson-Gifford  Co. 

White-panelled  wainscoting,  topped  with  red,  white 
and  blue  colored  tissue  jiaper  around  the  disi)lay  room, 
served  to  enhance  the  lines  of  the  upholstered  furniture 
made  by  this  firm.  In  this  display  room,  also,  booths 
were  erected  around  the  showroom  to  set  off  the  vari- 
ous living-room  suites,  and  fancy  floor  lamps  added 
their  color  to  give  a  charming  effect. 

The  company  are  not  putting  out  so  many  new  lines 
this  year,  but  their  showing  of  regular  suites  was  both 
elaborate  and  extensive.  There  were  all  told  about  a 
dozen  new  suites,  mostly  upholstered  in  tapestry,  but 
some  in  fancy  mohair  and  a  couple  in  fancy  damask. 

Embraced  in  the  showing  were  living-room  suites, 
couches.  Chesterfields,  stuffed  all-over  chairs  and  rock- 
ers, and  a  number  of  settees.  Some  of  these  latter 
were  covered  Avith  velours — -plain,  raised  and  colored. 


Besides  these  fancy  items  a  full  line  showing  was 
made  of  their  regular  davenports  in  leather  and  tapes- 
try, also  diva}ietteis. 

A  neAv  show  feature  was  an  English-style  suite  Avith 
high  back  chair,  Tipholstered  in  heavy  tapestry.  A 
showing  Avas  also  made  of  the  company's  extensive 
new  line  of  tapestry  coverings. 

The  Stratford  Mfg.  Co. 

A  big  display  of  folding  screens  Avas  made  by  this 
company  in  their  factory  shoAvroom.  The  fillings  be- 
ing made  up  of  cretonne,  burlap,  silkoline  and  chintz, 
and  their  adaptation  being  extensive  as  to  designs  and 
colorings.  BeaA^erboard,  imitation  leather,  seagrass 
and  tapestry  effects  Avere  also  shown,  and  the  frames 
covered  the  gamut  f)'om  oak  to  Avalnut  and  mahogany 
frames. 

Another  line  embraced  library  tables,  costumiei's, 
desks  for  adults  and  children,  smokers"  pedestals,  seAv- 
ing  baskets,  umbrella  stands,  folding  card  tables,  fold- 
ing chairs,  canvas  ehaii's,  camp  cots  and  stools.  '  Then 
.samples  Avere  displayed  of  laAvn  and  ])aik  benches  and 
laAvn  SAvings,  assembly  chairs,  etc. 

For  the  kitchen  Avere  shown  clothes  bars,  ironing 
boards,  stepladder  stools  and  other  things  of  that  na- 
ture. 

The  children's  line  covered  rockers,  play-yards, 
sAvings,  extension  safety  gates,  kindergarten  sets,  etc. 

The  company's  "Ja-bed" — combination  table  and 
bed  proved  interesting. 
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THE  old  Brunswick  Hotel  at  Kitchener  was  turned 
into  a  temporary  exhibition  hall  for  some  of  the 
sirialler  and  newer  Furniture  manufacturers.  Here 
following  firms  made  di.splays: 

Kreiner  &  Co. — Library  tables,  desks,  bookcases,  ped- 
estals, combination  desk  and  bookcases,  c.ellarettes,  um- 
])rella  stands,  restaurant  and  card  tables  and  sets. 

Beaver  Furniture  Co. — Made  a  display  of  dining- 
room  furnitnrc.  slu)Aving  several  suites,   mostly  oak. 


(luartered  and  fumed;  the  chairs  Avith  slip  seats.  The 
china  cabinet  and  buffet  line  Avere  much  admired. 

Peppier  Upholstery  Co. — A  new  concern  entering  the 
field  of  high  and  medium-class  upholstered  furniture. 
They  made  a  .showing  of  a  three-piece  livino;-room 
suite — Chesterfield,  rocker  and  arm  chair. 

Fry  &  Blackhall — Made  a  showdng  of  suites  and 
iiulividual  pieces  in  the  upholstered  line — Chesterfields, 
rockers  and  chaii's. 
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The  splendid  showing 
of  phonographs  made 
l)y  The  McLagan  Co.  in 
their  sj)ecial  phono- 
graph display  room  in 
their    .Stratford  factory. 
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Art  Furniture  Co.— Made  a  rather  extensive  and  a 
verj-  good  display  of  their  bedroom  furniture  lines.  All 
the  latest  designs  were  shown,  period  lines  mostly  fav- 
ored being  Queen  Anne  and  the  Louis.  Altogether  four 
complete  suites  were  displayed,  most  of  them  in  Avalnnt. 

The  beds,  with  bow  ends,  were  very  favorably  com- 
mented on.  A  couple  of  library  tables,  also  on  displa.y 
proved  attractive  features  and  drew  much  attention  to 
the  whole  "Art"  line. 

Engel  Upholstered  Furniture  Co. — Another  company 
making  a  first  display  was  this  concern.  At  present 
they  are  making  living-room  suites,  odd  chairs  and 
Chesterfields.   Their  showing  was  much  admired. 

At  the  Auditorium. 

AT  the  Queen  Street  Auditorivnn  in  Kitchener  sev- 
eral furniture  mannfaeturei's  made  displays  of 
their  lines. 

The  Lippert  Furniture  Co. — Made  a  good  display  of 
their  varied  lines — dining-room  furniture  and  suites, 
china  cabinets,  serving  tables,  silver  and  linen  cabinets, 
and  buffets.  Many  of  them  were  in  period  or  semi- 
period  designs,  Qiieen  Anne  predominating.  Two  new 
Louis  designs  were  .shown  and  an  Italian  design  table 
was  the  centre  of  much  attention. 

Lippert  Table  Co. — Made  a  showing  of  their  table 
lines — tables  for  dining-room,  parlor  and  library.  Also 
their  table  and  floor  statuary  lam'p  lines  were  promin- 
ently displayed.  Among  the  features  was  a  new  solid 
walnut  table  of  Louis  XVI.  design  for  a  library. 

Hachborn  &  Co. — Showed  a  complete  line  of  their 
upholstered  parlor  and  living-room  furniture  in  suites 

^IIIIIMIIMIMMMMIIMIIIIIMIMIIIIIIIIIIIMIMIMMIIIIIMIIIIIMIIIIMIMIIIIMIIIIIIIIIIIIMMIIIIIIIIMIIMMMIIIMI!MIMMIMIIIMIMIMIIMIMIIIIIIIIIIl!: 


Xo.  .5020 — Vanity  Dresser  from  the  line  of  tlif  Menford 
Manufacturing  Co.,  Limited. 
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and  single  items.  The  furniture  coverings  ran  to  tapes- 
tries, with  velours  and  silks  of  bright  colors  on  the  par- 
lor stuff.  The  club  chair  and  rocker  line  in  leather  up- 
holstery, and  the  Morris  and  recliner  line  were  fully 
shown,  as  also  was  the  firm's  big  line  of  couches  in 
vai'ious  coverings. 

Quality  Mattress  Co. — A  complete  range  of  samples 
of  the  various  models  of  mattresses  made  by  the  Qual- 
ity Mattress  Co.  was  shown.  A  couple  of  the.se  were  set 
up  on  beds  to  .show  their  .snugne.ss. 

Special  prominence  was  given  to  the  "Light-0" 
kapok  mattress,  one  of  the  leading  mattre.sses  on  the 
market  at  present.  Among  its  features  are  lightness,  it 
weighs  only  83  pound.s  in  full  size.  The  filling  is  made 
of  the  best  and  highest  grade  of  prime  Joppa  kapok, 
treated  by  special  process  which  makes  it  sanitarj', 
light,  resilient,  long-wearing  and  economical.  The 
coverings  are  from  selected  patterns  of  art  sateen,  mak- 
ing the  mattresses  attractive  and  durable. 

The  "Light-0"  is  made  with  imperial  roll  edge,  very 
closely  stitched,  rouiid  corners  and  hand  straps,  and 
all  of  them  are  guaranteed.  The  various  lines  of  mat- 
tresses, including  "So-Pleasant,"  "Quality,"  "Ka- 
pok," "Guide,"  "Solid  Comfort,"  etc.,  were  al.so 
•shown. 

Baetz  Bros.  Furnitiire  Co. 

ARRANGED  in  booths  or  rooms  to  represent  an 
eight-roomed  house,  Baetz  Bros,  made  a  very  fine 
display  of  their  upholstered  general  and  lamp 
lines  in  the  Anthes  factory.    The  rooms  were  an  en- 
trance  hall,    drawing-room,    living-room,  breakfast 
room,  dining-room  and  three  bedrooms. 

The  hall  was  furni.shed  in  Spani.sh  Renaissance  period, 
with  lounge,  two  high  back  chairs  (one  cane  panelled, 
the  other  upholstered),  hall  table,  wall  mirror  and 
]&mp  with  candle-shaped  lamp. 

The  drawing-room  had  a  Queen  Anne  suite  in  over- 
stufit'ed  style,  the  covering  being  a  fancy  velour.  The 
Chesterfield  had  the  new  kidney-shaped  arm,  and  it  and 
the  chairs  had  loose  rosette  cushions. 

An  elaborate  suite  upholstered  in  blue  and  gold  silk 
in  period  design,  with  cane  panel  backs  in  Chesterfield 
and  chairs  and  loose  cu.shions,  Avas  also  a  splendid  ex- 
ample of  drawing-room  furniture  made  by  their  com- 
pany, and  a  library  suite  in  red  figured  silk,  cane 
l)anels,  with  bookcase,  writing  desk,  folding  centre 
table,  flower  box — all  in  Spanish  Renaissance  period — 
koked  well  and  suitable  for  either  living-room  or  lib- 
rary. 

The  breakfast  room  suite  was  of  birch  enamelled, 
with  six  items' — buffet,  sewing  table,  china  cabinet, 
drop-leaf  table,  arm  chair  and  diner. 

Hepplewhite  was  the  design  used  in  the  dining-room. 
The  fi;rniture  in  maliogany  had  five-ply  veneered  tops 
and  gables.  The  chairs  were  in  both  leather  and  tapes- 
try upholstery.  The  service  was  complete  down  to  the 
dinner  wagon. 

The  bedrooms  were  varied.  One  in  three-tone  effect 
of  Hepplewhite  design,  another  in  Spanish  Renaissance 
design  ;  and  the  third  in  American  walnut  Louis  XVI. 
design. 

A  general  .showing  Avas  made  also  of  the  upholstered 
furniture  made  at  the  other  factory,  and  the  company's 
extensive  lamj)  line  set  off  the  exhibit  very  Avell.  Some 
of  the  lamps  had  hand-painted  parchment  shades,  a 
new  idea  Avhich  is  seemingly  proving  popular. 
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Gem  Crib  &  Cradle  Line. 

This  line,  shown  by  Mr.  Brandt  at  his  Queen  Street 
showrooms,  embraced  children's  cribs,  cradles,  baby 
walkers,  wheeled  bassinettes,  wardrobes,  workstands, 
verandah  and  Avork  tables,  high  chairs,  children's  rock- 
ers and  chairs,  bath  chairs  and  folding  gates.  The 
wicker  work  lines  were  finished  in  white  enamel  and 
the  all  wood  lines  were  in  oak  and  mahogany. 

Ontario  Woodworking  Co. 

Another  of  Mr.  Brandt's  lines  is  the  toy  line  manu- 
factured by  this  comipany.  It  takes  in  tricycles,  rock- 
ing horses,  duck  rockers,  baby  and  doll  sleighs  and  car- 
riages, children 's  wheel  chairs  in  various  designs,  baby 
cars,  toy  horses  and  wagons  of  various  AA^oods  and  vari- 
ous colors. 

The  'C.  H.  Hartshorn  children's  carriage  line  were 
not  shown,  this  year's  samples  not  having  been  receiv- 
ed at  the  time  of  the  exhibition. 

I  WATERLOO  I 
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Woeller,  Bolduc  &  Co. 

THIS  company  made  an  extensiA'C  shoAving  of  their 
upholstered  line.  Several  ncA-v  designs  in  Chester- 
field suites  Avere  an  outstanding  feature  of  this  ex- 
hibit. Easy  chairs  are  a  large  line  Avith  the  Woeller. 
Bolduc  Company  and  certainly  some  of  those  shoAvn 
Avere  attractive  enough  to  please  the  most  fastidious 
taste.  Living-room  suites  Avith  shoAV  wood  frames,  lib- 
rary tables  and  a  fcAv  parlor  suites  neatly  arranged  in 
the  new,  large,  Avell-lighted  shoAvroom,  made  this  dis- 
play a  noteAVorthy  one. 

Snyder  Bros.  Upholstering  Co. 

AVith  several  thousand  dollars  spent  on  their  shoAv- 
room  this  company  made  an  elaborate  shoAving  of  their 
u])holstered  furniture  groiiped  in  booths  around  the 
Avails.  In  the  centre  Avere  individual  Chesterfields, 
rockers  and  club  chairs,  and  in  the  booths  were  placed 
suites.  All  Avere  embellished  and  Avell  set  out,  coloi"?d 
lamps  adding  to  the  efiPectiveness. 

In  a  separate  display  room  Avere  rang,ed  the  desk, 
mission  and  leather  couch  lines  of  this  company,  exten- 
sive enough  to  meet  all  needs. 

Visitors  to  the  Snyder  exhibit  Avere  dined  daib,'  at 
the  Waterloo  Club. 

Waterloo  Furniture  Co. 

Enlarging  their  present  plant,  this  company  mnde  an 
exhibit  in  their  carload  shipping  room,  Avhere  they  dis- 
played the  upholstered  product  of  their  factory.  A 
great  deal  of  their  coverings  i-an  to  mohair,  and  Avith 
an  enlarged  showing  of  living-room  furniture  many  op 
portnnities  Avere  given  to  display  this  covering  iii  mnny 
colors  and  designs. 

Period  lines  Avere  followed  in  most  cases,  Queen  Anne 
being  principally  fa\'ored.  The  company  is  continuing 
a  few  parlor  suites,  but  most  of  the  exhibit  Avas  taken 
up  with  living-room  furniture  in  shoAvwood  frames. 
Library  chairs  is  another  line  being  extended,  as  also 
are  the  comi)any*s  library  tables. 

In  this  display  Avere  also  shoAvn  Reitzel  Bros,  me- 
dium-priced dining-room  furniture  line,  as  also  was  the 
llarriston  Furniture  Co.'s  line.  This  concern  is  re- 
l)lacing  its  surface  oak  line  with  medium  priced  ivory 
(  iiamel  bedroom  suites. 
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I  TORONTO  I 
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Gold  Medal  Furniture  Co. 

THIS  company  made  a  display  of  their  lines  at  their 
factory  showroom  on  Van  Horne  Street.  Es- 
pecial prominence  Avas  given  to  their  Bell  patent 
divanette,  a  new  folding  bed  for  city  homes  or  AVhere 
ro(»m  space  has  to  be  taken  into  consideration.  When 
opened  (and  the  operation  to  open  is  the  simplest  pos- 
sible) this  divanette  makes  a  4:6  bed,  and  is  at  the  same 
height  as  an  ordinary  brass  or  iron  bed.  Inside  it  is 
very  roomy  and  capable  of  taking  care  of  all  bedding, 
and  then  some.  The  back  is  Aveil  ventilated,  and  the 
divanette  coines  in  four  designs  of  frames,  covered  in 
imitation  leather  and  tapesti'y.  The  finishes  are  oak, 
mahoganj'  and  Avalnut. 

Besides  this  a  showing  Avas  made  of  the  regular  line 
of  upholstered  parlor  and  living-room  furniture.  Chest- 
erfields, rockers,  club  and  easy  chairs.  Some  of  the 
newer  pieces  have  loose  cushions,  and  all  of  them  are 
upholstered  in  the  latest  colorings  and  designs  of  tap- 
estry and  leather. 

Sidway  Mercantile  Co. 

This  company  made  a  display  in  a  store  at  16.3  King 
Sti'eet  West,  Avhere  Avere  shown  the  newest  examples 
of  their  Toronto  factory's  productions  of  strollers  and 
carriages. 

This  year  the  company  is  featuring  some  all  reed  car- 
riages and  gondolas.  Avith  full-upholstered  floor  and 
back.  Other  neA\'  things  shoAvn  Avere  some  new  English 
single  carriages  made  on  phaeton  lines.  A  full  line  of 
reliable  Sidway  and  Alhvin  carriages  were  displayed. 

It  Avas  noticeable  that  all  the  full-sized  carriages  were 
erpiipped  Avith  the  ucav  English  gear,  and  that  the 
hoods  were  attached  to  the  bodies  on  the  new  sliding 


A  (Jucrii  .\mi.-  ('1iil'l'uni)>i'  in  W;ilinit,  from  tlio 
line  "f  Aii   l''iiniiliiri'  Co.,  K  il clioncr. 
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rod,  allowing  of  greater  freedom  of  action  and  more 
protection  to  the  child  through  the  use  of  this  fixture. 
A  new  foot  brake  attachment  is  now  put  on  the  carri- 
ages which  permits  of  operation  without  soiling  the 
shoe,  Avhich  is  a  big  advantage.  All  the  carriages  are 
now  equipped  with  either  the  phaeton  or  Pullman  gear. 

The  workmaJiship  and  finish  of  the  carriages  were 
commendable  and  the  colors  in  various  shades  of  en- 
amel made  the  display  a  pretty  one. 

Standard  Toy  Co. 

In  connection  with  the  Sidway  exhibit  A.  E.  Sanders, 
sales  manager  of  the  Standard  Toy  &  Manufacturing 
Co.,  Alliston,  Ont.,  made  a  showing  of  that  concern's 
toys  including  doll  carriages  and  sleighs,  blue  bird 
wagons,  shoofly  rockers,  cradles,  etc.,  all  the  goods 
representing  animals  of  some  kind  or  other.  This  is  a 
new  company  made  up  of  returned  soldiers  who  intend 
having  their  line  ready  in  the  early  sipring. 

In  the  Allan  Building. 

The  Allan  Building,  at  55  Bay  Street,  a  number  of 
manufacturers  made  exhibits.  The  Owen  Sound  fac- 
tories made  no  exhibit,  but  Mr.  "Wm.  Pearson  was  on 
hand  to  meet  all  visitors  besides  looking  after  the  in- 
terests of  the  Grey  upholstered  furniture  line. 

This  latter  company  made  a  display  of  seven  suites 
of  high  grade  goods,  with  tapestry  and  mohair  cov- 
erings, Marshall  springs,  loose  cushions  and  all  the 
latest  styles  and  designs — a  very  fine  display.  The 
company  is  running  strong  in  mohair  plush  coverings 
and  Genoa  velvets.  At  present  located  in  Toronto,  the 
company  intends  locating  in  Owen  Sound  in  two  or 
three  months"  time. 

Several  kitchen  cabinets  and  refrigerators  from  the 
Barnet  line  were  also  displayed. 

Gendron  Manufacturing-  Co. 

The  Gendron  line  of  carriages  was  given  prominence 
in  the  exhibition  made  by  the  company  in  the  Allan 
Building.  Special  interest  centred  in  some  of  the  new- 
er models.  There  was  a  carriage  made  of  half  reed 
■\A'hich  attracted  much  attention.  This  carriage  was 
equipped  with  reversible  gear,  storm  curtain,  and  all 
the  other  features  of  the  very  newest  models.  A  go- 
cart  built  of  half  reed,  with  shell  side  pattern  looked 
like  an  attractive  proposition.  The  upholstery  was  of 
corduroy,  and  a  parcel  box  at  the  bottom  was  a  new 
addition. 

A  sliding  board  under  the  seat  is  now  made  for  all 
carriers,  when  desired.    By  its  use  the  well  for  the 
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I  THE  VAIiXTE  OF  FURNITURE  EXHIBITIONS  | 

I  Furniture  jnaiiufacturers  and  exhibitors    are    fully  | 

I  cognizant  of  the  present  conditions  in  the  furniture  | 

I  business.     They  realize  that  production  in  the  f  as:  | 

I  year  was  very  much  short  of  requirements,  and  yet  | 

I  they  feel  that  this  is  the  time  when  the  manufac-  | 

I  turers  and  the  retailers  should  jirobably  have  a  better  | 

I  understanding  of  each  other's    iirobleins  than  at  any  | 

I  time  in  the  j)ast.    The  .Tanuary  market  ]iresented  the  | 

i  opportunity  for  getting  together  as  nothing  else  could.  i 

I  Problems  of  production  can  bo  exi)lained  to  much  bet-  | 

I  ter  advantage  when  face  to  face,  than  by  correspond-  | 

I  ence.    The  past  month  presented  a    sjilendid     oppor-  | 

I  tunity  for  the  discussion  of  those  jiroblems  which  are  | 

I  common  to  the  trade  at  this  time,  and  for  the  con-  | 

I  sideration  of  such  means  to  lighten  the  burdens  as  are  | 

1  best  suited  to  the  case.  | 
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baby's  feet  can  be  covered  a)id  the  Avhole  carriage  turn- 
ed into  an  infant's  bed. 

All  the  standard  lines  of  carriages  and  go-carts  made 
by  the  company  were  on  display,  together  with  seven 
new  perambulator  and  folding-cart  models. 

Invalid  chairs  is  a  strong  line  with  the  company,  and 
one  of  the  new  chairs  displayed  had  an  adjustable  and 
divided  leg  rest  by  which  the  patient  could  regulate 
either  or  both  rests  to  suit  himself. 

The  children's  and  toy  carriage  line  included  auto- 
niobiles,  fully  equipped  with  windshield,  lamps,  horn, 
hinged  door,  tool  box,  etc.;  artillery  cars,  express 
wagons,  and  velocipedes.  And  in  children's  furniture 
were  high  chairs,  combination  chair  and  playboard. 
children's  rockers,  bassinettes,  etc. 

In  furniture  several  upholstered  rattan  living-room 
suites  were  shown.  One  in  ebony  and  gold  with  dark 
tapestry  upholstery  was  much  admired,  as  also  were 
several  individual  chairs  for  the  living-room  and  some 
verandah  chairs. 


BRITTON'S  LIGHTNING  TRIP. 

Coming  in  to  Stratford  to  see  the  furniture  exhibits 
was  Will  Britton  of  Listowel,  who  spent  one  whole  day 
on  the  train  to  travel  the  30  miles  through  the  snow- 
drifts. On  one  of  his  walks  through  the  train  Will  ask- 
ed the  conductor  "Is  this  a  fast  train ?J" 

' '  Of  course  it  is, ' '  was  the  reply. 

"I  thought  it  was.  Would  you  mind  my  getting  out 
to  see  what  it  is  fast  to?" 


FISHING  AND  PHONOGRAPHING. 

There  is  quite  a  crowd  of  furniture  men  who  take  an 
interest  in  fishing  in  the  "good  old  summer  time,"'  and 
George  Honsberger  of  Pathe  Freres  is  one  of  them. 
George  took  out  a  machine  with  him  on  one  of  his  trips 
last  summer,  and  as  the  day  was  warm  when  calling  on 
the  country  trade  he  hiked  to  a  nearby  fishing  stream, 
taking  his  machine  with  him.  Percy  Brown  happened 
along  shortly  after,  and  this  conversation  ensued : 

"Any  sport?" 

"Nothing  special,"  said  George. 

"That's  a  fine  idea,"  said  Percy,  nodding  in  the 
direction  of  the  phonograph.  "Fond  of  music,  I  sup- 
pose?" 

"No,  not  exactly,"  answered  George,  "but  it  helps 
sport." 
"How?" 

"  Well,  you  see,  when  the  game  is  a  bit  slow  I  put  on 
'God  Save  the  King,'  and  all  the  fish  within  hearing 
immediately  rise." 


FURNITURE  TRADE  NOTES. 

Fry  &  Blackball,  Wingham,  Ont.,  who  succeeded 
Walker  &  Clegg,  made  their  first  exhibition  of  goods 
at  Kitchener  in  January. 

Another  new  company  making  a  first  show  at  the 
January  exhibitions  was  the  Engel  Upholstered  Furni- 
ture Co.,  of  Waterloo.  They  shoAved  several  of  their 
lines  at  Kitchener. 

The  Peppier  Upholstering  Co.  is  a  new  concern  in 
the  furniture  field.  They  are  making  high  and  medium 
class  goods  at  Kitchener.  C.  H.  Peppier  is  president  of 
the  new  company,  whose  offices  are  at  149  King  Street 
East,  that  city,  for  the  i>resent. 
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MANUFACTURERS  ENTERTAIN  DEALERS 
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Successful  Banquet  held  in  Classic  City — Manufacturers  and  retailers  get  closer  together 
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ON  Tuesday  evening,  January  20,   the  furniture 
manufacturers  of  Stratford  entertained  as  their 
guests  the  visiting  Ontario  retail  furniture  deal- 
ers who  attended  their  association  organization  meet- 
ing and  other  dealers  in  town  that  day  from  various 
points  in  Canada. 

The  banquet  was  held  in  the  Chamber  of  Commerce 
and  the  best  of  goodfellowship  reigned.  The  menu 
was  attractive,  the  speeches  lively  and  interesting,  the 
sing-song  carried  out  under  the  direction  of  A.  J.  Pe- 
quegnot,  popular,  and  the  outside  entertainers  of  a  high 
order.  Puzzling  biisiness  problems  of  the  day  vanish- 
ed in  the  face  of  the  splendid  prograni  prepared. 

D.  M.  Wright  presided  over  the  gathering,  and  after 
the  toast  to  the  King  had  been  honored,  introduced 
Mayor  Stevenson.  "It  is  our  claim,"  said  he,  "that 
we  have  the  very  best  city  in  the  Dominion  to  live  in." 
He  told  of  the  beautiful  pari?  system,  the  pure  water 
.supply  and  the  plans  to  relieve  the  housing  situation. 
"Stratford  is  one  of  the  lucky  cities,  that  has  never  had 
a  real  boom,"  said  the  Mayor.  "The  growth  has  been 
steady.  Much  of  this  was  due  to  the  stability  of  the 
furniture  trade.  He  urged  the  enlargement  of  the  s'pirit 
of  co-operation  and  paid  tribute  to  the  late  George  Me- 
Lagan,as  a  pioneer  in  the  furniture  trade  and  the  father 
of  the  park  system.  He  invited  the  furniture  men  to 
hold  their  convention  every  year  in  Stratford. 

Stratford's  Welcome. 

On  behalf  of  the  Stratford  manufacturers,  H.  W. 
Strudley  welcomed  the  visitors.  "Stratford  means  hai-- 
mony  and  working  together,"  said  Mr.  Strudley.  He 
expressed  the  hope  that  the  Retailers'  Association 
would  come  to  Stratford  every  year  and  that  the  spirit 
of  harmony  would  "catch  on"  in  the  retail  trade.  He 
assured  them  that  the  manufacturers  would  do  all  in 
their  power  to  further  their  interests. 

Mr.  Strudley.  in  his  little  talk,  was  very  witty,  and 
he  got  off  some  nice  little  points  at  the  expense  of 
some  of  his  confreres.  He  told  of  his  coming  to  Strat- 
ford from  Walkerville,  ten  years  ago,  and  he  thought 
retailers  could  profit  by  the  example  of  harmony  and 
system,  which  others  claimed  to  be  the  vogue  in  Strat- 
ford. 

Guy  Luke,  the  newly  elected  president  of  the  retail- 
ers' association,  made  a  plea  for  support  for  the  officers 
of  the  association.  "I  want  to  tell  the  manufacturers 
that  we  have  no  idea  of  finding  any  fault  particularly 
with  thera.  We  claim  we  have  a  few  grievances  which, 
we  hive  not  been  to  the  manufacturers  with."  He 
believed,  however,  that  a  round  table  conference  would 
smooth  out  most  of  the  difficulties.  He  made  a  plea  for 
a  combination  of  bi'otherly  love  among  the  manufac- 
turers and  the  retailers.  The  two  interests  he  held, 
had  been  apart  too  long.  The  retailers  expected  tiie 
manufacturers  to  "lay  their  cards  on  the  table"  in  the 
matter.  His  idea  was  to  have  the  retailors  confer  twice 
every  year.  Mr.  Luke  paid  tribute  to  the  worth  of  the 
furniture  manufacturers. 

Bugfbear  to  Business  Growth. 

The  mail  order  houses  were  severely  criticized  and 
(les'ci'ibed  as  the  svsteni  which  is  sucking  the  life  mit  of 


the  small  centres.  He  pictured  the  retailers  forced  out 
of  business  in  smaller  communities  bj^  the  mail  order 
houses.  "The  time  has  come,"  said  Mr.  Luke,  "when 
we  must  rise  up  in  opposition  and  demand  some  kind 
of  recomipense  or  tax  from  these  people  for  what  they 
ai-e  doing.  In  a  few  years  together  with  the  other 
trades,  we  are  going  to  demand  some  action  on  the  part 
of  the  Government." 

Speaking  on  behalf  of  the  committee  which  arrang- 
ed the  convention.  C.  N.  Greenwood  stated  that  had 
time  permitted,  manj^  more  delegates  undoubtedly 
would  have  been  present.  The  retailers  of  Stratford 
would  be  always  ready  to  welcome  them. 

"We  welcome  you  on  behalf  of  the  Chamber  of 
'Commerce  and  place  our  rooms  at  your  dispo.sal,"  said 
Mr.  J.  R.  Macdonald,  president  of  the  Chamber  of  Com- 
merce. He  congratulated  the  retailers  on  their  organ- 
ization and  declared  that  the  industrial  progress  of 
the  world  to-day  Avas  dxie  to  organization.  The  pro- 
gressive manufacturer  to-day,  he  asserted,  was  only  too 
glad  to  recognize  labor  unions  and  co-operate  with 
them.  Their  organization,  he  said,  was  one  of  the  best 
steps  that  could  be  taken,  as  a  community  with  no  or- 
ganization is  intensely  selfish.  The  time  is  coming,  he 
said,  when  organization  will  be  recognized  as  one  of 
the  underlying  principles  of  democracy. 

P.  J.  Kelly,  president  of  the  local  Retail  Merchants' 
Association  added  words  of  Avelcome  to  the  visitors 
and  congratulated  the  retailers  on  their  organization. 
He  pointed  out  how  adjustments  had  been  secured  in 
Government  orders  respecting  other  trades  through  or- 
ganization. 

After  a  vote  of  thanks  had  been  passed  to  the  manu- 
facturers for  their  hospitality,  the  gathering  dispersed 
with  the  National  Anthem. 


NOTES  ON  THE  BANQUET. 

Eddie  Bagshaw's  speech — "  Ab-so-lute-ly." 

The  choruses  were  fine.  Song  cards  had  been  dis- 
rributeil  at  the  tables  and  the  songs  went  off  with  a 
swing. 

Otto  Theis  sang  "Mother  Machree"  as  an  added 
number,  and  the  boys  liked  it  well. 

Charlie  Moore  at  the  piano  could  hardly  be  improv- 
ed upon. 

There  were  two  noisy  bunches  at  the  tables — travel- 
ers of  cour.se. 

"Throw  awav  voui-  hammer  and  blow  vour  horn." — 
H.  W.  Strudley.  ' 

"How  de  do,  Mr.  Luke,"  was  the  greeting  the  presi- 
dent received  when  he  arose  to  speak. 

His  story  of  the  taking  otif  of  an  inch  from  the  trous- 
ers by  the  Tailor's  Home  Circle  was  a  very  pointed  ex- 
ample of  co-operation. 

Mr.  Strudley's  welcome  to  the  O.H.U.  fitted  in  fine; 
but  why  did  he  leave  those  1G,000.000  gallons  back  in 
Walkerville. 

Pat.  Somiii(>rville  led  in  all  the  cheei's  of  (he  even- 
ing; and  Bert  Menzies'  tie  did  some  cheering,  too. 

The  Whitney  children  entertained  with  song  and 
daiice.  And  a  njimber  of  turns  fi'om-  the  local  theatre 
fillcfl  out  a  ,sj)leiuli(l  program. 
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REGISTERED  AT  STRATFORD  EXHIBITION. 


r 


HE  following'  firms  Miid  dealers  were  represented 
at  last  month's  furniture  exhibitions  at  Strat- 
ford: 


Janies  Ramsey,  Ltd,  Ed- 
monton. 

City  House  Furnishings  Co.. 
Montreal. 

Brett  &  Massoii,  Dunnville. 

W.  .1.  I.  Parsons,  Sarnia. 

Coltart  &  Son,  Chatham. 

Gilbert  Co.,  Picton. 

A.eker  Furniture  Co.,  Tor- 
onto. 

Geo.  Thompson,  Belleville. 

Melntyre  House  Furnish- 
ing Co.,  Ingersoll. 

Robt.  Simpson  Co.,  Ltd., 
Toronto. 

Broadfoot  Bros,  Moose  Jaw 

Graham  .!c  Eeid,  Edmonton. 

A  Laurin.,  Three  Rivers. 

Dale  Furniture  Co.  Toronto. 

Alberts,  Montreal. 

Acker     Furniture  Co., 
Guelph. 

Mr-Laren  &  Co.,  St.  Catha- 
rines. 

Kitchener    Furniture  Co., 

Kitchener. 
E.  .J.  Cole  Co.,  Woodstock. 
Sehreiter's,  Kitchener. 
Buckley 's  Furniture  Store, 

Niagara  Falls. 
Keene  Bros.,  London. 
MeNiven  &  York,  Guelph. 
Letter  &  Son,  Waterloo. 
C  L  Eedy,  Harriston. 
Cousins     &  Burlingham, 

Wallaceburg. 
MePherson     &  Bedford, 

Brandon. 
Graham  &  Reid,  Edmonton. 
H.  S.  Falls  &  Co.,  Simcoe. 
Cohen's    Furniture  Store. 

Gueljrh. 
Solomons,  ^Montreal. 
Henrj'   Morgan    Co.,  Ltd., 

Montreal. 
H.  P.   Labelle    Co.,  Ltd., 

Montreal. 
.N.  G.  V.aliquette  Co.,  Mon- 
treal. 

O.  Langlois,  St.  John. 
Paquet  &  Co.,  Quebec. 
Roulstowe   Bros,  Wetaski- 
win. 

.T.  H.  .Jackson,  Georgetown. 

Baldwin  &  Robinson,  St. 
Thomas. 

Chas.  Austin  Co.,  Ltd., 
Chatham. 

Smallman  &  Ingram,  Lon- 
don. 

T.  Eaton  Co.,  Toronto. 
P.  T.  Lcgare,  Quebec. 
Reinhorn     Fui-niture  Co., 

Saskatoon. 
Great  West  Furniture  Co., 

Regina. 
Wright  Furni-turc   Co.,  Pt. 

Arthur. 
Robinson  Co.,  Winnifieg. 
S.  A\prv,  Caledonia. 
Xoden,  Hallett  &  Johnston, 

Toronto. 
Echenberg      Bros.,  Sher- 

tirooke,  Que. 
C'ousins    &  Burlingham, 

Waliaceburg. 
Trafford     Furniture*  Co., 

London. 


G.  A.  Allen,  Avlmer. 
L.  A.  Ball,  St."  Marys. 
Anilerson  &  Co.,  St.  Thomas 
G.  W.    Jackson,  Leaming- 
ton. 

G.  W.  Robinson  Co.,  Ham- 
ilton. 

IMcKillop    &  Melntyre, 

Briim]iton. 
J.  ('.  Locke,  Ridgetown. 
Messrs.  ^Minoker,  Picton. 

C.  H.  Pennington,  Norwich. 
Pliijiljen  &  Sim])son,  Sarnia. 
Adams  Furniture  Co.,  Tor- 
onto. 

■J.  R.  Grant,  Granton. 

Keni]!  Furniture  Co.,  Am- 
herstburg. 

Johnston  &  Co.,  Acton. 

A.  F.  Steele  &  Son.,  Forest. 

T.  C.  Watkins,  Ltd.,  Ham- 
ilton. 

A.  M.  Souter  &  Co.,  Hamil- 
ton. 

Owen  Sound  Furniture  Co., 
Owen  Sound. 

J.  G.  Henry,  Ltd.,  Sudlniry. 

Greene  Furniture  Co.,  Ham- 
ilton. 

D.  H.  Bernhardt,  Walker- 
ville. 

Ontario  Furniture  Co.,  Lon- 
don. 

M.  E.  Long  &  Co.,  Brant- 
ford. 

G.  H.  Rumball,  Merlin. 

W.  T.  Box  &  Co.,  Seaforth. 

J.  .Jackson,  Arkona. 

Chas.  Haskett,  Lucan. 

W.    B.    Jennings,  St. 
Thomas. 

P.  G.  Wilcox,  Waterford. 

F.  L.  Wilson,  Toronto. 

F.  C.  Burroughes  Co.,  Tor- 
onto. 

Xova  Scotia  Furniture  Co., 
Halifax. 

Washington   &  .Johnston, 
Toronto.  • 

Lemont  &  Son,  Frederic- 
ton. 

Goodwins,  Ltd.,  Montreal. 
Chas.    Duncan    &  Son., 

Brantford. 
flondrick    &  Eidt, 

ton. 

A.  E.  Everett,  St. 

Baum  &  Brody,  Windsor. 

Walker  &  Son',  Seaforth. 

Leslie's,  Winni.peg. 

F.  W.  Morton,  Wilkie. 

Murray-Kay  Co..  Toronto. 

M.  S.  Glassco,  Hamilton. 

Northway-Rush  Co.,  Till- 
sojiburg. 

X.  L.  Brandon,  St.  Marys. 

f.  Dreisingcr,  Elmira. 

R.  McMane,  Milverton. 

Eug.  .Julien,  Quetjec. 

\.  Comstock,  Peterboro. 

A.  F.  Hawke,  Grimsby. 

Brander-Morris  Co.,  Hali- 
fax. 

Wightmans   Furniture  Co., 

Fort  William. 
Xational     Furnitni'e  Co., 

Toronto. 


Milvcr- 


.John. 


HEARD  AT  STRATFORD  EXHIBITION. 

Alderman  Frank  Gift'ord.  recently  elected  to  civic 
honors,  was  very  busy  pu.shing  Stratford  as  well  as 
Farquharson-Gififord  line. 

"Jeft""  knocks  them  all  cold  in  euchre.  Geo.  Jelfries 
of  McLaren  &  Co..  St.  Catharines,  Ont.,  hadn't  played 
euchre  for  over  a  year,  but  inflicted  repeated  trimmings 
on  those  brave  enough  to  go  into  the  ring  with  him. 

Frank  Trebil,  owing  to  failure  to  get  the  Kindel  Air 
Service  in  operation  between  factory,  showroom  and 
Imperial  dining-room  was  figuring  his  lost  motion. 
Frank  is  great  on  speed. 

Dunke  wanted  to  know  Avhen  Sti'atford  was  so  big, 
why  the  license  inspector  had  to  have  his  office  on  the 
same  floor  as  the  showroom. 


"THERE'S  A  REASON." 

Little  grains  of  sawdust,  little  strips  of  wood,  treated 
scientifically,  make  the  breakfast  food. — Bill  Beney. 


EDDIE  HAD  HIS  ANSWER  READY 

Said  the  waiter  to  a  noisy  card  party  in  the  Queen's 
Hotel,  Stratford,  during  the  recent  furniture  exhibi- 
tion, "I've  been  sent  to  ask  you  to  make  less  noise, 
gentlemen.  The  gentleman  in  the  next  room  says  he 
can't  read." 

"Tell  him,"  was  the  reply  of  Eddie  Bag.shaw,  "that 
he  ought  to  be  a.shamed  of  himself.  Why,  I  could  read 
when  I  was  five  vears  old." 


C.  N.  DOES  SOME  SHOPPING 

Chai'lie  Greenwood  was  very  busy  during  Exhibition 
week  at  Stratford,  so  busy  in  fact  that  he  couldn't  pro- 
perly attend  to  the  home  shopping.  Going  into  the 
.shoe  store  he  said  to  the  clerk,  "Tom,  T  want  a  pair  of 
button  shoes  for  my  wife." 

"This  way,  Charlie.    What  kind  do  you  wish?" 

"Doesn't  matter,  just  so  thev  don't  biittoji  in  the 
back." 


AB.  DUNKE  MAKES  A  HIT. 

Newton  Boyd's  little  boy  w-as  taken  to  see  the  Kindel 
Bed  Co.'s  display  at  Stratford  and  had  taken  every- 
thing in.  This  is  how  he  described  the  folding  Ches- 
terfields to  his  mother  after  listening  to  Ab.  Dunke 's 
talk:  "It  lays  down  at  night,  mamma,  and  stands  on  its 
hind  legs  in  the  davtime." 


STRATFORD  MANUFACTURERS'  DAILY 
LUNCH. 

A  feature  of  the  furniture  exhibition  at  Sti'atford 
was  the  daily  luncheon  served  by  the  manufacturers 
of  the  Classic  City  to  all  visiting  furniture  men.  This 
function  proved  exceedingly  popular,  and  when  deal- 
ers, manufacturers  and  travelers  got  their  legs  under 
the  big  round  tables  set  in  the  display  room  at  the  Tm- 
p(M-ial  Rattan  Co.'s  plant  there' was  always  said  some- 
thing profitable,  as  well  as  witty,  by  almost  everyone 
present. 

The  number  of  ladies  present  also  added  to  the  at- 
tractiveness of  this  worthyf  unction,  and  the  furniture 
manufacturers  of  Stratford  deserve  congratulations  on 
the  successful  cari'ying  out  of  this  daily  event. 


February,  J 920 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER 


33 


DEALERS  FORM  PROVINCIAL  ASSOCIATION 
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Ontario  Retailers  at  Stratford— Officers  chosen— Grievances  discussed— Affiliation  with  R.  M  A. 
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BOUT  sixty  retail  furniture  dealers  from  various 
parts  of  Ontario  asseinl)led  in  the  Queen's  Hotel, 
Stratford,  on  Tuesday  afternoonj  January  20,  for 
the  purpose  of  organizing'  an  association  to  further  the 
interests  of  the  retail  trade.    Invitations  to  attend  the 


GUY  LUKE.  Hamilton. 
Elected  President  of  the  Ontario  Retail  Funiilure 
Dealers'  Association. 

gathering  had  been  sent  out  by  Frank  Goodwin,  St. 
Thomas,  and  C.  N.  Greenwood,  Stratford,  as  temporary 
chairman  and  secretary.  It  was  felt  by  many 
dealers  that  thf  problems  confronting  the  re- 
tail fui-nituT-e  trade  of  'Canada  were  so  many  and 
varied  that  their  interests  could  be  best  served  by  hav- 
ing a  permanent  organization.  The  proposal  for  a  pro- 
vincial organization  was  endorsed  among  others  by  W. 
Coltart,  Chatham ;  E.  J.  Coles,  Woodstock ;  M.  E.  Long, 
Rrantford  ;  Norman  Keene,  London,  and  0.  T.  John- 
ston, Toronto. 

"While  at  present  the  project  is  more  or  less  confined 
to  Ontario,  it  is  planned  to  spread  the  seed  broadcast 
throughout  the  Dominion,  with  the  ultimate  idea  of  for- 
ming a  Dominion  Association.  The  meeting  was  har- 
monious throughout  in  its  general  tone  and  there  was  a 
predominant  desire  on  the  part  of  the  i-etailers  to 
smooth  out  some  of  the  differences  which  have  cropped 
up  between  them  and  the  manufacturers,  that  the  two 
interests  shoxild  get  together,  place  all  their  cards  on 
the  table,  and  work  in  harmony  and  co-operation. 

At  the  opening  of  the  proceedings  an  election  of  offi- 
cers took  place  with  this  result:  Guy  Luke,  Hamilton, 
president;  N.  H.  Keene,  London,  secretary;  and  an 
executive  composed  of  C.  N.  Greenwood,  Stratford; 
Frank  Goodwin.  St.  Thomas;  W.  J.  Parsons.  Sarnia  : 
and  B.  Burroughs,  Toronto.  The  meeting  was  an  en- 
thusiastic one. 

The  new  executive  met  the  following  day  and  are 
taking  up  the  matter  of  affiliating  with  the  R.M.A.  as 
a  (li.strict  section. 


CAREER  OF  THE  PRESIDENT. 

Born  at  Oshawa,  Out.,  Guy  Luke,  as  a  youth  worked 
in  a  grocery  store  for  a  short  v/hile.  He  left  home  when 
18  years  old  and  eventually  landed  in  Toronto,  where 
he  was  employed  Avitli  the  J\Ietropolitan  Housefurnish- 
ing  Co.,  located  at  that  time  at  185  Queen  Street  West, 
and  conducting  a  credit  furniture  store. 

After  three  years'  service  in  their  warehouse  Guy 
was  promoted  to  the  collecting  staff,  being  in  this  posi- 
tion for  16  3'ears.  At  that  time  changes  Avere  being 
made  in  the  management  of  their  branch  at  Hamilton. 
Mr.  Luke  was  appointed  manager  there  and  also  for 
the  Niagara  Peninsula.  After  .several  years  of  service 
he  started  in  business  for  himself  in  a  small  store  at  12 
York  Street,  Hamilton.  After  seven  years  on  York 
Street  he  moved  to  67  and  69  King  Street  West,  where 
after  three  years  the  store  was  enlarged  by  taking  in 
71  and  78  King  Street,  next  door. 

In  1918  the  Iloodless  Furniture  Co.  retired  from 
business,  and  Mr.  Luke  took  ovei*  their  premises  also, 
thus  giving  this  firm  to-day  a  floor  space  of  62,000 
scjuare  feet  of  actual  floor  space,  besides  a  large  ware- 
house for  storage. 

S.  A.  Luke,  Ottawa  :  W.  A.  Luke,  Oshawa,  of  Luke 


('.  N,  URKENWOOD,  Stratford. 
Mi'iiilier  cf  the  K-xeciit ive,  who  utteiuled  to  preliminaries. 

Bros.;  IL  (i.  Ijiikc.  of  Toronto  Tloiisefuniishing  Co.,  are 
brothers  of  the  president  of  the  Ontario  Retail  Funii- 
tiire  Retail  Association. 


John   B.  Woodliall.  furnitui'e  dealer  at  Thedfr.rd, 
Out.,  has  sold  his  business  to  J.  Slingerland.  Mr.  Wood 
hall  has  been  appointed  treasurer  of  Lamhton  County 
iiiid  has  moved  to  Sai-nia,  where  he  has  bought  a  liome. 
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I  Standardizing  The  Retail  Trade  | 

i  By  A.  G.  BOX,  | 

I  President   of  Manitoba  Board  of  R.M.A.  | 
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I HAVE  been  re(|iiested  to  expr(>ss  my  opinion  on 
how  the  retail  trade  could  be  improved  to  meet  the 
serA'ice  now  demanded  by  the  public.  In  my  travels 
throughout  the  West  during;  the  past  number  of  years, 
I  have  more  and  more  realized  the  fact  that  many  of 
our  merchants  are  not  giving  ade([uate  service  owing 
to  lack  of  knowledge  of  the  lines  they  are  carrying.  Too 
many  enter  the  field  with  the  idea  that  merchandising 
is  sometliing  that  anyone  can  go  into  by.  merely  buying 
goods  with  the  idea  of  selling  them  again.  It  takes  the 
average  man  about  two  years  to  realize  that  he  should 
have  had  previous  experience  to  qualify  to  become  a 
merchant.  Times  have  changed,  a  man  cannot  go  into 
business  now  the  same  as  he  could  twenty  years  ago 
and  make  a  success  of  it.  The  public  know  as  much 
about  retail  prices  as  the  merchants  themselves,  con- 
sequently a  merchant  must  continuously  Avatch  the 
markets  to  see  that  his  purchases  are  right. 

Business,  if  properly  conducted,  requires  knowledge, 
experience  and  continuous  training.  Merchandising 
involves  study  and  practical  application.  Retailing 
requires  men  qualified  to  serve  the  public  in  the  vari- 
ous lines  represented.  It  is  not  enough  that  a  man  have 
a  little  money.  He  should  be  a  trained  man  in  the  line 
which  he  proposes  to  carry. 

I  am  convinced  that  standards  should  be  established 
for  each  line  of  the  retail  trade.  What  I  mean,  is  that 
a  man  should  have  certain  qualifications  before  he  is 
allowed  to  enter  the  retail  field.  He  should  be  re- 
quired to  have  a  knowledge  of  the  merchandise  he  pro- 
poses to  sell.  He  should  know  how  to  keep  a  record  of 
his  business.  He  should  be  required  to  pass  a  simple 
examination  set  by  a  trade  commissioner  assisted  by  an 
Advisory  Committee  in  each  line. 


FACTORS  IN  MAKING  SALES. 

It  has  been  learned  that  there  are  three  great  factors 
in  salesmanship — the  salesman,  the  customer  and  the 
article  to  be  sold,  but  the  greatest  of  these  is  the  sales- 
man. 

The  customer  tactfully  dealt  with  is  a  profitable  cus- 
tomer. 

It  is  not  advisable  to  lie  to  a  customer,  but  it  is  well 
to  lay  to  him. 

What  the  customer  thinks  is  not  always  what  yoa 
think  he  thinks.    Think  it  over. 


LET  CLERKS  DO  A  LITTLE 

Too  many  dealers  are  imbued  with  the  idea  that  they 
must  do  everything  if  it  is  to  be  done  properly,  and,  ac- 
cordingly, we  find  them  taking  up  valuable  time  look- 
ing after  work  that  could  just  as  well  be  done  by  a 
clerk.  They  take  up  time  looking  after  small  unimport- 
ant details  that  might  be  devoted  to  more  important 
things  that  would  increase  sales  and  make  more  profit 
for  the  store. 

It  is  just  such  men  who  are  constantly  complaining 
that  they  cannot  get  clerks  who  take  an  interest  in  the 
business.  The  truth  of  the  matter  is  that  they  do  not 
give  clerks  half  a  chance  to  get  interested.  They  will 
not  intrust  emi)loyees  with  any  work  that  they  can  man- 
age to  find  time  to  do  them.selves.    What  they  would 


do  if  they  were  in  charge  of  a  really  big  business  it  is 
difficult  to  say.  It  is  one  sure  thing,  that  if  they  desir- 
ed to  succeed  they  would  have  to  give  clerks  a  chance 
to  do  a  little.  Maximum  progress  in  any  store  is  best 
secured  by  this  policy. 

FURNITURE  FACTORY  AT  PACIFIC  COAST,  B.C. 

A  factory  for  the  manufacture  of  furniture  Avill  short- 
ly be  in  operation  in  New  Westminster  and  will  be 
Jtnown  as  the  Westminster  Furniture  Manufacturing 
Co.  It  is  the  intention  of  the  company  to  utilize  native 
hardwoods,  chiefly  maple  and  birch,  and  it  is  believed 
there  will  be  every  opportunity  to  compete  with  the 
large  furniture  manufactures  now  imported  from  the 
Eastern  Provinces.  The  factor*.'  will  be  started  first  on 
a  small  scale,  entirely  financed  by  the  directors  of  the 
comi)any,  no  outside  capital  being  asked  for. 


TALKING  SHOP. 

"Life  is  a  hard  grind,"  said  the  emery  wheel. 
"It's  a  perfect  bore,"  said  the  auger. 
"It  means  nothing  but  hard  knocks  for  me,"  sighed 
the  nail. 

"You  haven't  so  much  to  go  through  as  I  have,"  put 
in  the  saw. 

"I  can  barely  scrape  along,"  complained  the  plane. 
"And  I  am  constantly  being  sat  upon,"  added  the 
bench. 

"Let's  strike,"  said  the  hammer. 
"Gut  it  out,"  said  the  chisel. 
And  all  was  silent. 


STORE  POLICY  OF  AN  EFFICIENT  DEALER. 

1.  This  store  will  get  a  sufficient  miargin  over  the  cost 
of  floing  business  on  everything  it  sells,  or  it  will 
stop  selling  it. 

2.  This  stove  realizes  that  its  profits  are  paid  to  it 
for  service  rendered  to  customers.  Therefore,  it 
shall  be  our  policy  to  give  the  best  possible  ser- 
Aice,  in  order  to  increase  our  profits  as  much  as 
possible. 

3.  As  our  customers  rely  largely  upon  our  advice  in 
making  purchases,  we  will  handle  only  those  goods 
we  honestly  believe  to  be  the  best  for  them,  even 
though  we  could  make  a  slightly  larger  profit  on  a 
similar  article. 

4.  We  will  not  handle  any  line  of  goods  that  is  not  in 
harmony  with  this  policy.  We  are  now  selling  the 
highest  grade  of  merchandise  this  community  will 
purchase,  and  it  will  bo  our  purpose  to  increase  this 
standard,  until  people  realize  the  greater  econoiny 
of  highest  grade  products. 

5.  When  wo  need  help  we  will  get  the  best  lo  be  had. 
We  will  pay  clerks  what  they  are  worth  in  our 
business.  We  will  not  try  to  get  the  most  service 
for  the  least  compensation,  for  we  realize  that  we 
cannot  improve  our  service  in  that  manner. 

6.  We  will  not  guess  about  our  proBt.  We  will  know 
at  the  end  of  each  month  just  how  much  money  we 
have  made  or  lost.  We  will  make  it  our  business 
to  know  the  profit  on  each  article,  and  if  that  article 
is  not  sufficiently  remunerative,  we  will  cease  sell- 
ing it. 

7.  We  will  set  aside  a  certain  percentage  of  our  sales 
for  advertising.  We  will  employ  our  best  talents  to 
expend  this  money  so  that  it  will  bring  the  maxi- 
mum results.  We  will  use  it  to  tell  the  public  in- 
teresting things  about  our  business  and  things  inter- 
esting to  them. 

8.  We  will  haudls  an  ad\'crtised  line  when  we  consci- 
entiously believe  that  it  offers  the  best  service  and 
use  to  our  customers  and  not  before.  We  will  not 
handle  an  advertised  line  that  does  not  net  this 
store  a  reasonable  jirofit. 
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PROFITABLE  USE  OF  ADVERTISING  SPACE 
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How  to  secure  style  plus  individuality  in  your  newspaper  advertising — Some  striking  example 
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By  C.  H.  BROOKS. 
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ONLY  a  few  years  ago  most  merchants  had  to  be 
"sold"  on  advertising'.   To-day  Avith  the  constant 
-    growth  of  the  idea,  the  problem  is  more  one  of 
"How  to  Advertise." 

There  are  many  forms  of  advertising.  All  are  good, 
depending  upon  their  being  used  in  the  right  manner, 
at  the  right  time.  But  the  object  of  this  article  is  to 
drive  home  certain  facts  about  small  space  advertising. 

Newspaper  advertising  is  the  most  effective  way  of 
getting  your  message  before  the  greatest  number  of 
potential  prospects,  at  the  minimum  expense.  So  vast 
and  varied  are  the  forms  and  styles  of  ncAvspaper  ad- 
vertisements, and  so  many  are  the  problems  involved  in 
the  construction  of  text  and  arrangement  of  announce- 
ment to  appear  in  the  papers,  that  to  the  average  deal- 
er they  present  an  unsolvable  riddle. 

However,  b3^  following  these  suggestions  readers  will 
be  guided  toward  an  easy  solution. 

Every  dealer  advertises  for  a  definite  purpose — or 
should.  It  may  be  to  sell  appliances  or  some  sort  of 
service  or  energy,  or  all  three.  Before  he  builds  the 
"style"  of  his  advertising  appeal,  the  purpose  of  that 
advertising  must  be  settled.  For  instance,  if  the  pur- 
pose is  to  secure  salesmen, 
you  Avonld  hardly  expect  to 
use  the  same  style  of  display, 
text  and  picture  that  you 
would  in  selling  irons.  The 
purpose  usually  conditions 
the  size  and  makeup  of  the 
advertisement. 


Individuality  in  Advertise- 
ments. 

"The  style  is  the  thing." 
Style  it  is  that  determines  the 
kind  of  copy,  the  illustration, 
the  type-face  to  be  used,  and 
the  arrangement  of  all  these. 
An  advertising  expei't  sum- 
ma  I'i/.ed  it  as  follows:  "Pre- 
pare an  advertisement  to 
force  the  attention  of  the  rea- 
der, to  impel  action.  The  pur- 
po.se  of  an  advertisement 
.should  be  "To  be  seen,"  "To 
be  read,"  "To  be  believed," 
"To  be  remembered." 

Construction  of  advertise- 
ments that  lack  the  above 
(|ualifications  is  usually  due  to 
inattention  on  the  ]iart  of  tlic 
advertiser.  Too  often  the  ful- 
vei'tiser  depends  upon  an  in- 
capable "somebody"  in  his 
employ,  or  \ipon  outside 
sources  to  get  the  results.  Do 
not  depend  too   much  uj)on 


■)  beyond  ihcir  rcieh.  Out 


Furniture  at  Prices  that  Remind  You  of  Old  Times 


ACKER  FURNITURE  COMPANY 

236-238  OANFORTH  AVE.  Phone  C«rr.  2447  Cor.  ARUNDEL  AVE. 


-  lUST  YOU  T«y  ACK£fi3  ONC£ 


simple  stylo  of  udvertiscmeiit  used  coiitiuiumsly 
tliis  'I'drmitd  firm,    will    in  time  work  iij 
giMKl  rcKulai-  liUKinoss, 


your  printer  to  interpret  your  desires.  The  aver- 
age newspaper  compositor  has  little  time  to  devote 
to  making  up  an  advertisement.  Therefore,  speeify  the 
style,  especially  at  the  beginning  of  your  advertising 
campaign.  Once  you  have  a  satisfactory  general  style 
of  advertisement  (arrangement,  etc.)  he  can  follow 
that  composition  in  all  later  advertisements. 

Toronto  Dealers  Advertising. 

The  profitable  use  of  small  advertising  space  is  illus- 
trated by  the  use  a  certain  Toronto  dealer  makes  of  his 
space.  This  dealer  gave  the  following  method 
he  adopts  in  placing  and  writing  advertisements : — 
"Unless  3^ou  have  something  specific  to  offer,  such  as  a 
special  bargain  in  a  particular  article,  I  believe  in  mak- 
ing up  my  advertisements  to  have  plenty  of  white 
space  and  to  use  as  big  type  as  possible.  " 

"Advertising  of  the  kind  I  have  adopted  is  of  an 
accumulative  nature.  You  can't  trace  direct  results. 
The  man  who  spends  $100  in  advertising  and  expects 
to  get  $200  within  a  shoi't  time  is  expecting  too  much." 

Advertising  is  a  means  of  selling  something.  The 
printed  word  is  used  instead  of  the  spoken  one.  Every 
salesman  has  an  "approach  that  he  uses  on  a  prospect. 

  It  may  be  ' '  good  morning, ' '  or 

may  be  "good  morning"  or 
"how  is  your  baby" — then  he 
follows  this  up  with  his  sales 
talk.  The  same  holds  good  in 
advertising.  The  heading  and 
possibly  first  paragraph  of 
your  advertisement  is  the  in- 
troiluetoiy :  it  is  the  opening, 
the  thing  that  will-  get  inter- 
est. Then  the  text  story  is 
supposed  to  clinch  the  sale. 
Every  advertisement  is  a 
story — a  sales  story.  The 
trouble  with  inexperienced 
advertisement  Avriters  is  that 
they  try  too  often  to  be  too 
"difiPerent,"  too  "clever,"  to 
say  "unusual"  tilings.  The 
result  is  that  their  copy  is  as 
unsuccessful  as  the  salesman 
who  depends  tor  his  results 
upon  Fr^ak  stunts,  back-slap- 
l)ing,  or  A'ldgar  stories. 

One  snecessful  dealei"  epi- 
tomized his  success  as  an  ad 
veriisei'  as  follows:  "I  adver 
tise  rrgulaj'ly  and  continuous- 
I  try  to  write  as  T  talk — 
simply  iind  to  the  point.  T 
wril(>  my  headlines  as  though 
T  wfi-i'  writing  a  sign-post  and 
trv  to  give  my  copy  the  de- 
sciiptiveness  of  a  night-let- 
tei'gi'am — and  1  never  exagger- 
ate or  misstate, ' ' 


■,t  the  rruny  dollars  you 
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Good  Advertising  Reduces 
Selling  Expense 
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People  do  not  like  to  be  fooled — and  it  is  not  easy  to 
fool  them,  either.  As  a  rule,  the  merchant  who  at- 
tempts to  deceive  is  the  only  person  Avho  gets  fooled, 
says  a  bulletin  from  the  national  vigilance  committee  of 
the  Associated  Advertising  Clubs. 

As  a  striking  example  of  the  kind  of  practices  which 
should  not  be  followed  in  retail  advertising,  the  vigil- 
ance committee  refers  to  a  recent  bulletin  issued  by 
the  Advertising  Club  of  Baltimore.    "Many  of  our 


three  parts,  each  individual  part  is  included  in  the 
number  of  pieces  to  the  set  as  if  it  were  a  complete 
cooking  utensil  in  itself.  This  is  regarded  by  the 
vigilance  committee  as  an  extremeh^  misleading  method 
of  advei'tising,  and  if  the  advertiser  Avho  has  indulged 
in  this  practice  would  refer  to  manufacturers'  cata- 
logues he  would  find  that  he  does  not  buy  these  articles 
as  two  pieces,  as  a  saucepan  and  cover  are  catalogued 
and  billed  as  one  complete  utensil,  likewise  the  double 
boiler.  The  practice  if  continued  is  a  sure  means  of 
destroying  the  greatest  asset  of  business,  public  confid- 
ence, and  we  hope  that  the  practice  will  be  eliminated." 


The  publishers  of  The  Youth's  Companion  have  sent 
to  everv  subscriber  a  calendar  for  the  new  vear.  The 
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•FeBRuaRY'FaRnrruResaue- 


This  IS  the  inau;^uration  of  our  Great  Annual 
Furniture  Exposition  when  price  gives  way  be- 
fore volume  of  sales— when  values  given  are  far  below  those 
usijally  your  opportunity  to  get  in  any  similar  event, 

-  Some  of  this  furniture  has  been  acquired  specially  for 
this  event  under  conditions  that  permit  us  to  give  you  unpre- 
cedented advantages.   Other  pieces  and  sets  have  been  taken 


Five  of  These  Sets— Three  Pieces  Mahogany 

Roclccrs 


Irom  the  best  selections  in  our  regular  stock -the  furniture 
whose  style  and  quality  you  know—and  all  are  being  laid 
before  you  at  this  great  February  Sale. 
Everything  must  go. 

Quantities  of  manufacturers'-samples— purchased  at  less 
than  factory  price— are  included  m  this  big  sale.  They  are  too 
numerous  to  mention  and  too  low  priced  to  miss. 

Solid  Fumed  Oak  Divancttc 


h  upbolileral  seat  and  top  rail.  Vulut 
Sppcinlly  PnM<l  [or  d'C  OQ 
Fnit  Day  Pebruarr  Sale  90.tJ0 


This  Beautiful  Dining  Room  Set 


Brown  Art  Sp&nisb,  uphotslcred  Epring  s 

n  be  immediately  and  e 
loubic  spring  bed.  complete  with  thick  mattress  g 
Positively  only  10  to  sell.  Value  $35.00,  for 


How  Mimtrcal  firm  goes  after  added  Februnry  business  tlirougb  udvertisiiis. 
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local  advertisers,"  says  this  report,  "have  in  the  past 
advertised  sets  of  aluminum  ware  and  in  quoting  the 
number  of  pieces  contained  in  the  set,  include  as  in- 
dividual pieces,  the  tops  of  cook  pots  and  saucepans. 
When  advertising  a  double  boiler,  which  is  made  up  of 


tablets  are  printed  in  red  and  dark  blue,  and  besides 
giving  the  days,  of  the  current  month  in  bold  legible 
type,  give  the  calendar  of  the  preceding  and  succeed- 
ing month  iri  smaller  type  in  the  margin.  Tt  is  a  rich 
and  practical  piece  of  work. 
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Talking  Machines  in  the 

Furniture  Store 

SELL  GRAMOPHONES  IN  COUNTRY  STORES 
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How  a  Canadian  Furniture  and  Hardware  Company  make  sales — Interesting  their  community 
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BONTHRON  &  DRYSDALE,  of  Hensall,  Out.,  are 
furniture  and  hardware  dealers  who  believe  in 
selling'  anything  for  which  there  is  a  demand  in 
the  community.  Two  years  ago  they  decided  that  there 
was  an  opening  for  excellent  business  in  the  sale  of 
talking  machines  and  at  once  got  busy  and  tried  out 
their  idea. 

"It  was  a  good  move  all  right,"  said  James  Bonth- 
ron,  in  discussing  the  business.  "Last  year  we  sold 
over  one  hundred  machines  and  this  year  we  hope  to 
do  even  better." 

Right  here  it  might  be  mentioned  that  while  the  vil- 
lage of  Hensall  only  has  a  population  of  792  it  is  the 
centre  of  the  district  where  more  of  those  small,  deli- 
cious, white  onions  known  as  "Dutch  sets,"  are  raised, 
than  any  other  section  in  Canada.  Carloads  of  them 
are  shipped  every  fall  from  Hensall  to  all  parts  of  the 
Dominion,  and  in  return  many  suhstantial  cheques  are 
received.  Raising  onions,  however,  is  only  one  of  the 
pastimes  of  the  people.  There  are  any  number  of  fine 
farms  in  the  section  and  money  is  plentiful  in  the  town- 
.ships  around  Hensall.   A  further  evidence  of  this  is  the 


fact  that  almost  ninety  per  cent,  of  the  farmers  in  many 
sections  own  their  own  automobiles. 

Got  Quick  Results.  • 

So  much  for  the  prosperity  of  the  people.  Bonthron 
&  Drysdale  got  immediate  results  when  they  let  the 
people  know  that  they  had  gramophones  and  records 
to  sell.  Of  course  they  did  not  go  at  this  matter  in  a 
hit  or  miss  fashion.  Window  and  store  displays  of 
talking  machines  were  arranged  ami  then  these  were 
backed  up  by  consistent  advertising. 

Every  week  in  the  home  paper  Bonthron  &  Drysdale 
have  a  douWe  column  message  telling  about  tlie  stock 
they  have  to  offer  and  its  prices.  Gramophones  are 
featured  regularly  and  generally  an  attractive  illus- 
tration of  a  nice  looking  machine  is  shown. 

Here  is  the  wording  of  a  t.ypieal  advertisement: 

JUST  YOU  HEAR  THE  

Plays  All  Records  At  Their  Best 
We  Have  A  Splendid  Assortment 
To  Choose  From  NOW 
Prices  From  $25  to  $280. 
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M48  Chippendale  design 
and  M5  1  Adam— Two 
new  patterns  by  the  pho 
nograph  division  of  The 
McLagan  Furni  ure  Co., 
Stratford. 
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The  firm  did  not  run  just  one  announcement  and 
([uit.  The  first  ads.  brought  results  and  it  was  not  long 
until  the  firm  had  ([uite  a  number  of  machines  of  one 
size  and  the  other  out.  At  regular  intervals  they  told 
the  people  about  their  gramophones  and  their  records, 
and  they  continued  to  get  results. 

"Every  machine  we  sold  meant  a  lot  of  free  advertis- 
ing for  us,"  said  Mr.  Bonthron.  "The  owner  invited 
his  friends  in  to  hear  concerts,  and  it  wasn't  long  be- 
fore they  began  to  come  irito  the  store  and  inquire 
about  this  or  that  machine. 

Followed  Them  Up. 

"Of  course  we  not  oidy  followed  these  people  up 
closely  and  arranged  to  give  them  demonstrations  in 
their  homes,  but  we  got  in  touch  with  a  number  of 
other  prospects.  Selling  gramophones  in  some  cases  is 
often  a  ease  of  persistency.  If  you  get  a  prospect-  and 
follow  him  up,  you  get  him.  If  you  don't  follow  him, 
you  don't  get  him.  In  a  great  many  cases,  the  macliines 
simjily  sell  themselves.  We  find  that  people  in  general 
are  interested  in  music  and  the  wide  variety  of  selec- 
tions offered  by  the  gramophones  carries  a  wide  appeal. 
There  is  an  important  point  in  this  connection  in  selling 
records.  It  is  important  that  a  good  selection  be  kept 
on  hand  for  demonstrating.  It  is  equally  important 
that  before  one  commences  to  sell  records  that  he  find 
out  the  likes  and  dislikes  of  the  prospective  buyer.  In 
showing  off  a  machine  it  would  not  be  advisable  to  put 
on  a  jazz  band  piece  for  some  woman  or  professional 
man  who  likes  orchestra  or  violin  music.  It  is  an  easy 
matter  to  find  out  by  asking  a  few  questions  just  Avhat 
the  buyer  likes  and  it  makes  a  considerable  difference 
in  the  attitude  he  or  she  may  take  towards  the  machine. 
If  the}"  are  favorably  impressed  to  start  with  it  helps 
materially  in  closing  the  sale." 

Mr.  Bonthron  states  that  the  firm  finds  one  of  the 
best  methods  of  closing  sales  is  when  they  get  a  pros- 
pect to  either  deliver  a  machine  at  once  to  their  home 
on  three  or  four  days'  trial  or  liave  them  come  into  the 
store  and  select  the  style  of  machine  they  think  they 
would  like  best  and  then  let  them  have  it  on  approval 
for  a  few  days.  In  a  great  many  cases  the  machines 
never  come  back.  The  firm  is  planxiing  to  try  out  the 
idea  of  store  concerts  and  believes  that  good  results 
will  follow. 

"STAND  BY  YOUR  TRADE  PRESS " 

The  aboA^e  was  the  caption  of  an  article  which 
which  appeared  in  a  recent  number  of  the  official  bul- 


letin of  the  American  Furniture  Manufacturers'  Asso- 
ciation, and  we  commend  the  reading  of  the  article  to 
some  of  our  furniture  manufacturer's  who  apparently 
do  not  fully  appreciate  what  the  trade  journal  means 
to  business.    It  is  as  follows: 

"There  are  still  some  men  in  every  line  of  business 
who  think  that  a  trade  paper  is  a  necessary  evil  and 
support  it  because  they  do  not  want  to  take  a  chance  of 
incurring  its  animosity. 

"Those  who  subscribe  to  their  trade  journal  for 
that  reason  only  ought  to  cancel  their  .subscription  a+ 
once.  They  are  not  getting  any  benefit  from  it  under 
such  circumstances.  Furthermore,  they  do  desei*\'e  to 
be  on  the  mailing  list.  If  +hey  send  in  their  che(|Ut 
annually  because  they  simply  want  to  be  on  the  band 
wagon  they  are  nothing  more  than  syncopated,  camou- 
flaged pikers. 

"A  worthy,  reliable  trade  paper  is  a  great  asset  to 
any  industry.  There  are  several  in  the  furniture  busi- 
ness. Every  furniture  man  should  support  them  with 
both  his  subscription  and  his  advertising.  They  arc 
the  milestones  of  the  industry's  progress,  the  makers 
of  its  highway  to  success,  and  the  balance  wheels  of 
the  conflicting  interests  Avhieh  arise  at  times  in  spite  of 
efforts  to  avoid  them. 

"The  plane  of  its  commercial  standing  is  accurately 
reflected  by  the  character  of  the  trade  i)apers  in  every 
industry.  The  higher  the  class  of  men  in  the  business 
the  more  worthy  are  the  publications  which  represent 
it.  The  trade  journals  reflect  the  'make-up'  of  the 
very  industry  itself. 

"By  their  trade  journals  you  shall  know  them." 


CARD  INDEX  OF  NE'W  COSTOMERS. 

Keep  on  friendly  terms  with  your  possible  customers. 
The  furniture  merchant  in  the  simall  town  can  easily 
make  a  card  index  of  the  trade  and  pro.speets  in  his 
territory.  Send  the  customers  and  those  who  have  not 
yet  started  to  trade  Avith  you  a  letter  or  a  circular  oc- 
casionally. MsAl  them  reprints  of  your  advertisement.s. 
If  you  are  making  any  special  offers  these  should  be  in- 
cluded. If  they  come  to  you  for  some  article  your 
competitor  has  run  short  of.  do  everything  you  can  to 
accommodate  them. 

You  will  soon  find  that  your  trade  is  increasing. 
These  customers  will  appreciate  the  fact  that  you  keep 
them  so  well  in  mind,  and  Avill  try  to  .show  you  that 
the  attention  is  appreciated.  The  ca»rd  index  is  the 
simplest  form  of  remembering  to  invite  them  to  come 
into  the  store  and  look  at  furniture.  It  also  is  a  good 
record  of  the  different  mail  matter  you  have  sent  them. 
Besides  it  will  tell  you  whether  your  use  of  the  mail  for 
advertising  is  bringiiig  you  any  direct  returns.  It  will 
bring  good-Avill  at  any  rate. — ^Southern  Furniture  Jour- 
nal. 


It  is  questionable  if  the  poten^-ialities  of  the  phono- 
graph have  been  fully  realized.  It  was  an  extremely 
delicate  and  difficult  matter  to  convince  such  artists  as 
Patti,  Melba,  and  other  prominent  artists  of  the  possi- 
bilities of  the  phonograph,  as  likewise  it  was  PadereAv- 
ski,  Greig,  MoszkoAVski.  etc.,  in  regard  to  the  player- 
piano.  It  is  said  that  so  highly  are  the  i-ecords  of 
some  of  these  masters  valued  that  they  are  carefully 
stored  away  in  specially  constructed  vaults  in  Paris 
and  elscAAdiere  for  revelation  to  music  students  in  yeai's 
to  come. 


SEND  US  YOUR  WINDOW  DISPLAYS 

There  are  many  window  displays  being  put  in  by 

furniture  dealers,  every  month,  that  possess  a  good 
deal  of  merit-  It  is  unfortunate  that  other  dealers  do 
not  have  an  opportunity  of  admiring  and  securing 
pointers  for  many  of  these.  The  way  to  make  this 
possible  is  by  having  them  pho'tographed  and  seat 
along  to  The  Canadian  Furniture  World  for  repro- 
duction. In  this  manner,  reciprocity  in  ideas  of  win- 
dow dressing  can  be  carried  on  by  dealers  in  all  parts 
of  Candida. 

The  Canadia/]  Fui'niturc  World  solicits  jihoto- 
grajjhs  of  good  window  displays.  When  you  haA^e  put 
in  a  good  window,  ha\'e  a  photograph  taken  and  send 
it  along  to  us.  We  will  appreciate  it,  and  so  will  your 
brother  dealers  and  clerks  all  over  Canada.  This  is 
one  wa\'  in  which  you  can  contribute  to  the  general 
good  of  the  business  to  which  you  belong. 

4.<ldress  photographs  to  the  Editor,  The  Canadian 
Furniture  Wor^l,  '!2  C'olborne  Street,  Toronto. 
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A  THRIFT  REQUEST 

To  Our  Subscribers: 

About  your  subscription  receipt: — Instead  of  send- 
ing you  a  receipt  for  your  renewal  subscription,  we 
ask  you  to  watch  the  expiry  date  on  your  next  copy. 
By  it  you  will  see  your  remittance  has  been  received — 
it  will  be  advanced  accordingly. 
Thanking  you,  we  are 

Gratefully  yours,, 
THE  COMMERCIAL  PRESS,  LIMITED. 

32  Colborne  Street,  Toronto. 


Making  Capital 
of  Misfortune 


We  have  pointed  out  before  that 
the  dealer  who  is  inclined  to  look 
on  the  bright  side  of  things  can 
frequently  make  capital  out  of  misfortune.  A  run- 
away automobile  recently  demolished  the  plate  glass 
window  of  a  store ;  the  owner  converted  the  mishap 
into  a  smile-compelling  incident  by  placing  in  the 
window  a  placard,  "Automobiles  will  hereafter  please 
use  the  main  entrance." 


Advertising  Furniture  men  who  are  hesitating 

Did  it.  about  "casting    bread    upon  the 

waters"  in  the  form  of  advertising 
might  study  with  profit  the  following  excerpt  from 
an  exchange : 

Every  advertiser  who  hasn't  thoroughly  analyzed  advertis- 
ing as  a  business  proposition,  could  study  with  great  profit  the 
records  of  achievements  made  liy  the  Wm.  Wrigley,  Jr.,  Go., 
and  the  Coca  Cola  Company.  The  first  concern  started  in  with 
a  capital  of  ,$5,000  in  1891,  and  the  Coca  Cola  people  started  in 
1881'  with  a  capital  of  $1,000.  The  Wrigley  business  to-day  is 
worth  many  millions  of  dollars.  During  the  first  seven  months 
of  this  year,  for  example,  Wrigley  gum  sold  to  the  value  of 
over  $16,000,000  and  the  net  profits  for  the  same  period  ex- 
ceeded $3,000,000 — ^all  deductions  on  federal  taxes  being  made. 
The  stock  of  the  Coca  Cola  Company  is  in  excess  of  $."50,000,000. 
Earnings  per  year  amount  to  $5,2.50,000.  Both  of  these  pro- 
ducts were  popularized  by  advertising  in  various  forms,  and 
their  successes  simply  go  to  prove  that  advertising  is  the  great- 
est cons»truetive  force  known  in  the  building  of  any  permanent 
business. 


The  Proper 
Attitude  Towards 
Customers 


The  matter  of  the  proper  attitude 
towards  customers  is  a  problem 
that  is  worthy  of  considerable 
study.  Too  much  so-called 
"jollying"  of  customers  is  not  desirable  in  the  retail 
business.  Neither  is  it  well  for  the  dealer  to  be  too 
distant,  maintaining  an  over-precise  business  attitude 
in  his  dealings  with  customers.  There  is  a  happy 
medium  that  should  be  aimed  for  by  both  dealer  and 
clerk. 

A  merchant  known  to  tbp  writer  has  developed  an 
excellent  attitude  in  his  dealings  with  customers  that 
means  much  business  to  him.  Tt  savors  considerably 
of  "jollying,"  but  it  is  better  to  be  somewhat  inclined 
in  that  direction  than  overly  precise  and  formal. 


He  is  a  good  friend  to  all — on  quite  an  intimate  basis 
with  nearly  everyone  who  visits  his  store  anyway 
often.  It  is  not  unusual  for  him  to  say  to  a  customer, 
"Say,  I  have  something  here  that  you  will  be  interested 

in.     Come  here  till  I  show  you  these   , "  and  in 

this  way  he  induces  many  purchases. 

Frequently,  he  will  take  a  customer  about  the  store 
and  show  her  changes  he  has  made  or  thinks  to  make, 
just  as  if  she  should  be  deeply  interested  in  Avhat  he  is 
doing,  and  naturally  when  he  takes  her  into  his  con- 
fidence in  this  way,  she  does  become  more  interested  in 
the  store  and  what  it  is  doing. 

His  free  and  easy  manner  of  conversation  at  all 
times  coaxes  orders  out  of  customers  in  a  most  wonder- 
ful way. 

It  is  indeed  desirable  that  dealers  and  clerks  study 
the  proper  attitude  to  assume  towards  customers  to 
make  them  buy  the  most  goods. 

*    *  * 

Electric  The  shortage  of  coal  in  Canada 

Heating.  this  winter  is  a  very  decided  cer- 

tainty. The  sale  of  electric  heat- 
ing appliances  this  year  should  touch  the  high  water 
mark.  Electric  heating  at  present  is  confined  largely 
to  auxiliary  service  in  homes,  offices,  etc.,  that  is  to 
take  the  chill  off  during  cool  evenings  and  mornings,  or 
to  supplement  the  regular  heating  system  during  ex- 
tremely cold  weather. 

The  usual  heaters  for  this  purpose  consist  of  resist- 
ance wires  wound  on  suitable  supports,  either  with  or 
without  reflection  surfaces.  These,  being  light,  are 
portable  and  comparatively  cheap.  They  are  also 
practically  100  per  cent,  efficient  as  far  as  converting 
electrical  energy  into  heat  is  concerned.  They  may 
be  operated  at  high  temperature  or  at  a  glowing  heat 
or  at  a  low  temperature,  dependent  upon  design  and 
the  wishes  of  the  manufacturers. 

Furniture  dealens  can  help  solve  the  heating  prob- 
lems of  their  customers  this  winter  by  pushing  the  sale 
of  electric  heating  appliances. 


Co-operation  and 
Goodwill  Between 
Employer  and 
Employee. 


In  the  present  business  drive  it  is 
essential  that  all  in  the  store  give 
a  long  pull,  a  strong  pull  and  a  pull 
together  in  the  same  direction.  Re- 
ferring to  this  in  a  recent  issue  of 
the  "Commercial,"  Chas.  F.  Rennard,  president  Ren- 
nard  Shoe,  Ltd.,  Winnipeg,  said: 

The  man  at  the  head  of  a  business,  from  the  smallest  to  the 
largest,  is  struggling  to-day  as  never  before  with  the  big  prob- 
lems, that  mean  the  life  or  death  of  the  business  with  which  he 
is  connected,  due  to  higher  costs,  which  ties  up  more  ca]iital  and 
necessitates  increased  expenses  or  liabilities  all  down  the  line. 
Tn  order  to  meet  this  successfully,  it  is  necessary  for  him  to  de- 
pend on  his  co-workers,  whether  the  closer  ones  to  him  may  be 
termed  employers  or  employees  makes  no  difference.  I  find  as 
a  general  rule  that  he  is  able  to  get  this  co-operation  with  the 
miajority  of  his  employees,  pro\  iding  he  is  able  to  keep  in  close 
touch  with  their  interests  and  attention  in  carrying  on  to  the 
end. 


40 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER 


February,  1920 


gl'l'  IIIIIIIIKIIMIIIIMI  Illllllllll  lllllllllllllllllllllllllllilllMIIIIIIIIIIIIIIIIIIIIIMIIIII  IIIIIMIIIIIIIIIIII  I  Illlllll 

I        Furniture  Used  in  Spain  i 
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Canadian  Trade  Commissioner,  W.  McL.  Clarke,  has 
been  sending'  to  the  Department  of  Trade  and  Com- 
merce, Ottawa,  a  series  of  reports  on  trade  and  busi- 
ness conditions  in  Spain.  In  one  of  his  latest  reports 
he  has  this  to  say  of  interest  to  furniture  manufactur- 
ers and  dealers : 

Office  Furniture  and  Accessories. 

The  writer  was  struck  by  the  general  un-Canadian 
appearance  of  Spanish  business  offices  generally,  and 
of  sonie  of  the  leading  banking  and  industrial  offices  in 
particular.  In  fact,  the  neat  and  up-to-date  furnish- 
ed' office  is  the  exception  and  not  the  rule.  Modern 
office  equipment  is  therefore  not  to  any  appreciable  ex- 
tent ^^ti]ized.  In  Barcelona  and  Madrid,  however,  both 
American  and  Spanish  furniture,  the  latter  modelled 
on  that  from  the  United  States,  can  be  seen  in  a  few 
big  shops,  and  it  is  these  two  centres  that  the  principal 
business  in  such  lines  is  done.  The  Spaniards  use  a 
good  deal  of  native  furniture,  which  are  copies  of  old 
designs,  and  there  still  seems  to  be  a  reluctance  in  most 
(juarters  to  part  with  the- old-fashioned  system  and  in- 
stal  more  commodious  furnishings. 

Filing  cabinets  and  other  similar  office  devices,  al- 
most exclusively  of  wood,  are  also  on  sale,  and  are  com- 
ing into  more  general  use.  Steel  sections  and  acces- 
sories are  not  popular  becaiise  the  taritf  duty  and 
freightage  render  prices  comparatively  high. 

Loose-leaf  record  books  and  loose-leaf  filing  systems 
are  also  not  in  any  extensive  demand,  as  in  conformity 
to  Spanish  commercial  regulations,  business  houses 
keep  their  records  in  books  fully  bound,  folded  and 
paged,  a  method  which  is  supposed  to  prevent  any  c{is- 
honest  practice  iji  the  keeping  of  records  or  in  the  ex- 
hibiting of  misleading  documents  in  suits  of  laAV. 

Sewing  Machines. 

It  is  estimated  that  over  80  per  cent,  of  the  sewing 
machines  sold  in  Spain  are  made  in  the  English  fac- 
tory of  an  American  company.  A  few  other  types  are 
sold  to  a  very  limited  extent,  while  in  pre-war  days 
about  10  per  cent,  of  the  business  was  carried  on  by  the 
Germans.  The  custom  in  Spain  is  to  import  only  the 
machines  themselves,  and  erect  the  stands  and  frame- 
work in  the  country,  thei'eby  avoiding  very  heavy  cus- 
toms duties.  Sewing  machines  are  sold  both  outright 
and  on  the  hire  or  instalment  plan  of  so  many  pesetas 
per  month.  The  company  referred  to  have  built  up  a 
most  far-reaching  organization  of  their  own  through- 
out the  peninsula,  but  the  German  business  was  done 
by  wholesalers  who  had  the  woodenwork  made,  and 
sold  the  completed  machine  to  the  retailers  according 
to  their  demands.  Successful  competition  in  this  article 
would  be  extremely  difficult. 

Consequent  upon  the  gradual  reduction  in  German 
toy  arrivals,  the  Spanish  toy  industry,  already  con- 
siderably developed,  showed  signs  of  increasing  activ- 
ity, and  is  in  a  comparatively  good  position  to-day.  In 
fact  ,the  value  of  toy  exports  at  present  from  Spain  is, 
it  is  stated,  four  times  what  the  total  value  of  imports 
was  in  1914.  Not  only  are  Japanese  toys,  however,  seen 
in  tbo  shops,  but  it  is  believed  that  Germany  will  re- 
r  li'M'  T'lnii'T  |irr-(Miiiiiciicf'  in  this  trade. 


The  demand  at  present  is  most  insistent  for  mechani- 
cal and  Avooden  toys.  The  terms  in  this  trade  are  stat- 
ed to  be  generally  thirty  days,  or  2  per  cent,  di.scount 
with  cash. 

Musical  Instruments. 

There  is  a  growing  demand  for  all  kinds  of  de  luxe 
articles  on  the  part  of  the  Spaniards,  many  of  whom 
now  find  themselves  in  a  position  to  buy  such  gooas 
owing  to  the  fortunes  made  during  the  war.  Under  this 
de  luxe  heading  may  be  placed  pianos,  player-pianos, 
vietrolas.  gramophones,  etc.  The  Germans  had  the 
Spanish  piano  trade  under  control  in  pre-war  days, 
while  the  French  were  masters  in  phonographs  and 
similar  instruments.  Of  more  recent  years  the  player- 
piano  is  finding  acceptance,  and  those  seen  are  princi- 
pally of  American  origin.  The  writer  Avas  informed, 
moreover,  of  one  commercial  traveler  from  the  United 
States  who  returned  to  America  with  his  pockets  bulg- 
ing with  orders  for  vietrolas  after  a  month's  stay  in 
Spain.  This  but  indicates  the  general  tendency  to  have 
luxuries  in  Spanish  homes. 

Pianos  are  at  present  very  difficult  to  secure,  and  a 
good  business  could  undoubtedly  be  done  with  Cana- 
dian makes  if  the  matter  Avere  taken  up  energetically 
and  deliveries  could  be  assured.  Although  the  Ger- 
mans sold  mostly  a  medium-priced  upright  piano  Avith 
the  usual  candlesticks  attached,  yet  type  and  price  to- 
day do  not  seem  to  be  primary  considerations. 


ENLARGEMENT  OY    OILCLOTH  PLANT. 

Plans  of  a  very  extensive  nature,  and  involving  an 
outlay  of  approximately  -i^l.OOO.OOO,  are  announced  by 
John  Baillie,  on  behalf  of  the  Dominion  Oilcloth  and 
Linoleum  Co.,  Ltd.,  Montreal,  of  Avhich  Mr.  Baillie  is 
vice-pr'^sident  and  managing  director.  "We  are  go- 
ing to  make  our  plant  second  to  none,"  said  Mr.  Baillie, 
"and  Avhile  Ave  have  been  extending  and  making  im- 
provements to  the  plant  for  the  past  thirty  years  or 
more,  keeping  the  plant  up-to-date,  Ave  are  taking  ad- 
vantage of  the  ({uieter  times  to  prepare  for  the  future. 
At  the  pz-esent  time  it  is  A^ery  difficult  to  get  raAV  ma- 
terials, such  as  jute,  linseed  oil  and  cotton  fabrics." 

Increased  business  Avhich  has  been  secured  by  the 
firm  have  justified  them  in  making  forAvard  plans  on 
this  extensive  scale,  and  "before  another  year  is  over." 
continued  Mr.  Baillie,  "we  expect  that  there  Avill  be 
such  a  demand  for  the  material  we  make  as  to  have 
justified  the  increased  facilities  being  proAaded." 

The  plans  outlined  will  be  carried  out  at  the  works 
on  Parthenais  Street.  Actual  operations  are  expected 
to  begin  at  an  early  date,  and  this  Avill  depend  upon 
the  Aveather  conditions.  Plans  Avill  involve  the  replace- 
ment of  some  of  the  present  buildings,  AA'hich,  although 
kept  up-to-date  by  frequent  improvements,  Avill  give 
Avay  to  the  larger  plans  contemplated.  New  machinery 
and  equipment  Avill  be  added. 

While  the  company  plans  to  do  a  much  larger  busi- 
ness in  Canada,  and  Avhere  increased  demands  are  ex- 
pected for  oilcloths,  linoleums,  etc.,  an  export  trade 
Avil]  be  developed  in  due  time. 


WAKE  UP,  CANADA ! 

Canadians  must  Avake  up  to  foreign  trade  chances, 
says  Lloyd  Harris,  chairman  of  the  Canadian  Trade 
Mission,  in  an  appeal  to  his  felloAV  citizens  to  realize 
their  opportunities  and  to  Avork  aggressively. 
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The  Canada  Bed  Co.  has  been  registered  at  Toronto. 
The  White  Musical  Co.,  Montreal,  has  been  register- 
ed. 

J.  B.  Larose,  Jr.,  matti'ess  manufacturer,  Hull,  Que., 
is  dead.  * 

The  Regent  Piano  &  Phonograph  'Co.,  Montreal,  has 
been  registered. 

H.  W.  Glady  Upholstering  Co.,  Waterloo,  Out.,  has 
been  registered. 

P^ire  damaged  the  plant  of  the  Dominion  Glass  Co.,  at 
Toronto,  recently. 

Brown  &  Roebuck  House  Furnishing  Co.,  Toronto, 
has  been  registered. 

The  Victoriaville  Fui-niture  Co.,  Ltd.,  Victoriaville, 
Que.,  has  been  registered. 

Rosemount  Phonograph  Shop  and  Record  Exchange, 
Montreal,  has  been  registered. 

Arthur  Leblanc  &  Co.,  manufacturers  of  school  desks, 
have  been  registered  at  Montreal. 

Peerless  Phonographs,  Ltd.,  Toronto,  has  an  Ontario 
charter,  with  a  capital  of  $40,000. 

A.  A.  McLaren's  musical  instrument  store  at  Wiar- 
ton,  Ont.,  was  damaged  by  fire  recently. 

The  Waterloo  Furniture  Co.  are  enlarging  their 
plant  to  take  care  of  increased  business. 

R.  M.  Paterson,  furniture  and  hardware  dealer  at 
Luseland,  Sask.,  is  retiring  from  business. 

L.  J.  Bourgette,  wholesale  dealer  in  phonographs  at 
Montreal,  has  had  his  business  registered. 

The  De  Luxe  Upholstering  Co.,  Ltd.,  Kitchener,  has 
been  incorporated  with  a  capital  of  $50,000. 

H.  J.  Beuglet  has  sold  his  furniture  and  auto  acc^-s- 
soi'ies  business  at  Tilbury,  Oiit.,  to  Wm..A.  Kaler. 

Doherty  Pianos,  Ltd.,  Clinton,  Out.,  have  been  sold  to 
the  Sherlock-Manning  Piano  &  Organ  Co.,  of  London. 

The  Bonne  Entente  Co-operative  Association  has 
been  incorporated  with  a  capital  of  $10,000  at  St. 
Charles,  Ont. 

C'has.  I.  Puffer  has  sold  his  furniture  and  under- 
taking business  at  Norwood,  Ont.,  to  R.  L.  Peacock,  of 
Toronto. 

R.  W.  Burgess  has  been  appointed  selling  representa- 
tive in  the  Montreal  district  for  the  McLagan  line  of 
phonographs. 

The  ti-ade  of  fJanada  incrpascd  during  the  last  nine 
months  of  1919  over  $.!1 ,000,000  as  compared  with  tlie 
same  months  in  li)lS. 

Ed.  Henry,  the  popular  furniture  dealer  of  Thames- 
ville.  Out.,  was  elected  chairmau  of  the  School  l5oard  at 
its  inaugural  meeting. 

Peerless  Phonograj)hs,  Ltd.,  Toronto,  has  been  incor- 
porated with  a  capital  of  $40,000,  to  make  and  deal  in 
phonographs  and  supplies. 

Eri  Whale.v,  president  and  general  manager  of 
Whaley,  Royce  &  Co.,  Ltd.,  Toronto,  died  at  his  home, 
after  a  lontj'  illncs.s  a  fpw  d>iA^ 


The  W.  F.  Vilas  Co.,  Ltd..  Cowansville,  Que.,  has  been 
incorporated  with  a  capital  of  $500,000,  to  manufacture 
furniture,  fittings  and  wood  products. 

The  B.  &  B.  Furniture  Co.,  Ltd.,  with  a  capital  of 
$50,000,  has  been  incorporated  at  Kitchener,  Out.,  to 
manufacture  wood  and  metal  furniture. 

The  National  Storage  and  Packing  Co.,  Ottawa,  sus- 
tained a  loss  of  nearly  $200,000  when  their  furniture 
storage  warehouse  was  destroyed  by  fire  recently. 

The  Dale  Furniture  'Conii)a]iy,  Toronto,  has  been 
granted  a  permit  for  the  erection  of  a  $50,000  brick 
warehouse  at  107  McGill  Street,  near  Church.  The 
building  will  be  a  three-story  structure. 

A  frame  building,  owned  and  occiipied  by  A.  Abra- 
hansom  and  used  as  a  furniture  factory,  sitiiated  at 
605  DufPerin  Avenue,  Winnipeg,  Avas  destroyed  by  fire 
reeentlj'.  Estimated  loss,  $1,800.  Insurance  carried, 
$1,200. 

British  toy  makers  are  said  to  be  swamped  with  or- 
ders. The  outlook  for  this  line  is  most  encouraging. 
Some  manufactiarers  are  thinking  of  exhibiting  at  the 
Leipzic  Fair,  which  "should  give  tbe  Germans  some- 
thing to  think  about.'" 

Messrs.  Thornton,  Perkins  and  Mogridge,  who  have 
for  several  years  carried  on  the  upholstering  and  cabi- 
net-making business  known  as  the  Salter  Co.,  at  Ed- 
monton, Alberta,  have  changed  their  business  name  to 
Thornton  Perkins  &  Co. 

The  two-story  factf)r3'  of  Dombrowski  Brothers,  Ltd., 
furniture  manufacturers,  situated  at  the  coriier  of  St. 
Dominique  and  St.  Francois  Streets,  Quebec  City,  was 
damaged  by  fire  lately.  Cause  unknown.  ■  Estimated 
loss,  $2.000;    Insurance,  $1,500. 

The  Ontario  Spring  Bed  and  Mattress  Company, 
London,  have  recently  purchased  the  building  formerly 
occupied  by  the  London  Foundry  Company.  After  ex- 
tensive alterations  have  been  completed,  the  Company 
expect  to  occupy  the  new  premises  about  March  15. 

Furniture  dealers  at  Moncton,  N.B.,  should  do  a  big 
business  this  year,  as  according  to  report  there  is  every 
indication  that  1920  will  see  a  splendid  building  year 
here.  The  past  twelve  months  were  a  record-breaker, 
there  haying  been  no  less  than  435  permits  issTied, 
amounting  approximately  to  $8,000,000. 

H.  C.  Koehler  and  L.  Bunck,  two  employees  with 
Snyder  Bros.,  Waterloo,  were  .  recently  presented  by 
the  firm  with  gold  watches  in  token  of  their  long  as- 
sociation with  the  company,  the  former  27  years  and 
the  latter  21  years.  The  occasion  was  a  dinner  tender- 
ed the  sales  and  executive  staffs  by  the  company. 
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I    High-Grade  CHESTERFIELDS  j 

I  Re-Uphoistering  to  the  Trade  1 

1  SPECIAL    ORDER    WORK  1 


Life  Long  Furniture  Co., 


Ingersoll,  Ont. 
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EFFICIENCY 

W rite  us  for  free 
dernonttration 


is  the  doorway  to  net  profits.  The 
Robertson  Socket  Head  Wood 
Screw  assures  efficiency.  Used 
by  nearly  ail  leading  furniture 
manufacturers,  etc. 


P.  L.  Robertson  Manufacturing  Co.,  Limited 

MILTON    -  ONTARIO 
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I       The  Trained  Sales  Force  j 
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FOR  a  great  number  of  years,  in  fact  up  until  tlie  last 
few  years  niereiiants,  as  a  class,  have  failed  to  ap- 
preciate the  value  of  a  well-trained  sales  force. 
During  these  days  the  success  of  the  retail  store  depends 
very  largely  upon  this  one  phase  of  the  business.  It 
is  through  the  selling  force  the  merchant  must  meet  the 
problem  of  increasing  cost  of  operation  and  the  de 
creasing  percentage  of  profit.  And  while  the  salesman 
has  always  been  a  paramount  factor  in  the  conduct  orf 
any  retail  business,  never  before  has  he  come  into  such 
iinportance  as  to-day. 

It  has  always  been  said  that  the  clerk  can  make  or 
break  the  store,  but  never  in  the  history  of  business 
was  this  more  true  than  to-day.  Yet,  in  view  of  this 
fact,  how  strange  it  is  that  the  opportunity  to  help 
them  "make"  the  store  has  been  so  long  overlooked. 
Dealers,  as  a  whole,  have  been  the  longest  in  realizing 
this  fact. 

Have  Schedule  for  Clerks  to  Work  By 

Every  duty  Avhich  has  to  do  with  the  business 
should  be  set  down,  such  duties  as  trimming  the  win- 
dow, washing  the  show  eases,  putting  up  the  orders, 
tying  up  goods  ready  for  sale,  getting  out  good.s  for 
putting  on  the  shelves,  etc.  After  you  have  a  list  of 
each  and  every  kind  of  work  that  must  be  performed 
in  your  store  during  the  day,  then  plan  the  time  at 
which  they  can  be  done  the  most  conveniently.  As- 
sign each  clerk  to  certain  specific  duties  and  give  them 
to  understand  that  you  will  hold  them  responsible  for 
these  duties  being  done  correctly  and  on  time.  The 
doings  of  these  duties  will  need  to  be  planned,  having 
in  mind  at  all  times  the  work  of  Avaiting  upon  trade 
and  putting  up  orders — these  two  items  are  ones  which 
we  cannot  regulate,  therefore  our  system  of  manage- 
ment should  be  flexible  enough  so  that  they  may  he 
taken  care  of  without  interfering  with  the  other  duties. 

Eliminate  Lost  Motion. 

The  next  thing  to  be  done  is  to  study  the  arrange- 
ment of  the  store,  so  as  to  eliminate  all  lost  motion  in 
performing  these  duties.  Is  it  necessary  for  the  clerks 
to  do  a  lot  of  unnecessary  running  around  to  Avait  upon 
trade  or  in  putting  up  an  order?  See  that  everything 
is  placed  handy  so  that  each  clerk  can  Avait  upon  his 
customer  and  put  up  his  orders  in  the  very  shortest 
period. 

MORE  DONT'S  FOR  FIRE  PREVENTION. 

Don't  neglect  to  have  the  chimney  flue  cleaned  once 
a  year. 

Don't  have  lace  curtains  in  vicinity  of  gas  jets. 

Don't  leave  holes  in  the  flooring,  walls  or  ceiling. 
These  enable  fires  to  travel  throughout  the  building 
when  once  started. 

Don't  use  celluloid  or  similar  substances  near  any 
flame,  gaslight  or  match.  They  are  dangerously  in- 
flammable and  likely  to  cause  fatal  fires. 

Don't  have  short  gas  brackets  or  place  them  close  to 
woodwork  or  near  curtains.  Every  gas  jet  should  be 
j)roteoted  by  a  glass  globe  or  wire  cage.  Swinging  or 
folding  brackets  are  never  safe. 

Don't  pour  gasoline  or  naptha  down  the  drain. 
V  11  'i  r,n  the  irronnrl  if  you  must  f/et  rid  of  it.  One 
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feet  of  explosive  vapor.  One  gallon  has  substantially 
the  power  equal  to  88  2-3  lbs.  of  dynamite. 

Don't  set  kitchen  or  heating  stoves  close  to  "\vood- 
work.  Put  a  metal  shield  behind  the  stove.  Leave  a 
little  air  space  behind  the  shield.  Bright  tin  is  the 
best  protector  if  not  placed  right  up  against  the  wood- 
v/ork. 

Don't  use  small  gas  stoves  on  wooden  tables.  Place 
metal  protector  under  them.  Be  careful  in  using  gas 
stoves,  especially  in  lighting  the  oven,  and,  if  the  meat 
or  grease  take  fire,  shut  of¥  the  gas  and  throw  salt,  not 
Avater,  on  the  flames. 

Don't  look  for  a  gas  leak  Avith  a  lighted  match  or 
candle.   You  might  suddenly  find  it — to  your  sorroAv. 

Don't  leave  doors  of  heaters  or  kitchen  stoves  open 
unless  you  provide  a  Avire  screen  or  net  to  catch  live 
coals  AA'hich  may  drop  out. 

Don't  tamper  with  or  extend  electric  Avires;  employ 
an  electrician. 

Don't  keep  gasoline  other  than  in  airtight  metal  cans 
painted  red. 

Don't  fail  to  Avarn  children  of  the  dangerous  bon- 
fire. 

Don't  have  storage  closets  under  stairways.  Fires  in 
these  places  cut  of?  your  main  exit. 

Don't  store  oils,  paints,  grease  or  fats  in  the  house. 
Keep  them  outside  if  possible.  If  you  have  such 
things  on  hand,  put  them  in  a  metal  box  Avith  a  lid  on 
it. 

Don't  put  in  the  ash  barrel  such  articles  as  greasy 
paper,  oily  rags  or  waste  Avhich  has  been,  used  to  Avipe 
machinery.  Such  articles  may  cause  fires.  Burn  these 
things  immediately  after  use. 


STORE  AND  WINDOW  DRESSING  DETAILS. 

The  little  details  in  store  decoration  are  of  inestim- 
able A^alue  in  obtaining  a  sufficiently  sti'iking  effect. 
Both  in  AvindoAV  display  and  in  interior  display,  the 
little  toiieh  of  home-likeness  AA'hich  takes  the  look  of 
"store"  off  the  arrangement  of  the  furnitiire  to  be 
sold  is  the  one  essential  touch  to  make  it  irresistibly  at- 
tractive. To  aid  in  obtaining  this  effect,  the  dealer 
uses  many  articles  not  strictly  in  his  line.  He  must  haA-e 
,rugs,  draperies,  lamps,  AA'hether  he  sells  them  or  not,  in 
order  to  shoAV  off  the  beauties  of  his  furniture  to  ad- 
vantage. He  also  uses  small  va.ses,  doilies,  dresser 
scarfs  and  even  dishes  and  sih'erAvare,  or  toilet  articles 
on  the  dressing  tables,  to  show  hoAv  the  furniture  Avill 
look  in  the  home.  And  it  is  infinitely  more  attractive 
in  this  kind  of  setting  thaii  in  the  old  Avay  of  shoAving 
roAvs  and  roAvs  of  tables,  then  rows  and  roAvs  of  dress- 
ers, and  so  on.  There  still  must  be  roAvs,  but  the  break 
in  the  formal  line,  Avhere  a  suit  is  displayed  or  Avhere 
a  room  is  fitted  up,  does  much  to  sell  the  goods. 


ONE  OF  BERT'S  LATEST. 

Bert  Menzie,  on  one  of  his  recent  weekly  visits  to 
Hamilton,  called  into  Green's,  and  AAdiile  Availing  to  see 
tlie  buyer  noticed  a  young  lady  Avandering  aimlessly 
i-ouiul  the  store.  She  happened  to  drift  into  the  de- 
pa  I'tment  Avhere  blankets  Avere  sold.  Roll  after  roll 
was  spi'ead  out  before  her,  but  she  listlessly  asked  for 
more. 

"Oh,  Avell,"  she  said  at  last,  as  she  rose  to  go.  "I 
really  don't  Avant  to  buy  any;  I  Avas  merely  looking 
foi'  a  friend." 

"Pray  Avait  a  moment,  madam.'"  said  the  assistant 
suavely;  "there  is  still  one  more  blanket  on  the  slielf. 
and  oerhans  vour  friend  is  in  that." 
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NEW  ORGAN  FACTORY  AT  WOODSTOCK. 

F.  R.  Warren,  senior  member  of  the  Warren  and  Son 
Organ  Co.,  Limited,  Woodstock,  Ont.,  is  authority  for 
the  statement  that  the  newly  organized  company  have 
sold  $53,000  of  their  capital  stock  and  are  in  a  position 
to  eomi^lete  negotiations  with  the  city  relative  to  the 
retjuirements  of  the  by-law  which  was  carried  by  the 
electorate  last  December.  By  this  by-law  the  new  com- 
pany was  to  receive  a  loan  from  the  citj^  of  $30,000  re- 
payable in  20  annual  instalments.  None  of  this  money 
was  to  be  paid  over  to  the  company,  however,  until 
they  had  sold  $20,000  worth  of  stock  and  had  deposited 
the  money  to  their  credit  in  a  local  bank. 

Mr.  Warren  also  states  that  the  company  has  all  of 
its  preparations  in  hand  relative  to  the  i-enovating  and 
remodelling  of  the  Woodstock  Lumber  Co.  building,  on 
Rathbourne  Avenue,  which  they  have  purchased,  and 
that  the  work  of  getting  the  factory  into  shape  for 
manufacturing  operations  will  be  commenced  early  in 
February.  The  company  has  sufficient  orders  on  hand 
for  theatre  organs  to  keep  it  busy  for  a  year  or  more 
without  accepting  more  business.  They  will  employ 
about  75  hands  just  as  soon  as  the  new  factory  is  ready 
for  operation. 


moor  mattresses  in  1909.  Two  years  later  he  entered 
into  the  furniture  business  and  built  up  a  flourishing 
trade,  establishing  a  large  store  on  Montcalm  Street 
under  the  direction  of  J.  T.  Lemay,  who  has  charge  of 
his  interests. 

Last  winter  he  was  stricken  with  rheumatism.  In 
November  a  leg  was  amputated  in  an  attempt 
to  save  his  life.  He  never  recovered  from  the 
shock,  however,  and  steadily  sank,  until  he  passed 
away  at  his  home,  94  Montcalm  Street.  He  was  mar- 
ried in  1889  to  Miss  Clarence  Sauriol,  by  whom  he  is 
survived.  Three  children  blessed  the  union,  Antonio, 
Archange  and  Gabriel,  all  at  home.  Messrs.  Joseph 
and  Domina  Larose  are  brothers,  and  Mrs.  Josephine 
Gauthier,  a  sister.  The  funeral  took  place  from  his  late 
residence  to  Notre  Dame  church,  Hull,  and  was  largely 
attended  by  representatives  of  the  Sr.  Joseph  Society 
of  Canada  and  the  Hull  lodge  Knights  of  Columbus,  of 
which  he  Avas  a  member. 


HULL  FURNITURE  DEALER  DEAD. 

Jean  Baptiste  Larose,  Jr..  a  prominent  merchant,  ot 
Hull,  and  one  of  its  most  progressive  citizens  died  re- 
cently, after  an  extended  illness.  The  late  Mr.  Larose, 
who  was  forty-eight  years  of  age,  was  born  in  Hull 
where  he  received  his  education  at  Notre  Dame  Col- 
lege. The  son  of  the  late  F.  X.  Larose,  he  was  engaged 
in  business  with  his  father  as  wood  merchants,  but  re- 
liiKjuished  this  to  take  up  the  manufacture  of  Oster- 


BRUNSWICK  PLANT  AT  WOODSTOCK. 

According  to  word  received  by  the  President  of  the 
Woodstock.  Ont.,  Board  of  Trade,  from  officials  of  the 
Brunswick  Canadian  Products  Co.,  Ltd.,  it  is  the  in- 
tention of  that  fii'm  to  commence  building  operations 
at  Woodstock  city  just  as  soon  as  arrangements  on  the 
part  of  the  city  and  the  company  can  be  completed. 
The  company  is  already  getting  its  plans  into  shape. 
It  is  expected  that  the  company  will  commence  build- 
ing operations  just  as  soon  as  the  weather  conditions 
will  i^ermit  and  that  the  buildings  v/ill  be  in  shape  to 
start  the  maniifaeture  of  phonographs,  records,  etc.  in 
the  city  early  next  fall. 


imiii'jitn'finfiiiiiiriiimjiiiiiiiiMiiriiiir 


Notice  to  Upholsterers 

We  are  now  in  a  position  to  supply  manufacturers 
with  a  High-Grade  Felt  made  in  our  own  plant  at 
Toronto,  from  absolutely  pure  raw  stock. 

In  Three  Qualities 

STANDARD     MARSHALL  REGAL 


WRITE  FOR  SAMPLES 


Marshall  Ventilated  Mattress  Co.,  Limited 

Chicago,  111.  TORONTO,  CAN.  London,  Eng. 
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I  Canadian  Feather  and  Mattress  Co.  | 
I  Annual  Banquet  | 
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THE  place  held  by  the  anmial  baiKiuet  of  the  Cana- 
dian Feather  &  Mattress  Co.,  Toronto,  in  the 
estimation  of  the  managers  of  sales  farces  of  the 
loading  fnrnitnre  stores  of  Toronto  was  proven  in  con- 
vineing  fashion  this  year.  Abont  150  men,  composed  al- 
most entirely  of  representatives  from  the  selling  staff.s 
of  Toronto  retail  fnrnitnre  stores  gathered  on  Tnesday 
evening.  January  20th  in  the  Carls-Rite  Hotel  and  en- 
joyed the  splendid  Innnpiet  served  and  listened  to  the 
messages  of  good-will  extended  by  officials  of  the  Cana- 
dian Feathei'  k  Mattress  Co.,  and  by  representatives 
of  the  ontstaiidiiig  stores. 

Mr.  Smith,  knov/n  the  country  over  as  the  "man  be- 
hind'' this  comj^any,  acted  as  toastraaster.  His  cheery 
friendliness  and  his  felicitous  introduction  of  each 
speaker  ivas  in  itself  a  contributing  factor  in  making 
tliis  ban(piet  one  to  be  long  remembered  with  pleasure. 

Mr.  Lowe,  presidoit  of  the  company,  Mr.  Stevens, 
manager  of  the  Toronto  company,  and  Mr.  Hardy,  man- 
ager of  the  Ottawa  company,  extended  greetings  to  the 
guests,  and  Mr.  Cummings,  of  the  Canadian  Mattress 
Felt  Co.,  Mr.  Bissell  of  the  Adams  Furniture  Co.; 
Messrs.  Scott,  Shellhoni  and  New,  of  the  T.  Eaton  Co. ; 
Mr.  Burroughs,  of  the  Borroughs  Furniture  Co. ;  Mr. 
Andrews,  of  the  Robert  Simpson  Co.;  Mr.  Johnston,  of 
Washington  and  Johnston;  Mr.  Yolles  and  Mr.  Acker, 
representing  their  OAvn  stores,  in  turn  expressed  their 
appreciation  of  the  bigness  of  the  company  in  giving 
this  annual  ))an(|uet  so  that  the  retail  trade  might  get 
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closei-  together.  Particular  empliasis  was  laid  by  .sev- 
eral of  these  speakers  on  the  fact  that  the  company  did 
not  make  use  of  the  occasion  to  "boost"  their  own 
goods,  but  had  in  mind  quite  evidently  the  bigger  mo- 
tive of  bringing  the  trade  together  in  such  an  enjoyable 
way. 

Mr.  Shelllioi'n  suggested  that  the  furniture  .sales 
staffs  ef  the  city  'Avould  be  wise  if  they  took  the  tip 
fjom  the  Canadian  Feather  and  Mattress  Co.  and  sup- 
plemented this  annual  bancpiet  by  the  formation  of  an 
association  oi'  club  v/here  men  engaged  in  selling  furni- 
ture could  meet  and  discuss  their  work  and  develop 
their  knowledge  of  fnriiiture  and  of  selling. 

This  suggestion  of  i\Tr.  Shellhorji's  was  amplified  by 
Mr.  McKinnon  of  the  Canadian  Furniture  World,  who 
was  privileged  to  speak.  He  particularly  counselled 
that  at  a  time  when  there  was  so  much  unrest  and  mis- 
understanding in  the  world,  business  men,  Avhether  em- 
ployers or  employees,  should  sti-ive  in  every  wav  to  get 
"the  other  fellow's'"  point  of  view.  In  short  the  great 
need  of  the  world  to-day  was  the  old  fashioned  golden 
rule,  "to  do  unto  the  other  fellow  what  we  would  have 
him  do  unto  us."' 

At  the  conclusion  of  the  speaking  Mr.  Johnston,  of 
Washington  and  Johnston,  called  for  three  cheers  for 
Mr.  Smith  and  his  associates  and  they  were  given  in 
light  royal  manner. 


FURNITURE  DEALERS  EMPLOYEES  DANCE. 

Over  two  hundred  employees  of  the  Adams  Furni- 
ture Co.,  with  their  wives  and  sAveethearts,  came  to- 
gether for  the  annxial  tea  party  a  short  while  ago  The 
immense  fifth  floor  of  the  store  was  used.  Dancing, 
progressive  euchre  and  other  amusements  were  indulg- 
ed in.  A  large  section  of  the  young  folks  were  motor- 
ed out  to  High  Park,  where  skating  Avas  enjoyed.  Then 
they  returned  to  join  in  the  dancing.  At  the  supper. 
General  Manager  R.  S.  Coryell  presided,  and  promised 
that  the  next  party  would  be  in  the  new  Yonge  Street 
Store. 


FAMILY  "WIPED  OUT  BY  STARVATION. 

M.  White,  a  member  of  the  Dominion  House  Furnish- 
ings Company,  Brantford,  has  learned  of  the  fate 
which  overtook  his  family  at  Bialystok,  Poland,  from 
Avhom  he  had  received  no  communication  since  the  Avar 
opened  in  1914,  His  father,  S.  White,  a  naturalized 
Canadian  citizen,  Avas  caught  in  his  former  home  by 
the  outbreak  of  the  Avar,  and  he,  a  brother,  S.  White, 
the  latter 's  Avife  and  five  children  and  a  brother-in- 
law,  all  died  of  starvation,  for  though  AA-ell-to-do,  the 
Germans  had  taken  all  their  property  and  they  Aver*^ 
left  to  starve.  Shoes  there  Avere  now  $300  a  pair,  cloth- 
ing could  not  be  secured,  and  food  Avas  exceptionally 
scarce,  potatoes  bringing  -$14  a  bushel. 


A  Avell-knoAvn  judge  dined  recently  at  a  West  End 
hotel,  Avhere  the  man  Avho  takes  care  of  the  hats  is  cele- 
brated for  his  memory  about  the  OAvnership  of  head- 
gear. 

"How  do  you  knoAV  that  is  my  hat?"  the  judge  ask- 
ed, as  his  silk  hat  Avas  presented  to  him. 

"I  don't  knoAv  it,  sir,"  said  the  man. 

"Then  Avhy  do  you  give  it  to  me?"  insisted  the  be- 
wildered judge. 

"Because  you  gave  it  to  me,  sir,"  replied  the  man. 
Avithout  moving  a  muscle. 
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PHONOLA  (Organola) 

The  great  success  of  the  Phonola  is  due  to  the  wonderful  reproduction  of  every  sound — not  a  whisper  or  a  tone  is 
lost — voice,  violin,  piano  or  band  Phonola  records  are  also  a  part  of  the  dealer's  proposition — all  the  hits  when 
they  ara  in  big  demand,  rendered  by  leading  singers,  instrumentalists,  and  bands.  A  descriptive  pamphlet  and  our 
dealer's  proposition  mailed  on  request. 


The  Phonola  Company  of  Canada,  Limited 

Elmira  and  Kitchener,  Ontario,  Canada 
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PRESENT  INDUSTRIAL  WORLD  UNREST 
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Restricted  output  one  cause  of  high  prices — Loafing  a  crime — Get  to  work,  the  advice  of  an  expert 

^IINIIMIIIIMIIIMMIIMIIMIIIMIMIIMIIIIIIIMIMIMIIMIMIMIMIMIMIIMIMIMIIMIMIIIIMII  MMIMIIIIIMIMIIIIIIIIIIIIIIIMIMIIIIIIIIIIIIIIIMIMIIIIIIIIIMIIIIII>llillllllllllMIIMIMIMIIIIIIIIIMIMIMIllllMlllilllMlinilMI^   Mill, 1  11  Iliullllli 


Uiis  article  was  written  l)y  Ole  Hai'son.  former  mayor  of  Seattle, 
who  created  much  stir  when  he  rounded  up  the  "Reds"  in  that  city. 
He  has  since  been  makinir  a  campaign  advocating  the  deportation  of 
all  "Reds' '  from  h.is  cuuiitry,  and  the  absolute  necessity  of  work  going 
ahead  full  i>last.  so  that  with  full  bins  and  full  warehouses  the  high 
cost  of  living  may  be  cut  down.  Written  specially  for  readers  in  the 
United  States,  there  is  so  much  similarity  to  conditions  prevailing  here 
that  Canadians  would  do  well  to  read  this  article. 

DURING  the  past  few  weeks  I  have  visited  many 
parts  of  the  United  States,  and  in  every  State  I 
found  practically  identical  conditions.  Labor 
was  in  ever  increasing  demand  everywhere  and  was 
asking  and  receiving  increased  compensation. 

In  each  State  visited  there  was  much  complaint 
made  as  to  restricted  jjroduction.  Employers  stated, 
and  many  employees  admitted,  that  a  full  day's  work 
was  not  being  performed  by  the  workmen.  In  tbe 
West,  the  same  crowd  of  men  produced  one  thousand 
feet  of  logs  four  j^ears  ago,  now  produce  but  six  hun- 
dred feet.  Hours  have  been  shortened  and  work  in 
general  has  slowed  up.  The  time  where  tbe  employer 
dictates  anything  apparently  has  passed  and  to-day  he 
considers  himself  very  fortunate  if  he  can  get  anyAvhere 
near  an  even  break. 

There  is  no  compulsory  idleness.  Men  who  want 
work  can  get  it.  The  job  is  not  held  sacred  any  more. 
If  you  quit  your  job,  you  have  but  to  go  next  door  to 
secure  another.  Labor  controls,  dictates,  regulates 
and,  to  a  great  extent,  rules.  There  has  seldom  ever 
been  a  greater  scarcity  of  labor  in  our  country  than  at 
present.  Almost  everywhere,  everyone  that  wants 
work  not  only  can  get  work,  biit  iisually  can  get  the 
kind  of  Avork  wanted. 

A  Universal  Unrest. 

And  yet  I  found  a  universal,  great  unrest.  I  found 
no  contentment,  no  happiness,  no  peace.  Better  con- 
ditions, better  wages,  and  shorter  hours  have  not  cured 
the  unrest.  On  the  trains,  in  all  depots,  in  the  hotel 
lobbies,  in  the  work.sbops,  all.  or  nearly  all,  are  com- 
plaining and  finding  fault. 

Everyone  seems  to  be  prosperous ;  hotels  are  filled  to 
overcrowding ;  thousands  are  traveling  who  never 
traveled  before;  motor  cars  are  sprinkled  as  thick  in 
Oklahoma  as  in  Chicago,  probably  more  so ;  prices 
everywhere  are  very  bigh,  and  yet — everyone  seems  to 
have  funds  to  purchase,  even  at  the  present  unprece- 
dented prices. 

In  the  country  districts  there  is  an  absolute  labor 
famine.  Farmers,  ranchmen,  and  so  forth,  wait  around 
the  corners  and  solicit  workers  and  pay  prices  Avhich, 
but  a  short  time  ago,  would  have  spelled  comparative 
wealth  to  the  workers. 

Banks  are  filled  with  money,  credit  is  easy,  the  stores 
are  crowded,  people  are  working,  but  still  there  is  a 
condition  of  discontent,  and  everywhere  I  went  I 
found  emphatic  proof  that  law  and  order  were  in  dis- 
repute ;  that  while  private  rights  were  upheld  by  a  few, 
in  the  main,  private  rights  met  with  nothing  but  ridi- 
cule. Merchants  talked  of  unrest  and  demanded 
greater  profits;  Avorkers  talked  of  unrest  and  demanded 
moi-e  wages  and  greater  control  of  indu.stry;  bankers 
deplored  conditions  and  declared  larger  dividends — 
r^yorvono.  it  seemed.  Avanted  the  otber  felloAV  to  quit 


raising  prices,  but  no  one  that  I  met  neglected  to  raise 
his  ante  at  every  plausible  opportvmity. 

It  seemed  to  me  to  be  an  unreal,  unnatural,  abnor- 
mal condition.  One  well-known  manufacturer  could 
not  understand  the  persistent  and  continuous  demands 
for  more  Avages  on  the  part  of  his  employees.  He  could 
not  understand  hoAV  such  things  could  be. 

The  Cost  of  Living. 

I  asked  him  what  he  thought  fixed  the  scale  of 
Avages.  He  said  it  Avas  his  thought  that  the  agitators 
were  responsible.  I  asked  him  if  the  agitators  had  any- 
thing to  do  Avith  the  price  of  bacon,  eggs,  shoes,  and  so 
forth.  He  stated  that  their  continuous  forcing  a  rise 
in  Avages  Avas  reflected  by  a  continuous  rise  in  prices. 
He  did  not  know  Avhen  it  Avould  stop. 

I  talked  with  one  labor  leader,  known  all  over  the 
country.  He  deplored  the  unrest,  and  claimed  it  Avas 
caused  by  the  high  cost  of  living,  but  said,  "It  only 
profits  labor  temporarily  to  raise  the  .scale  of  Avages.  A 
rise  in  the  scale  of  one  industry  brings  about  ^  rise  in 
all  industries,  and  in  just  a  little  AA'hile  our  ^8  per  day 
purchases  the  same  as  $7  did,  sixty  days  ago.  We  are 
as  anxious  to  return  to  normal  as  the  employers  and  the 
public  are,  but,  to  tell  a'ou  the  truth,  Ave  don't  knoAV 

hOAV." 

Many  haA'e  asked  hoAV  it  is  that  labor  is  almost  con- 
sistently able  to  demand  and  receive  more.  All  kinds 
of  explanations  are  given,  but  the  main  reason  is  sel- 
dom spoken  of,  and  that  is  that  the  old  laAv  of  "supply 
and  demand"  is  functioning  at  the  old  stand.  Labor  is 
A'cry,  very  .scarce  in  the  civilized  Avorld,  and  when  any- 
thing is  scarce,  if  it  is  a  needful  thing,  its  A'alue  rises 
naturally. 

The  late  Avar  Aviped  out  a  great  many  millions  of  men 
and  to-day.  Avith  our  labor  troitbles  settled,  we  Avould 
have  no  difficulty  AA'hatever  in  dominating  the  trade  of 
the  Avorld.  Ea'cu  to-day,  despite  the  high  wages  and 
the  sabotage  of  restricted  production,  we  can  manufac- 
ture most  things  cheaper  than  any  other  eoxintry  on 
earth.  This  is  so,  first,  because  Ave  have  such  an  enorm- 
ous supply  of  natural  resources  to  draAV  from,  and. 
secondly,  because  our  Avorkers  Avere  not  buried  on  the 
fields  of  battle.  We  lost  some — too  many — yet  in  com- 
parison Avith  foreign  countries,  our  losses  Avere  com- 
paratively small. 

Figures  mean  but  little  to  most  of  us,  and  yet  AA-hen 
Ave  realize  that  Avith  the  ordinary  birth  rate.  England 
cannot  regain  her  population  of  1914  short  of  ten 
years;  Germany,  short  of  fifteen  years;  Italy,  short  of 
thirty-three  years,  and  that  poor  France  cannot  hope 
to  regain  her  population  inside  of  sixty-six  years,  we 
can  all  see  Avhat  a  terrible  calamity  has  OA^ertaken  the 
countries  across  the  Avater. 

This  Aviping  out  of  the  thinkers  and  toilers  in  foreign 
lands  has  made  the  demand  for  goods  from 
this  side  of  the  ocean  mount  higher  and 
higher  as  the  bins  and  Avarehouses  haA'e  been 
emptied.  To-day,  a  distinct  labor  shortage  exists  even 
in  America,  as  Avell  as  in  Europe. 

What  has  brought  this  condition  about?   In  the  first 
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place  immigration  materially  decreased  during  the 
vears  of  the  war.  Tn  1913,  1,197,892  aliens  came  to 
America:  in  1914,  1,218,480;  in  1915,  326,700;  in  1916, 
298,826;  in  1917.  295,403  ;  in  1918,  110,618.  During  the 
last  five  years,  including  1919,  we  have  sufiPered  a  net 
losis  of  about  5,000,000  who,  under  ordinary  circum- 
stances, would  have  come  to  the  United  States  or  Can- 
ada. 

This,  coupled  with  the  fact  that  about  4,000,000  of 
our  youngest  and  best  were  in  the  army  and  navy  and 
that  back  of  them  were  several  million  more  who  left 
the  occupations  of  peace  and  in  one  way  or  another 
worked  at  war  industry,  explains  not  only  our  present 
shortage  of  stored-up  goods,  but  also  explains,  in  a 
measure,  why  to-day  we  are  producing  less  than  under 
nonnal  peace  conditions. 

Canada  and  the  United  States. 

Let  us  estimate  that  14,000,000  workers  either  lost 
their  lives  or  Avere  crippled  beyond  repair  in  the  war, 
and  one  can  readily  see  that  this  great  labor  shortage 
in  Europe  would  create  a  goods  shortage  even  if  all  the 
rest  were  working.  But  they  were  not  working — they 
were  at  war  or  engaged  in  war  enterprises — hence  the 
shortage  is  just  that  much  more  severe. 

Now  add  to  the  dead  and  the  Avounded  the  live  sol- 
diers and  sailors  who  for  nearly  five  years  were  absent 
from  useful  employinent,  then  add  the  millions  who 
were  back  of  the  lines  similarly  employed,  and  then 
consider  the  syndicalistic  theory  and  practice  of  sabot- 
age being  put  into  effect  to  a  greater  or  less  degree  all 
over  the  world,  taking  the  most  popular  form  of  re- 
striction in  output,  and  the  present  condition  of  the 
world  need  surprise  no  one. 

Labor  is  in  the  saddle  because  labor  is  scarce;  goods 
are  scarce  and  labor  is  needed  more  than  ever  before 
in  history.  When  you  consider  Russia,  with  its  male 
loafers  and  Bolslievism,  and  England  with  her  work- 
men practicing  " ca  canny"  or  lessening  Droduction, 
and  the  strikes  and  idleness  everywhere  in  Europe,  one 
comes  to  the  conclusion  that  it  will  be  a  long  time  be- 
fore the  labor  supply  comes  up  to  the  demand.  Tt  takes 
at  least  eighteen  years  to  raise  a  man  and  over  twenty 
to  bring  into  being  and  train  a  skilled  workman.  Add 
to  this  the  fact  that  in  the  war  countries,  the  best 
brains  and  leadership  of  industry  died  on  the  field  of 
battle  or  of  sickness,  and  the  seriousness  of  the  situa- 
tion is  realized. 

Europe  cannot  produce  what  she  needs,  even  if  all 
wlio  were  able  would  work ;  but  they  will  not  work,  do 
not  work,  are  not  working.  They  are  .striking,  loaf- 
ing, shirking,  rpiarreling,  fighting,  and  when  they  do 
work  eight  hours  they  only  do  four,  or  at  the  most,  six 
hours  work. 

Our  country  is  in  better  shape,  but  if  our  present  un- 
rest and  the  practice  of  restricted  production  continues, 
we  will  soon  join  the  merry  chorus  and  want  and  pov- 
erty will  come  at  home.  There  seems  to  be  a  false 
theory  prevalent  throughout  our  land.  Folks  seem  to 
think  the  less  they  do  the  more  they  will  have.  Of 
course,  the  greater  production,  the  more  there  is  to 
divide.  Loafing  never  raised  a  bushel  of  corn  or  made 
a  chair  or  fed  a  hog,  or  produced  anything,  anywhere, 
any  time. 


PROMINENT  FURNITURE  MAN  DEAD. 

The  recent  death  of  W.  T.  Gibbai'd,  a  co-foundei-  of 
the  (libbard  Furniture  Co.,  Napaiiee,  Ont.,  was  a  re- 
grettable event,  and  one  that  cast  a  gloom  over  fni'ui- 
tnre  circles  throughout  Ontario.    Tlie  late  Mr.  Oibbard 


was  born  in  the  year  1846  in  Napanee,  his  father's 
name  being  John  Gibbard,  who  had  commenced  busi- 
ness there  in  1837.  Tn  1862  John  Gibbard  formed  the 
partnership  of  J.  Gibbard  &  Son,  and  within  a  verr 
short  time  W.  T.  Gibbard  was  taking  full  responsibil- 
ity for  the  business. 

At  that  time,  besides  manufacturing  furniture  the 
firm  had  a  retail  furniture  store,  and  undertaking  busi- 
ness. Mr.  Gibbard  took  a  prominent  part  in  the  early 
organization  of  the  Ontario  Undertakers'  Association, 
and  was  the  fourth  president  of  that  oi'ganization.  As 
the  manufacturing  business  grew  in  importance  the 
undertaking  was  dropped,  and  all  the  attention  of  the 
firm  given  to  the  manufacture  of  furniture. 

Between  1862  and  1902  three  disastrous  fires  occur- 
red, with  very  little  insurance  on  the  buildings,  but 
each  time  the  factory  was  re-erected.  Tn  1909  Mr.  Gib- 
bard retired  from  the  active  management  of  the  busi- 
ness in  favor  of  his  son,  G.  W.  Gibbard. 

Mr.  Gibbard  was  a  member  of  the  Masonic  Order, 
and  the  Tndependent  Order  of  Oddfellows.  He  had 
served  on  the  School  Board,  the  Town  Council,  and 
had  been  Mayor  for  one  term  of  the  town  of  Napanee. 
Tn  religion  he  was  a  Methodist,  and  during  his  whole 
life  was  active  in  the  Sundav  school,  being  superintend- 
ent of  Gr  ace  Metliodist  Church  Sunday  school  for  a 
inimber  of  years.  Four  children  are  left  to  mourn  his 
loss:  Mrs.  H.  B.  Cryderman  of  Edmonton,  Mrs.  Charles 
G.  Robertson  of  Preston,  Miss  Hester  Gibbard.  and  Mr. 
W.  Gibbard  of  Napanee. 


FIRE  IN  TIMMINS  FURNITURE  STORE. 

The  Marshall-Ecelestone  store,  on  the  corner  of 
Third  Avenue  and  Pine  Street.  Ti  mmins,  Ont.,  was  com- 
pletely destroyed  by  fire  on  February  4,  according  to 
advices  received  here.  The  firemen  succeeded  in  con- 
fining the  flames  to  the  one  building,  which  was  swept 
through  with  fire,  and  all  the  contents  are  reported 
lost.  The  firm  dealt  in  hard'ware,  oils  and  furniture, 
and  the  stock  is  believed  to  have  been  yalued  at  $100,- 
000,  most  of  which  Avill  be  a  total  loss 


NOT  OUR  MR.  WILSON. 

He  had  just  been  knocked  down  by  an  automobile, 
and  a  constable  was  taking  his  evidence. 

"Did  you  see  the  car  number?"  asked  the  policeman. 

"No,  I  didn't,"  said  the  man. 

"Well,  could  you  swear  to  him  if  you  saw  him?" 

"Could  T!"  exploded  the  victim.  "Just  bring  him 
here,  and  then  listen  carefully." — P.  Wilson. 


KNOBS  OF  NEWS. 

The  Piano  Lamp  Manufacturing  Co.,  Montreal,  has 
been  registered. 

Plans  will  be  pre])ared  for  furniture  factorv  exten- 
sio)i  costing  $5,000  for  McCall  &  Co.,  at  St.  Williams, 
Ont.    New  equipment  will  be  installed. 

The  sixteenth  annual  meeting  of  the  American  Wood 
Preservers'  Association  will  be  held  at  the  Hotel  Sher- 
man, Chicago,  on  February  10th,  11  th  and  12th. 

HIIIIIIIIIIMIIIIIIIIIIIIIIIIIIIIIIIIIIIMMIMIIIIIIIIIIIIMIIIII  lilllllMIIIIIIIIIIIIIIIIIIIIIMIIIIIIIIIIIIlllllli:- 

I  LUCK.  I 

I  Luck  means  ri.sing  at  6  o'cloek  in  the  morninf;.  | 

I  Livinn;  on  a  dollar  a  day  if  you  earn  two.  | 

I  Mindino-  youi'  own  husiiioss  and  not  meddling  with  | 

I  other  .peojile's.  | 

I  Luck  means  oiiportiniities  you  have  never  failed  to  1 

I  gras]).    The  trains  you  ha\e  never  failed  to  catch.  | 

I  Luck  means  trusting  in  God  and  your  own  resources.  1 

TilililliMiiiiiiiiiiiiMiiiiii  iiiiMiiiiii:iiiii>iiiiiiiiiiiiiiiiiiiMii::iii!iNi:i|iiii:iiiiiiiiii<MiiiiMiiiii  mimimimmiii  iiiiiillllllllil 
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The  Standard  Vault 

THE  MAXWELL 


Manufactured  Exclusively  of  Copper  Bearing  Steel 

This  material  is  now  acknowledged  quite  generally  to  be  the  most  rust- 
resistant  steel  or  iron  available  for  the  manufacture  of  steel  vaults. 

Its  Superiority 

'     authoritatively  proven  by  recent  comparative  tests,  has  been  acknowledged 
by  the  many  manufacturers  who  have  adopted  it. 

We  were  among  the  first.  Many  others  will  follow. 

We  Are  Pleased  to  Announce 

that  all  our  goods  are  now  constructed  exclusively  of  this  material,  and 
that  recent  reductions  in  the  cost  of  same  will  enable  us  to  do  this  with- 
out any  advance  over  our  regular  list.    Write  your  dealer  for  prices. 

As  we  have  been  using  Copper  Bearing  Steel  for  the  past  five  years  in 
our  n>ell-Jinown  and  justly  celebrated  Copper  Alloy  Vault,  iwe  are  now 
in  a  position  to  use  it  exclusively. 

We  are  offering  it  in  our  Regular  Aluminum  and  Gold  Finish  at  our 
regular  list  price.  If  desired  in  the  Copper  Bronze  Finish  with  White 
Enamel  Interior,  there  will  be  an  extra  charge  of  three  dollars  for  the 
adult  sizes.    Carried  in  stock  by  all  leading  jobbers.    Write  for  prices. 

Manufactured  by 

MAXWELL  STEEL  VAULT  COMPANY,  ONEIDA,  N.Y. 
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Undertakers'  Department 


ProbUmi  affecting  the  Undertaking  Profession  are  here  discussed  and  readers  are  invited  to  send  letters 
expressing  their  views  on  any  of  the  subjects  dealt  with — News  of  the  profession  throughout  Canada. 


EMBALMING-AN  ENGLISH  LECTURER'S  VIEW 


llllllli:iMMIIMIMIIiMIIIMIIIMIIIIIIIIIIIIIIIIMII!MIMIIMIIIMIIIIIIIMIIIIIIIIIMMIIIMIIIIIIIIIMIIIIIIIIIIMIIIIIIMIIIIIIIIIIIIIIIIIIIIIIII^ 

By  J.  W.  Bellarby,  London,  England 


THE  professional  embalmer  must  be  a  gentleman  in 
every  sense  of  the  word,  able  to  converse  with  his 
patrons  and  hold  his  own  with  the  medical  man 
and  nurse,  so  far  as  the  etfectual  treatment  of  the  dead 
is  concerned.  In  other  words,  he  ought  to  be  a  sani- 
tarian in  every  sense  of  the  word.  In  order  to  meet 
the  many  inquiries  of  those  with  whom  he  comes  in 
contact  he  must  have  a  general  knowledge  of  his  own 
self  Or  his  own  anatomy.  A  course  of  study  as  given 
him  opejis  out  and  expands  his  ideas,  giving  him  a  hank- 
ering after  knowledge  and  so  fitting  him  for  the  work 
he  has  to  do.  By  a  course  of  lectures  given,  as  from  the 
diagrams  and  mannikins,  the  asking  of  questions,  +he 
jotting  down  of  knowledge  acquired,  he  becomes  inter- 
ested and  enthusiastic  and  determined,  and  so  he  suc- 
ceeds. Success  gives  impetus  to  thought  and  action, 
and  the  embalmer  is  thus  enabled  to  diagnose  his  case, 
to  arrive  at  a  right  decision  hefore  proceeding  with  his 
work  on  the  cadaver.  This  knoAvledge  proves  his  abil- 
ity, and  places  his  profession  to  the  fore. 
Four  things  are  re(|uired  of  him : 

1.  That  he  should  be  knowing  in  the  art  of  embalm- 
ing. 

2.  He  should  be  well  approved  in  it. 

3.  He  should  be  well  skilled  in  his  Drofessioii. 

4.  He  .should  be  right  loyal  and  true. 

These  (pialifications  and  endowments,  though  of 
tliemselves  but  slender,  and  une(|ual  to  the  work.  yet. 
when  properly  and  regularly  applied,  are  cauable  of 
bringing  such  things  before  the  judgment  and  iiito 
practice  as  lie  extremely  remote  from  the  ordinary 
s' use  and  action. 

Every  talent  well  employed  creates  another  talent. 
Let  it  not  be  said  of  us,  as  was  said  by  our  Lord  to  the 
man  Avho  had  buried  his  one  talent, — rather  let  us 
.  .  .  catch  Dame  Fortune's  golden  smiles, 

Assiduous  wait  upon  her. 
And  gather  gear  by  every  wile 

That's  justified  by  honor; 
Not  for  to  hide  it  in  a  heap 

Not  for  a  train  attendant — 
But  for  the  glorious  j)rivilege 
Of  being  indeftendent — 
and  that  is  what  the  acquisition  of  the  art  and  science 
of  embalming  means  to  the  undertaker.    And  nothing 
short  of  class  tuition  can  effectually  supply  it.  It 
isn't  what  you  know,  but  what  you  can  assume,  that 
makes  your  case — make  believe. 


If  the  undertaker  only  knew  the  oft'  side  issues  to  his 

best  advantage  and  applied  them  he  Avould  make  it  his 
first  duty  to  become  an  embalmer  and  be  in  a  hurry 
about  it. 

Let  us  now  pass  on  to  the  embalmer 's  subject.  The 
vacated  earthly  tabernacle,  or  house  of  clay,  which  re- 
(juires  temporary  preservation,  previous  to  returning  to 
mother  earth,  should  receive  sacred  and  careful  hand- 
ling. Life  was  not  made  for  matter,  but  matter  for 
life.  Hence  man's  exit  means  the  cessation  of  natur- 
al   life,    and    that    foreign  body    of    Avhich  we 

-^MiiiiiiiiiiiiiiiiiiiiiiiiiiMiiiiiiiiiiMin!iiiii:iiiiiiiii:iiiiiiniiiiiiiiiiiiii!:!iMiiiiiiMii!niiiii:iiiiiiiiiiiiiiniiiin!iiii^ 

I                                UNDYING  LOVE.  | 

I          That  love  which  survives  the  tomb,  is  one  of  the  i 

I       noblest  attributes  of  the  soul.    If  it  has  its  woes,  it  | 

I      likevAHse  has  its  comforts;  ami  when  the  ,  overwhelm-  | 

I      ing  burst  of  grief  is  calmed  into  the  gentle  tear    of  | 

I      recollection,  when  the  sudden  anguish  and  the  convul-  | 

1      si\e  agony  over  the  ])resent  ruins  of  all  that  we  most  | 

1      loved  is  softened  away  into  pensive  meditaition,  on  all  | 

I      that  it  wtas  in  the  days  of  its  loveliness,  who  would  | 

1      root  out  such  a  sorrow  from  the  heart?    Though  it  | 

I       may  sometimes  throw  a  passing  cloud  over  the  bright  | 

1       hours  of  gaiety,  or  spread  a  deeper  sadness  over  the  i 

I       hour  of  gloom,  yet  who  would  exchange  it  even  for  | 

i       the  song  of  i)leasure,  or  the  burst  of  revelry  ?  | 

I          No,  there  is  a  voice  from  the  tomib,  sweeter  than  | 

1      song.    There  is  a  remembrance  of  the  dead  to  which  = 

I       wo  turn,  even  from  the  charms  of  the  living.    Oh!  the  | 

1       grave!    It  buries  every  error,  covers  every  defect,  ex-  i 

I      tinguishes   every   resentment!       From     its    peaceful  | 

=       bosom  spring  none  but  fond  regrets  and  tender  recol-  | 

I       lections.    Who  can  look  down  upon  even  the  grave  of  | 

I       an  enemy,  and  not  feel  a  com[)unctious  thro^b,  that  he  | 

I      .should  have  warred  with  the  jioor  handful  of  earth  | 

I       that  lies  now  monldi^-iiig  before  him.  | 

I          But  the  grave  of  those  we  loved,  what  a  ]>lace  for  | 

I       tender  meditation!    There  it  is  that  we  call  up  in  long  | 

1       review,  the  whole  history  of  virtue  and  gentleness,  | 

I      -and  the  thousand  endearments  lavished  upon  us,  al-  | 

i       most  unheeded  in  the  daily  intercourse  of  intianacy;  | 

I       there  it  is  that  we  dwell  ui)0u  the  tenderness,  the  | 

I      solemn  awful  tenderness  of  the  parting  scene;  the  last  | 

1      testimonies  of  departing  love,  the  thrilling,  oh,  how  | 

I       thrilling  ])ressure  of  the  hand,  the  faint  and  faltering  | 

I      .accents  struggling  to  give  one  more    assurance     of  | 

I      ,aifection!    The  last  fond  look  of  the  eye,  turning  upon  | 

I       us  even  fi'om  the  thi-eshold  of  existence.     Ay,  go  to  | 

I      the  grave  of  thy  loved  one,  and  meditate,  and  there  | 

I      weave  thy  ehaplet  of  sweet  flowers  and  strew  these  | 

I      fragrant  beauties  of  nature  over  the  sacred  si)ot.    Tt  | 

I      will  console  thy  broken  spirit  and  whisper  to  thee  of  a  | 

I      love  that  rises  trium])hant  over  the  tomb,  and  which  | 

I      gloriously  lives   when   the  fleshly  heart  will  beat  no  1 

I      more.                                      —Washington  Irving.  | 
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know  nothing',  with  the  affinity  annulled.  In 
other  Avords  let  the  divine  life  cease  to  act  upon 
the  constituent  oxygen  and  hydrogen,  no  longer  im- 
pelling to  combine — and  every  drop  would  instantly 
decompose  and,  becoming  objectionable,  lend  an  oppor- 
tunity to  the  embalmer  for  temporary  preservation, 
also  the  safeguarding  of  the  living  from  all  abstruse 
happenings  and  unsightly  conditions. 

There  is  no  death !  the  stars  go  down. 

To  rise  upon  some  fairer  shore. 
And  then  in  heaven's  bright  jeweled  throne 

They  shine  for  evermore. 

All  but  parts  of  one  stupendous  Avhole, 
Whose  body  nature  is,  and  God  the  soul. 

An  imfortunate  happening  in  m,v  own  house  sent  me 
seeking  for  knowledge  and  caused  me  to  study;  life  to 
rae  was  a  puzzle,  and  I  determined  to  fathom,  to  some 
extent,  the  reason  of  my  own  existence,  with  the  result 
that  brought  rae  into  the  profession. 

Embalming,  as  many  of  us  know,  is  essential  from  a 
sanitary  standpoint,  and  gives  the  operator  a  place 
above  those  outside  it.  Every  undertaker  should  be  a 
sanitarian,  and  by  acfjuired  knowledge  able  to  hold  his 
own  in  the  company  he  moves  amongst.  For  our  own 
benefit,  apart  from  all  other  reasons,  a  knowledge  of 
ourselves  tends  to  prolong  life.  Our  length  of  days,  to 
a  great  extent,  is  in  our  hands,  although  not  Avholly  sn. 

T  often  feel  thankful  that  the  Creator  did  not  leave  us 
entirely  to  ourselves :  had  He  done  so  we  should  have 
made  a  sorry  mess  of  ourselves.  Our  sensatory  system 
is  a  puzzle.  That  i;nfathomablo  link  called  sensation  or 
feeling,  is  said  to  be  the  consciousness  of  a  change  tak- 
ing place  in  any  part.    As  age  creeps  on  natural  fail- 


He's  Mayor  Bivindcm  of  St.  Marys  now. 

ings  obtain  from  rlie  contact  of  a  foreign  body  with  the 
extremities  of  our  nerves,  which  weaken  with  age.  The 
seat  of  seiKsation  is  said  to  be  in  the  pulp  of  the  nerves, 
and  the  hack  brain  the  seat  of  motion  (so  says  Robert 
Hooper,  M.D.,  F.L.S.).  The  voluntary  and  involuntary 
systems  work  in  accord,  and  so  long  as  the  natural  body 
Mil  u<  tlic  ni;M-k.  naturjil  obtninings  and  de.sires,  be- 


ing actuated  by  mind,  conscience  or  thought,  bring 
about  such  results  a.s  nature  is  capable  of  giving,  com- 
bined with  the  will,  or  in  other  words,  the  foreign  body, 
of  which  we  know  so  little. 

Lastly,  embalming  and  how  to  acquire  a  knowledge 
of  it.  There  is  nothing  that  in  any  way  hinders  the 
ordinai'y  everyday  individual  accepting  the  knowledge, 
which  strictl}'  speaking,  is  a  technical  education,  which 
practic?  in  after  days  supplies  the  necessary  obtainings 
going  to  make  lap  the  embahner  proper.  In  other 
words,  the  art  provides  so  many  outside  issues  bene- 
ficial at  every  turn  in  life,  that  I  cannot  conceive  any 
undertaker  neglecting  his  best  interests,  so  conspicuous 
from  every  point  of  vantage.  Before  T  formed  the 
Blackpool  Society,  embalming  was  not  knoAvn.  bodies 
removed  long  distances  Avere  scrcAA'cd  up  foreA'er,  and 
I'clatives  and  friends  could  not  a'Icav  the  remains  of 
their  dead  departed  ones.  To-day  embalming  is  fast 
becoming  a  desired  and  sought-for  sanitary  and  pre- 
servative method  or  measure,  which  is  bringing  grist 
to  the  embalmer-undertaker 's  mill,  and  noAv  he  is  ask- 
ed, "Can  you  keep  the  body  nice  and  open  it  at  the 
other  end?"  And  the  up-to  date  undertaker  is  sought 
after,  and  more  than  paid,  and  his  position  in  life  is 
fast  attracting  the  medical  and  nursing  profession,  ana 
daily  in  Blackpool  the  professional  undertaker  is  the 
man  of  the  hour.  Shakespeare  says:  "As  a  man  think- 
etli  so  he  is."  Impress  upon  your  patrons  the  idea  of 
your  ability,  by  both  your  Avalk  and  conversation,  and 
prove  by  your  actions  all  you  claim,  and  success  is 
yours. 


OPPOSE  TRANSFER  OF  DEAD 

Mrs.  Edith  Kermit  Roosevelt,  Avidow  of  the  late 
Theodore  Roosevelt,  is  honorary  president  of  an  as- 
sociation of  gold  star  mothers  and  fathers  organized 
in  the  United  States  to  oppose  return  of  the  bodies  of 
American  soldiers  killed  in  France. 

At  the  organization  meeting  Col.  EdAvard  Olmstead. 
assistant  chief  of  staff  of  the  27th  Division,  and  several 
army  chaplains,  spoke  against  transfer  of  the  dead, 
assei-ting  it  Avas  inadvisable  for  practical  as  Avell  as 
sentimental  reasons. 


FLU  HITS  WINDSOR  HARD. 

Influenza  is  seriou.sly  hampering  the  industries  of  the 
border  cities  according  to  figures  obtained  by  the  board 
of  health.  TavcIvc  of  the  leading  industi'ial  plants  at 
Windsor,  Out.,  have  933  Avr.rkmen  absent  from  Avork 
out  of  a  total  staff  of  6,039.  The  average  fisrures  shoAV 
a  cutting  off  of  approximately  one-sixth  of  the  staffs 
of  the  factories. 


ONE  TRAVELER  RETURNS. 

Jack  McLaughlin,  traveling  representative  for  the 
Globe  Casket  Co.  in  Western  Ontario,  is  back  on  the 
job  after  a  month's  vacation  across  the  line.  Jack  and 
iiis  wife  went  for  a  Christmas  visit  to  his  mother  at  Ot- 
taAva,  Kansas,  where  a  family  reunion  Avas  held— a 
brother  from  Ncav  Jersey,  a  sister  from  South  Carolina, 
and  other  relatives  from  Kansas,  Missouri  and  Okla- 
l^oma — and  Mac  had  not  seen  his  mother  or  brothers 
for  L5  years.  Naturally  there  Avas  much  burning  of  the 
midnight  oil  during  his  visit. 
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BEST 
QUALITY 


SJE  RVTC 


NEAT 
DESIGNS 


SPARTAN  SPRAYED  CASKETS 

"Gold"    "Silver"    "Copper"  "Bronze" 


All  Caskets  Our  Own  Manufacture 


No.  602  H.  P. — Upholstered  in  Jap  Silk  and  trimmed  complete.    Finished  in  any  "Spartan  '  shade 

Spartan  Hardware  is  suitable  for  all  grades  and  designs  of  caskets — silk  plush 
or  broadcloth,  solid  mahogany  or  plain  oak.  It  is  absolutely  non-tarnishable, 
and  will  come  up  to  all  expectations.  Manufactured  in  all  Spartan  shades, 
and  carried  in  stock  at  all  branches. 

OUR  BRANCHES  ARE  AT  YOUR  SERVICE 


National  Casket  Co.,  Tornnto,  Ont. 

The  Globe  Casket  Co.,  Limited 
London,  Ont. 

Girard  Sc  Godin,  Limited 
Three  Rivers,  Que. 


The  Semmens  &  Evel  Casket  Co.. 

Hamilton,  Ont.  Limited 
Christie  Bros.  &  Co.,  Limited 
Amherst,  N.S. 
The  Semmens  &  Evel  Casket  Co., 
Winnipes,  Man.  Limited 


The  D.  W.  Thompson  Co.,  Limited 
Toronto,  Ont. 
Girard  &  Godin,  Limited 
Montreal,  Que. 
Vancouver  Casket  Co. 
Vancouver,  B.C. 


"Our  line  is  complete — Our  organization  is  at  your  command" 

Dominion  Manufacturers^  Limited 


Head  Office  and  Showrooms 


109  Niagara  Street 


Toronto,  Canada 
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Saccara  Concentrated 
Embalming  Fluid 

Something  New — and  we  ask 
you  to  try  it — Guaranteed 

Fully  realizing  that  it  is  no  easy  matter  to  introduce 
NEW  FLUID,  we  only  ask  you  to  make  one  trial. 

Saccara  Absolutely  Guaranteed 

"Saccara"  has  been  tried  and  tested  by  the  severest 
of  critics,  stood  the  test,  therefore  we  do  not  hesitate 
in  recommending  its  true  value. 

All  chemicals  from  which  "Saccara  Fluid"  is 
compounded,  are  tested  and  found  to  be  I  00%  pure 
before  they  are  used  in  the  manufacture,  consequently 
we  are  bound  to  have  fluid  of  the  same  consistency 
at  all  times. 

PUT  UP  IN  16-02.  BOTTLES 

ONE  DOZEN  TO  THE  CASE 
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Our  Motto:  "The  Best  Goods  at  Fair  Prices" 


Dominion  Manufacturers,  Limited 


Head  Office  and  Showrooms: 
109  Niagara  Street      -      Toronto,  Canada 
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(  Continued  from  last  issue ) 


The  particular  object  of  embalmiug  a  body  may  not 
be  to  prevent  the  spread  of  infection,  but  this  should 
certainly  be  the  main  object  if  the  death  has  been  due 
to  an  infectious  disease.  In  such  cases,  consequently, 
especial  care  is  to  be  taken,  and  safety  can  only  be  as- 
sured by  one  who  is  fully  conversant  with  the  methods 
of  operating'  and  with  the  qualities  of  the  embalming 
materials  used.  Here  a  note  of  warning  may  not  be 
amiss.  There  is  much  variation  in  the  disinfecting  pro- 
perties of  nearly  all  the  proprietary  disinfectants 
which  are  so  widely  advertised  to  the  medical  profes- 
sion, and  it  is  not  unreasonable  to  suppose  that  the 
embalming  fluids  which  are  so  enthusiastically  lauded 
in  the  advertising  columns  of  the  journals  you  read  are 
liable  to  similar  variations.  If,  therefore,  you  find  that 
you  are  getting  variant  results  in  your  embalming 
work,  which  you  cannot  attribute  to  variations  in  your 
own  techni(iue,  you  should  consider  the  possibility  of  a 
reduction  in  the  standard  of  the  fluid  you  are  using. 
This  can  only  be  determined  by  a  bacteriological  test, 
which  should,  of  course,  be  made  by  a  competent  and 
disinterested  bacteriologist.  There  is  no  phase  of  your 
work  which  calls  for  more  conscientiously  meticulous 
attention  to  every  minute  detail,  than  the  embalming 
of  the  body  of  one  whose  death  has  resulted  from  an 
infectious  disease,  save  in  an  instance  when  the  em- 
balming process  is  omitted  from  sucb  a  cause. 

Doubtless  much  that  I  have  said,  and  of  what  I  am 
still  to  say,  is  quite  familiar  to  you,  but  no  harm  can 
come  from  reaffirmation  of  established  truths  which 
have  such  an  important  bearing  upon  the  prevention  of 
disease.  So  even  at  the  risk  of  boring  you,  I  feel  that 
I  must  call  your  attention  to  some  details  whicb  are  of 
especial  import.  Thus  it  must  not  be  forgotten  that 
the  casket  should  not  be  taken  into  the  room  in  which 
an  infective  patient  has  died,  unless  the  body  bas  been 
previously  placed  in  a  protective  antiseptic  covering, 
and  the  room  thereafter  disinfected,  or  unless  both  cas- 
ket and  room  are  to  be  disinfected  before  the  casket  is 
to  be  removed.  If  the  body  is  to  be  prepared  in  an- 
other room  than  that  which  the  death  occurred,  the 
same  precautions  should  be  adopted.  All  instruments 
which  are  utilized  in  the  preparation  of  the  body  should 
be  pi'oiiiptly  sterilized  by  boiling  or  by  sufficient  im- 
mersion in  an  antiseptic  solution.  All  cloths,  etc., 
which  have  been  used  should  be  placed  in  paper  bags, 
and  burned  at  the  first  opportunitv.  Fluids  or  mater- 
ials removed  fr'om  the  body  in  the  embalming  j)rof'ess 
should  be  either  burned  or  completely  covered  by  a 
strong  disinfectant  solution  and  allowed  to  remain 
thei-ein  for  at  least  three  hours  before  being  finally 
disposed  of. 

If  the  body  is  to  l)e  taken  from  the  house  to  the  un- 
dertaker's establishment,  for  preparation  there,  it 
should  be  comj)letely  wrapped  in  a  sheet  soaked  in  a 
strong  disinfectant  solution,  and  othei'wise  suitably 
protected  in  transit  thereto,  while  the  same  i)i'ecautions 
as  to  disinfection  of  instruments,  cloths,  rooms,  etc., 
should  be  adopted  as  if  all  preparations  were  made  at 
1  lie  house. 


Most  important  of  all  is  the  thorough  disinfection 
of  the  hands  of  those  engaged  in  the  various  operations, 
as  soon  as  the  work  ]i.as  been  finished.  There  is  mucb 
reasoji  to  believe  that  the  greatest  factor  in  the  dis- 
semination of  disease  is  the  human  hand.  Infection 
nearly  always  enters  the  body  through  the  mouth. 
One  has  to  give  but  a  moment's  thought  to  the  num- 
berless uses  to  which  the  hand  is  put,  to  the  fact  that 
numerous  articles  (such  as  door  knobs,  dishes,  etc.) 
are  grasped  by  many  hands  every  day,  and  to  the 
frequency  with  which  the  hand  is  brought  into  eon- 
tact  with  the  mouth,  in  order  to  appreciate  the  im- 
mensely important  part  which  the  hand  plays  in 
spreading  infection.  Consequently  the  utmost  care 
should  be  taken  during  every  stage  of  the  prepara- 
tion for  burial,  to  avoid  touching  any  article  which 
others  may  subsequently  handle,  and  to  cleanse  and 
disinfect  the  hands  most  thoroughly  when  the  op- 
erations have  been  concluded. 

Our  health  act  does  not  lay  down  any  specific 
directions  as  to  the  manner  in  Avhich  bodies  are  to  be 
encased  for  transportation,  by  rail  or  otherwise,  to  a 
locality  distant  from  that  in  which  death  occurred. 
Approval,  however,  has  been  given  to  the  regulations 
formulated  and  published  by  the  Canadian  Govern- 
ment Railways.  These  regulations  are,  of  course, 
familiar  to  you,  and  you  will  not  forget  the  need  for 
their  careful  observance. 

In  many  provinces  and  states,  the  importance  Avhich 
is  attached  to  proper  burial  methods  is  indicated  by 
the  fact  that  no  one  is  permitted  to  carry  on  business 
as  an  undertaker  who  is  not  licensed  by  the  Provin- 
cial or  State  Board  of  Health.  Licenses  are  issued 
only  after  subscription  to  certain  conditions,  and  sub- 
ject to  the  observance  of  regulations  prescribed  by 
such  Board.  Our  present  health  act  does  not  require 
such  a  procedure,  but  it  is  possible  that,  when  the  Act 
is  revised,  as  it  will  be  shortly,  a  section  dealing  with 
this  matter  may  be  included. 

It  must  be  patent  to  everyone  that  decent  and  re- 
spectful attention  to  the  details  of  preparing:  the  re- 
mains of  a  departed  citizen  for  commitment  to  the 
ground  does  not  by  any  means  constitute  the  full  duty 
of  the  undertaker.  There  is  a  service  to  the  living 
demanded,  which  is  not  discharged  merely  in  decor 
ous  and  sympathetic  consideration  of  the  feeling  of 
those  who  have  been  bereaved.  Every  service,  no  mat- 
ter what  it  be,  is  honored  if  it  be  rendered  conscienti- 
ously and  well,  and  it  is  to  the  nuiterial  advantage  of 
everyone  to  give  himself  to  his  work  whole  heartedly 
and  unsparingly.  But  in  ordei-  to  get  the  full  mea- 
sure of  satisfaction  and  enjoyment  out  of  one's  work, 
it  should  be  done  with  a  generous  thought  for  the 
other  fellow,  and  in  carrying  out  youi-  duties,  es!)eci- 
ally  when  concerned  with  any  communicable  disease, 
you  should  never  forget  the  opportunity  which  lies 
at  your  hand  to  assist  in  preventing  the  spi'ead  of  such 
disease,  and  thus  to  play  a  pai-l  in  lessening  the  sum 
of  sickness,  suffering  aiul  sorrow. 
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D.  S.  Rickaby.  funeral  director  Quebec  city,  is  dead. 

Will  Britton  is  having  a  new  motor  hearse  built  for 
his  business  at  Listowel. 

Canada  Mausoleums,  Ltd.,  will  commence  erection  of 
Lakeview  Mausoleum  at  Sarnia,  Ont.,  this  spring. 

Sutton's  undertaking  23arlor's  at  Windsor,  Ont,,  were 
damaged  by  fire  on  January  17,  with  an  estimated  loss 
of  $3,500. 

In  the  Sutton  fire  Mrs.  Sutton  and  her  child  had  a 
narrow  escape  in  getting  out  of  the  burning  building. 
All  the  office  furniture  was  destroyed. 

R.  Lloyd  Peacock,  for  the  past  couple  of  yearis  assist- 
ant for  Fred  W.  Matthews,  Toronto,  has  purchased 
Chas.  I.  Puffer's  business  at  Norwood,  Ont. 

At  the  inaugural  meeting  of  the  Thamesville,  Ont., 
School  Board  Ed.  Henry,  the  funeral  director  of  the 
town  and  one  of  the  trustees,  was  elected  chairman  of 
the  board  for  1920. 

Jack  Woodhall.  of  Thedford,  Out.,  has  sold  his  busi- 
ness to  J.  Slingerland,  to  take  up  the  office  of  treasurer 
of  Lambton  County.  He  has  bought  a  home  in  Sarnia 
and  has  moved  his  family  there. 

L:  M.  Crandall,  late  of  the  Oatman  staff  at  Tillson- 
bnrg,  Ont.,  has  been  added  to  F.  W.  Matthews'  staf¥  at 


Greup  of  Ciiiiadiaii  funoviil  dii'Mtins  iind  liu  ii  wives, 
wlio   recently   visited   Ni'W    Ynrl<.  Messrs. 
Colil)lediel<.  Yule  iind  Green  wood. 


Tfironto.  replacing  Lloyd  Peacock,  who  has  purchased 
Ihe  Puffer  business  at  Norwood,  Ont. 

C.  W.  Browne,  of  Browne,  Son  &  MePhee,  funeral 
directors,  Parkhill,  Ont.,  was  elected  a  member  of  the 
town  council  at  the  recent  municipal  elections.  Mr. 
Browne  came  second  in  a  field  of  nine. 

Bob  McMaine  of  Milverton,  Ont.,  has  purchased  a 
new  hearse.  He  has  also  built  a  new  addition  to  his 
premises,  35x72  feet,  and  has  erected  a  new  barn  and 
garage,  which  is  said  to  be  one  of  the  best  in  his  section. 

Mr.  Stone  has  also  made  a  connection  with  E.  Teys- 
seyre  of  Paris,  France,  who  has  arranged  through  Mr. 
Stone,  to  accept  commis.sions  from  relatives  who  so  de- 
sire, to  exhume,  prepare,  and  transport  to  Canada,  the 
remains  of  their  soldier  dead,  now  in  France  and  Flan- 
ders. 

Robert  U.  Stone,  Toronto,  announces  that  he  pro- 
poses to  personally  visit  the  British  Isles  at  an  early 
date,  and  will  accept  commissions  for  removal  to  Can- 
ada of  the  remains  of  soldiers  buried  in  England,  Ire- 


land or  Scotland.  His  office  at  525  Sherbourne  Street, 
is  the  headquarters  of  the  Overseas  Mortuary  A.ssocia- 
tion. 


CASKET  TRAVELER  VISITS  THE  SOUTH. 

By  A  FRTFXD. 

Jack  McLaughlin,  of  the  Globe  Casket  Co.,  recently 
returned  from  a  visit  spent  in  the  South.  He  tells  of 
his  first  day  in  the  small  town  in  Alabama,  where  he 
staj^ed.  One  of  his  first  calls  was  to  the  bai-ber  .shop 
of  the  town,  and  when  a  young  lad  began  lathering 
his  yelled:  "Here,  what's  the  meaning  of  this?  I  don't 
mean  to  be  shaved  bj^  this  kid!" 

Barber:  "It's  only  my  own  youngster.  I  let  him 
have  a  bit  of  fun  to-day,  sir,  because  it's  his  birthday." 

When  Mac.  got  home  his  wife  wanted  to  go  out  .shop- 
ping, so  said  to  him:  "I'd  like  a  little  money  for  shop- 
ping to-day,  dear." 

"Certainly,"  said  Mac.  "Would  you  rather  have  an 
old  five  or  a  new  one?" 

"A  new  one  of  course,"  said  she. 

"All  right.  Here's  the  one  and  I'm  four  dollars  to 
the  good  " 

Wasn't  he  a  mean  brute! 

On  the  way  down  Mac.  stopped  off  at  Wa.shington. 
visiting  the  Marine  barracks  with  a  party  of  young 
girls  from  a  Delaware  town,  friends  of  his  family.  The 
party  exhibited  much  interest  in  everything  pertaining 
to  the  life  and  discipline  of  the  post. 

"What  do  you  mean  by  'Taps'?"  queried  one  of  the 
young  women. 

"Taps  is  played  every  night  on  the  bugle."  answered 
Jack.  "It  means  'lights  out.'  They  play  it  over  the 
bodies  of  dead  soldiers." 

A  puzzled  look  overspread  the  questioner's  pretty 
face.  Then  she  asked:  "What  do  you  do  if  you  haven't 
a  dead  soldier?" 

On  his  way  back  to  Canada,  Mac.  and  his  wife  stop- 
ped off  at  Buffalo,  and  Jack  went  out  from  the  hotel 
where  he  was  staying  for  a  walk  before  dinner.  After 
wandering  around  a  bit  he  started  for  his  hotel,  but 
had  teinporarilj^  forgotten  its  name.  He  spied  a  small 
boy  and,  somewhat  ashamed  at  being  lost  addressed 
him  almost  apologetically : 

"I— er — wajit  to  go  to  the  hotel,"  he  murmured. 

The  youngster  e.ved  hiai  sourly  for  a  moment.  "All 
right,"  he  said.    "Trot  along!" 

But  Mac.  got  home  all  right. 


NIGHT  OF  THE  PARTY. 

Donald's  wife  returned  from  shopping  with  four 
bottles  of  whiskey  and  a  loaf  of  bread. 

Donald  opened  his  eyes  in  amazement. 

"For  th'  love  o'  Robert  Bruce,  wuman,  -jvh's  yer 
sense?"  he  exploded.  "What  in  the  world  are  ye  goin' 
tae  do  wi'  all  the  bread? "--Bob  Flint. 


HAMILTON  FUNERAL  DIRECTOR  DEAD. 

Jacob  W.  Albright,  of  Dodsworth  &  Albright,  funer- 
al directors,  West  King  Street,  Hamilton,  died  at  his 
residence,  223  West  Jackson  Street,  from  blood-poison- 
ing on  February  5.  He  was  in  his  54th  year,  and  is 
survived  by  his  widow. 
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I AM  wondering  if  you  will  advise  me  upon  the  fol- 
lowing' case.  This  was  an  important  ease,  and 
while  the  family  were  satisfied  fully,  I  was  not. 
The  case  was  that  of  an  old  lady,  78  years  of  age. 
who  had  been  confined  to  her  bed  four  months  just 
previous  to  the  date  of  death.  Her  weight  was  about 
80  lbs.  The  physician  pronounced  the  ease  as  due  to 
old  age  together  with  complications  of  liver,  kidney, 
and  bladder  troubles. 

At  the  time  of  death  the  face  and  neck  were  black; 
the  face  was  flushed  and  bloated.  T  used  the  brachial 
artery  and  injected  52  ounces  of  fluid.  I  used  30 
ounces  of  this  fluid  at  one-third  normal  .strength  and 
the  balance  at  one-half  normal  strength. 

The  left  side  of  the  face  cleared  up  fine  but  the  right 
side  became  streaked  with  white  and  blue  marks  and 
the  lower  part  of  the  cheek  had  a  sack-like  appearance. 
The  right  ear  and  part  of  the  neck  was  of  the  color  of 
putty. 

The  next  morning  the  conditions  were  about  the 
same  as  to  color,  but  there  Avas  an  additional  complica- 
tion— purging  from  the  mouth.  The  purging  was  re- 
lieved O.K.  The  body  was  rigid.  I  used  a  bleacher  on 
the  face  and  neck  with  but  little  success.  On  the 
morning  of  the  funeral  I  washed  off  all  traces  of  pow- 
der and  found  the  face  perfect  with  the  exception  of 
the  right  ear  and  the  lower  part  of  the  cheek  which 
were  still  of  the  putty  color. 

Now  what  I  can't  figure  out  is  Avhy  the  sack  formed 
and  what  caused  the  marks.  What  should  I  have  done 
at  the  beginning  of  the  case  to  have  had  a  perfect  ease. 
The  physician  informed  me  that  her  face  was  flushed 
and  bloated  four  days  before  death. 

Answer  by  Prof.  Dhonau, 

Referring  to  your  case,  I  will  say  that  I  was  a  little 
surprised  to  note  that  at  no  time  during  this  operation 
did  you  drain  blood. 

The  flushing  of  the  face  before  death  was  due  to 
some  pressure  on  the  pulmonary  circulation,  and  the 
cause  of  the  color  was  the  blood  that  was  congested  in 
the  capillaries.  This  particular  discoloration  is  known 
to  the  physician  as  cyanosis  and  is  a  symptom  of  pul- 
monary obstruction.  The  only  diflPerenee  between  this 
condition  and  a  post-mortem  blood  congestion  discol- 
oration is  that  in  life  there  is  some  movement  of  the 
circulation,  but  on  account  of  the  pulmonary  obstruc- 
tion the  movement  is  not  as  rapid  in  the  venous  side  as 
it  is  in  perfect  health  and  the  venous  side  therefore 
becomes  filled  with  more  blood  than  it  handles  nor- 
mally, making  the  discoloration  appear.  Aftei"  death, 
blood  becomes  congested  in  the  vessels  of  the  face 
either  as  a  result  of  gravitation  to  that  part,  if  the 
head  is  left  to  lie  low  before  embalming,  or  as  the  re- 
sult of  the  rapid  injection  of  "embalming  fluid  in  the 
presence  of  more  than  normal  amount  of  blood  in  the 
circulalion  at  the  time  the  injection  is  made. 

The  fact  that  the  color  was  such  as  would  lead  one  to 
believe  it  to  be  caia.sed  by  the  presence  of  blood  sliould 
have  caused  you  to  have  taken  steps  to  have  I'emoved 
the  cause.  The  first  thing  T  would  think  of  in  a  case  of 
this  kind  would  be  to  displace  or  remove  the  blood 
which  was  causing  the  color  to  a])pear.  Your  treat- 
ment was  all  right  as  far  as  it  went,  but  I  would  say 


that  it  did  not  go  far  enough.  The  selection  of  the 
strength  of  fluid  was  excellent. 

You  obtained  a  partial  circulation  which  cleared  up 
the  circulation  only  in  streaks — thus  your  streaks  of 
white.  If  a  circulation  is  obtained  in  the  larger  chan- 
nels only  passing  through  an  area  whicTa  is  discolored 
through  the  presence  of  an  excess  of  blood,  the  blood 
is  removed  from  those  larger  channels  and  the  skin 
is  brought  back  to  normal — leaving  the  balance  of  the 
area  discolored.  This  is  Avhat  gives  it  the  streaky  ap- 
pearance. 

In  our  Avork  at  the  General  Hospital  Ave  come  in  con- 
tact Avith  many  cases  that  respond  to  our  first  treat- 
ment for  blood  discoloration  in  this  same  Avay,  and  Ave 
are  always  able  by  persistent  treatment  to  reduce  the 
areas  which  do  not  clear  up  immediately  to  the  color  of 
the  surrounding  skin.  We  do  not  give  up  the  hope  of 
being  able  to  remove  a  discoloration  of  this  kind  unless 
the  discoloration  does  not  disappear  by  pressing  the 
skin.  If  it  does  disappear  on  pressing  the  skin  it  is 
proof  to  us  that  the  blood  is  in  liquid  condition  and 
that  with  proper  injection,  suitable  blood  solvent  solu- 
tion, vigorous  massage  in  the  direction  taken  by  the 
A"eins  of  the  face,  and  proper  drainage,  the  discolora- 
tion can  be  eliminated.  Tn  the  face  streaks,  as  in  your 
case,  we  persist  in  our  treatment  until  the  entire  dis- 
coloration has  been  eliminated.  We  find  that  pati- 
ence is  required  with  these  discolorations,  and  that  the 
treatment  must  ahvays  be  a  persistent  one,  especially 
in  the  eases  found  Avith  poor  circulation. 

Now  as  to  the  cause  of  the  streaks  disappearing  from 
the  right  cheek  by  the  time  the  funeral  was  held.  By 
the  time  of  the  funeral,  the  blood  gravitated  away  from 
these  parts  which  were  discolored  and  which  formed 
the  dark  lines  of  the  streaky  condition.  When  this 
blood  had  gravitated  away,  the  color  of  the  skin  Avas 
the  same  all  over  its  surface. 

The  putty  color  of  the  ears  in  this  case  was  a  com- 
plication Avhich  to  my  mind  does  not  fit  in  Avith  the 
balance  of  the  condition ;  perhaps  the  blood  in  the 
small  vessels  of  the  ears  and  neck  Avas  not  moved  al- 
together hy  your  method  of  injection  and  the  fluid  you 
used,  being  an  acid  formaldehyde  fluid,  caused  an  ac- 
tion on  the  blood  Avhich  changed  the  color  of  the  skin 
to  that  of  putty,  although  one  Avould.  not  expect  a  dilut- 
ed fluid  as  Avas  used  in  this  case  to  have  done  that. 

I  firmly  believe  that  had  you  drained  blood  at  the  be- 
ginning of  the  injection  you  would  haA^e  eliminated  the 
discoloration  at  once,  not  only  in  the  face  but  also  in 
the  ears,  providing,  of  course,  you  had  massaged  the 
face  thoroughly  during  the  injection  and  drainage  so 
as  to  have  promoted  capillary  circulation  of  the  fluid. 

lJMIIMIIIMIIi:llMIIIIMIi:illlll!llillMIIIIIIIIIMIMIIIIIIIIMIIMIIIIIIIIIIIIIIIIII<i:illllllinillllllllMIIIIIIIIIIIIIIIIIIIIIMIMIMI^ 


CANICULA 


EMBALMING 
FLUID 


That  velvety-floAw  fluid  that  is  different;  | 

does  not  burn  or  shrivel  the  arteries,  | 

I  alloAving  the  operator  to  inject  as  often  | 

as  he  likes  and  obtain  that  desired  effect.  | 

I   CANICULA  CHEMICAL  COMPANY  | 

I    366  Bathurst  Street       -        TORONTO,  CANADA  | 
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I  QUESTIONS  and  ANSWERS  | 
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Q. — What  essentials  are  Bceessary  for  a  man  to  be- 
come a  first-class  embalmer? 

A. — A  fair  knowledge  of  anatomy,  phj'siology  and 
morbid  anatomy ;  close  study  and  good  jud'gment  are 
some  of  the  essentials. 

Q. — What  is  the  normal  proportion  of  blood  in  the 
human  body  and  how  is  it  renewed  after  hemorrhage  ? 

A. — About  one-thirteenth  of  the  body  weight  is 
blood.  The  water  and  other  constituents  of  plasma  are 
renewed  from  the  ingested  blood.  The  corpuscles  are 
renewed  by  the  bone  marrow,  spleen  and  lymphatic 
tissues. 

Q. — What  conditions  favor  putrefaction?  What  con- 
dition may  prevent  putrefaction  in  dead  bodies? 

A. — Presence  of  moisti;re.  warmth,  though  not  a 
higher  temperature  than  110  degrees  F.,  and  bacteria.  A 


Mrs.  dinger,  of  Denver,  Col.,  and  Mrs.  Matthews, 
Toronto,  snapped  at  Atlantic  City. 


body  containing  nitrogen  is  capable  of  undergoing 
putrefaction.  Putrefaction  may  be.  prevented  by  the 
exclusion  of  bacteria  or  air  containing  the  same,  by  the 
exclusion  of  moisture,  by  the  preservation  of  low  tem- 
perature at  or  below  the  freezing  point  of  water,  and 
by  the  lase  of  gei-mieides. 

Q. — Give  the  functions  and  the  products  of  bacteria. 

A. — The  functions  are :  reproduction,  motion,  ab- 
sorption, excretion,  growth;  also  fermentation,  decom- 
position, disease-production.  They  may  prodiace  as 
products:  ferments,  toxins,  phosphorescence,  pigments, 
acids  or  alkalis. 

Q. — ^What  is  a  dangerous  communicable  disease? 

A. — One  that  can  be  communicated  from  one  person 
to  another,  whether  by  contact  with  the  diseased  per- 
son, through  Avater,  milk,  air,  clothes  or  any  other  in- 
termediary agent  Avhatsoever,  and  that  may  be  the 
r-anse  of  death. 


Q- — What  five  things  are  absolutely  necessary  to 
cure  consumption? 

A. — Tlie  doctor,  sunlight,  outdoor  air,  nouri.shing 
food  and  rest. 


MARITIME  FUNERAL  DIRECTOR  DEAD. 

The  death  of  Mr.  John  Logan,  funeral  director  of 
Shubenacadie,  N.S.,  came  quite  suddenly  on  January 
7,  after  a  few  days'  illness  of  pneumonia,  contracted 
from  a  freezing  drive  on  the  heax'se  away  out  into  the 
country  25  miles.  He  suffered  inten.sely  the  last  three 
days  of  his  illness.  He  had  not  been  in  good  health 
the  past  year  because  of  overwork. 

Mr.  Logan  was  an  outstanding  figure  in  his  com- 
munity, in  fact,  in  the  county.  At  the  time  of  his  death 
he  was  65  years  old.  The  funeral  was  held  on  Friday 
afternoon,  January  9,  and  was  the  largest  seen  for 
years  in  that  part  oi  the  country.  He  carried  on  the 
business  of  carriage-building  and  heavy  team  work 
and  his  plant  was  one  of  the  best  equipped  in  the  prov- 
ince. His  reputation  for  honest  business  dealing  and 
his  inherent  kindness  were  well  known.  For  years  his 
plant  furnished  the  power  to  light  the  town  of  Shu- 
benacadia,  when  the  town  was  first  lighted  by  elec- 
tricity. A  widow,  two  daughters  and  three  sons  sur- 
vive him.  John  Snow,  Jr.,  of  Snow  &  Co.,  Halifax, 
prepared  the  body  for  burial  and  that  firm  had  charge 
of  the  funeral  arrangements. 

Mr.  Logan  always  took  a  great  interest  in  the  meet- 
ings of  the  Nova  Scotia  Funeral  Directors'  Association, 
and  rarely  missed  a  session.  Slowly  the  grim  messen- 
ger is  claiming  our  oldest  and  truest  members.  Only  a 
year  ago  Bro.  Durling.  F.D.,  of  Bridgewater.  pa.ssed 
away. 

Mr.  and  Mrs.  John  Snow,  Mr.  and  Mrs.  J.  R.  Snow. 
Cecil  Zinck,  Messrs.  Nichols,  Lampier,  and  Whelpley 
and  many  other  Halifax  friends  attended  the  funeral 
of  Mr.  Logan. 


WHAT'S  A  SOMNAMBULIST? 

The  closing  day  of  the  furniture  exhibition  at  Kit- 
chener saw  a  roundup  of  traA^elers  and  dealers  who 
were  tendered  (or  who  tendered)  a  surprise  party  at 
Schreiter's.  The  ladies  in  the  party  provided  refresh- 
ments, which  were  dispensed  by  a  couple  of  the  travel- 
ing men.  Bob  Flint  poured  tea,  dressed  in  a  beauti- 
fully colored  kimona.  Otto  Thies  sang,  as  only  he  can 
sing.  Jack  McLaughlin  in  Highland  costume  gave  an 
imitation  of  Harry  Lauder.  Dancing  was  indulged  in 
by  the  party,  one  of  Armand  Schreiter's  gramophones 
being  commandeered  for  the  purpose,  the  grand  march 
being  led  oflf  by  Will  Britton. 

The  party  dispersed  some  time  after  midnight,  pon- 
dering over  the  pi-oblem  proposed  by  Flint  who  asked 
"What's  a  somnambulist?"  The  answer  is — see  Mc- 
Laughlin. 


FUNERAL  DIRECTORS  SHOULD  KNOW  CLIENT'S 
RELIGIOUS  HABITS. 

(Continued  from  page  5:) 

all  these  details  out,  so  that  you  know  them  well  and 
accurately,  you  are  doing  something  which  will  benefit 
your  profession  and  raise  it  in  the  minds  of  everybody 
with  whom  you  come  in  contact.  The  satisfaction  you 
will  give  others  will  bring  honor  to  your  own  profes- 
sion. When  you  do  these  things,  men  honor  you  mpre 
and  more  for  knoAving  your  profession,  for  having 
learned  it  and  being  first  in  your  own  profession. 
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I  Funeral  Directors  Should  Know  j 
I       Clients'  Religious  Habits  i 

I  Address  by  Rev.  Father  John  Noonan  | 

I  before  Iowa  Funeral  Directors'  Ass'n.  '  | 
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I THINK  undertakers  ought  to  be  talked  to,  as  well  as 
talked  before.  The  only  thing,  is,  they  have  heard 
so  much  about  the  dead  that  is  not  true,  they  may 
not  believe  what  I  say  now.  But  to  talk  to  the  under- 
takers and  the  members  of  the  imdertakers'  profession 
is  certainly  an  important  thing.  You  come  here  for 
reasons  of.  preparedness.  A  man  asks  you  the  number 
of  cases  you  expect  to  have  the  following  year,  and 
yovL  order  so  many  caskets  for  the  coming  year. 

Apart  from  the  idea  of  preparedness,  there  is  a  pre- 
paredness that  undertakers  ought  to  have  in  connection 
with  the  religions  with  which  they  are  associated.  T 
think  professionally  all  undertakers  should  know  some- 
thing about  the  religions  of  the  people  with  whom  they 
deal.  If  it  be  the  habit  or  if  it  be  the  religion  of  the 
people  with  whom  he  deals  to  take  ot¥  their  shoes  be- 
fore they  go  into  the  church,  he  ought  to  know  that. 
He  ought  to  know  just  what  these  people  respect  and 
what  they  regard,  apart  from  what  their  religion  may 
be.  The  professional  knowledge  of  the  religion  of  the 
people  with  whom  the  undertaker  deals  i,s  just  as  much 
a  matter  of  his  profession  as  knowing  how  to  do  his 
work.  When  an  undertaker  takes  charge  of  a  case,  it 
is  quite  important  to  know  the  funeral  standing  of  the 
people  and  their  social  standing.  From  a  religious 
point  of  view,  he  should  know  these  things  just  as 
well,  so  that  no  mistakes  may  be  made  at  a  time  in  life 
when  the  least  iutliction  of  the  wrong  thought  or  idea  is 
sensitively  received. 

An  undertaker  can  fre(|uently  be  an  aid  to  the  min- 
isters of  the  gospel  with  whom  he  deals.  Some  want 
flowers  in  the  church ;  some  do  not  want  flowers.  A 
minister  can  be  very  badly  embarrassed  by  an  under- 
taker who  Avill  recommend  flowers  when  he  is  talking 
against  them.  Then  individuals  with  their  own  per- 
sonal ideas  of  hoAv  funerals  should  be  conducted  ough^ 
to  be  aided  and  abetted  by  the  undertaker.  He  ought 
to  be  the  friend  of  all  with  whom  he  comes  in  contact, 
because,  in  being  their  friend,  he  can  help  his  own 
business ;  can  take  charge  of  the  issue  in  a  big  and  a 
broad  way,  as  men  ought  to  do  who  are  concerned  with 
the  things  which  come  before  you.  From  a  profes- 
sional point  of  view,  just  the  same  as  from  a  ministerial 
point  of  view,  the  undertaker  ought  to  know  the  habits 
of  the  people  in  the  church ;  for  example,  in  a  Catholic 
church,  -when  the  people  get  up  and  go  out.  He  ought 
to  know  the  same  thing,  if  he  goes  to  the  Mormon 
church.  There  are  no  secrets  about  any  of  these  things ; 
r.ll  these  services  are  a  matter  of  public  knowledge. 
They  can  be  found  out,  can  be  studied  and  learned. 
They  ought  to  be  studied  and  learned  with  such  a  de- 
finiteness  and  precision  and  accuracy  that  a  man  can 
go  out  and  take  charge  of  the  situation  like  a  man  Avho 
knows.  These  things  ought  to  be  understood  and  ought 
to  be  studied. 

Again,  the  cusfoms  and  habits  of  people  at  the  grave 
ought  to  be  .studied  ;  if  people  are  going  to  say  prayers 
at  the  grave  or  not.  For  example,  a  certain  nation- 
ality, like  the  Italians,  will  have  eei-tain  customs  at  the 
grave.   They  ought  to  kjiow  these  things,  because  it  is 


a  part  of  their  profession,  their  business.  We  cannot 
excuse  them,  because  they  say  they  may  have  only  one 
case.  A  first-class  undertaker  is  the  undertaker  who, 
if  there  were  only  one  Sj'rian  in  the  community  and 
that  a  poor  family,  yet  would  know  how  to  handle  that 
case  with  delicacy  and  refinement. 

The  point  of  view  of  medicine  and  sanitation  has 
been  brought  to  you,  but  I  do  not  believe  this  point  of 
vieAV  of  knowing  the  business  side  is  brought  before 
you  enough.  Some  say,  "Why  does  one  undertaker  get 
all  the  eases  in  a  certain  church?"  Perhaps  it  is  be- 
cause he  knows  the  habits  of  those  people  and  does  not 
have  to  ask  concerning  them.  For  example,  when  an 
undertaker  knows  how  to  deal  with  Catholics,  he  does 
not  need  to  ask  about  candle  sticks,  and  they  go  to  him. 
If  Episcopalians,  he  knows  their  customs,  and  they 
come  to  him.  In  other  words,  the  man  who  gives  the 
best  service  is  the  man  who  is  going  to  reach  these 
people.  The  religious  point  of  view  cannot  be  ignored 
by  men  who  are  constantly  coming  in  contact  with 
different  religions,  with  people  who  have  different  re- 
ligions and  habits. 

In  regard  to  the  undertakers  themselves,  I  might 
say,  from  a  histoiy  covering  the  last  eighteen  years  in 
the  ministry,  I  have  found  them  to  be  a  most  decent 
body  of  men,  sympathetic,  and  willing  to  co-operate 
and  do  anything  you  would  .suggest  to  them  for  the 
betterment  of  their  profession  or  in  co-operation  with 
others  Avith  whom  they  come  in  contact.  Certainly 
these  meetings  which  are  held  annually  are  meetings 
which  more  and  more  will  prepare  you  to  bring  com- 
fort to  the  people  you  are  dealing  with  at  a  time  when 
they  are  most  sensitive.  You  come  into  the  lives  of 
people  at  a  time  when  they  are  stricken.  In  studying 
( Concluded  on  page  56 ) 


Using 

CaranaC  Embalming  Fluid 
Adds  to  Your  Prestige 

"Those  who  use  CaranaC 
Fluid  do  not  believe  there 
is  a  Better. '  * 

In  these  days  when  so  much  depends 
on  the  high  quaHty  of  the  fluid  used, 
it  will  be  to  the  interest  of  those  who 
have  not  used  CaranaC  to  accept 
no  other  the  next  time  they  order. 

Your  orders  will  receive  prompt  attention. 

CaranaC  Laboratory 

"The  All-Canadian  House" 

Peterborough    -    Ontario    -  Canada 
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I  Treatment  of  Pneumonia  Cases  | 

I  By  HOWARD  S.  KCKKLS,  Ph.C.  | 

=  Detiii  of  Eckels'  College  of  Embalming.  = 
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PNEUMONIA  is  both  infectious  and  contagious.  It 
is  caused  by  the  diplococeus  of  pneumonia  and  is 
the  cause  of  more  deaths  than  any  other  of  the 
communicable  diseases.  Statistics  show  that  in  each 
of  the  i^ast  two  years  more  than  two  hundred  thousand 
deaths  have  been  caused  by  this  disease  alone  in  the 
United  States. 

Where  death  results,  it  usually  comes  on  the  fifth  or 
sixth  day  after  the  disease  has  become  recognizable 
The  blood  is  nearly  normal  in  (]uantity  and  the  bodies 
resemble,  in  this  respect,  sudden  death  cases,  since  so 
great  an  abundance  of  blood  is  in  the  arteries  and 
veins  as  well  as  in  the  capillaries.  It  is  for  that  reason 
that  I  have  included  this  type  of  cases  in  this  volume. 

Suggillation  of  the  blood  in  the  dependent  i^arts 
produce  tliscoloi-ation  in  the  back  of  the  body,  and  dis- 
eolorations  often  also  extend  over  the  face,  neck  and 
ears. 

The  congestion  of  the  lungs  does  not  admit  of  the 
draining  of  the  blood  from  the  veins  into  this  natural 
reservoir.  The  result  is  that  we  find  in  these  eases  en- 
gorgement of  the  blood  in  the  veins,  and  the  backward 
pressure  of  this  blood  upon  that  which  remains  in  the 
capillaries  naturally  jirevents  the  usual  quantity  of 
blood  being  forced  from  the  arteries  by  the  contraction 
of  the  muscles  usual  in  rigor  mortis.  The  embalmer  will 
aiways  find  it  greatly  to  his  advantage  to  drain  the 
blood  from  the  arteries  before  injecting  fluid  into  them, 
and  to  insure  the  best  circulation  of  the  fluid  through 
the  arteries  and  through  the  capillaries  the  following 
plan  is  suggested: 

Use  both  the  axillary  artery  and  vein  to  drain  into 
the  artery  and  the  axillary  vein  tube  into  the  vein.  At- 
tach the  drainage  hose  to  each,  thus  allowing  the  flow 
of  the  blood  to  occur  from  both  vein  and  artery. 

After  the  ))lood  ceases  to  floAV  freely  from  the  artery 
with  the  body  in  its  usual  position,  Avith  the  head  and 
shoulders  elevated,  the  'shoulders  and  head  should  be 
lowered  and  the  foot  of  the  embalming  board  elevated. 

With  the  body  in  this  position  the  flow  of  blood  from 
the  arteries  will  be  greatly  increased,  frequently  as 
much  as  two  or  three  pints  being  drained  from  the 
body  in  this  manner  before  any  fluid  is  injected. 

With  this  thick  blood  partially  removed,  very  much 
better  circulation  of  the  capillary  wash  and  fluid  will 
occur,  better  embalming  will  be  the  resiilt,  better  cos- 
metic effects  in  the  face  will  be  produced,  with  no  dan- 
ger of  regurgitation  or  reflushing  of  the  face  and  the 
greatest  freedom  from  putty  color,  which  is  too  fre- 
<[uently  produced  by  the  mixture  of  the  blood  and  fluid 
which  otherwise  remaiiis  in  the  capillaries.  This  is 
particularly  true  in  pneumonia  cases. 

In  order  to  insure  proper  drainage,  a  thorough 
cleansing  of  the  arteries  and  capillaries,  and  the  taking 
from  the  body  of  the  greatest  possible  (|uantity  of  this 
especially  vitiated  blood,  an  injection  should  be  made 
of  a  capillary  wash,  the  genuine  and  original  capillary 
wa.sh  and  blood  solvent  along  the  lines  suggested  in 
my  latest  book.  "Embalming  by  a  New  Principle  and 
a  new  Method."  This  should  be  done  before  any  em- 
balming fluid  is  used. 

By  using  the  capillary  wash  and  blood  solvent,  the 
^"■fniiiiio  original  solution  prepared  for  this  purpose, 


the  embalmer  will  dissolve  thickened  blood,  rid  him-self 
of  the  ropy  condition  of  the  blood  so  frequentlj'  found 
in  such  cases,  will  lighten  what  blood  remains  in  the 
systematic  circulation  by  giving  it  a  fresh  supph'  of 
oxygen,  and  will,  moreover,  purify  the  blood  in  the  lym- 
phatic circulation  and  oxygenate  the  tissue  itself. 
,  He  thus  will  be  able  to  secure  cosmetic  effects,  which, 
until  the  invention  or  discovery — call  it  whichever  you 
will — of  "Embalming  by  a  New  Principle  and  a  New 
Method,"  were  not  pos.sible. 

As  soon  as  the  capillaries  have  been  thoroughly 
v.  ashed  out  by  this  laxative  preparation,  fluid  should 
be  injected  in  the  regular  way.  through  the  axillary 
artery. 

With  this  method  of  injecting  fluid  into  the  axillary 
ai'tery  it  is  very  seldom  that  more  than  one  injection  is 
necessary,  because  with  perfect  circulation  of  the  fluid, 
directed  into  the  aorta  with  a  long,  flexible  artery 
tube,  which  is  provided  in  this  method  of  embalming, 
the  pure,  clean,  fresh  fluid  is  delivered  into  the  arch  of 
the  aorta.  As  the  carotid  arteries  originate  at  this 
point,  the  embalmer  has  the  advantage  of  clearing  up 
the  face  from  discolorations  while  the  even  circulation 
of  embalming  fluid  through  this  facial  tissue  insures 
perfect  preservation  as  well  as  uniform  color  and  good 
appearance. 

By  the  proper  manipulation  with  a  sponge  and  plenty 
of  cold  water  during  the  arterial  injection,  all  of  the 
dependent  parts  of  the  body  may  be  drained  of  con- 
gested blood,  which  will  be  found  better  to  gravitate 
from  the  body  by  the  use  of  the  vein  tube. 

Where  reflushing  occurs  through  the  too  rapid  injec- 
tion of  the  artery,  should  it  be  difficult  to  remove  by 
draining  blood  from  the  body,  further  injection  into 
the  axillary  artery  may  be  necessary,  and  on  a  rare 
case  you  may  have  to  raise  both  of  the  carotid  arteries 
and  inject  fluid  into  them  towards  the  face,  using  no 
more  than  six  to  eight  ounces  therein,  injecting  slowly 
and  manipulating  the  sponge. 

If  the  body  is  embalmed  within  four  to  six  hours 
after  death  a  quart  of  fluid  to  every  fifty  pounds  of 
tissue  should  be  found  to  be  sufficient  to  preserve  the 
bod.v  for  a  reasonable  length  of  time. 

For  permanent  preservation,  however,  as  much  more 
than  this  quantity  should  be  used. 

The.  bronchial  tubes  throughout  the  lungs  are  also 
filled  with  nnaeous  and  foreign  matter  which  has  ae- 
cianulated  during  the  last  few  hours  preceding  death. 
Therefore,  fluid  should  be  injected  either  into  the 
mouth  or  nostrils  by  the  nasal  tube.  Manipulation  of 
the  esophagus  at  this  time  Avill  allow  a  considerable 
quantity  of  fluid  to  pass  into  the  bronchial  tubes,  dis- 
infecting all  of  this  mucous  material,  insuring  preser- 
vation and  thorough  disinfection. 

Pneumonia  cases  very  frequently  develop  a  consid- 
erable (luantity  of  gas  in  the  abdominal  cavity.  This 
is  due  to  the  fact  that  the  disease  has  no  effect  on  the 
appetite,  and  as  the  diet  is  not  restricted  in  this  dis- 
ease as  in  typhoid  fever  and  many  others  where  milk 
and  gruel  are  the  only  foods  administered,  food  is, 
therefore,  apt  to  be  present  in  considerable  quantity  in 
the  stomach  and  intestines. 

Naturally  it  ferments  and  decomposes,  causing  ga.ses 
which  inust  be  aspirated,  and  a  thorough  and  complete 
cavity  injection  should  be  given  to  distribute  fluid  in- 
timately throughout  this  vegetable  substance.  This  can 
be  disinfected  only  by  cavity  injection  or  by  using  the 
new  stomach  tube. 

The  latter  is  decidedly  the  best  and  most  modern 
practice. 
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ONTARIO 

Bobcaygeon — 

Byng,  G.  C. 

Bowmanville,  Ont. — 

Morris  &  Son,  L.  'Phone  10. 

Brantford — 

Thorpe  Bros. 
Funeral  Directors. 
Successors  to  H.  S.  Peiree. 

Both  phones,  200. 

Dungannon  — 

Sproul,  William 

Elmira — 

Drei'singer,  Chris. 

Hamilton — 

Blachford  &  Sons. 
57  King  Street  West 

Dodsworth,  A.  H. 
59  King  St.  W. 
Eobinson,  J.  H.  &  Co., 
19-21  John  St.  N. 


Iiigersoll — 

Mclntyres. 
F.  W.  Keeler,  proprietor 

Kingston — 

Corbett,  S.  S- 

Reid,  Jas-,  254  Princess  St. 

London — 

Ferguson's  Sons,  John 
174  to  180  King  St. 

Mundell,  J.  A.     Phone  126. 
150  Mississaga  St 

Oshawa — 

Luke  Burial  Co. 

Schomberg — 

F.  Skinner. 

St.  Catharines — 

Grobb  Bros. 

144-146  St.  Paul  St- 

St.  Thomas — 

William,  P.  R.,  &  Sons,  519 
Talbot  St. 


Stirling — 

Ralph,  Jas.       Phone  102. 

Stratford — 

Greenwood  &  Vivian,  Ltd. 
88-92  Ontario  St. 
White  &  Co.,  80  Ontario  St. 
Downs  &  Fleming. 

Toronto — 

Cobblediek,  N.  B. 

1508  Danforth  Ave.,  and 
2068  Queen  St.  E. 

Auto    equipment    for  all 
branches  of  service. 

Phone  Beach  73. 

.J.  A-  Humphrey  &  Son, 
463  Churcih  St. 

W.  N.  Knecitel. 

1202  Yonge  St. 
Motor  equipment  for  all 

branches  of  service. 
Motor  ambulance. 
Phone  North  4400. 

Washington,  Fleury  Burial 
Co.,  685  Queen  St.  E- 

Washington  &  Johnston, 
707  Queen  St.  E. 
Corner  of  Broadview. 

WaUaceburg — 

Cousins,  Burlington  &  Saint 

Welland— 

,1.  J.  Patterson  &  Sons. 
Sutherland,  G.  W- 


Woodstock — 

Mack,  Paul. 

Whitby— 

Nicholson   &  Seldon. 

QUEBEC 

Montreal — 

Tees  &  Co.,  912  St.  Catherine 
St.  West. 

NEW  BRUNSWICK 

Moncton— 

Tuttle  Bros.,  164  Lutz  St. 

MANITOBA 

Brandon — 

Cami>bell   &  Campbell. 

Dauphin — 

Farrel'l,  A.  F. 

Winnipeg — 

Glark-Leatherdale  Co.,  Ltd. 
232  Kennedy  St- 

Thompson  Co.,  J.,  501  Main 

SASKATCHEWAN 

Moose  Jaw — 
Broadfoot  Bros. 


MY  REPUTA  TION  is  under  the  Cork  of  Every  Bottle  of 

RE-CONCENTRATED  DIOXIN  ZZ^::!'^^:^'""^'''' 


THE  FIRST  THOUGHT 

Is  that  I  stake  the  reputation  which  I  have 
been  struggling  to  obtain  during  the  past 
twenty-six  years  on  the  perfection  and  sat- 
isfaction-giving qualities  of  my  latest  pro- 
duct, EE-Concentrated  Dioxin,  the  Per- 
oxide of  Hydrogen  Fluid. 


THE  SECOND  THOUGHT 

Is  that  I,  being  one  of  the  inventors  and 
the  patentee  of  the  Eckels-Genung  Axillary 
Method,  used  by  more  than  12,000  em- 
balrcers  in  the  United  .States  and  Canada, 
would  not  do  this  did  I  not  know  it  to  be 
the  best  and  most  modern  iluid  msde. 


THE  THIRD  THOUGHT 

Is  that  I  would  not  dare  to  offer  to  Pay 
Freight  Both  Ways  and  to  make  no  charge 
for  fluid  used  in  tests  if  I  was  not  sure 
that  Dioxin  would  give  satisfaction  far 
beyond  that  possible  with  any  other  fluid 
known  to  science. 


These  are  Broad  Statements,  but  they  are  borne  out  by  the  experience  of  thousands  of  high-class  embalmers  who  have 
compared  the  Cosmetic  Effects  and  Preserving  Properties  of  DIOXIN— the  Peroxide  Fluid— with  those  of  other  fluids. 


One  sixleen-ounce  bottle  EE-Concentrated  Dioxin  will  make 
a  gallon  of  Peroxide  of  Hydrogen  Embalming  Fluid  of  standard 
strength  for  arterial  embalming,  or  it  will  make  one-half  gallon 
of  extra  strength  Formaldehyde  Fluid  for  bad  cases  or  for  cavity 
work 

The  quantity  of  water  you  add  determines  whether  it  shall 
be  a  Formaldehyde  Fluid  or  whether  Peroxide  of  Hydrogen  shall 
predominate. 

EE-Concentrated  Dioxin,  therefore,  aside  from  being  the  only 
"pint-to-the-gallon"  fluid  ever  manufactured  and  the  most  econo- 
mical fluid  ever  placed  on  the  market  by  a  responsible  chemist,  is 
really  two  fluids  in  one. 

DOUBLE  DISINFECTING  BASE, 
This  is  because  EE-Concentrated  Dioxin  has  a  double  disin- 
fecting base.  One  of  these  bases  of  Formochloral,  a  purified  form 
of  Formaldehyde  in  which  the  Formaldehyde  is  robbed  of  its 
gratest  disadvantages  while  retaining  all  of  its  virtues.  The 
other  base  is  a  substance  which  combines  with  the  water  you  add 
in  the  right  proportion  which  makes  it  a  Peroxide  of  Hydrogen 
Fluid. 

Peroxide  of  Hydrogen  is  composed  of  two  parts  of  Hydrogen 
and  two  parts  of  Oxygen,  Its  chemical  symbol  is  H2  02.  Water 
is  two  parts  of  Hydrogen  and  one  part  of  Oxygen.  Its  symbol  is 
H20.    The  chemicals  in  EE-Concentrated  Dioxin  combine  with  the 


water  you  add  and  supply  to  the  water  the  extra  atom  of  Oxygen 
needed  to  transform  it  all  into  the  kind  of  Peroxide  of  Hydrogen 
which  makes  the  Best  Embalming  Fluid  ever  discovered. 

EE-Concentrated  Dioxin,  containing  as  it  does  and  in  an  ex- 
tremely concentrated  form  enough  disinfecting  and  preserving  chem- 
icals to  make  one  gallon  of  fluid,  is  the  strongest  and  most  power- 
ful fluid  in  the  world  to-day,  yet  it  combines  with  its  Titanic 
strength  the  marvellous  softness  and  delicacy  which  it  is  so  de- 
sirable to  use  on  delicate  complexions  or  those  in  which  the  very 
highest  decree  of  cosmetic  eifect  is  desired.  It  is  two  fluids  in  one 
bottle.  This  leaves  you  in  a  position  to  make  the  choice  at  the 
moment  of  embalming. 

There  arc  times  when  you  want  a  strong  fluid.  In  EE-Con- 
centrated Dioxin  you  have  it. 

There  are  times  when  you  desire  a  soft,  mild  and  delicate  fluid. 
In  EE-Concentrated  Dioxin  you  have  it. 

By  its  use  a  large  proportion  of  blood  can  be  withdrawn  and 
eppecially  in  dropsy  and  .jaundice  cases  its  effects  are  magical. 
Dioxin  is  good  in  all  cases,  but  it  is  marvellous  on  the  very  class  of 
bodies  where  other  fluids  are  weakest. 

SEND  FOE  A  TEIAL  SHIPMENT, 

Order  a  Fhipment  of  EE-Concentrated  Dioxin — TO-DAY — and 
use  it  on  your  next  important  case. 


H.  S.  ECKELS  &  COMPANY,  221  Fern  Avenue,  Toronto,  Ontario,  Canada 
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The  Original 
Patented 
Concentrated 
Fluid 


Patented  Formula 
Strongest  and  Best 


Essential  Oil  Base,  com- 
bined with  Alcohol,  Glycer- 
ine, Oxidized  Formaldehyde 
and  Boron-Dioxide. 

Atk  otheri  for  their  Formula 


Special  Canadian  Agent* 

National  Casket  Co. 

Toronto,  Ont. 
GLOBE  CASKET  CO. 
London,  Ont. 
SEMMENS  &  EVEL  CASKET  CO. 
Hamilton,  Ont. 
GIRARD  &  GODIN 
Three  Rivers,  Que. 
JAS.  S.  ELLIOTT  &  SON 
Pretcott,  Ont. 
CHRISTIE  BROS. 
Amherst,  N.S. 


Larger  Bottles  tilled  up  with  waters 


Egyptian  Chemical  Co.  Boston,  u.s.a 


For  Sale 
Wanted 


TERMS  OF  INSERTION 

50  cents  per  insiition  up  to 
twenty-five  words.  Each  additional 
word  twocents.  If  Bex  is  required 
5  cents  extra  to  cov^r  postage, etc. 
Cash  must  accompeny  each  order 
— no  accounts  bookrd. 
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WANTED — Uiiilertakiiig  or  Untlertaking  and  Furniture  busi- 
ness in  live  town  about  4,000.  State  full  iiarticulars,  Box  47 
Canadian  Turniture  World,  32  Colborne  Street,  Toronto,  Ont 

FOR  SALE — Good  Puruiture  and  Undertaking  Business  in  vil- 
lage; a  good  country  trade.  No  opposition  within  ten  miles. 
111-liealth  reason  for  selling.  Apply  Box  41  Canadian  Furni- 
ture World,  Toronto. 

FOR  SALE — High-class  Hearse  (horse  drawn);  first-class  eou- 
ilitioii;  liear  ea])  and  cape,  velvet  horse  covers  (black),  cloth 
covered  [ledestals,  etc.      These  articles  in  good  condition  will 
go  cheap.    Box  44  Furniture  World,  32  Colborne  Street,  Tor 
onto. 


FOR  SALE — Motor  Combination  Hearse  and  Delivery,  also 
Ambulance.  Has  black  and  white  curtains  for  hearse.  Cheap 
for  cash.  Address  Box  45  Furniture  World,  32  Colborne  St., 
Toronto.  J 


hlIllnljlllll,.lhJi|l;lrllll::illtll.lllllMI<IIIIIIIHIIIIi:i|llr.'lllllll' 


OVERLAND  MOTOR  HEARSE  FOR  SALE,  in  good  condition; 
will  sell  at  a  bargain  as  owner  has  bought  a  new  one.  Apply 
Box  42  Canadian  Furniture  World  and  Undertaker. 

RELIABLE  Furniture  Buyer  with  ten  years'  experience,  desires 

making  a  change  about  January  1st,  1920,  or  sooner;  capable 
of  taking  full  charge.  At  present  employed  with  one  of  the 
largest  furniture  stores  in  Canada.  Can  furnish  best  of  ref- 
erences.   Box  37  Furniture  World. 
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lUdter  from  i^our  FdUCel 

and  Chdmpion 

Mdke  the  highest  qudliti]  and 

most  economical  embalming  fluid. 


CRAmPlOTl  IS  UHEQUALED  as  a  pre- 
serualiue  in  the  most  extreme  cases,  and 
produces  that  much  desired  life-'like 
appearance  that  means  prestige  for  the 
Undertaker. 


CRAmPlOTl  IDILL  PROTECq*  ijour  rep^ 
utalion  and  save  needless  u?ornj. 

ORDER  A  CASE  TO-DJll]^ 

Chdmpion  Chemicdl  Co., 

Dr.  q.  ID.  EERQUSOn,  Canadian  manager, 
38  Leuty  Jive.,  Keu?  Beach,  Toronto. 

Canadian  Manufacturing  Plant,  IPINDSOR 


41  Years  ir>  Busir\ess- Mear\s- SakisFied    Emb aimers 


SLUMBER  KING 


A CLOSE-UP  of  the  Slumber  King  reveals  distinctive  features 
of  bed  spring  construction  which  anybody  is  apt  to  overlook 
—so  we  are  sending  this  photograph  for  your  deliberate 
study  and  consideration. 

As  a  dealer,  you  know  bed  springs;  know  their  strong  points,  their 
weak  spots  and  "comfort"  shortcomings.  You  know  when  a  spring 
is  physically  right  and  when  it  is  mechanically  wrong.  The  more 
you  know  about  springs  generally,  the  more  specifically  will  your 
trained  eye  recognize  the  marked  superiority  of  Slumber  King  con- 
struction—as disclosed  by  its  patented,  four-way  helical  suspension, 
its  smooth,  flat  mattress  bottom,  its  non-sag,  sanitary,  comfort- 
coaxing  design. 

Simmons  I  imited 

St  John.  Montredl.  Toronto.  Winnipeg,    Calvary,  Vancouver 
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The  Gendron  Mfg.  Company,  Limited 

Makers  o/ 

Reed  Furniture 

for  Summer  Use 

Our  line  of  Chairs,  Settees 
and  Canoe  Backs  is  quite 
large,  and  your  early  atten- 
tion will  ensure  greater  sales. 

Receive  Our  Catalogue 


THE  GENDRON  MFG.  CO.,  LIMITED,  TORONTO 


BENT  WOOD  CHAIRS 


Bent  Chairs  of  North  American  manufacture  are 
efficiently  built  of  high  grade  material  by  expert 
workmen.  They  are  quick  sellers  and  will  prove 
a  worthy  addition  to  the  stock  on  your,  floor.  We 
recommend  that  you  place  your  order  to-day  so 
that  you  will  insure  early  delivery. 


THE  NORTH  AMERICAN  BENT  CHAIR 

COMPANY,  LIMITED 
OWEN  SOUND      -      -      -  ONTARIO 
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ryMNiTURS 


We  illustrate  one  of  our  latest  Daven-O  Suites  in  the  period 
of  Queen  Anne.  This  suite  will  be  the  centre  of  attraction 
in  your  store.  Displayed  in  your  window  with  our  advertis- 
ing display  cards  it  will  prove  a  wonderful  business  builder. 
Tapestries  are  particularly  good,  and  the  exclusive  Kroehler 
features  will  make  this  suite  a  dominant  factor  in  your  I  920 
turnover.    Built  in  a  modern  factory  by  expert  workmen. 


THE  KINDEL  BED  COMPANY,  LIMITED 

STRATFORD  ONTARIO 
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STRATrORD 


rURIilTURl^ 


5001  Buffet 


McLagan 


Period  designs  are  proving 
very  popular  among  connois- 
seurs of  furniture,  and  the 
dealer  who  has  a  quality  and 
attractive  line  on  his  floor  is 
the  rendezvous  for  furniture 
buyers — and  the  magnet  to 
draw  these  buyers  is  the 
McLagan  Line. 


THE  McLAGA 

Stratford 


5007  China  Cabinet 


5009A  Diner 
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PURNITURB 


Furniture 


The  suite  illustrated  here  is 
Chippendale  in  design — a  true 
portrayal  in  all  its  beautiful 
and  sturdy  lines.  It  is  built 
of  Quartered  Oak  and  is 
reminiscent  of  the  period  it 
represents.  A  truly  attrac- 
tive suite.  Order  now  for 
Spring  selling. 


URNITURE  CO. 


Ontario 


LIMITED 


5000  Buffet 


5008  S.  Table 


5009  Diner 


5004  Extension  Table 
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FURNITURE 


No.  282B— Chiffonier 

Top  18x32  in 
P.  B.  Mirror  18x20  in. 


Furniture 


The  suite  we  illustrate  is  made  in  Figured 
Gumwood.  It  has  proven  popular  indeed 
among  the  furniture  trade  in  all  of  the 
three  finishes  —  Natural,  Walnut,  or 
Mahogany.  Construction,  workmanship 
and  materials  are  right  up  to  Stratford 
standard.  The  quality  cannot  be 
questioned. 


The  STRATFORD  CHAIR 

STRATFORD 


No.  285— Bed.    Size  4  ft.  6  in.  Slat 


No  908-3— Rocker.    Cane  Seat 
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of  Quality 


Furniture  for  the  Bed  Chamber  made  by 
The  Stratford  Chair  Company  is  desira- 
ble because  of  its  inherent  style  and  its 
durability.  The  graceful  lines  of  this  suite 
are  appealing  to  the  eye,  and  in  keeping 
with  all  furniture  of  our  manufacture. 
We  suggest  that  you  place  an  order  for 
your  requirements  to-day. 


COMPANY,  LIMirrED 

ONTARIO 


No.  280B— Dresser.    Top  18x40  in. 
P.  B.  Mirror  26x28  in. 


No.  908-1— Chair.    Cane  Seat 


No.  908-9 -Chair.    Cane  Seat 


No.  283  — Dressing  Table.    Top  17x34  in. 
P.  B.  Mirror  14x22  in.  Two  P.  B.  Mirrors 
8x18  in. 
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rURNITURtt 


ORDER  TO-DAY  FOR  EARLY  DELIVERY. 
Take  advantage  of  the  Spring  rush  for  furniture  for  the 
lawn  and  summer  home.    PRICES  ARE  RIGHT. 


Verandah 
and  Lawn 
Furniture 

Lawn  Swings 

Camp  Stools 

Lawn  Seats 

Camp  Cots 

Folding  Chairs 

Adjustable 
Lawn  Chairs 

Folding  Tables 


The  Stratford  Manufacturing  Co.,  Limited,  Stratford,  Ont. 


ADVERTISING  THAT  PAYS 


WANT 
ADS 

BRING 
RESULTS 


2  cents  per  word 
per  insertion 


THE 
CANADIAN 
FURNITURE 
WORLD 


J  F  you  have  something  for  sale  try  a  want 
ad.  in  our  ad.  column,  and  you  will  be  sur- 
prised at  the  results. 


OUR 
CIRCULATION 
COVERS 
THE  FIELD 


2  cents  per  word 
per  insertion 
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Reed  and  Rattan  Furniture 


During  the  Spring  and  Sum- 
mer months  there  is  a  wonder- 
ful demand  for  Reed  and 
Rattan  furniture  for  the  sun- 
room  and  porch. 

We  are  doing  the  best  that  is 
in  us  to  give  service  to  our 
customers  under  the  present 
trying  circumstances. 


liwAwAwAMil 

mwnMsm 


Imperial  Rattan  Company,  Limited 


STRATFORD 
ONTARIO 


Luxurious  Chesterfields 

AND  ARM  CHAIRS 


Living  Room  Furniture,  the  product  of  The  Farquharson- 
Gifford  Company,  is  appeahng  in  design,  and  of  superior 
quality.  Tapestries  of  a  particularly  high  order,  and  the 
best  of  workmanship  enter  into  its  construction.  We  recom- 
mend that  you  place  an  order  early  for  your  requirements. 

WRITE  US  TO-DAY 


The  Far quharson-Gif ford  Company 


STRATFORD 


ONTARIO 
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Fine  Furniture 
for  the  Bedroom 

We  reproduce  herewith  three 
pieces  from  our  Queen  Anne  Suite 
in  American  Walnut.  This  suite 
for  the  bed  chamber  is  typical  of 
our  complete  line.  In  material, 
construction  and  design  you  will 
find  it  decidedly  above  the  average. 

WRITE  FOR  QUOTATIONS  TO  DAY 


Meaford  Furniture  is  built  to 
satisfy  the  demand  for  furniture 
of  the  better  grade.  You  will 
find  that  your  average  customer 
is  more  than  pleased  with  it. 

The 

Meaford  Manufacturing 

Co.,  Limited 
Meaford    -  Ontario 
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Chesterfields  and  Easy  Chairs 


Pleasing  examples  of  the  work  of  The 
Woeller-Bolduc  Company  were  a  prom- 
inent feature  at  the  recent  Kitchener- 
Waterloo  Furniture  Exhibition. 

The  Chesterfield  illustrated,  Number 
615,  attracted  the  attention  of  the  dis- 
criminating buyer. 

We  would  suggest  that  you  acquaint 
us  with  your  requirements  in  Living 
Room  Furniture.  You  will  find  that 
our  prices  are  extremely  reasonable. 


WOELLER,  BOLDUC  &  COMPANY 

WATERLOO      -  ONTARIO 
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WE  ARE  I 

SLIDE  SPECIALISTS  I 


THE 

HEART 

OF  YOUR  EXTENSION 
TABLE  IS  THE 

SLIDE 


THE 

WABASH 
TABLE  SLIDE 


YOUR  TABLE  IS 


)  MANUFACTURED 

CONDEMNED  IF  THE  SLIDE     oWAl  TCDc TA' 
DOES  NOT  WORK  I>ML1lK«Iu. 

PROPERLY 

WABASH  SLIDES 

INSURE 


Having  manufactured  SLIDES  = 

exclusively — for  30  years  1 

Many  Canadian  Table-makert  use  | 

WABASH  SLIDES-  I 

Because  | 

We  furnish  Better  SLIDES  at  | 

Lower  Cost.  | 

M.de  by  I 

B.  WALTER  &  COMPANY  ! 

Factory  St.      WABASH,  IND.  I 

Canadian  Representative  :  ~ 

A.  B.Caya,  28  King  St.  E..  Kitchenrr,  p 


I        SATISFIED  CUSTOMERS  WABASH  SLIDES  I    EUMINATIE  SLID^TROUBLES     Ont.,  successor  to  Frank  A.  Smith 

^lll!lllli:ilMIIIIIIIII|llllillllMIMII.'IIIM.IIIlMIIII!MMIIIIIIIIMIIIIIMIIIIIIIIIIIMIII;i  III  IIIIIIIMIIIIIMIMIIIIIMIIIIIIIIIIIMIIIIIMjllllllllMHIIMIIIIIIIIIIIIIIMMIIIIIIIIIIIIIIIIIMIIIIIIIIIIIIIMIIIIIMIIMIIIIIIIIIII^   11111111111111111111111." 


HAS  YOUR  EXPERIENCE  IN  1919 

HELPED  YOU  TO  BUY  EARLY  FOR  1920 

from  the  one  plant  whose  facilities  and  capacity  enable  us  to  hold  the  reputation  of 

ALWAYS  DELIVERING  THE  GOODS  ? 

MATTHEWS   BROS.,  limited 

THE  BIG  CANADIAN  MOULDING  HOUSE 

1906  DUNDAS  STREET  WEST  TORONTO,  CANADA 


'll.llllllllllli;illlllllllllllllMIIMIinillllMIIMIIMI:illMlllllli;illll!MIIMI|i:ililMlllllllilillli:illlllilMllllllllllll^   IIIIiIMIIIIMIIHIIIIIIIIIII^ 


A 

Timely 
Suggestion 


During  the  next  few  weeks  housewives  everywhere 
will  be  preparing  for  spring  cleaning  and  the  storing 
away  of  bed  linen,  surplus  blankets,  etc.  This  will 
be  a  seasonable  time  to  feature  Shafer's  Cedar 
Chests,  and  good  window  display  will  attract  the 
attention  of  your  customers. 

D.  L.  SHAFER  &  COMPANY 


ST.  THOMAS 


ONTARIO 


-~ii>M!'iiiiiiHiiiiiM:iii:i.;iiiih>M:iiiii:iiiiiiiiiiiii:  ml  iiiiiirinMui:iiiiiiiiiiiiMiiMilllMIIIIIMIililiillMi:ilMiiiiiiiiiiiii!i:iiMillillMlilliliiilllliilliii|i!iiiililiiiiiiiiiiiililiM   II  iiiiiiiiiii  iiiihiii  iiiiiiiiiiiiiiir 


You'd  Be  Surprised 

how  quickly  and  easily  the  Peerless  Folding  Table  moves 
out  of  your  store.  The 

WPEERLESS^ 

'    FOLDING  TABLE- 

is  such  a  unique^  convenient  piece  of  furniture,  possessing 
Fo  many  strong  selling  features  that  you  simply  can't  keep 
^  it  very  long  on  your  floor. 

If  you  don't  c.".rry  the  Peerless  you're  passing  up  a 
good  opportunity — let  us  tell  you  about  it. 

Hourd  &  Co.,  Limited 


LOur  offer  to  buyers  in  gross  lots  is  especially  advantageous 


March  1920 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER 


13 


nilllllllllllllllllllllllllllllllllllllllllllllllMIIIIIIIMIIIIIIIIIIIIIIIIIIIMIIIIMMIIMIIIIIIIMIMIIIIIIIII^  JJMMIIIIIIMIIIIIIIIMIIMIMMIIIIMIMIIIIIIIIHIMIIIMIIIIMIIIIIIIIIMIIMIIIIMIMIinMIMIIItllllMIIIMIIIMIIMIIIIMIMIIIIMIIIIIIIIIIMIMIII^ 


The  National  Table  Company,  Limited 

The  Owen  Sound  Chair  Co.,  Limited  | 
The  North  American  Furniture  Co., 

E                                                                                                Limited  E 

1                 Owen  Sound        Ontario  | 

I              Manufacturers  of  Medium  and  High-  | 

1              Grade  Dining  Room,  Bedroom,  Hall,  | 

I              Living  Room  and  Library  Furniture.  | 

I                         Catalogues  sent  on  application  | 

-7|IIIIMIIIIIIIIIIIMIMMIIIIIIIMIIIIIIIIIIIIIIMIIMIIIIIIIIIIIMIMIIIiMIIIIMIIIIIIIIMIMi:HIIIMIIIIIIIMIIIIIIIIIIIIIMIIIIM^ 
'^IIIIIIMIMIMIMMIIIIIIIIMMIi:IMIIIIIilMIMIMIIMIMIMIMIMIMIMI|MI|IIMIMIIIIMIMIIMIIIIIIIIIIMIIIIIIMIIIIIIIIIIMIMIMII!IIIIMIIIIII 

Upholstery  Springs  j 

Highest  quality  Upholstery  Springs,  | 

made  from  the  finest  grade  High  Car-  | 

bon  Steel  Wire,  oil  tempered  after  | 

the   coiling  operation,   thus  insuring  | 

uniform  strength  and  "No  Set."    Re-  | 

member,  the  quality  of  your  High-  | 

.  Grade  Upholstering  depends  entirely  i 

on  the  quality  of  the  springs  you  are  | 

using.  I 

HELICAL  SPRINGS  I 

for  spring  bed  and  mattress  fabrics.  | 

Get  the  habit  ;   buy  Canadian  springs  | 

James  Steele,  Limited  | 

'nq  26                              Guelph,  Canada  | 

-IIIIIIIIIIMIIIIIIIIIIIIIII  mill  IIMIIIIII  IHIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIMIIIIIIIIIIIIMn 


100%  PROFIT 


is  now  being  made  by  a 
considerable  number  of 

FURNITURE  DEALERS 


handli 


mg  my  imes 


of 


Phonograph  Accessories 
and  Supplies 

Write  to-day  for  a  copy  of  my  latest  cata- 
logue and  get  your  name  on  my  mailing  list. 

H.  A.  BEMISTER 


10  Victoria  Street 


Montreal,  Que. 


~llllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllMIIIIIIIIIIIIIIIII!IIIIIIIIIIIIIIMII<illllllllh 
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SERVICE 

IS 

WHAT  YOU  WANT 

Whether  you  are  buying  a  matlress  or  a  watch 
you  expect  it  to  be  reliable  and  give  good  service. 

Kapok  Mattresses 

will  fulfil  the  most  exacting  demand.  The  popular- 
ity of  our  Kapok  Mattresses  is  based  on  good 
workmanship,  quality  and  finish,  with  comfort  and 
convenience.  Their  attractive  appearance  help 
materially  in  creating  new  sales  wherever  shown, 
and  they  serve  constantly  and  long. 


Illustrated  catalog  on  request. 

The  Canadian  Feather  &  Mattress  Co. 

LIMITED 


TORONTO 


OTTAWA 


iillllllllllllllllllllllMIIIIMIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIMIIIIMIIIIIIIIIIIIIIIIIIIIIIMIIIIIIIM! 
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Are  You  Aware— 


There  has  been  an  unprecedented  demand  for 
Sidway  Baby  Carriages  from  all  over  Canada. 
Far-seeing  dealers  are  ordering  now  to  com- 
plete their  stocks — for  a  full  range  in  style  and 
price  is  the  clinching  argument  in  so  many  sales. 

That  the  Sidway  line  will  continue  to  hold 
First  Place  goes  without  further  comment.  The 
1920  designs  embody  graceful  lines,  comfort 
and  durability.  There  is  a  dignified  appearance 
built  right  into  them,  and  exclusive  selling 
features  stick  right  out  of  every  model. 

A  splendid  line  for  you  as  well  as  your  cus- 
tomers. Made  in  Canada  with  a  reliable 
manufacturer  behind.  Pleased  purchasers 
who  talk  and  tell  their  friends  of  Sidway  ex- 
cellence bring  new  trade  to  your  store. 

If  you  are  not  linked  up  with  this  powerful 
selling  line  let  us  hear  from  you.  Our  1 920 
catalogue  will  be  distributed  this  month.  Should 
you  not  receive  a  copy  a  card  will  bring  one. 


Sidway  Mercantile  Co, 

Dufferin  St.       -  Toronto 


March  1920 
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Order  This  Verandah 
Chair  Early 


Last  season  this  was 
one  of  our  best  sell- 
ers, and  those  dealers 
who  handled  it  are 
already  booking  their 
orders  for  this  year. 
We  suggest  early 
ordering  for  all  of 
you,  so  that  you  will 
have  all  your  stock 
in  time. 

V  eranaan  Chairs 
made  by  the  Cana- 
dian Rattan  Chair 

Company  are  built  to  give  service  and  satisfaction.  Furni- 
ture dealers  from  coast  to  coast  are  very  emphatic  in  their 
praise  of  our  product.  If  you  do  not  carry  a  stock  of 
these  chairs,  we  suggest  that  you  give  them  a  trial  this 


Arm  Rocker  No.  226    Seat  16x20.    Weight  17  lbs. 


season. 


Place  Your  Order  To-day 


CANADIAN  RATTAN  CHAIR  CO.,  LTD. 

VICTORIAVILLE       -  QUEBEC 
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Necessities  for  the  Baby 


Wheel  Bassinettes 
Cribs  and  Cradles 
Baby  Walkers 
Play  Yards 
Porch  Gates 
Reed  Doll  Carriages 


THESE  LINES  ARE  LEADERS  IN  ANY  FURNI- 
TURE STORE,  AND  CREA  TE  SALES  UPON  SIGHT 


Place  your  orders 
to-day  for  this  line 
of  quick-selling  mer- 
chandise. 


Quick  Delivery 


rices 


Right 


THE  GEM  CRIB  &  CRADLE  CO.,  OF  CANADA 


8  Queen  Street  North 


Kitchener,  Ontario 


March  1920  CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER 


Dining  Room  Suite  No.  347 


"QUEEN  ANNE" 

is  one  of  the  most  popular  period  designs 
being  offered  this  year,  and  the  suite 
for  the  Dining  Room  that  is  illustrated 
above  has  proved  to  be  one  of  our 
fastest  sellers.  Posts  and  frames  are  of 
solid  walnut ;  the  case  tops,  fronts  and 
gables  are  of  five-ply  veneer ;  w^alnut 
veneer  drawer  bottoms,  with  one  drawer 
lined. 

SATIN  OR  POLISHED  FINISH 


KNECHTEL  FURNITURE 

LIMITED 

HANOVER  ONTARIO 


CO 


18 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER 


March,  1920 


SALE  OF  MILITARY  AND 

OTHER  GOVERNMENT  STORES 


Equipment  and  Supplies  for  Hospitals,  Institutions,  Bunkhouses,  Camps, 

Diningrooms,  Kitchens,  etc. 

Bedsteads,  Furniture,  Hardware,  Dry  Goods,  Rubbers,  Overshoes 
and  other  Footwear,  Blankets,  Sheets,  Pillows, 
Baskets,  Woodenware,  Brushes,  etc. 

CONSTRUCTION  EQUIPMENT  AND  MACHINERY— AMBULANCES 


The  stores  are  located  at  various  places  throughout  Canada 


Instead  of  or  in  addition  to  sales  by  sealed  tender 

PRICE  LISTS  WILL  NOW  BE  ISSUED 

for  most  articles— the  goods  being  offered  in  lots  for  purchase  by 
wholesale  houses,  jobbers,  and  the  trade  generally. 

TRADE  ONLY  SUPPLIED 


except  that  arrangements  previously  announced  for  sale  to 
returned  soldiers  and  sailors,  and  widows  and  dependents  of  same 
through  theG.W.V.A.  and  similar  organizations,  and  to  hospitals 
and  philanthropic  institutions  will  be  continued. 


SALES  WILL  CEASE  IN  MARCH.  Any  balances  left  will  be  cleared  by 
public  auction  shortly  thereafter.  This  advertisement  will  not  be  repeated. 
Those  interested  should  therefore  apply  AT  ONCE  for  price  lists  and  other 
information  to  the 

SECRETARY  OF  THE  WAR  PURCHASING  COMMISSION,  BOOTH  BUILDING.  OTTAWA. 

February,  1920. 


March  1920 
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—  The  Carriage  of  Smiles  — 


LLOYD  LOOM  WOVEN  BABY  CARRIAGES 

are  manufactured  by  a  patented  and  exclusive  method 
and  loom.  These  great  inventions  enable  Mr.  Lloyd 
to  produce  baby  carriages  w^ith  far  less  labor  costs 
than  all  other  manufacturers.  This  great  saving  is 
put  into  other  features,  thereby  producing  a  carriage 
made  with  far  better  workmanship,  finer  raw  materials, 
and  with  more  refinements.  And  with  all  that 
superiority  the  Lloyd  Carriage  sells  at  lower  prices. 
This  cannot  be  refuted. 


THE  1  I  MCT'     CO        MENOMINEE,  MICHIGAN 

LLU  I  U   IVir  Vlo  — '        ORILLIA,  ONTARIO 
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GREY  ANTIQUE 


burnished  on  Embossed  Gum  is  a  popular  finish 
for  platinum  photos  or  prints  in  black  and  white. 


We  illustrate  two 
of  our  new  designs 
in  this  finish. 

Ask  for  finish  No. 
474. 


No. ^6038-474.    1  j4^-inch  GrejrdAntique  burnished.    Made  alio  in  |4^-inch. 


No.  6039-474.    3,4 -inch  Grey  Antique  burnished.    Made  in  one  size  only. 


A  host  of  other  pat- 
terns in  same  finish, 
also  in  plain  antique 
gold  and  burnished 
powdered  gold. 


PHILLIPS  MANUFACTURING  COMPANY,  LIMITED 

258-326  CARLAW  AVENUE  TORONTO,  ONTARIO 

MAKERS  OF  FINE  MOULDINGS.  FRAMES.  AND  MIRRORS. 


Announcement 


has  just  been  made  of  an  important  deal  under  which  the  Canadian  rights  and  ownership 
of  the  Way  Sagless  Spring,  so  widely  advertised  in  the  States,  pass  into  Canadian  hands. 
The  Parkhill  Bedding,  Ltd.,  of  Winnipeg,  have  secured  the  rights  for  the  Western 
Provinces.  The  Canadian  Mersereau  Co.,  Ltd.,  of  Toronto,  become  sole  owners  of  the 
Way  Sagless  trade-marks,  name  and  rights  for  Eastern  Canada,  and  have  already 
begun  addition  to  their  present  factory  for  the  manufacture  of  this  Spring. 

The  capital  of  the  Mersereau  Co.  has  been  increased  to  provide  for  an  aggressive  policy  for  marketing 
and  distributing  this  product  in  connection  with  the  Mersereau  Metal  Beds. 

The  Way  Sagless  Spring  is  perhaps  the  most  widely  advertised  article  of  household  furnishing  produced 
in  the  States,  where  the  name  "Way  Sagless"  is  almost  a  household  word. 

The  "Way"  trade-mark,  with  its  man  and  child  reclining  contentedly  on  a  bed  spring,  appears  in  a  score 
or  more  of  magazines  of  national  and  international  circulation. 

Mr.  J.  E.  Newton,  who  founded  the  Canadian  Mersereau  Co.,  Ltd.,  is  the  managing  director,  under 
whom  the  company  will  conduct  its  enlarged  operations. 


Canadian  Mersereau  Company,  Limited 

FLORENCE  STREET  -  TORONTO 


March  1920 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER 


niiii'itiiiiuiniiTTiixuiimmmLun 


niTgimiiaiiimnuiii-mimiiimiuiiniimiiiii'MiiiiMatiiiiirmiTO 


mmmvimiin 


Kapok  Mattresses 

OF  QUALITY 


Our  new  line  of  Kapok  Mattresses 
is  placed  before  the  Retail  Furniture 
Trade  of  Canada  with  the  confi- 
dence earned  by  many  years  of 
experience  in  the  building  of  high- 
grade  mattresses. 

Kapok  Mattresses  of  Standard 
Manufacture  are  built  in  a  modern 
factory  by  the  most  expert  workmen. 
They  are  covered  with  good  quality 
art  ticking  and  are  light  and  buoyant. 
We  are  confident  that  your  best 
trade  will  be  pleased  with  them. 

Prices  are  extremely  reasonable  when 
consideration  is  given  to  the  quality 
of  this  merchandise. 

Send  in  your  sample  order  to-day 
so  as  to  ensure  early  delivery. 


.MMINIIIIIIIirillllllllllMiniMIMIIIIIIIIIIIIIIIMIMIIIIMIMIMIIIIIIIMMII!; 

1  In  Three  Grades  | 
I  ARISTOCRAT  I 
I  WELLWORTH  i 
I  WORTHMORE  I 

I  All  of  them  are  | 
i  good.  I 

rillllllllMlllllllllllllllllllllMIIIMIIIIIIIIIIII  liiiUlllMIMIIIIIIIIIIIIII^ 


THE  STANDARD  BEDDING  COMPANY 

LIMITED 

27-29  DAVIES  AVE..  TORONTO,  ONTARIO 

Builders  of  the  Hygienic  Mattress 
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Twin  Pedestal  Tables 


Every  time  you  sell  a  Tilt-Top 
"Twin"  Extension  Table  you 
are  building  up  future  trade — 
adding  something  to  your  good- 
will account.  "Twins"  create 
trade  for  you  consistently  and 
continuously — because  they  are 
built  to  give  satisfaction. 


HAVE  ''TWINS''  ON  YOUR 


FLOOR 


The  Old  Style  Unsightly  Pedestal. 


TWIN 


"Twin"  Extension  Tables 
are  supported  by  a  pair  of 
pedestals,  each  complete 
in  itself.  These  pedestals 
present  a  neat,  finished 
appearance  when  either 
open  or  closed. 


The  "Twin"  Pedestal.    Built  for  Service. 


CHESLEY  FURNITURE  CO.,  LIMITED 


CHESLEY 


ONTARIO 


D.  O.  McKINNON 

GENERAL  MANAGER 


W.  B.  HART 

ADVERTtSINO  MANAaCR 


FlliilTUREVORLD 


JAMES  O'HAGAN 

EDITOR 
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WHICH  OF  THESE  KITCHENS  ARE  YOU  IN? 
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A  trade  stunt  put  on  by  the  Thomas  Furniture  Company  at  London  to  sell  Kitchen  Cabinets 
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By  T'.  W.  READ,  Advertising  Manager  Thomas  Turniture  Company,  London 


<<T  Y/  HrCH  Kitchen  Are  You  In"— that's  what  the 
\\/  public  of  London  were  asked  by  Thomas'  in 
their  recent  kitchen  cabinnt  sale.  Of  course, 
we've  all  heard — and  most  of  us  staged  such  sales  with 
more  or  less  success  aiul  the  idea  has  become  practic- 
ally threadbare. 

But  Thomas'  idea  is  to  make  every  month  a  gnod  one, 
and  the  novel  methods  in  connection  made  January  a 
real  hum-din ger-  -a  real  hum-din ger  in  spite  of  the 
blizzardy  weather,  lackadaisical  car  service  and — Janu- 
aiy  is  a  slow  month  anyway.  Just  had  to  make  it  good, 
don't  you  know. 

Sure,  it  cost  a  little  money,  but  what's  tluit — when 
you  get  the  business?  The  first  thing,  of  course,  was 
to  get  the  cabinet.s — two  carloads.  Don't  know  how 
they  did  it,  but  bright  and  early  on  January  8  the 
manufacturers  had  them  here  and  you  should  have 
seen  that  whole — one  whole  carload — on  the  main 
floor  • —  all  at  one 
time. 

Some  20  firms,  both 
local  and  out-of- 
town,  came  in  with 
large  samples  of 
their  product,  and 
we  gave  each  pur- 
chaser 30  articles  of 
groceries  free  with 
each  cabinet — about 
.i^")  worth.  Believe 
us,  now,  it  surely 
was  some  line-up  of 
groceries — there  was 
coflFee,  cocoa,  jams, 
cereals,  soaps,  bak- 
ing powder  and  what 
not — to  say  nothing 
of  flour.  They  came 
gratis,  of  course  — 
100  from  each  firm. 

Now,  for  the  win- 
dows, for  here's 
where  we  made  the 
hit.  Yes,  they  stop- 
ped everybody.  The 
old  and  the  new  kit- 
chens— one   in  each 


Old  tiin. 


window.  The  old  kitchen  was  funny,  for  the  boys  rig- 
ged up  a  model  of  an  old  lady  leaning  into  a  barrel  of 
flour.  She  was  great,  '^ven  to  the  striped  stockings. 
The  rear  view  was  turned  to  the  street — thus  the  at- 
traction. An  old  stove,  table,  etc.,  rounded  out  the 
old-time  kitchen. 

The  new  kitchen  was  very  primdickety ;  a  lovely 
model,  a  "Canadian  Beauty"  cabinet,  a  sink,  a  gas 
stove  and  the  full  set  of  groceries  mounted  a  beautiful 
white  porcelain.  It  was  nice,  but  then  the  old  girl 
was  the  attraction.  To  further  popularize  her  she  was 
photographed  and  her  likeness  ran  in  both  papers. 

One  old  lad}--  thought  she  was  real,  and  came  in  and 
raised  rough  house  with  Mr.  Thomas,  threatening 
police  court  for  hiring  such  an  old  lady  to  stand  over 
a  barrel  in  such  a  position  for  so  many  hours  a  day. 
Another  old  dame,  after  watching  for  some  time  queri- 
ed a  bystander — "What's  the  matter,  is    'er  sick?" 

Even  business  men 
passing  several  times 
a  day,  didn't  get 
wise  until  they  be- 
gan figuring  out  how 
it  was  that  she  hap- 
pened to  be  leaning 
over  the  barrel  just 
as  they  came  along. 
Oh,  yes,  it  wa,s  one 
fine  Mdndow. 

Later  on  the  old 
<rirl  bought  a  cabinet 
;nid  her  kitchen  was 
changed  round.  Of 
I'ourse  she  didn't 
have  so  much  work 
to  do  now  that  she 
bought  one,  and 
could  sit  ami  watch 
the  people. 

And  Thou'as'  gave 
a  cabinet  free  out  of 
Hie  two  hundred. 
Every  purchaser  was 
given  a  duplicate 
numbered  drawing 
1  icket.  There  was  a 
dash  and  a  go  to  the 


);it(lu'n  wliicli  llie  Thomas  Knniitnn'  Co.  put  into  their  window 
during  the  Kitchen  Cabinet  Sale. 
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The  "new  kitchen"  win- 
dow, made  to  offset  the 
window  display  on  previ- 
ous page,  and  to  contrast 
with  it,  by  shewing  how 
;i  liifchen  cabinet  will  in- 
crease greatly  the  effici- 
ency of  the  liome's  work- 
room besides  adding  much 
to  the  kitchen's  clennii 
ness    and  appearance. 
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sale  besides  all  this  that  put  the  thing  over  so  big. 
There's  one  thing  certain  about  a  cabinet  sale — the 
ladies  want  them  and  every  purchaser  is  an  advertise- 
ment for  four  more.  Another  thing,  they  want  the 
best.  The'  advertised  club  terms  Avere  $3  down  and 
$1  per  week.  The  average  was  •4^8  down  and  the  bal- 
lauce  within  a  vear.  The  hotter  cabinets  brought  $i67, 
$72,  $74,  $75  and  $79. 

A  large  number  were  sold  out  of  town  in  answer  to 
as  many  as  eight  and  ten  letters  a  day,  but  of  course 
the  terms  were  higher. 

Averaging  the  cabinets  at  $70  we  did  over  $7,000  in 
cabinets — in  January — to  say  nothing  of  other  busi- 
ne.ss,  besides  making-  a  lot  of  new  friends. 


The  Thomas  Furniture  Co.'s  store  is  situated  in  the 
heart  of  London's  business  section — an  ideal  location, 
though  there  are  others  in  the  same  locality.  Mr.  P. 
W.  Read,  advertising  manager,  makes  excellent  use  of 
his  space  in  both  the  London  dailies,  also  the  Aveekly 
paper  that  is  circulated  to  Londoner,?  free. 

He  is  always  putting  some  new  kick  into  his  ads., 
Avhich  attract  the  reader's  attention  first  thing.  The 
windows,  too,  are  sure  worth  the  time  spent  on  them, 
being  well  lighted  and  adapted  to  good  displays. 

Thomas' always  have  an  exhibit  at  the  Western  Fair 
to  attract  out-of-town  buyers  who  visit  London,  for 
the  Western  is  the  largest  fall  fair  in  Canada,  outside 
of  the  National  in  Toronto. 
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Interior  of  The  Thomas 
l''urniture  Co.'s  stores  at 
Ijondon.  showing  the  neat 
arrangement  of  stock  and 
the  variety  of  suggestions 
offered  customers  who  en- 
ter. In  the  walk  to  the 
office  from  the  front  door 
one  is  constantly  reminded 
of  many  furniture  items 
t!i:if  would  look  well  in  the 
home. 
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ADVERTISING  /or  THE  FURNITURE  DEALERS 
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Some  views  on  publicity  other  than  newspaper  advertising— Quality  and  service — Be  natural 
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Bv  GEO.  E.  HELM, 


I HAVE  been  requested  to  give  you  an  article  on  ad- 
vertising. Apparently  those  who  made  this  request 
had  in  mind  newspaper  advertising,  but  as  there  are 
doubtless  quite  a  number  of  dealers  who  live  in  towns 
which  have  no  daily  papers  and  are  consequently  not 
very  much  interested  in  newspaper  advertising,  I  am 
going  to  touch  also  on  advertising  in  general  and  par- 
ticularly direct  by  mail  and  store  advertising. 

Now,  just  what  is  advertising?  Analyze  that  (jues- 
tion  for  a  moment  and  let  us  answer  it  for  ourselves. 
You  know  a  man  who  is  a  jeweler,  has  been  in  your 
community  for  perhaps,  we'll  say,  ten  to  twenty  years. 
He  has  never  spent  a  dollar  in  advertising  in  the  news- 
papers, but  you  know  the  man  is  honorable  and  straight 
and  has  a  reputation  for  square  dealing.  You  go  to 
him  to  buy  a  watch,  and  buy  it.  You  take  his  word  for 
the  value  of  the  article  and  you  get  value  received, 
Why?  Weren't  that  man's  every-day  acts  in  giving  a 
square  deal  to  his  customers,  advertising?  Yes,  it  was 
advertising  of  the  very  best  kind. 

Therefore,  I  say  to  you  retail  furniture  men  in  the 
small  towns,  if  you  do  not  do  a  single  dollar's  worth  of 
newspaper  advertising  or  any 
direct  by  mail  advertising, 
you  should  by  all  means  strive 
to  exert  such  an  influence  over 
your  customers  by  giving 
them  ((uality  and  service  and 
taking  care  of  all  just  com- 
plaints promptly  and  courte- 
ously that  they  will  tell  oth- 
ers, and  those  they  tell  will  tell 
others,  and  you  will  have 
worked  ont  by  this  method 
the  greatest  and  most  effec- 
tive plan  of  advertising — ad- 
vertising by  word  of  mouth — 
that  has  ever  been  known. 

For  your  direct  by  mail  ad- 
vertising— all  of  you,  or  most 
of  you,  have  in  your  town  a 
printer  who  can  get  out  at- 
tractive folders,  circulars, 
etc.,  and  you  yourself  can  al- 
ways get  up  an  attractive  let- 
ter to  mail  out  to  your  cus- 
tomers. Now,  try  to  keep 
your  store  in  apple  pie  order. 
Try  to  buy  and  carry  in  stock 
1he  goods  that  your  customers 
want,  and  when  you  get  in  a 
particularly  attractive  stock, 
sit  down  and  write  to  your 
best  customers  a  nice,  frank, 
friendly,  straight  from  the 
shoulder  letter,  telling  them 
about  it. 

Now,  when  writing  this  let- 
ter, do  not  send  out  the 
stereotyped:  "Dear  Sir:  We 


THOHU       IHOBiS       TBOKAS  TOOiaAt 


"THE  CANADIAN  BEAUTY" 


Full  Set  of  Groceries  Free! 


ScowOakc  Ammoijin 
TrcKiurc  Cook  B>i< 
Box  Puritr  Oftls. 
^tlit  GotiDD  Soap, 
Old  Dotoh  CleBriMT, 
Borden's  Si.  Charles  Evupa 

Tbom^iB'  Lead  Pencil. 
Hunt  c  Diamond  Flour 
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riakes. 
Ctetli's  Uilk  Ma.'aroni 
D->m.nioD  TomBio  Soup 
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Neal'a  Good  White  Bread 


Let's  Nail  This! 

A  few  pi'r»iuis  are  uiidi-r 
the  inipresaioQ  dal  IbsJ 
ure  paying  lur  the  grocer- 
lES,  nuyivay." 

This  is  a  fallary,  aa  all 
(he  groceries  come  to  ua 
gratia  in  return  for  the  ad- 
venising  received  in  eon- 
neclinn  with  Ihis.  the  lHTg- 


very  hundred  i? 


And  the  Cabinets  Are  Going  For 
Only  $3  Today  and  $1  Weekly 


Alt«r  th»i.  Jl  we«kJy  AU  the  cooven 
lunall  sum.   Don't  leave  it  tiU  the  end  o 


CANADIAN-MADE     SUITABLY  PRICED     SUPPLY  LIMITED 


All  thtnc  CaUineta  aro  made 
riKht  hrre  in  Catiada  by  the 
llnm  &  Notl  Company.  Uran". 
i.Td, 

Alt  Hnlid  oak.  and  Ihe  fiiiiib 


ilo»r\.  parielaiii  rnp>!,  revolving 
cruets.  ele-<«7,  |72.  17*75 
and  179. 


Lateit  Improvements  on  All  These  Cabinets 

THOWAS  FURNITURE  CO 

2"  2*)  Dund»s  Street.  SliSl  S" 


riiG  ad.  used  to  boost  Kitchen  Cabinet  Sales,  as  described 
in  tlie  articl?  on  the  Tbom;is  Kurnitnre  Co.,  London. 


have  just  received  a  lot  of  new  dressers  and  chiffoniers, 
etc.,  and  WE  want  you  to  come  in  and  look  at  them. 
WE  have  the  biggest  bargains  anywhere.  WE  al- 
ways have  the  lowest  prices,  and  WE  will  appreciate 
your  coming  to  see  us." 

Analyze  that  for  a  minute:  We,  we,  we.  Why  don't 
you  appeal  to  the  man  from  HIS  point  of  view,  like 
this:  "Dear  Mr.  Jones:  You  quite  likely  will  be  in  the 
market  for  some  furniture  this  year,  and  if  there  is  a 
single  piece  of  any  kind  wanted,  why  not  take  a  little 
trip  down  to  our  store  and  see  what  is  here? 

"You  know  you  want  to  trade  in  Jonesville,  and  you 
know  yon  WILL  trade  in  Jonesville  if  you  find  what 
is  wanted  at  the  right  price.  We  have  got  it,  and  we 
are  going  to  look  for  you  to  come. 

"There  is  no  use  to  tell  you  that  we  will  appreciate 
your  visit — you  know  that  without  our  saying  a  word. ' ' 
Now,  you  see  how  naturally  you  are  writing  that 
letter — just  like  you  were  talking  to  the  man.  That's 
the  way  to  write  a  letter,  anyway.  That's  the  way  to 
write  an  advertisement.  You  know,  most  people  seem 
to  think  when  they  go  to  write  an  advertisement  that 

they  have  to  get  up  on  a  ped- 
estal and  use  high-flown  langu- 
age and  all  that  sort  of 
thing.  There  never  was  a 
greater  mistake.  All  you  have 
to  do  is  to  be  natural,  just  na- 
tural, that's  all,  and  talk  to 
your  prospective  customers 
on  paper  exactly  like  you 
would  talk  to  them  if  they 
were  in  your  store. 

This  is  a  statement  that  has 
been  made  by  me  on  more 
than  one  occasion  and  has 
gained  considerable  publicity 
in  the  furniture  and  trade  pa- 
pers throughout  the  country: 
"If  I  could  condense  good  ad- 
vertising into  four  rules, 
these  would  sut¥iee :  'Be  truth- 
ful, be  sincere,  be  positive,  be 
natural.'  " 

Now,  the  next  time  one  of 
you  furniture  men  want  to 
write  an  advertisement  or 
Avrite  a  letter,  just  take  care- 
ful note  of  the  conversation 
which  passes  between  you  and 
some  customer  you  are  .sell- 
ing, and  throw  a  little  of  the 
sales  talk  from  both  sides  into 
your  advertisement  or  in  your 
letter.  Use  natural  exi)res- 
sious  , 

T  do  not  know  how  it  is 
with  other  furniture  dealers, 
but  Avhen  T  write  a  letter  or 
an  advertisement  it  is  with 


IS  'ER  SICK? 


When  the  crowd  was  largest  Satur- 
day night  viewing  the  old  and  the 
new  windows,  an  elderly  lady 
edged  up  to  the  window  represent- 
ing the  old  kitchen. 
After  interestedly  watching  the 
'old  girl'  for  quite  a  tlme^he  turned 
to  a  bystander  and  exclaimed: 
"What's  the  matter  with  'er—is  'er 
stc/c?" 

Another  lady  said  it  was  a  shame 
tor  Thomas'  to  "hire  an  old  lady 
like,  that  to  stand  all  day  with  her 
head  in  a  barrel.  " 
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BD(t  of  Nukot. 

Chase  &  Sanborn  Coffi-e 
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Kl.m  Bill  File. 

Burden  s  Recipe  Booir 


for  the  supply 
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the  principal  object  of  bringing  people  into  our  store, 
not  that  they  may  buy  the  particular  article  that  is  ad- 
vertised in  the  paper,  but  we  want  to  see  them  and 
talk  to  them,  face  to  face;  for.  after  all,  it  is  getting 
actjuainted  with  the  people  that  really  counts. 

One  day  this  week  T  happened  to  be  up  town  in  a 
certain  store,  and  while  sitting  and  talking  with  the 
proprietor,  some  lady  came  in  and  said:  "I  am  just 
as  mad  at  yon  ;is  I  can  be."  The  proprietor  naturally 
said:  "Wlinf  aliout''"  And  she  replied:  "For  going 
out  of  business.  1  have  traded  here  all  these  years  and 
I  have  never  wanted  to  trade  with  anybodj^  else. 
Another  thing,  T  have  heard  people  all  over  town  say- 
ing the  same  thing.   It  is  not  only  I,  but  all  my  friends, 


Encourage  youi'  store  employees  to  submit  ideas  for 
copy,  and  don't  expect  every  advertisement  to  bring 
people  in  out  of  breath,  money  in  their  hands,  anxious 
to  get  the  merchandise  you  offered  the  day  before. 

Adverti.'^ing  works  slowly,  but  surely.  It  is  planned 
and  conceived  in  the  idea  of  building  up  business. 

Customers  want  news,  but  they  want  it  told  briefly 
and  with  an  appreciation  of  their  needs. 

Put  more  money  into  the  brains  preparing  the  copy, 
and  your  space  will  yield  tremendous  returns. 

It  took  the  national  advertisers  a  long  time  to  learn 
this  truth,  hxit  most  of  them  now  know  it. 

Project  yourself  into  your  advertising.  Thar  is  the 
kind  of  advertising  people  Avill  read. 


This  is  an  i-xaniiile  of  I  lie  advertising     R.  J.  Campbell, 
and  is  one  reason  for  Mr.  Campbell's  business  success,  w 

in  the  prime  of  life.  It 

and  we  are  jnst  as  sorry  as  we  can  be  because  you  have 
sold  out." 

What  do  you  think  of  that!  Here  was  a  man  Avho 
had  been  in  business  thirty-one  years  in  his  town,  and 
had  served  the  people  so  honestly,  faithfully  and  satis- 
factorily that  they  were  really  disturbed  because  he 
wanted  to  quit  business  and  take  a  rest.  Now,  stop  for 
a  minute,  men,  and  analyze  the  situation.  There's  a 
whole  lot  in  it.  What  are  you  building  a  business  for? 
What  are  you  building  on  it?  On  Price?  Then  any- 
Ijody  can  take  it  away  from  you — anybody  who  has  the 
price.  On  a  good  name — on  qualit.v — service?  It  is 
yours,  then,  a.s  long  as 'you  care  to  hold  it. 


MAKE  ADS.  SOUND  AS  YOU  TALK. 

If  the  retailer  could  just  remember  that  his  adver- 
tising must  sound  like  he  talks,  and  must  breathe  his 
own  personality,  he  could  not  go  very  far  wrong  in 
the  preparation  of  his  copy. 


Ill'  Cunipbell  .t  Campl>ell,  Brandon,  Man.,  has  been  writing, 
hich  has  allowed  him  to  retire  with  all  honors  while  still 
is  a  good  spring  ad.,  too. 

SOME  SEASONABLE  HINTS. 

With  the  coming  of  the  warm  spring  wea-her  many 
a  baby  will  be  on  the  streets  for  the  first  time  with 
mother  or  nurse  maid.  Are  you  prepared  to  show 
handsome  and  comfortable  carriages? 

One  of  the  best  months  in  the  year  for  the  furniture 
dealer  is,  or  should  be,  April.  The  houseAvife  is  think- 
ing then  of  the  new  furniture  she  Avants — and  will  buy. 
if  your  sales  force  does  its  duty.  House-cleaning  time 
can  be  made  the  best  harvest  of  the  year  for  the  furni- 
ture dealer. 

Has  it  occurred  to  you  that  in  being  able  to  talk 
intelligently  about  period  furniture,  or  any  other  furni- 
ture, you  are  advertising  the  business  in  a  most  sub- 
stantial manner,  even  though  at  the  end  of  your  con- 
versation with  a  caller  a  sale  is  not  made  It  is  a 
i)lcasure  to  a  customer  to  be  informed  as  to  the  his- 
tc.ry  of  the  purchase  she  has  made,  and  if  she  is  not  buy- 
ing, she  is  more  apt  to  return  than  if  she  merely  had 
been  told  the  furniture  is  beautiful. 
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WINDOW  DISPLAY  BRINGS  CUSTOMERS 
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Good  store  w^indows   are  found  valuable   in   attracting  trade   by  many  furniture  dealers 


A  retailer  whose  wmdow  displays  are  reproduced 
oftencr,  perhaps,  than  those  of  any  other  dealer  in 
the  country,  gives  the  following  ten  rules  for  prepar- 
ing a  window  so  that  it  will  pull  trade,  says  System 
Magazine. 

1.  Have  window  glass  so  clean  it  sparkles.  For 
permanent  lettering  on  outside  use  bronze  with  black. 

2.  See  that  floor,  sidewalks  and  back  present  a  fresh, 
wholesome  appearance.  Omit  all  posters  that  are  not 
part  of  the  display. 

3.  Display  one  thing  at  a  time,       If  two  or  more 
articles  are  shown,  separate  them. 

4.  Make  displays  seasonable.  Place  samples  in 
window  and  distribute  over  counter. 

5.  Don't  overcrowd;  practice  reserve.  Some  goods 
permit  lavish  display.  When  in  doubt  choose  sim- 
plicity. 

6.  Have  a  color  scheme.  If  small  goods  are  displayed 
white  ought  to  prevail;  Avith  other  goods  frequently 
harmonious  colors  can  be  used.  A  window  with  a 
background  of  blue  is  sometimes  to  be  desired. 

7.  Use  leaders — for  the  same  reason  that  one  would 
use  them  in  a  special  sale — to  get  immediate  action. 

8.  Post  price  lists  or  use  cards  wherever  prices  are 
as  low  or  lower  than  in  other  stores. 

9.  Change  displays  weekly. 

10.  Make  displays  simultaneous  with  announcements 
of  advertisers. 


SUGGESTIVE  WINDOW  BACKGROUND. 

A  window  backgroimd  that  will  give  a  show  cai'd  an 
unusual  attractiveness  can  be  made  as  follows :  Make  a 
miniature,  rough  board  fence  out  of  weather-beaten  old 
boards  and  c-rect  this  across  the  back  of  the  window. 
On  it  inscribe  your  sign  in  chalk  or  paint,  or  tack  up 
such  a  sign  as  you  want  to  use.  By  putting  the  chalked 
inscription  in  the  centre  and  placing  around  the  ends 
two  or  three  of  the  signs  oftenest  seen  on  such  fences. 


advertising  goods  you  sell,  you  may  get  a  realistic 
effect.  If  you  want  to  carry  the  idea  farther,  lay  sods 
along  the  fence  bottom  and  cover  the  window  floor  in 
front  with  gravel.  Put  in  a  doll  or  two,  carrying  pack- 
ages of  the  goods  you  are  featuring. 


TO  REPRESENT  A  FIRE. 

To  represent  a  fire  in  a  camping  scene  in  the  window, 
a  trimmer  arranged  strips  of  red  tissue  paper  in  com- 
bination Avith  charred  sticks.  An  electric  fan  arranged 
underneath  kept  the  tissue  paper  (flames)  in  motion. 


POINTERS  FOR  THE  WINDOW  DRESSER  AND 
AD.  WRITER. 

Clerks  and  salesmen  should  be  carefully  drilled  in 
selling  talks  setting  forth  the  features  of  the  marchan- 
dise  in  display.  Of  course,  they  should  be  alert  to  at- 
tend promptly  to  the  wants  of  customers  who  are  lured 
into  the  store  by  the  display.  The  window  display 
should  likewise  be  supplemented  by  a  counter  display 
showing  the  merchant's  ability*  to  supply  the  goods 
that  are  advertised  in  the  window.  Naturally,  the 
stock  of  the  goods  displayed  should  be  properly  looked 
after. 

Cwt  out  clever  phrases  if  they  are  inserted  to  the 
sacrifice  of  clear  explanations — write  copy  as  you  talk, 
only  be  more  brief.  Publicity  is  costlier  than  conver- 
sation— ranging  in  price  downward  from  $6  a  line,  talk 
is  not  cheap  but  the  most  expensive  commodity  in  the 
world. 

Sketch  in  your  ad.  to  the  stenographer.  Then  you 
will  be  so  busy  "saying  it"  that  you  will  not  have  time 
to  bother  about  the  gewgaws  of  writing.  Afterwards 
take  the  typewritten  manuscript  and  cut  our  every 
Avord  and  every  line  that  can  be  erased  without  omit- 
ting an  important  detail.  What  remains  in  the  end  is 
all  that  really  counted  in  the  beginning. 
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Suggestions  from  the  Methods  of  Other  Dealers 

i  That  make  for  added  and  more  efficient  business.  | 
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J.  Levinter  has  adopted  a  series  of  trade  slogans  for 
his  Bloor  Street  West  furniture  store.  Here  are  sev- 
eral of  them:  "Pa.y  Cash  and  be  Happy"  ;  "The  Real 
Home  Furnisher";  and  "The  Store  Where  Cash 
Counts.""  From  a  small  start  three  and  a  half  years 
ago,  Mr.  Levinter  has  seen  his  store  grow  double  in 
size,  being  now  40  feet  front  by  100  feet  deep.  He 
expects  to  build  an  80  ft.  addition  to  his  store  in  the 
spring.  He  is  also  a  believer  in  the  use  of  electric  light 
as  a  brightener  inside  and  outside  the  store.  He  has 
One  of  tlie  brightest  electric  signs  on  the  street. 


G  whether  or  not  they  have  that  particular  record  on 
the  phonograph.  If  they  reply  in  the  negative  his  ad- 
vice was  to  get  it  because  by  hearing  it  played  on  the 
plionograph  the  pupil  Avould  derive  much  more  benefit 
than  b.y  eight  or  ten  lessons  from  some  music  teachers. 

Here  is  a  suggestion  of  an  idea  which  shows  what  a 
talking  machine  i,s  capable  of  doing  in  the  way  of  in- 
struction. What  are  you  doing  to  bring  forward  this 
thought  to  the  scliool  j)i'incii)als  and  music  teachers  in 
your  vicinity? 


NEW  IDEAS— PASS  THEM  ON. 
CHARTS  TO  SHOW  PROGRESS  OF  BUSINESS  , 

You  have  a  dollar. 

A  Toronto  retail    dealer  makes  good  use  of  charts  j  have  a  dollar, 

to  show  the  progress  of  his  business  from  year  to  year.  'sj^q  swap. 

He  can  also  tell  at  a  glance  whaj:  he  did  the  same  Now  you  have  my  dollar, 

month  last  year.  And  I  have  yours. 

The  first  chart  shows  the  stock  carried  and  the  gross  'W'e  are  not  better  off. 

profit.   Two  colors  of  ink  are  used  so  as  to  be  able  to  You  have  an  idea. 

I  have  an  idea. 

Data     For    Business  We  6wap. 

o<^-r.  'is  To  Of  'o  Now  you  have  two  ideas. 

srp5>'''*^^   ,  And  I  have  two  ideas. 

That's  the  difference. 
Send  us  descriptions  of  new  ideas  you  have  put  into 
„sv£5£s:/        •••*••••«•     practice  and  pass  them    along    to    other  readers  of 
Canadian  Furniture  World.    You  will  get  100  per 
cent,  return. 


BLAMES  DEALERS  FOR  THEFTS. 

"Storekeepers  in  general  are  too  indifferent  as  tr> 
the  protection  of  their  property"  stated  the  Chief  of 
Police  of  Toronto,  in  referring  to  the  complaint  of  a 
dealer  whose  store  was  robbed.  He  stated  that  he  had 
caused  a  survey  to  be  made  some  years  ago  and  found 
that  measures  for  protection  were  verj^  inadequate. 


Cliart  shows  progress  of  business  monthly. 

distinguish  at  a  glance.  It  is  interesting  to  note  in  con- 
nection with  this  chart  that  it  shows  the  gross  profit 
as  well  as  stock  carried. 

The  second  chart  shows  the  actual  revenue,  and  the 
third  chart  the  expense  entailed. 

The  dotted  line  shows  the  variation  from  one  year 
end  to  another. 

In  regard  to  this  method  of  keeping  tab  on  business 
the  dealer  says  "It  takes  only  a  few  minutes  each 
month  in  keeping  these  charts  up-to-date.  All  my 
charts  are  kept  in  a  loose  leaf  book,  so  that  I  have  at 
iny  finger's  ends  the  verj'-  thing  I  need  to  know." 


"GETTING"  HIS  AUDIENCE. 

An  evangelist  Avho  was  conducting  nightly  .services 
announced  that  on  the  following  evening  he  woiild 
speak  on  the  subject  of  "Liars."  He  advised  his  hear- 
ers to  read  in  advance  the  seventeenth  chapter  of 
Mark. 

The  next  night  he  arose  and  said:  "I  am  going  to 
preach  on  'Liars'  to-night  and  I  would  like  to  fcnow 
how  many  read  the  chapter  I  suggested."  A  hundred 
hands  were  upraised. 

"Now,"  he  said,  "you  are  the  very  persons  I  want  to 
talk  to — there  isn't  any  seventeenth  chapter  of  Mark." 


A  TIP  WORTH  FOLLOWING. 

On  his  cxaniinMtion  touis,  one  of  Toronto's  musicians 
with  an  international  reputation,  invariably  asks  piano 
i!s  whom  lie  haws  |.l^i\  iiig  Paderewski's  minuet  in 


HOLDING  THE  REINS  ON  DETAILS 

By  Charles  R.  Stevenson 

Suecesisful  operation  of  any  business — manufactur- 
ing, wholesale,  retail — requires  exact  information  about 
every  detail  of  the  business.  The  information  must 
be  obtained  cheaply  and  simply,  but  it  must  be  com- 
plete enough  and  detailed  enough  to  give  the  execu- 
tives who  are  responsible  for  the  operation  of  the  busi- 
ness exact  knowledge  of  its  every  detail. 
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\V.  J.  ANDERSON,  Vice-President. 


D.  M.  WRIGHT, 

President  and  General  Manager. 


S.  J.  COOK,  Sales  Manager. 


THE  McLAGAN  FURNITURE  CO.  REORGANIZATION 


DEALERS  throughoiTt  Canada  will  be  interested  to 
learn  that  the  financial  control  of  the  McLagan 
furniture  Co.,  Ltd.,  of  Stratford,  which  on  the 
winding  up  of  the  George  McLagan  estate  some  months 
ago  passed  to  outside  interests,  is  now  in  the  hands  of 
those  actively  connected  with  the  business  and  whose 
efforts  have  been  such  a  big  factor  in  successfully 
building  up  the  McLagan  organization. 

Mr.  D.  M.  Wright,  so  well  and  favorably  known  to 
the  furniture  trade,  is  president  and  general  man- 
ager, while  Mr.  W.  J.  Anderson  who  likewise  needs  no 
introduction  to  Canadian  furniture  men,  was  elected 
vice-president  of  the  McLagan  Co.  and  manager  of 
the  Stratford  Chair  Co.  plant. 


The  new  executive  committee  in  charge  of  the  several 
departments  of  the  McLagan  organization  consists  of 
D.  M.  Wright,  president  and  general  manager;  W.  J. 
Anderson,  vice-president  and  manager  Stratford  Chair 
Co.  plant;  L.  J.  Salter,  secretary-treasurer;  S.  J.  Cook, 
sales  manager ;  F.  G.  Scrimgeour,  superintendent ;  F.  P. 
Gibbs,  C.  A.,  factory,  auditor. 

The  new  cost  accounting  system  recently  installed  in 
the  several  plants  under  the  direction  of  Mr.  Gibbs  is" 
said  to  be  the  last  word  in  factory  costing  systems. 
Plans  have  been  formulated  for  materially  increasing 
during  1920  the  output  of  the  McLagan  factories,  and 
a  strenuous  effort  is  being  put  forth  to  keep  pace  with 
the  ever  increasing  demand  for  the  product  of  the  com- 
pany. 


L.  J.  SALTER. 
Sepretary  Treasurer. 


F.  G.  SCRIMGEOUK 
Supcvintendont. 


I''.  P.  GIBBS,  C  A., 
Factory  Auditor. 
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THE  Canadian  Feather  &  Mattress  Co.  of  Ottawa 
held  a  banquet  for  the  furniture  salesmen  of  Ot- 
tawa at  the  Russel  House  on  the  evening  of  Febru- 
ary 17.  There  were  about  seventy  present  and  the 
event,  wl^ch  was  the  first  of  its  kind  held  by  the  Otta- 
wa firm,  was  a  success  from  every  standpoint.  The 
dinner  was  all  that  could  be  desired,  the  menu  consist- 
ing of  o.ysters  on  half  shell,  soup,  fish,  olives  and  celery, 
lamb  chops,  roast  chicken,  Waldorf  salad,  water  ice, 
ice  cream,  coffee,  biscuits  and  cheese. 

The  chairman  of  the  evening  was  H.  F.  Hardy,  man- 
aging director  of  the  company,  Avho  in  welcoming  the 
Ottawa  salesmen  to  their  first  formal  gathering,  explain- 
ed the  objects  of  the  banquet,  expressing  the  wish  that 
all  present  would  thoroughly  enjoy  the  evening.  Music 
was  supplied  by  the  Ottawa  male  quartette,  while  im- 
promptu speeches  were  made  by  many  of  those  present, 
including  Robt.  Har}'is,  of  Harris  &  Barry;  James  Kane 
of  A.  Frieman  &  Co. ;  j.  Knox,  of  Bryson  &  Graham ;  F. 
Jones,  of  Stewart  &  Co. ;  Mr.  Epstein,  of  the  Dominion 
House  Furnishings  Co. :  Chas.  Moreland,  of  S.  A.  Luke 
&  Co. :  W.  Austin  Oliver,  of  James  Oliver  &  Co.,  and 
ethers.  The  address  of  the  evening  was  made  by  W.  H. 
Smith,  Toronto,  vice-president  of  the  company,  who 
spoke  on  salesmanship. 

Mr.  Smith,  in  his  address,  told  of  the  importance  of 
a  salesman  liking  his  work.  He  stated  that  only  failure 
could  follow  a  man  Avorking  at  anything  that  he  did 
not  like.  "If  you  do  not  like  the.  work  you  are  at  get 
another  job,"  said  Mr.  Smith.  He  spoke  of  the  value 
"of  courtesy  to  the  salesman.  "Courtesy  ranks  among 
the  very  first  requisites,"  he  said.  "The  first  approach 
of  the  salesman  means  much,  for  the  value  of  courtesy 
can  hardly  be  over-estimated."  "Don't  niake  the  cus- 
tomer feel  that  you  are  selling  something,  or  that  you 
'  are  trying  to  force  a  sale,  but  rather  show  that  you 
are  helping  to  make  a  selection  that  will  best  fill  the 
needs,  will  please  a)id  give  the  best  of  satisfaction  to 
the  purchaser." 

Mr.  Smith  also  referred  to  the  importance  of  a  sale- 
man  knowing  his  customers  as  far  as  possible,  for  he 
can  then  show  a  personal  interest  in  them  and  their 
needs,  which  means  more  business,  and  permanent  busi- 


ness. "The  selling  of  furniture  is  too  often  eondueted 
as  two  opponents  Avould  act,  one  trying  to  force  some- 
thing on  the  other  that  he  does  not  want.  There  can- 
not be  full  and  complete  confidence,  the  one  in  the 
other,  under  such  conditions,"  said  the  speaker. 
"Learn  to  know  the  goods  you  have  to  selL  If  you  are 
not  interested  in  your  own  goods  how  can  you  become 
enthusiastic,  let  alone  make  your  customers  feel  the 
same?  Have  confidence  in  the  goods  you  sell,  and  in 
the  firm  you  are  Avorking  for.  Have  confidence  in  your- 
self, and  in  every  department  of  salesmanship  put 
conscience.  Good  salesmen  need  imagination.  In  sell- 
ing furniture  you  must  be  able  to  picture  the  goods  just 
as  they  will  look  when  in  place  in  the  home.  By  being 
able  to  do  this  and  to  help  the  customer  in  buying  the 
goods  that  Avill  fill  the  place  best  and  give  most  lasting 
satisfaction." 

"A  good  salesman  will  choose  his  firm,"  continued 
Mr.  Smith.  "In  fact  he  will  always  be  in  a  position 
to  do  so,  because  he  will  be  recognized  as  a  first-class 
salesman.  Some  use  selling  methods  best  described  as 
shoveling  in  and  .shoveling  out — anyway  to  get  rid  of 
the  goods.  No  first-class  salesman  Avould  feel  at  home 
surrounded  by  mch  a  condition.  Too  many  do  not  re- 
gard salesmanship  as  a  profession  and  look  upon  it 
m.ore  as  a  day's  Avork  or  a  job.  But  the  real  alive,  alert 
salesman  Avill  concentrate  and  learn  his  calling  so  Avell 
he  Avill  make  it  a  profession." 

Mr.  Smith  also  made  the  suggestion  that  salesman- 
ship should  be  taught  in  our  high  schools,  as  many  pu- 
pils on  leaving  school  become  identified  as  salesmen  or 
saleswomen  in  some  capacity,  simply  because  they  Avant 
a  position,  and  this  field  has  numei-ous  openings.  Sum- 
miiig  up  all  the  requisites  of  a  good  salesman,  he  said 
they  Avere :  courtesy,  interest,  sincerity,  knoAA-ledge, 
imagination,  concentration. 


KINaSTON  FURNITURE  DEALER  BEREAVED. 

Canadian  Furniture  World  and  its  readers  offer  their 
condolences  to  Mr.  and  Mrs.  R.  J.  Reid  of  King.ston, 
•Out.,  in  the  loss  of  their  daughter.  Norma.  Mrs.  P.  B. 
d'Esterre,  who  died  of  pneumonia  on  February  16. 
while  visiting  her  brother,  Dr.  G.  R.  Reid  at  Toronto. 
The  funeral  took  place  at  Kingston. 

"Did  anybody  comment  on  the  AA'ay  you  handled 
your  ear?" 

"One  man  made  a  brief  remark,  'Fifty  dollars  and 
costs.'  " 


]»irincr  liiv.  ri   liv  r;UKi<li:iii    I'latlici    &    Mattress  Co.,   at  Hotel    Ciu-Is-Ritc.  T(irniit(i,  .111  .l:iiuiary  211.  :is  n-iMirtfii  in  last  issue  of 

'^'aiiadian   h'urnitiire  World. 
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R.  .T.  CAMPBELL 
of  Campbell   &   Campbell,  Brandon, 


BRANDON  is  losing  one  of  its  best  known,  most 
alert  and  popular  business  men,  as  R.  J.  Campbell, 
the  big  furniture  dealer  of  that  city,  and  his  wife 
are  leaving  at  an  early  date  for  the    Pacific  Coast, 
where  they  will  reside. 

Mr.  Campbell  has  for  many  years 
been  one  of  the  most  energetic  and  ac- 
tive men,  alert  to  the  best  interests  of 
the  city  in  business,  sport,  and  citizen- 
ship. The  sale  of  his  business  inter- 
e.sts  in  the  firm  of  Campbell  and 
Campbell  and  contemplated  removal 
is  greeted  on  all  sides  Avith  profound 
regret. 

The  success  which  has  attended  Mr. 
Campbell  may  well  be  an  inspiration 
to  all  Canadian  youths.  Through  un- 
flagging industry,  close  attention  to 
business  and  honesty  and  integrity  es- 
sential to  sucee>;s.  lu'  and  his  partner 
have  built  up  a  splendid  business,  the 
disposal  of  his  interest  in  which  en- 
ables him  to  indulge  his  fancy  for 
travel  or  engage  in  business  as  fancy 
dictates. 

R.  J.  Campbell  was  a  small  boy 
when  in  1882  he  went  out  to  Brandon 
with  his  parents  from  Cannington, 
Ontario.  He  attended  the  public 
schools  and  Collegiate  here,  and  his  first  experience  in 
business  was  gained  in  his  home  town.  After  leaving 
the  Collegiate  he  entered  the  employ  j)f  .Anderson, 
Ca^meron  &  Cumming,  who  conducted  a  general  store. 
Following  this  he  was  for  two  years  with  Fraser  Bros., 
in  iheir  general  store,  and  Avas  then  apprenticed  to 
Wilson  &  Smyth  in  the  upholstering  department.  R.  J. 
continued  with  them  and  their  successors,  Wilson  & 
Rankin,  for  six  years,  when  the  firm  of  Campbell  & 
Campbell,  of  Avhich  he  was  a  member  was  foi-med. 

The  new  firm  opened  for  business  in  furniture  and 
undertaking  on  September  10,  1895,  and  through 
steady  growth  and  rigid  adherence  to  business  princi- 
ples, has  steadily  grown  until  now  it  is  one  of  the 
largest  business  ventures  of  this  nature  in  Manitoba. 
Business  -has  been  continued  at  the  old  stand,  addi- 
tions and  improvements  having  been  made  as  warrant- 
ed. R.  J.  Campbell  disposed  of  his  interests  to  his 
partner,  A.  F.  Campbell  on  Satiirday,  January  23rd. 

One  of  the  institutions  in  this  community  which  will 
miss  R.  J.  Campbell  sorely  is  the  Y.M.C.A.  For  the  hist 
eighteen  years  he  has  been  a  member  of  the  Board  of 
Directors.  He  has  served  as  President  and  Chairman 
of  Finance  and  in  other  capacities.  Ever  since  the 
"Y''  first  opened  its  doors  in  this  community  he  has 
been  a  staunch  supporter.  Both  Mr.  and  Mrs.  Camp- 
bell will  be  missed  in  Sr,.  Paul's  Church  circles.  Mr. 
Campbell  has  for  ten  years  been  on  the  managing 
boai'd  and  ]\Trs.  Campbell  was  for  several  years  a  mem- 
ber of  the  choir  and  directly  associated  with  the  social 
activities  of  the  congregation.  In  Red  Cross  circles 
during  the  war  particularly,  Mrs.  Campbell  was  very 


active.  In  Patriotic  Fund  work,  the  Sailors'  Relief, 
and  all  patriotic  Avork,  R.  J.  Campbell  gave  willing  aid. 
In  the  Returned  Soldiers'  Association  he  was  always 
willing  to  loan  his  car  or  do  what  he  could  for  the 
returned  men. 

No  review  of  the  history  of  sport  in 
Brandon,  no  matter  how  brief,  would 
be  complete  without  mention  of  Mr, 
Campbell.  In  bowling,  curling,  ten- 
nis, golf,  etc.,  he  is  always  a  stifif  oi) 
ponent.  taking  part  in  many  historic 
contests.  The  New  Years  Day  dog 
races  owe  their  continuity  to  Mr. 
Campbell's  unfailing  interest  and  ac- 
tivities. 

It  was  in  1899,  on  the  eighth  of 
August,  that  R.  J.  Campbell  and 
Miss  Elmina  L.  Lynch  of  Oali- 
land,  Cal.,  Avere  married  in  Cali- 
fornia, coming  to  Brandon  after 
a  honeymoon  tour.  For  several 
years  they  have  occupied  their  beau- 
tiful home  at  3.56  Eleventh  Street, 
Avhich  they  are  noAv  planning  to  leave 
for  an  extended  tour  of  Pacific 
'Coast  cities,  in  one  of  Avhich  they  Avill 
CA'cntually  locate. 

Mr.  Campbell  is  also  a  past  presi- 
dent of  the  Retail  Merchants'  Asso- 
ciation ;  one  of  the  directors  of  The  Athletic  Associa- 
tion;  vice-president  of  the  Manitoba  BoAvling  .Associa- 
tion; and  a  member  of  the  Kiwanis  Club  of  Brandon, 
about  the  liA'^elies-'  club  in  Canada. 


Man 


I  THE  INSTALMENT  HOUSE  § 

1  ,             By  Walt  Mason.  | 

I  I  h.ave  bought  a  grand  piano  and  a  suinii'tuoiis  so-  .  i 

I  dan,  and  a  lot  of  other  doodads,  on  the  monthly  ]m.y-  | 

I  mtnt  ])]an.    On  each  thing  I  paid  a  dollar,  and  I'll  1 

I  pay  a  monthly  bone,  till  I'm  laid  away  and  sleeping  | 

I  underneath  r.  sagging  stone.    Tt  is  true  I  didn't  need  | 

I  theim,  and  I  hayen't  coin  to  burn,  but  I  see  my  neigih  | 

I  boris  blowing  every. lioiieek  that  they  earn,  and  if  they  | 

I  can  have  pianos  and  fine  motors  and  such  stuff,  1  | 

I  will  go  .as  far  as  they  do,  though  it  makes  the  sled-  : 

I  ding  rough.     Eyery  month  I'll  ]iay  a  dollai-  on  th-^  | 

I  junk  T  do  not  need,  till  T  lim]i  around  on  crutchds  and  s 

I  my  whiskers  go  to  seed;  and  when  I  haye  crossed  the  | 

I  ri\'er  to  the  shining  golden  shore,  T  will  still  be  owing  | 

1  money  to  the  .Tinx  instalment  store.    And  1  friar  thi-  i 

I  recollertio-n  will  die^troy  my  ])eace  of  miml,  when  1  | 

I  haye  a  harp  before  me  and  a  juair  of  wings  liehind,  | 

1  But  my  neighbors,  they  keep  blowing  ex'i-ry  rouble,  | 

I  e\ery,  red,  and  I'd  be  a  sort  of  ])iker  if  I  let  them  get  | 

I  ahead;  so  I'm  buying  circus  wagons,  and  F'ni  buying  | 

1  costly  gems,  and  my  wife  is  wearing  sables  and  dia-  | 

I  mond  diadems,  nnd  T  bought  the  whole  caboodle  on  | 

I  the  monthly  payment  plan,  and  I'm  ridiTig  to  the  ])oor-  | 

I  house  in  a  super-eight  sedan.  I 
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Thinking  out  the  problem  of  a  comfortable  mattress — Points  necessary  to  successful  product 
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ANY  years  ago  James  Mar- 
shall, of  Toronto,  had  a  bad 
night.  He  could  not  sleep.  He 
tossed  about  in  his  bed — it  was  hard, 
and  worse,  it  was  lumpy  and  uneven. 
It  Avas,  or  rather  had  been  a  good  mat- 
tress, too,  in  its  day  and  it  cost  quite 
a  bit  of  money.  In  the  morning  he 
told  his  Avife  that  the  mattress  requir- 
ed re-making.  She  promptly  told  him 
that  it  was  not  a  year  since  it  had 
been  re-made  and  they  could  not  af- 
ford to  have  it  re-made  every  year. 
Neither  could  he  af¥ord  a  new  one  just 
then.  This  set  him  thinking.  Why 
should  a  good  hair  mattress  get  lumpy 
and  uncomfortable  so  soon? 

Now,  Mr.  Marshall  was  a  thinker, 
and  he  thought  out  what  qvialities 
vyere  necessary  to  make  a  comfortable 
mattress.  First,  thinks  he,  it  must 
not  sag  and  get  into  hollows  where  I 
lie,  but  it  must  be  soft  enough  so  that 
when  T  lie  on  it,  it  will  fit  the  body  and 
be  supporting  it  at  all  points,  giving 
perfect  rest,  and  to  do  this  it  must  always  come  back 
when  the  weight  is  removed  by  the  changing  of  my 
position.  That  means  that  it  must  be  made  of  springy 
material.    But  the  onlv  material  on  which  a  satisfac- 


JAMKS  MARSHALL, 
Inventor  of  the   Marshall   Sanitary  Mat 
tress.     Born.  Sept.  14.  1840; 
died.  .Tan.  11.  1905. 


tory  spring  can  be  made  is  steel.  He 
bad  solved  the  first  part  of  the  prob- 
lem. 

The  next  thing  to  find  out  was  how 
it  could  be  made  to  give  perfect  sup- 
port to  the  body,  without  undue  pres- 
sure on  any  one  part  and  at  the  same 
lime  prevent  the  feeling  of  any  of  the 
springs.  That  meant  the  springs  must 
be  very  soft  ones  and  there  must  be 
very  many  of  them.  Other  difficulties 
liad  to  be  overcome.  How  to  prevent 
the  springs  from  making  a  noise;  this 
was  arranged  hy  putting  every  one  in 
its  own  special  cotton  pocket.  How 
were  the  springs  to  be  prevented  from 
setting  misplaced,  or  from  wearing 
through  the  ticking?  These  and  many 
other  points  were  all  carefully  Avork- 
ed  out  and  tested  before  the  first 
Marshall  mattress  Avas  put  on  the  mar- 
ket. At  last  however,  Mr.  Marshall 
Avho  was  a  very  conscientious  man, 
would  not  even  apply  for  a  patent 
until  he  had  solved  every  difficulty  in 
the  construction  satisfactorily  to  himself  that  it  would 
stand  every  test  and  Avas  prepared  to  guarantee  the 
comfort  and  AA^earing  qualities  of  the  mattress  if  need 
be  for  vears. 
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Illustration  of  llie  new 
Alarshiill  Ventilated  Mat- 
tress ('oinjiany  factory  at 
OH-lOO  Lombard  Street, 
Toronto. 
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Arrangements  were  made  to  make  and  market  one 
of  the  greatest  eontribntions  to  the  comfort  of  the 
common  people  that  invention  has  given  us  in  the  last 
25  years.  The  mattress  was  the  entire  work  of  a  Can- 
adian, and  the  first  Marshall  mattress  was  made  in 
Canada  by  Canadian  workmen  as  the  result  of  the  in- 
vention of  a  Canadian-born  citizen.  The  comfort  of 
the  mattress  and  the  wo)iderful  system  of  internal 
ventilation  at  once  appealed  to  the  medical  profession, 
and  during  the  first  year  probably  10  per  cent,  of  the 
output  was  sold  to  doctors  or,  on  their  recommenda- 
tion, to  their  patients.  Heartfelt  letters  of  thanks  had 
been  written  by  grateful  users  who  were  compelled 
to  lie  in  bed  for  months  at  a  stretch.  They  found  that 
the  construction  of  the  mattress  prevented  any  undue 
pressure  on  any  spot,  with  the  result  that  they  did  not 
get  sore  and  tired  by  lying  in  bed,  and  it  practically 
prevented  the  possibility  of  bed  sores  and  was  found 
by  the  doctors  to  be  very  superior  in  every  way  to  a 
water  bed. 

Since  that  time,  it  has  been  used  in  some  of  the  fin- 
est hospitals  in  the  world.  After  the  most  careful  tests 
it  was  adopted  for  the  first  cabins  of  such  floating  pal- 
aces as  the  Lusitania  and  the  Mauretania. 

Only  second  in  value  to  the  careful  housewife  is  its 
durability,  and  thousands  of  these  mattresses^  have 
been  in  use  from  ten  to  eighteen  years  without  even  be- 
ing back  to  the  factoiy  or  having;  cost  their  owners  one 
cent  for  repairs.  The  mattress  is  sold  with  a  five-year 
guarantee  label  on  each  mattress. 

The  ventilating  features  are  practically  uni(|u?,  there 
being  no  other  mattress  on  the  nuirket  Avith  such  ideas 
of  internal  ventilation.  This  is  most  important,  as  up- 
on this  feature  depends  the  sweetness  and  healthful- 
ness  of  the  mattress.  Some  mattresses  composed  of 
solid  masses  of  felt  or  hair  are  apt  to  absorb  odors  from 
the  body  and  eventually  become  an  evil  smelling,  in- 
sanitary mass  full  of  disease  germs,  but  with  the  Mar- 
shall system  of  ventilation  a  continued  turn  of  pure 
air  pa.^ses  through  the  mattress;  every  change  in  the 
position  of  the  occupant  eomnels  the  springs  to  act  as 
a  bellows  pumping  air  in  and  out  of  the  centre  of  the 
mattress,  thus  insuring  perfect  sweetness  and  sanita- 
tion. 

Mr.  A.  C.  Thompson,  the  present  manager  of  the 
Marshall  Ventilated  Mattress  Co.,  with  the  inventor, 
Mr.  Marshall.,  formed  a  co-partnership  which  was 
known  as  The  Marshall  Sanitary  Mattress  Company. 
In  1904  a  stock  company  was  formed  and  Mr.  Thomo- 
son  retired  from  the  management  for  four  years.  Snb- 
.sequently,  Mr.  Thompson  secured  control,  and  in  1918 
he  reorganized  the  company,  a  large  amount  of  addi- 
tional capital  being  invested.  The  new  companv  is 
known  as  The  Marshall  Ventilated  Mattress  Co.,  Ltd. 

Mr.  George  A.  Conlan,  now  secretary-treasurer  and 
sales  manager,  has  been  associated  with  the  Marshall 
interests  for  close  on' eleven  years,  and  is  the  inventor 
and  patentee  of  the  sanitary  bow  knots,  used  exclusive- 
ly by  this  firm,  which  take  the  place  of  the  old  style 
tivfts. 

The  spring  cushion  department  which  takes  care  of 
the  cushions  for  the  furnitnrc  ti'ade,  has  been  more 
than  doubled  and  Mr.  Conlan  states  that  the  company 
is  now  in  a  position  to  give  the  trade  more  efficient  ser- 
vice than  ever  before. 

TIMMINS  FURNITURE  CO.  REOPENS. 

The  Marshall-Ecclestone  Company,  hardware  and 
furniture  dealers  of  Timmins,  Ont.,  recently  burned 


out  at  that  place,  have  purchased  the  Northern  Can- 
ada Supply  Company's  stocks  and  business  at  Tim- 
mins,  and  will  conduct  the  store  at  their  stand  on 
Third  Avenue  for  the  present. 

The  Marshall-Ecclestone  firm,  with  their  well-known 
energy  and  enterprise,  lost  no  tim.e  or  business  oppor- 
tunity following  the  recent  fire  that  destroyed  their 
fine  big  store  on  the  corner  of  Third  Avenue  and  Pine 
Street.  The  day  after  the  fire  they  were  conducting 
business  as  nearly  "usual"  as  possible  from  their 
warerooms  on  Pine  Street,  later  also  securing  the  pre- 
mises occupied  by  N.  Ferris  on  Pine  Street,  buying  the 
building  from  Mr.  Ferris  aiul  taking  it  over  last  week. 

The  Marshall-Ecclestone  firm  will  for  the  present 
conduct  their  business  in  the  Northern  Canada  Supply 
Co.  store,  Avhich  they  have  purchased.  It  is  probable, 
however,  that  in  the  spring  they  will  commence  the 
erection  of  a  large  and  modern  three-story  brick  or 
other  fireproof  buildiiig  on  the  corner  of  Pine  Street 
and  Third  Avome  where  their  big  store  stood  before 
the  fire.  No  definite  plans  have  yet  been  made,  but 
the  erection  of  a  big  new  store  is  considered  by  mrts' 
people  as  very  probable  on  account  of  the  fact  that  -i 
big  business  like  Marshall-Ecclestone 's  in  two  sucl: 
lines  as  hardware  and  furniture  refpiires  large  and 
commodious  premises,  and  the  ^Mai'shall-Ecclestone  firn! 
always  does  thi^.igs  well  and  likes  to  give  the  public 
the  best  of  accommodation  and  service.  While  the 
hardware  and  furn.iture  business  can  be  carried  on 
by  the  use  of  two  or  more  of  the  separate  stores  now 
owned  bv  the  firm,  it  is  likely  that  the  Marshall-Eccle 
stone  policy  of  having  the  stocks  all  convenientlv  as- 
•spmbled  under  the  one  roof  will  result  in  the  building 
in  the  near  future  of  premises  large  enough  for  thi'^ 
purpose. 

RETIRING  FROM  FURNITURE  COMPANY. 

The  Stratford  rOnt."),  Beacon  of  recent  date  had  the 
following  article:  Following  a  recent  transfer  of  s^'oek 
and  control  H.  S.  Robertson,  who  has  been  connected 
for  nearly  seven  years  with  the  McLaeran  Companies  in 
Stratford  and  Meaford  in  various  executive  capacities 
is  retiring  from  active  participation  in  their  aflPairs. 

In  July,  1913,  he  succeeded  Mr.  Chas.  Farcjuharson 
as  secretary-treasurer  of  the  George  McLagan  Furni 
ture  Company,  holding  also  the  position  of  director  h: 
the  Stratford  Chair  Co..  and  the  Cla.-s'c  Furniture,  Ltd. 

In  1918,  on  the  death  of  Mr.  George  McLagan,  of 
whose  estate  he  was  appointed  a  trus'^ee.  he  became 
vice-president  and  treasurer  of  the  two  Stratford  com- 
panies and  also  president  of  the  Meaford  IManufactur 
ing  Co.  In  the  re-organization  which  took  place  last 
October  he  was  made  a  director  and  secretary-treasurer 
of  the  new  amalgamation — the  McLagan  Furniture. 
Limited. 

Mr.  Robertson  is  a  member  of  the  Advisory  Council 
of  the  Furniture  Manufacturers  Association  of  On- 
tario and  Quebec,  and  is  at  present  chairman  of  its 
Credit  Men's  Section.  He  has  for  many  years  taken  a 
deep  interest  in  the  Y.M.C.A.'and  .sunilar  public  inter- 
ests, and  is  at  present  chairman  of  the  Collegiate  In- 
stitute board.  Tn  reply  to  a  <iuery  he  stated  that  he  had 
no  further  plans,  other  than  taking  a  needed  holiday 
following  his  strenuous  work  of  the  last  two  years. 

L.  J.  Salter,  former  secretary  of  the  Chamber  of 
Commerce,  has  entered  on  his  new  duties  as  successm 
to  Mr.  Robertson.  Mr.  Salter's  experience  both  in 
the  Chamber  of  Commerce  and  as  manager  of  the  Bank 
of  Nova  Scotia,  admirably  eijuip  him  for  his  new  duties, 
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LIGHT  on  SOME  of  OUR  BUSINESS  PROBLEMS 


iiiiimiiiiimiiiiiimimiiihiimiiiiiimiiiiiiiiiiiiiiimmiimimiiiiiiiiiiiiiiimii;iiiiiii!iimiii:hiim:ii:ii:iimiiiiii!imiiiiiiimiiiiiiimii^ 

Problems  of  exchange,  business  conditions,  relation  of  management  to  men,  the  outlook  for  1920 
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By  SIR  EDMUND  WALKER,  C.V.O.  LL.D.,   President  Canadian  Bank  of  Commerce. 


CANADIAN  business  men  use  New  York  as  a  clear- 
ing-house to  balance  orders  from  abroad  with  pur- 
chases in  the  United  States.  The  need  of  New 
York  funds  with  which  to  meet  our  obligations  in 
the  United  States  at  the  present  time  finds  these  funds 
are  at  a  premium  here  while  our  fiands  are  at  a  cor- 
responding discount  in  New  York. 

Canada,  as  usual,  is  a  debtor  to  the  United  States  and 
a  heavy  creditor  to  Great  Britain  and  some  other 
European  countries.  In  past 
years  we  have  been  able  to 
meet  our  obligations  in  New 
York  by  drawing  on  Great 
Britain.  The  pound  sterling 
has  been  violently  depressed 
in  value  owing  to  the  great 
burdens  it  is  bearing,  and  as 
immediate  payment  of  Can- 
adian liabilities  would  im- 
pose a  still  greater  load, 
therefore  Britain  has  been 
given  time  to  meet  these  ob- 
ligations, and  we  are  pre- 
vented from  using  this 
source  of  payment. 

The  correction  of  the  situ- 
ation cannot  be  perman- 
ently adjusted  by  the 
shipmeiit  of  gold  or  sale  of 
securities.  The  rehabilita- 
tion of  our  dollar  can  only 
be  accomplished  by  saving, 
economy  and  greater  pro 
dnetion.  The  rising  curve  of 
prices  cannot  be  made  to 
turn  downward  Avithout  an 
increase  of  production,  nor 
can  we  face  the  heavy  oblig- 
ations left  by  the  war  except 
by  greatly  increasing  pro- 
duction. The  man  who  does 
not  do  his  best  at  his  particu-  '  edmund  wai 

lar  job  is  not  merely  helping  President  Canadian 

to  barricade  the  only  path- 
way that  will  lead  us  out  of 

our  troubles,  but  he  is  helping  to  raise,  or  to  maintain, 
the  cost  of  the  necessities  of  life  for  his  own  family.  I 
may  be  called  a  friend  of  capital  for  saying  this,  but  I 
am  on  record  elsewhere  as  an  advocate  of  many 
changes  in  the  present  relations  of  the  employee  and 
employer,  all  of  them  in  favor  of  the  employee. 

Insufficient  Production. 

While  we  and  the  rest  of  the  world  are  failing  to  pro- 
duce on  a  sufificient  scale  to  provide  for  human  com- 
forts, and  to  pay  our  debts,  the  price  of  everything  has 


so  increased,  that  although  all  clearing-house  and  trade 
returns  show  higher  figures  in  money,  these  generally 
represent  transactions  based  on  smaller  quantities  of 
merchandise,  and  because  we  think  in  terms  of  dollars 
and  not  of  merchandise,  we  are  living  in  a  fool's  para- 
dise. The  imperious  demands  of  war  rapidly  raised 
all  prices,  and  payment  was  only  possible  by  inflating 
the  currencj^;  unfortunately  inflated  currency  sustains 
and  further  increases  prices.    If  with  our  own  cur- 

renc.y  we  bought  only  goods 
made  in  our  own  country, 
the  minimum  of  harm 
would  be  done,  but  possess- 
ing more  currency  and  fewer 
commodities  than  usual,  we 
are  acting  like  the  drunken 
sailor  ncAvly  come  ashore,  and 
buying  everything  that  fancy 
suggests,  whether  necessary 
or  not,  Avithout  regard  to 
whether  it  is  made  in  Canada 
or  abroad.  For  every  pur- 
chase of  goods  made  abroad, 
whether  in  Great  Britain  or 
China,  or  anywhere  else,  we 
settle  through  New  York, 
and  the  rise  or  fall  of  the 
rate  of  exchange,  about 
which  we  are  so  much  con- 
cerned, is  the  expression  of 
our  failure,  or  the  reverse, 
to  pay  cash  or  its  equivalent.  ■ 

Our  Exports 

The  excess  of  our  exports 
over  imports  for  year  end- 
ing 31st  March  was  $343. 491,- 
000,  as  compared  with  $623,- 
647.000  for  the  previous 
year.  Although  so  much 
smaller  than  for  1918,  the 
excess  was  larger  than  in  any 
previous  vear.     The  difl'er- 

(latcrnatiohalPre.s  Photo)        ^^^^^         $280,156,000  is  morC 

than  accounted  for  by  a  fall- 
ing off  of  $320,874,000  in  our  exports  to  Great  Britain, 
and  this  again  is  due  to  a  decrease  of  $297,893,000  in 
exports  of  agricultural  pi'oduets  and  of  $87,318,000  in 
manufactured  articles.  Fop*  the  six  months  ending  in 
September  the  exports  for  the  two  half  years  are  al- 
most equal,  while  the  imports  were  $33,571,000  less.  It 
is  gra'tifying  to  notice  that,  apart  from  the  decrease  in 
agricultural  pi'oduction,  our  figures  have  not  been 
much  altered  by  the  cessation  of  the  manufacture  of 
munitions.  Food  is  in  greater  demand  than  ever  and 
our  factories  are  behind  in  the  production  of  almost 
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every  line  of  manufacture,  while  nearlj^  every  form  of 
raw  material  is  difficult  to  obtain.  Our  total  foreign 
trade  for  the  fiscal  vear  was  $2,176,378,000,  as  com- 
pared with  $2,548,691,000  in  1918. 

The  Process  of  Adjustment. 

The  difficulties  of  reconstruction  after  the  great  war 
are  even  greater  than  we  feared.  The  whole  world  is 
feeling  the  effect  of  four  years  in  which  the  ordinary 
Avork  and  economics  of  life  were  not  merely  neglected, 
but  the  basis  thereof  was  almost  swept  away.  "We  are 
short  of  almost  everj^  commodity,  the  strongest  evid- 
ence of  this  being  the  fact  that  millions  of  people  in 
Europe  face  actual  starvation.  We  cannot  re-establish 
the  normal  supply  of  commodities  except  by  Avorking 
harder  than  usual,  and  we  cannot  lessen  the  terrible 
strain  of  high  prices  without  doing  the  extra  work 
which  will  put  an  end  to  the  lack  of  commodities.  We 
cannot  adj;ist  prices  without  also  bringing  about  a  con- 
traction in  the  volume  of  paper  money  and  other  instru- 
ments of  credit,  and  so  far  as  it  is  possible  to  enforce 
contraction  without  interfering  with  the  production  of 
what  is  really  necessary,  the  reduction  of  prices  will 
be  facilitated.  In  a  Avord,  bankers  should  not  aid  spec- 
ulation, or  assist  ventures  Avhich  do  not  directly  lead  to 
production.  We  are  still  building  ships  Avith  feverish 
haste  throughout  the  Avorld,  and  Ave  ought  to  be  spend- 
ing large  sums  on  railroads  in  order  that  commodities 
may  be  freely  distributed.  The  present  cost  of  ocean 
transportation,  quite  as  much  as  the  cost  of  goods  at 
the  primary  markets  stands  like  a  huge  barrier  across 
the  pathAvay  of  return  to  normal  conditions.  What  is 
Avorse,  however,  is  that  even  present  prices,  in  the  na- 
tural order  of  things,  will  go  on  rising  until  the  lack  in 
the  Avorld's  supply  of  commodities  has  been  filled,  and 
there  has  been  a  large  contraction  in  the  volume  of 
paper  money  now  in  existence. 

Wages  and  Prices. 

In  the  case  of  many  classes  of  Avage-earners  there  has 
been  an  adjustment  of  pay  against  this  increased  cost 
of  living,  but  there  are  many  instances  in  Avhieh  there 
has  been  either  no  adjustment  or  one  quite  inadequate. 
There  are.  however,  some  classes  of  earners  who  are  so 
highly  paid,  in  comparison  Avith  the  past,  that  they 
have  unusual  spending  poAver,  and,  along  vnth  all  the 
others  Avho  have  profited  unduly  by  the  war,  they  are 
spending  their  money  in  such  a  manner  as  to  increase 
still  further  the  troubles  of  the  less  Avell-off.  Apart 
from  this,  after  the  gigantic  struggle  of  the  war,  the 
Avorld  has  slackened  its  energies  and  is  filled  Avith  argu- 
ment  and  unrest.  All  these  elements  move  along  an 
ascending  spiral  Avhieh  clearly  ends  in  ruin  if  we  can- 
not arrest  their  course. 

Prices  will  be  higher  than  before  the  war  for  many 
years  to  come,  but  a  readjustment  to  tolerable  condi- 
tions is  absolutely  necessary  if  Ave  are  to  enjoy  the 
peace  bougbt  at  such  a  cost.  Goverr'ments  must  cease 
borrowing  and  keep  their  expenditures  Avithin  their 
powers  of  taxation ;  both  individuals  and  governments 
must  spend  less  on  things  not  absolutely  necessary,  and 
Ave  must  all  work  harder  to  produce  the  normal  supply 
of  all  the  commodities  useful  in  life. 

Co-operation  Essential. 

Canada  Avon  its  high  place  in  the  world's 
regard  by  superb  co-operation  in  the  one  idea 
of  winning  the  Avar.  Can  Ave  not  compromise  for 
the  moment  the  differences  betAveen  capital  and  labor, 
betAveen  farmer  and  manufacturer,  between  the  vari- 


ous interests  that  are  risking  our  future  for  the  sake 
of  their  own  particular  grievances,  and  co-operate  in 
another  idea  equally  great,  the  restoration  of  peace 
and  the  return  of  prosperity  on  a  better  foundation? 
With  this  accomplished  the  separate  ideals  of  the  in- 
dustrial divisions  of  our  society  can  be  dLscus.sed  Avith 
far  more  chance  of  fair  adjustment  than  is  possible  in 
these  difficult  times. 

Must  Increase  Exports. 

We  knoAv  now  roughly  the  cost  of  the  Avar  as  repre- 
sented by  our  public  debt.  This  debt  is  held  mostly 
at  home  but  partly  abroad.  In  addition,  there  Avere 
issues  of  securities  made  before  and  during  the  Avar  by 
governments,  municipalities  and  private  companies, 
and  sold  abroad.  On  the  Avhole  of  this  debt,  so  held 
abroad,  the  annual  charge  is  about  $190,000,000  per  an- 
num. Of  this  roughly  about  $65,000,000  is  due  to  hold- 
ers of  our  securities  in  the  United  States,  and  about 
$125,000,000  to  holders  in  Great  Britain  and  Europe. 
This  debt  Ave  can  pay  only  by  an  excess  of  exports  over 
imports  or  by  new  borrowing.s.  The  debt  at  home  is 
our  own  domestic  affair.  Certain  citizens  have  ad- 
vanced the  cost  of  the  Avar  to  the  nation,  and  Ave  noAv 
have  to  distribute  this  cost  by  taxation  over  all  the 
citizens  of  Canada  (except  those  Avho  escape  taxation), 
so  as  to  meet  the  annual  amortization  payments.  If 
the  annual  payments  are  obtained  by  reasonably  fair 
taxation,  so  levied  that  the  taxes  do  not  become  a  cause 
of  restraining  our  industries,  Ave  shall  not  fail  to  Avin 
through,  but  to  accomplish  this,  much  study  of  the  sub- 
ject is  necessary. 


WIT  AND  HUMOR  AFTER  HOURS. 

But  He  Couldn't. 

One  of  the  chaplains  who  served  at  the  front  Avas 
one  day  crossing  an  icy  field  with  the  officer  of  the  day. 
in  one  of  the  Avinter  campaigns.  AA^hen  the  officer  slipped 
and  fell. 

"The  wicked  stand  upon  slippery  places,"  quoted 
the  chaplain. 

"Yes,"  flashed  back  the  officer;  "I  see  they  do;  but 
I  can't." 

*   *  « 
Nobody's  Husband, 

A  lady  rang  up  "his"  club  the  other  evening. 

"Plea.se  call  my  husband  to  "  she  began,  but  Avas 

interrupted. 

"Your  husband  ain't  here,  ma'am,"  said  the  attend- 
ant. 

"My  goodness  gracious  me!"  the  lady  exclaimed. 
"You're  mighty  sure  about  it.  aren't  you?  How  do 
you  know  my  husband  isn't  at  the  club  AA'hen  I  haven't 
told  you  my  name?" 

"Nobody's  husband  ain't  never  at  the  club  ma'am,' 
was  the  bland  retort. 

*  *  * 
Ungallant. 

Miss  Flora  (forly-five.  homely,  and  unmarried) — Oh 
Mr.  Blunt,  I  had  such  a  strange  di-eam  last  night. 
Mr.  Blunt--What  Avas  it? 

Miss  Flora — T  dreamed  that  Ave  Avero  married  and  on 
our  wedding  tour.    Did  you  ever  have  such  a  dream? 

Mr.  Blunt  (energetically)— No,  indeed.  I  never  had 
nightmare  in  my  life! 
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THE  sale  of  washing-  inaohiiies  has  always  been  as- 
sociated with  hardware  stores,  but  I  know  a  fur- 
niture dealer  who  has  added  many  dollars  to  his 
profits  by  pushing  the  sale  of  this  home  labor  saving 
device. 

He  says  that  it  is  his  idea  to  help  make  better  homes 
and  he  realizes  that  a  washing  machine  is  one  thing 
Avhich  every  woman  should  have  in  those  home.s  where 
the  washings  are  not  sent  out. 

He  not  only  keeps  a  sample  on  display  at  all  times 
but  keeps  several  in  stock  so  that  he  can  make  immedi- 
ate deliveries.  He  also  guarantees  satisfaction  because 
he  knows  that  the  manufacliirer  will  back  him  up. 

There  are  .several  manufacturers  in  Canada  Avho 
would  be  pleased  to  make  arrangements  with  you  if 
you  would  care  to  go  into  this  line. — The  Marshall 
Red  Post. 


SELLING  IN  THE  UPHOLSTERY  DEPARTMENT. 

The  securing  of  competent  sales  assistants  in  the 
u])holstcry  department  is  a  problem  to-day  as  much  as 
it  ever  was. and  calls  for  interested, skilful  and  constant 
application  of  the  buyer.  There  is  a  source  of  supply 
which  has  not  been  considered  sufficiently  and  that  is 
the  interesting  of  refined  and  artistic  women  who  may 
need  employment  and  whose  tastes  run  along  parallel 
lines  to  the  appropriate  furjiishing  of  the  home.  There 
are  women  in  any  community  who  may  not  be  aggres- 
sively seeking  employment;  who  may  be  employed,  biit 
in  a  way  far  below  their  ability;  who  should  be  sought 
out  personally  or  by  effective  advertising,  to  come  into 
the  upholstery  department,  acijuaint  themselves  with 
the  stock,  and  W(>rk  in  finite  promptly  to  the  sales  de- 
])artraent.  An  instance  is  related  of  a  gentle  little  wo- 
man who  asked  to  be  placed  in  a  gift  department,  as 
"she  loved  pretty  things."  She  was  older  than  her 
associates  and  personally  less  atti'aotive,  but  her  con- 
stant, smiling  and  intelligent  efforts  brought  her  a 
good  sales  record  every  day.  which  guaranteed  her 
position  and  eventually  a)i  excell'^nt  compensation.  The 
seeking  out  of  competent  woman  of  the  kind,  possiblv 
with  some  social  acquaintance,  is  a  far  better  proposi- 
tion than  simply  grabbing  girls,  or  young  men  for  tha^' 
malter,  from  other  departments  of  the  store  and  plac- 


ing thein  arbitrarily  in  the  upholstery  section.  A  little 
attention  to  the  raising  of  the  standard  of  sales  will 
show  astonishing  results  at  the  end  of  the  twelve-month. 
— Carpet  and  Upholstery  Trade  Review. 


ENGLISH  CARPET  WEAVERS  FOR  CANADA. 

The  Scandinavian  on  its  last  trip  from  Liverpool 
had  on  board  a  number  of  carjjet  weavers  from  Halifax 
and  Kidderminster  who  stated  that  they  had  been  at- 
tracted to  Canada  by  the  Ini'e  of  higher  wages.  Fur- 
ther, they  had  been  convinced  that  the  prospects  for 
weavers  wei-e  brighter  in  Canada,  and  in  addition  to 
higher  wages  they  had  been  assured  that  food  was 
cheaper  here  than  in  England.  Discussing  this  emi- 
gration the  Westminster  Gazette  says,  "Wifh  an  un- 
dertaking to  give  the  men  six  pounds,  ten  shillings  a 
week,  and  the  wome?!  five  pounds  a  week,  the  recruit- 
ing agent  also  gave  them  the  assurance  that  food  was 
cheaper  in  Canada  than  in  Englaiid.  Tf  thir-  is  so,  it  is 
manifestly  a  post-war  development,  for  the  Canadian 
tariff  has.  more  protectionist  duties  on  foodstuffs  than 
any  other  Englisli-sjioaking  country.  No  nretence  has 
been  made  that  the  tariff  or  labor  cade  of  the  Domin- 
ion directly  protects  factoiy  workers  from  the  com- 
petition of  newcomers  from  abroad.  Canadian  carnet 
makers  are  protected  from  British." — 'Canadian  Tex- 
tile Journal. 


LITTLE  LESSON  TN  SALESMANSHIP. 

Observe  the  form  of  expression  your  salesmen  use. 
When  they  are  waiting  on  customers  they  can  invite 
them  to  make  other  purchases  in  such  a  manner  as  to 
win  admiration  for  their  salesmanship  and  also  wi" 
additional  trade  for  your  store.  The  invitation  should 
be  extended  in  an  inviting  form,  such  as,  "What  eKs" 
can  I  shoAv  you."  or  "Here's  a  leader  in  bedroom 
chairs.  A  verv  good  value  at  .^2,75. "  As  long  as  clerks 
use  the  negative  form  of  expression,  "Nothing  else  is 
there?"  or  "Don't  you  want  some  of  these  bedroom 
chairs?"  they  are  inviting  refusal  from  the  customer, 
which  means  a  loss  of  sales  to  you.  A  little  differense 
in  wordin<r  and  manners  are  what  distinguish  good 
salesmen  from  mediocre  ones. — Southern  Furniture 
Journal. 


Two  stciri'  liell)s  tiiUi'ii  fi'diii 
exclianscs.  One,  a  disi>l!iy 
rack  that  keps  mattresses 
clean;  the  other,  a  ladder, 
easily  moved  for  getting  to 
the  upper  shelves  in  the 
curtain  and  drapery  de- 
I)artnient. 
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KNOBS  of  NEWS 
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J.  J.  Brault.  dealer  in  pianos  at  Amherstbiirg,  Ont., 
is  dead. 

The  Mozart  Talking  Machine  Co.,  Montreal  has  been 
registered. 

The  Montreal  Stool  &  Cabinet  Co.,  has  been  regis- 
tered at  Montreal. 

Leach,  Clegg  &  Leach  have  commenced  a  phono- 
graph business  at  Ottawa. 

Bayeur  Freres,  musical  instrument  dealers,  Mon- 
treal, have  been  registered. 

Geo.  N.  Lawson,  musical  instrument  dealer,  Tor- 
onto, has  sold  his  business  to  E.  Elliott. 

Merchants  in  the  town  of  Brighton,  Ont.,  have  form- 
ed a  board  of  trade  for  their  community. 

.The  merchants  of  Little  Britain,  Ont.,  have  formed 
a  community  club  to  forward  thp  interests  of  that  vil- 
lage. 

Fire  in  the  Walsh  Block  at  Port  Arthur,  Out.,  last 
month  did  .$80,000  damage.  Among  the  sufferers  M^ere 
the  Wright  Furniture  Co. 

Retail  merchants  in  W^allaceburg,  Ont.,  have  decid- 
ed to  observe  Thursday  half-holiday  throughout  the 
year,  except  in  December. 

Peterborough,  Ont.,  merchants  have  formed  an  asso- 
ciation and  will  give  considerable  attention  to  a  joint 
delivery  service  in  their  city. 

The  Hoover  Suction  Sweeper  Co..  Hamilton,  tender- 
ed their  sales  staff,  officials  and  municipal  officers  a 
banquet  at  the  Royal  Connaught  Hotel  last  month. 
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The  Kitchener  Manufacturers'  Association,  Kitchen- 
er, Ont.,  incorporated  by  Ontario  letters  patent,  has 
surrendered  its  charter  to  the  Provincial  Government. 

Burns  &  Co.,  dealers  in  office  furniture,  etc.,  Tor- 
onto, have  leased  a  big  building  at  Jarvis  and  King 
Streets.  They  will  occupy  tiie  ground  floors  and  sub- 
let some  of  the  upper  stories. 

The  Gray  Furniture  Co.,  Ltd.,  Winnipeg,  has  been 
incorporated  as  a  limited  liability  company  to  take 
over  the  Gray  Furniture  Co.  The  capital  is  $7-5,000. 
Herbert,  David  A.,  and  H.  J.  Gray  are  incorporators. 

Modern  Wood  Products  Co.,  Ltd..  Milverton.  Ont.. 
have  obtained  a  provincial  charter  to  manufacture 
and  deal  in  furniture  as  well  as  run  a  sawmill.  Capital 
.$60,000.  John  Boshart,  Enos  Xafziger  and  Norman  H. 
Hoiiderich  are  interested. 

T.  E.  Hinnergan,  music  dealer,  of  Wallaeeburg,  Ont.. 
has  sold  his  business  to  W.  J.  McNairnie,  Frank  Glass- 
ford  and  William  Kerr.  The  new  firm  will  be  known 
as  the  McNairnie  Music  Company.  Mr.  Hinnergan  will 
devote  his  time  to  the  insurance  business 

The  ratepayers  of  Cornwall.  Ont,  on  Feb.  21st  voted 
on  a  bj^-law  to  loan  the  sum  of  forty  thousand  dollars 
to  the  Canadian  Linoleums  &  Oilcloth  Comnany.  Ltd. 
to  finance  the  erection  of  a  plant  there.  The  company 
is  to  employ  at  least  fifty  hands,  and  is  to  have  a  Day- 
roll  of  $50,000  annually.' 

W.  J.  McMurtry,  of  the  Gold  Medal  Furniture  Com- 
pany, has  sold  the  three-story  brick  building  at  98-102 
Jarvis  Street,  Toronto,  to  the  Canadian  Inspection  and 
Testing  Laboratories  for  about  $25,000.  The  building 
has  a  frontage  of  46  feet  and  a  depth  of  80  feet. 

After  more  than  a  quarter  of  a  century  of  successful 
business  ex- Aid.  H.  A.  Turnpenny,  one  of  St.  Thomas' 
oldest  and  most  popular  retail  merchant^,  has  retired 
from  the  "game,"  disposing  of  his  stock  of  Avallpaper. 
chinaware  and  house  furnishings  in  a  large  clearance 
sale.  Mr.  Turnpenny  has  sold  his  store  building,  which 
will  be  converted  into  other  purposes. 

IIIIIMIMIIMIIIIIMIMIIIIIIIIIIIIIMIIMIIMIIIIIMIMItMIIIIIIIIIIMUMIIMIIIMIIIIIIIIIIIl: 


Members  of  Executive. 

W.  .T.  I.  Parsons,  of  Sar- 
nia,  and  Frank  Goodwin  of 
St.  Thomas,  two  promin- 
ent members  of  the  On- 
tario Retail  Furniture 
Dealers'  Association.  Mr. 
Parsons  has  been  in  the 
furniture  business  at  Sar- 
ma  for  the  past  twenty 
years,  and  Frank  Goodwin 
has'*been  a  successful  fur- 
niture dealer  in  liis  city 
for    many  years. 
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PRESENT  INDUSTRIAL  WORLD  UNREST 

 ,11,  Mllllllllll  I  I  I  II  Mini  I  I  Hill  IIIIIIIIIIIIIIIIIIIIIIIIIIIIIHIIIIIIIII  Illlllll  II  I  I  IIIIMIIIIIIIIIIIIIinillllllllllllllllllllllllllllllllllllllllllllllllllllllillllllllllllllllllllin 

Sabotage  is  silly— Eliminating  the  boss— Russia,  and  its  equal  pay  dream— Loafing  on  the  job 
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This  article  was  written  by  Ole  Hansen,  former  mayor  of  Seattle, 
who  created  much  stir  when  he  rounded  up  the  "Beds"  in  that  city. 
He  has  since  I)!;en  maltins  a  campaign  advocating  the  deportation  of 
all  "Reds"  from  his  country,  and  the  absolute  necessity  of  work  going 
ahead  full  blast,  so  that  with  full  bins  and  full  warehouses  the  high 
cost  of  living  may  be  cut  down.  Written  specially  for  readers  m  the 
United  States,  there  is  so  much  similarity  to  conditions  prevailing  here 
that  Canadians  would  do  well  to  read  this  article. 

Part  II. 

You  may  ask  me,  "Are  the  workers  loafing?"  No, 
not  all  are  loafing — many  are  still  doing  a  fair  day's 
work  for  a  fair  day's  pay,  but  the  teaching  of  sabot- 
age in  the  tons  of  "Red"  literature  being  circulated 
has  infected  the  minds  of  hundreds  of  thousands. 
Sabotage  is  simi:)ly  anything  that  will  destroy,  whether 
it  be  burning  a  mill,  driving  spikes  in  logs  in  our 
woods,  putting  emery  dust  in  machinery,  or  slowing  up 
production  hy  loafing  on  the  job.  Bolshevists,  Syndic- 
alists or  "Reds"  teach  ad  these  methods,  because  they 
are  against  a  wage  .system  of  any  kind.  They  believe 
that  they  should  control,  own  and  manage  all  things. 
They  fatuously  believe  that  by  practicing  sahotage 
they  can  destroy  indtistry  and  then  it  will  fall  like  a 
ripe  apple  into  their  hands. 

Of  course,  whenever  industry  suffers  through  strikes, 
lockouts,  restricted  production,  or  any  form  of  sabot- 
age, the  first  ones  to  suffer  are  the  workmen  themselves. 
The  employer  usually  has  a  reserve,  usually  has  credit; 
his  family  eats  well,  lives  well,  despite  any  strike  or  in- 
terrupted production.  The  emploj^ee  seldom  has  a  re- 
serve— anci  if  so,  it  is  small,  and  when  exhausted  the 
worker  faces  imminent  disaster.  Starvation,  want, 
poverty,  soon  come,  and  then  the  worker  goeis  back  to 
the  job,  or  some  other  job  much  Avorse  off  than  ever 
before.  Fighting  and  (juarreling  seldom  bring  any- 
thing but  disaster  to  the  participants.  The^practifp  of 
sabotage  is  ineffectual,  weak  and  silly. 

One  of  the  greatest  mistakes  made  by  surface  think 
ers  is  that  wealth  is  a  static  thing;  that  it  is  only  the 
distribution  thereof  that  is  wrong  and  that  properly 
divided,  we  would  all  roll  in  luxury  and  wealth.  So 
helieving,  the  "Red"  leaders  promulgate  the  doctrine 
of  "as  little  work  for  as  much  pay  as  possible";  mag- 
nify the  "boss's"  profit  and  engender  hatred  and  an- 
tagonism. T  have  heard  men  in  the  workshops  say  "I 
get  $7  per  day,  but  the  boss  makes  $7  on  my  work." 
This,  of  course,  is  manifestly  absurd.  I  dare  say  that 
the  net  profit  made  by  the  average  employer  through- 
out Canada  and  the  United  States  will  average  but  a 
few  cents  per  day,  per  man,  and  in  order  to  do  this  he 
wagers  his  all,  on  his  success. 

Eliminating  the  Boss. 

Let  us  suppose  that  a  ])ros]jerous  manufacturer  in 
an.y  one  of  our  towns,  employs  1,000  men.  Let  us  say 
that  his  profit  amounts  to  $50,000  per  year.  He  lives 
ill  a  fine  house,  has  a  motor  car,  etc.  Many  workmen 
seem  to  believe  that  if  he  did  not  reap  a  profit  that  they 
would  all  be  able  to  live  as  he  does.  Now  let  us  refuse 
the  employer  any  profit.  Let  us  assume  that  some 
workman  is  capable  of  handling  his  Avork  and  is  willing 
to  do  so  on  the  same  wage  as  the  other  workers.  How 
much  more  would  each  workman  receive,  with  his 
"boss"  eliminated?  We  will  assume  that  things  will 
<rf>  (111  ilisi  iis  usual  and  that  the  $.')(). OOP  will  he  iii;i(h' 


in  the  same  length  of  time,  one  year.  This  Avould  sim- 
ply mean  that  between  the  1,000  Avorkmen,  $50,000 
Avould  be  divided,  or  $50  per  man,  or  less  than  $1.00 
per  week,  or  about  fifteen  cents  per  day.  Surelj^  fifteen 
cents  a  day  would  not  bring  the  millenium  about. 

In  Russia,  Lenine,  Trotsky,  et  al.,  tried  to  material- 
ize the  equal  pay  dream.  All  men  were  to  receive  the 
same  stipend,  no  matter  what  they  did.  In  just  a  little 
Avhile  Lenin  found  it  did  not  work  and  could  not  Avork. 
He  said  in  his  "Soviets  at  Work"  tliat  it  Avas  necessary 
to  pay  the  leaders  in  industrial  life  25.000  to  100,00b- 
rubles  per  year.  He  has  also  found  it  necessary,  under 
the  Soviet  form  of  government,  to  lay  down  the  rule 
that  Avorkmen  must  work  where  the  government  wants 
them  to  work ;  that  hours  are  fixed  by  the  government; 
that  working  conditions  are  fixed  by  the  government ; 
that  when  Avorkmen  strike,  they  are  arrested  by  the 
government,  and  no  workman  can  change  his  job  or 
(piit  his  job,  without  government  sanction. 

Lenine  has  discovered  that  talk  does  not  plant  pota- 
toes and  that  ever-increasing  production  is  necessary 
if  people  are  to  continue  to  live.  He  has  inaugurated 
the  "Taylor"  system  of  efficiency.  The  AA'^orkmen  of 
Russia  are,  under  the  Bolshevik  government,  subject  to 
a  greater  control,  and  suffer  more  from  autocracy  and 
tyranny  than  even  under  the  Czar. 

Just  imagine  telling  the  Avorkmen  of  America  that 
they  can  neither  choose  their  jobs  nor  quit  their  jobs, 
nor  strike.  There  Avould  be  trouble  in  fifteen  minutes. 
Yet  in  this  country,  where  we  are  a  free  and  self-gov- 
erned people,  the  "Reds"  haA^e  converted  thousands  to 
Bolshevism  because  of  the  falsehood  told  and  because 
the  truth  has  not  been  printed  in  all  languages  in  re- 
gard to  Russia  and  Rus,sian  conditions. 

Bolshevism,  Syndicalism,  I.W.W.-ism  are  all  one. 
lioafing  on  the  job,  raising  h — 1  generally,  flirting  Avith 
anarchA',  has  ahvays  destroyed  organizations  of  labor. 
Most  of  the  workers  in  this  country  are  intelligent  and, 
in  my  judgment,  hundreds  of  thousands  of  them  are 
more  intelligent  than  the  aA^erage  business  man.  All 
that  Ave  haA'C  to  do  is  to  hold  these  intelligent  Avorkers 
on  the  right  side  of  law  and  justice  is  to  tell  the  plain, 
unvarnished  truth  to  them  and  then  prove  it.  I  search- 
ed the  book  stores  in  several  cities  and  found  hundreds 
of  pamphlets  telling  of  the  beauties  of  socialism,  an- 
archy, syndicalism,  etc.,  but  found  no  concise,  fair, 
complete  statement  of  facts  as  they  are.  For  that  rea- 
son T  Avrote  a  book  on  the  subject,  which  gives  the  his- 
tory, cause,  effect  and  cure  for  Bolshevism.  In  our  book 
stores  the  only  books  I  could  find  that  an  average  jier- 
son  would  and  could  read  and  understand,  .supporting 
our  government,  were  the  Holy  Bible  and  the  Constitu- 
tion of  the  United  States. 

1  find  "Red"  books  evervAAdiere,  in  every  language, 
but  Avho  ever  translated  an  argument  for  our  govern- 
ment into  Finnish  or  Polish?  Tlie  false  arguments 
whicli  aim  at  the  overthrow  of  society,  as  at  present 
organized,  are  printe^l  in  every  language.  It  is  time 
the  truth  be  told  our  people.  Plain  ignorance  is  the 
reason  for  support  of  liolshevism.  Educate  and  train 
our  OAVii  people,  as  Avell  as  the  alien,  and  but  fonv 
"K'cds"  Avill  remain.     
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Ideal  Home  Exhibition 

There  has  been  held  in  London,  England,  for  several 
years  past  what  is  known  as  the  Ideal  Home  Exhibi- 
tion, which  is  organized  and  controlled  by  one  of  the 
London  daily  jiapers. 

This  j-ear's  exhibition,  Avhich  opened  on  Wednes- 
day, the  4th  February,  was  held  at  Olympia,  and  a 
great  feature  was  made  of  the  housing  problem,  re- 
sniting  from  which  half  of  the  total  space  is  occupied 
by  houses  of  various  kinds  suggested  as  suitable  to 
meet  the  present  shortage.  The  rest  of  the  exhibition 
follows  former  lines  and  consists  of  furniture,  decora- 
tions, and  household  appliances  and  accessories  of 
every  kind.  Several  displays  of  heating  and  cooking 
appliances  and  a  large  variety  of  kitchen  and  other 
accessories  worked  bj^  electricity,  attracted  very  large 
crowds. 


NEW  WOODS  FOR  FURNITURE. 

As  a  result  of  the  work  of  British  investigators  who 
have  been  studying  the  timber  resources  of  the  Malaj' 
Peninsula  several  woods  not  previously  used  for  com- 
mercial purposes  have  been  brought  to  the  attention 
of  the  public.  Among  these,  says  Eastern  Engin- 
eering, was  the  wood  of  the  serays  (Shorea  curtisii), 
which  seems  suitable  for  use  in  the  construction  of 
furniture  and  of  railway  wagons  and  coaches ;  the  wood 
of  a  tree  locally  known  as  belain,  that  is  apparently  of 
excellent  quality,  and  four  species  of  meranti,  which 
are  being  experimented  with  for  railway  sleepers. 
Other  woods  tliei-e  are  suitable  for  making  canes  and 
matches. 


EXTENDING  TRADE  VIA  "MOVIES.' 

Development  of  a  policy  regarding  the  use  of  educa- 
tional industrial  motion  pictures  was  decided  upon  at 
a  recent  meeting  of  the  Executive  Council  of  the  Can- 
adian Manufacturers'  Association,  held  in  Hamilton, 
last  month.  Arrangements  have  been  concluded  where- 
by trade  sections  of  the  association  may  obtain  Cana- 
dian-made films  at  a  reasonable  price  and  have  all  their 


rights  and  interests  protected.  In  a  circular  letter 
being  issued  by  the  Canadian  Manufacturers'  Asso- 
ciation to  its  members,  it  is  pointed  out  that  industrial 
interests  in  the  United  States  and  Oreat  Britain  have 
already  seized  upon  this  means  of  circulating  informa 
tioii  about  their  capabilities  of  production,  and  many 
of  these  films  are  now  being  shown  throughout  Can- 
ada and  in  various  other  countries.  Individual  manu- 
facturers throughout  the  Dominion  are  asked  to  com- 
municate with  the  Secretary  or  Chairman  of  the  trade 
organization  with  which  they  are  connected. 


TRADE  POSSIBILITIES  IN  SOUTH  AFRICA 

Business  relations  with  South  Africa  have  not  been 
all  that  might  have  been  expected,  so  far  as  Canada  is 
concerned.  Ft  is  felt,  however,  by  those  in  clo.se  toneh 
with  commercial  affairs  in  both  countries  that  the  time 
has  come  for  a  laiger  interchange  of  products.  British 
South  Africa  has  not  become  engaged  in  manufactur- 
ing enterprises  to  the  same  extent  as  has  Canada. 
There  are  indications  that  this  will  hold  to  a  lesser  de- 
gree in  the  future.  In  the  absence  of  imported  goods, 
due  both  to  diversion  of  British  industries  to  produc- 
tion for  military  needs  and  to  the  scarcity  of  ocean 
tonnage,  there  was  a  veritable  famine  in  many  lines  of 
manufactured  products.  It  Avill  take  some  time  before 
the  entire  needs  of  the  South  Africa  market  are  satis- 
fied in  this  respeet.  The  Canadian  Trade  Commissioner 
in  South  Africa,  Mr.  W.  J.  Egan,  spent  several  months 
in  the  Dominion  recently  investigating  the  condition 
of  industry  in  this  country  relative  to  developing  a 
more  extensive  trade.  He  has  since  returned  to  South 
Africa  convinced  that  Canadians  eoiald  captiire  a  much 
larger  share  of  the  ti'ade  than  they  had  taken  in  the 
past. 


The  National  Piano  Co.,  Toronto,  which  has  for  a 
number  of  years  operated  its  talking  machine  depart- 
ment on  one  of  the  upper  stories  of  its  building,  has 
lately  transferred  the  same  to  a  ground  floor  location, 
building  five  sound-proof  demon.stration  rooms. 
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I BELIEVE  I  am  safe  in  saying  that  the  dominating 
idea  of  the  present,  as  far  as  the  commercial  world 
is  concerned,  is  greater  efficiency.  The  problem  of 
doing  the  thing  better,  or  more  quickly,  or  more  cheap- 
ly, has  been  studied  at  every  point,  from  the  factory  to 
the  consumer ;  and  the  science  of  management  has  been 
evolved  from  a  consideration  of  the  details  going  into 
the  production  of  goods  or  sales  in  the  best  possible 
way. 

The  trade  journal,  as  I  see  it,  has  been  more  respons- 
ible than  any  other  one  thing  for  the  increased  efficiency 
of  the  modern  business  man.  ■ 

This  is,  of  course,  a  broad  statement,  and  yet  I  be- 
lieve consideration  of  the  facts  will  demonstrate  its 
truth.  In  the  first  place,  it  has  provided  a  medium  for 
the  discussion  of  new  ideas;  and  in  the  second,  it  has 
developed  a  lot  of  them  of  its  own  initiative. 

Wherever  a  new  plan  for  improving  methods  of 
production  or  management  is  evolved,  the  best  place  to 
get  a  clear,  comj^lete  and  authoritative  statement  of  it 
is  in  the  pages  of  the  trade  journals  covering  the  fields 
affected.  It  will  be  there — you  can  count  on  that.  And, 
on  the  other  hand,  wherever  anybody  discovers  that  he 
has  a  better  system  of  cost  accounting,  or  a  better 
method  of  handling  material  than  has  been  used  in  his 
line  previously,  he  is  pretty  likely  to  tell  the  trade  jour- 
nals about  it  sooner  or  later,  directly  or  indirectly. 

Sign  of  the  Live  Man. 

And  this  leads  me  to  remark  upon  a  peculiar  and  in- 
teresting coincidence,  and  that  is  the  live  wires  of  every 
business  are  invariably  the  men  who  read  their  trade 
journals  most  closely.  I  do  not  say  that  they  are  live 
wires  because  they  read  trade  journals;  it  may  be  a 
cause,  instead  of  an  effect.  But,  at  any  rate,  it  is  cer- 
tainly significant  that  the  men  who  are  making  the 
biggest  successes  are  those  who  are  giving  close  atten- 
tion to  the  business  papers  in  their  respective  fields,  and 
are  using  them  in  a  way  to  get  out  of  them  all  the  values 
they  possess. 

In  the  trade  journal,  when  an  ideal  condition  is  real- 
ized, as  it  frequently  is,  members  of  the  business  pool 
their  experiences,  the  sum  total  being  definite  and  es- 
tablished facts  that  can  be  relied  upon  to  help  every- 
body in  the  business. 

If  the  trade  journal  is  in  the  news  ela.ss,  perhaps  giv- 
ing members  of  the  trade  in  which  it  is  interested  timely 
information  on  the  movement  of  the  leading  commod- 
ities, it  has  correspondents  located  in  the  principal 
cities,  and  these  furnish  a  complete  and  reliable  story 
nf  the  developments  of  the  industry. 

The  typical  trade  journal  of  to-day  is  chiefly  educa- 
tional in  character,  and  smacks  more  of  the  maga;^ine 
than  the  newspar)er.  althouirh  in  many  lines  the  mar- 
ket or  new.s  feature  will  always  be  predominant. 

Performs  a  Service. 

Whatever  its  plan  of  production,  the  twentieth  cen- 
tury trade  journal  has  a  service  to  perform,  and  it  per- 
forms it.  It  has  something  of  value  to  say  to  its  read-' 
ers.  and  it  usually  says  it  in  an  interesting  and  convinc- 


ing manner.  It  has  the  intimate  touch,  the  familiar 
tone,  the  vocabulary  and  the  ideas  of  the  man  in  the 
business  it  reaches;  it  is  by,  for  and  of  that  business, 
and  consequently  it  has  a  value  that  no  merely  gen- 
eral publication  could  ever  hope  to  have. 

This,  incidentally,  makes  the  trade  journal,  reaching 
a  carefullj^  selected  class,  a  remarkably  productive  ad- 
vertising medium.  When  the  average  person  thinks 
of  advertising,  it  is  in  connection  with  the  newspapers 
or  magazines,  which  are  what  the  experts  call  consum- 
er publications.  Consequently,  the  big  national  adver- 
tising campaigns  which  are  intended  to  make  the  name 
and  characteristics  of  a  product  known  to  the  general 
public  are  featured  in  periodicals  of  that  character. 
But  it  is  a  fact  that  some  of  the  largest  and  most  suc- 
cessful advertising  campaigns  on  record  have  been  con- 
ducted almost  altogether  in  the  trade  publications.  The 
public  generally  never  hear  of  them,  and  it  is  not  in- 
tended that  it  should.  But  they  are  getting  results  of  a 
definite,  measurable  character. 

I  believe  that  the  advertising  of  the  future  will  be 
largely  confined  to  just  such  carefully  selected  med- 
iums. I  do  not  mean  to  say  that  the  general  magazines 
will  cease  to  exist ;  but  that  there  will  be  fewer  of  them, 
and  that  they  will  carry  less  advertising,  as  the  manu- 
facturer finds  that  he  can  get  the  same  results  at  a 
smaller  cost  by  using  the  trade  journal  for  distribution 
aud  the  newspaper  for  local  sales  work,  with  the  tech- 
nical papers  forming  the  link  between  producer  and 
consumer  of  products  not  distributed  generally,  such 
as  machinery. 

Made  to  Read. 

If  I  were  permitted  to  make  one  plea  on  behalf  of 
the  trade  paper,  it  is  this :  Use  it.  The  journal  that  is 
published  for  a  special  class  cannot  accomplish  its  pur- 
pose unless  it  numbers  among  its  readers  a  fair  per- 
centage of  those  in  that  class.  And  merely  subscribing 
to  such  a  paper  does  not  end  the  job.  It  should  be  read 
carefully,  from  "kiver  to  kiver, "  as  the  old  darky  said, 
including  the  advertising.  No  one  can  do  this  without 
benefiting;  the  benefit  will  be  measured  by  the  interest 
put  into  the  study. 
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Talking  Machines  in  the 

Furniture  Store 

FRIENDSHIP  TO  AID  RECORD  SALES 
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By   COURTENAY  HARRISON. 


THE  matter  of  keeping  in  toncli  with  the  parties  to 
whom  you  have  sold  talking  machines  in  order 
that  you  may  secure  future  business  on  records 
and  accessories  from  them  is  an  important  one,  and  a 
discussion  of  ways  and  means  of  perpetuating  this  con- 
tact is  alwa3^s  of  interest. 

Of  course  it  is  understood  that  no  wide-awake  dealer 
these  days  overlooks  entirely  the  opportunity  to  do 
business  right  along  with  the  people  who  are  already 
upon  his  books.  At  the  same  time,  however,  when  the 
sale  of  a  machine  is  consummated  for  cash  and  is  deliv- 
ei-ed  at  the  ciistomer's  home  a  good  many  stores  con- 
sider that  a  nice  cash  sale  has  been  put  across,  and  let 
it  go  at  that,  figuring  that  the  customer  will  not  be  a 
pur(!ha.«er  of  a  talking  machine  again  at  an  early  date, 
and  if  he  or  she  wants-  any  records  they  will  naturally 
drift  back  to  the  store  which  supplied  them  with  their 
machine;  truth  to  tell,  this  is  more  often  than  not  the 
\evy  thing  that  does  happen,  because  it  is  human  na- 
ture to  come  back  to  the  same  hotel,  the  same  store  or 
the  same  town,  as  the  ease  may  be. 

Some  stores  do,  however,  go  considerably  farther  in 
stirring  up  business  with  old  customers.  They  send 
out  the  record  booklets,  occasional  form  letters,  or  some 
other  form  of  literatiire  to  "keep  in  touch" — to  sell 
records  principally. 

There  is  a  way,  though,  in  which  dealers  can  capital- 
ize the  friendship  of  old  customers  to  bring  new  and 
big  sales  not  only  of  records,  but  machines  also.  And 
this  means  not  only  the  customer  who  is  kept  in  mind 
because  he  is  paying  for  his  machine  "on  time,"  but 
also  the  customer  who  buys  for  cash.  Neither  of  these 
classes  of  purchasers  shoiild  be 
lost  track  of  for  a  minute.  Instead 
the  name  of  each  customer  and 
date  machine  was  purchased 
should  be  carefully  set  down  in  a 
"follow-up"  book.  If  possible  a 
card  index  really  should  be  used. 
A  phonograph  dealer  in  Indiana 
uses  the  latter  system,  and  here 
is  how  he  makes  it  produce  sales: 
Say  that  Mrs.  Smith  comes  m 
on  the  loth  of  March  and  buys  a 
talking  machine.  Her  name  and 
the  day  she  purchased  her  instru- 
ment is  placed  upon  a  card  and 
it  is  filed  under    the   date  ten 


days  ahead,  viz.,  the  25th  of  March.  On  that 
day  one  of  the  salesmen  whose  duty  it  is  to 
do  this  either  calls  her  up  or  if  business  per- 
mits he  drops  into  the  home  in  per.son.  Chances  are, 
of  course,  that  he  has  a  lot  of  similar  "prospects"  to 
sec  the  same  day.  But  we  will  take  Mrs.  Smith  as  a 
specific  instance  of  showing  how  he  goes  about  his 
work.  First,  he  asks  her  if  she  likes  the  machine  and  if 
it  is  giving  entire  satisfaction,  and  after  a  little  more 
■such  chat  he  iufpiires  if  any  friends  have  been  in  to 
hear  it  play.  Often  this  gets  valuable  -tips  as  to  possible 
customers,  because  people  are  naturally  proud  of  a 
machine,  especially  the  first  iew  weeks  after  its  pur- 
chase, and  they  are  inclined  to  wish  to  show  it  off  to 
neighbors.  If  the  dealer  who  sold  them  is  "on  the 
job"  in  the  way  I  have  outlined  there  is  a  world  of  in- 
formation he  can  ge+  in  this  way.  It  is  perfectly  true, 
of  course,  that  everyone  who  is  reported  to  the  dealer 
as  having  admired  Mrs.  Smith's  new  talking  machine 
i.s  not  a  possible  customer,  but  they  are  worth  following 
up,  for  a  certain  percentage  of  them  are  bound  to  be 
good  prospects  to  work  on. 

Rut  to  return  to  our  card  index.  The  date  on  which 
Mrs.  Smith  was  visited  is  set  down  on  the  card  which 
contains  her  record,  and  also  the  names  of  the  pros- 
pects she  gave  are  typed  on  it.  Literature  is  sent  to  all 
of  them.  In  fact,  a  salesman  calls  if  this  can  be  ar- 
ranged. Supposing  that  one  of  these  prospects  is  sold 
a  nmehine.  Mrs.  Smith  imniediately  receives  a  letter 
asking  her  to  call  and  select  a  couple  of  new  records, 
"as  we  are  glad  to  report  that  oue  of  the  prospective 
customers  you  referred  us  to  has  made  a  purchase  of 
us,  and  we  wish  to  show  our  ap- 
jireciation  of  your  coiirtesy. "  Na- 
tui  ally  this  seals  the  friendship  of 
Mi's.  Smith,  and  she  begins  to 
spread  propaganda  for  the  store 
now  in  earnest.  This  method,  as 
stated,  has  Avorked  up  almost  an 
endless  chain  of  boosters  and  busi- 
ness. 

Still  another  plan  of  getting 
tins  from  old  customers  is  in  use. 
Whenever  a  machine  is  being  sent 
out  the  "follow-up"  book  is  con- 
snltpd,  and  the  delivery  man  is 
given  the  names  of  one  or  two 
customers    in    the    same  neigh- 


\    l)ilc()ii.v   depai'tnie-il    i«    a    .sjilfiuiid  idea 
I'm-  la'k-ins:  ij)!icliim's.    Tlic  V.  ('.  Burrmighes, 
l''iirnil  HI Cn., 'Toi-iiiiti'.  Iins  aduiiled  this  idea 
wi'.li   iiiiic!i  success. 
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borhood  where  he  is  to  deliver  an  instrument. 
He  calls  on  these  old  customers,  oils  up  their  ma- 
chine, explaining  that  he  was  in  the  neighborhood  and 
wanted  to  drop  in  and  see  how  it  was  doing.  If  the 
machine  does  not  need  oiling  he  ha,s  a  jar  of  furniture 
polish  along  and  brightens  it  up  a  bit — does  anything 
just  to  get  a  chance  to  show  the  old  customer  that  she 
is  not  forgotten  and  that  the  store  appreciates  her  busi- 
ness. Incidentally  she  is  "pumped"  for  information 
about  prospects,  and  in  nine  out  of  ten  cases  is  able  to 
give  at  least  a  couple  of  tips  that  prove  valuable  for 
following  up. 

I  asked  the  dealer  who  told  me  of  these  plans, 
which  may  not  be  entirely  new  but  which  I  believe  are 
a  bit  more  methodically  followed  out  than  some,  if  he 
was  not  "looking  for  trouble"  when  he  pays  later 
visits  to  the  home  asking  if  the  machine  is  "doing  all 
right." 

Hei'e  was  his  answer:  "T  should  say  not.  It  is  en- 
tirely true  that  often  there  is  some  kick  about  the  ma- 
chine, but  these  things  are  just  what  v/e  want,  because 
it  gives  us  a  chance  to  make  a  friend  and  a  booster. 
Do  you  know  that  a  great  many  people  will  have  some- 
thing go  wrong  with  a  machine,  maybe  some  minor  ail- 
ment, but  they  figure  there  is  no  use  trying  to  get  any- 
thing done  from  the  store,  as  they  have  paid  for  the 
machine  and  the  transaction  is  closed.  The  result  is 
they  stay  aAvay  from  your  store  and  become  knockers. 
And,  as  everyone  knows,  one  knocker  will  go  out  of  her 
way  to  'run  down'  your  store,  while  your  boosters,  for 
the  most  part,  M'ill  only  praise  you  when  some  'lead'  is 
given  to  draw  it  out.  So  we  hunt  down  the  knocks  and 
straighten  them  out.  Often  when  we  stop  at  an  old 
customer's  -while  in  her  neighborhood  and  make  in- 


fiuiries  ahout  her  machine ;  if  there  is  one  little  thing 
wrong,  that  we  can  straighten  in  a  jiflpy,  we  have 
made  a  friend  for  life.  Even  if  there  is  something 
badly  wrong  we  can  fix  it  and  make  whatever  charge  is 
necessary.  The  customer  appreciates  the  service  and 
attention  to  her  as  an  individnal  so  much  she  is  willing 
to  pay  whatever  is  right. 

"Yes,  we  consider  every  name  of  an  old  customer  a 
valuable  asset  toward  getting  new  business,  not  only 
for  records,  but  machines  as  well,  and  we  take  care  of 
this  list  of  names  for  that  reason." 


PHONOLA  COMPANY  OPEN  TORONTO 
BRANCH. 

To  give  dealers  better  service  and  particularly  with 
the  purpose  of  iiistituting  a  system  of  immediate  de- 
liveries of  records,  the  Phonola  Company  of  Canada 
have  opened  a  branch  at  Toronto,  at  53  Yonge  Street 
with  Roland  C.  Willis  in  charge.  Mr.  Willis  has  had 
a  long  and  varied  experience  in  both  the  wholesaling 
and  retailing  of  musical  instrunients.  He  was  for  seven 
years  with  the  Dohei  i:y  Piano  Co.,  occupying  senior 
positions  with  that  company.  In  the  summer  of  1918 
he  joined  the  staff  of  the  Phonola  Co.  as  superintendent 
of  agencies. 

Phonograph  dealers  visiting  Toronto  are  invited  to 
include  this  address  among  their  places  of  call.  They 
will  be  able  to  examine  at  their  leisure  the  different 
types  of  Phonolas,  and  in  the  case  of  rush  deliveries 
being  required  these  orders  will  be  taken  care  of 
from  Toronto  stock. 


FURNITURE  BUYERS 


This  Trade  Mark  is  your  absolute  guarantee  that 
your  cushions  are  filled  with  Marshall  Springs. 

Marshall  Ventilated  Mattress  Co.,  Limited 

Chicago,  111.  TORONTO,  CAN.  London,  Eng. 


44 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAETBR 


March,  1920 


CHESLEY  FURNITURE  CO.  INSURES 
EMPLOYEES. 

The  Chesley  Furniture  Co.,  Ltd.,  of  Chesley,  Out., 
on  February  25,  insured  all  of  their  employees  Avho 
have  been  with  them  for  six  months  or  more  for  a 
thousand  dollars  each.  This  insurance  is  to  be  in- 
creased one  hundred  dollars  each  year  until  fifteen 
hundred  dollars  is  reached.  The  company  has  done 
this  as  a  reward  for  the  loyal  eo-operation  their  em- 
ployees have  given  them  in  the  past. 


EXPORTING  FOLDING  CHAIRS 

The  Stratford  Mfg.  'Co.  recently  exported  a  car  of 
folding  chairs  to  South  Africa;  and  the  company's  offi- 
cials say  they  have  on  hand  orders  from  the  same  part 
of  the  world  for  folding  and  camp  chairs  which  are 
being  made  up  to  fill  a  couple  more  cars. 


SNYDER  BROS.  PURCHASE  ANOTHER 
FACTORY. 

The  Snyder  Bros.  Upholstery  Company,  Limited,  of 
Waterloo,  Ont.,  have  purchased  the  factory  at  Elmira 
owned  by  Heimbecker  and  Jung  until  two  months  ago. 
After  the  death  of  Mr.  Jung  a  year  ago  Mr.  Heimbeck- 
er purchased  the  plant  and  now  Snyder  Bros,  are  tak- 
ing it  over  for  the  manufactm'e  of  frames.  The  new 
firm  will  be  known  as  the  Snyder  Furniture  Company, 
Limited.  Mr.  H.  M.  Snyder  Mall  be  president ;  Mr.  A. 
H.  Snyder,  vice-president ;  Mr.  Clayton  Snyder,  Secre- 
tary ;  and  Mr.  H.  Heimbecker,  manager. 


KITCHENER'S  NEW  FURNITURE  FACTORY 

As  announced  in  our  last  issue.  Kitchener  has  a  new 
industry  in  the  B.  &  B.  Furniture  Company.  The  char- 
ter for  the  new  company  has  been  received  from  the 
Governijient.  Judging  from  the  rush  of  business  with 
which  the  new  concern  is  favored,  it  will  not  be  long 
before  the  new  company  Avill  be  ranked  among  the 
foremost  furniture  industries  of  the  city. 

Operations  at  the  neAv  factory  started  shortly  after 


the  first  of  the  year  and  since  the  first  day  of  opera- 
tions the  staff"  of  employees  have  been  kept  on  the 
go  to  keep  up  with  the  rush  of  orders.  The  firm 
are  turning  out  a  varied  line  comprising  phonographs, 
lamps  and  special  order  furniture  of  all  descriptions. 

The  company  is  composed  of  Peter  Bogdonovitz, 
Peter  L.  Kroetsch,  and  Edward  Bauer.  They  are  in- 
corporated at  $50,000.  The  incorporation  notice  .states 
that  the  firm  will  manufacture  all  kinds  of  furniture 
and  all  kinds  of  articles  made  of  part  wood  and  metal. 

In  an  interview'  a  member  of  the  firm  said  that  the 
company  are  contemplating  erecting  extensions  to  their 
present  factory  building  which  is  situated  on  Sehulte 
Street  near  Ahreus  Street.  It  is  expected  that  if  the 
present  press  of  business  continues  the  firm  will  be 
compelled  to  enlarge  the  plant  in  the  early  spring.  This 
also  means  the  employing  of  an  additional  staff.  It  is 
expected  the  factory  will  be  supplying  work  to  be- 
tween 40  and  50  employees  within  a  year.  Plans  are 
now  under  consideration  for  branching  out  into  new 
lines  as  soon  as  ample  factorj''  space  is  afforded  for 
operations. 


FIRE  AT  MEAFORD  PLANT. 

The  furniture  factory  at  Meaford,  Ont.,  employing 
nearly  100  men,  had  a  narrow  escape  on  March  3  from 
destruction  by  fire.  It  started  in  one  of  the  dry  kilns 
and  spread  through  the  other  three  kilns.  The  kilns 
contained  144.000  feet  of  lumber,  .some  of  which  was 
pretty  badly  scorched.  The  principal  los,s  will  be  the 
damage  to  the  kilns  by  fire  and  the  co.st  of  drying  the 
lumber.  The  factory  sprinkler  system  was  what  saved 
the  himber  from  being  con.sumed,  while  the  town  fire 
brigade  kept  the  flames  from  spreading  to  the  other 
portions  of  the  factory  buildings.  The  loss  amount- 
ing probably  to  several  thousand  dollars,  is  fully  cov- 
ered by  insurance. 


Canadian  Fabrikoid.  Ltd.,  has  an  Ontario  charter 
allowing  the  company  to  do  business  in  the  province. 
Avith  a  capital  not  exceeding  .$1,500,000.  T.  L.  Gallag- 
her, Toronto,  has  been  appointed  attorney. 
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Illustr.itions  of  willow 
ferneries.  New  pieces  from 
th(.  line  of  The  Brantford 
Willow  Works.  Brantford, 
Ont. 
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MODEL  DUCHESS 

The  above  is  a  cut  of  our  model  Duchess  which  we  can  supply  in  Mahogany  and  Fumed  Oak. 

This  popular  model  is  just  the  right  size  for  a  medium  size  parlor,  and  is  sold  at  a  price 

that  nets  the  dealer  a  good  profit. 


Ac/  us  qaole.  you  a  quantity  price  on  Needles  and  Sapphires 

Phonola  Co.  of  Canada^  Limited 


ELMIRA 


ONTARIO 
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I  The  New  Things  in  | 
I  Furniture  Auxiliaries  j 
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AMONG  the  new  things  which  the  Canadian  furni- 
ture trade  is  taking  up  are  statues  of  a  high- 
class,  according  to  a  statement  made  by  6.  L. 
Irish,  Toronto,  an  importer  of  furniture  sundries,  in  an 
interview  with  a  representative  of  Canadian  Furniture 
World. 

We  have  had  chalk  figures  and  statues,  and  statues 
made  from  composition,  but  a  higher  grade  of  article 
is  now  demanded  by  the  trade,  because  customers  of 
furniture  stores  are  asking  for  better  furniture  and 
better  furnishings  in  their  homes. 

So  many  Canadian  boys,  now  home  from  the  front 
since  the  big  world  war  closed,  have  been  in  touch  with 
the  better  and  more  cultured  sides  of  life  in  Europe,  as 
expressed  and  exhibited  in  the  picture  galleries  and 
museums  of  England,  France  and  Belgium,  that  they 
have  in  their  conversations  with  the  folks  at  home  im- 
pressed their  views  and  their  tastes  on  the  housewives 
and  home-makers  of  Canada.  As  a  consequence  people 
are  asking  to  see  a  better  grade  of  goods ;  pictures  and 
statues  of  a  higher  quality — articles  with  some  arfistie 
touch.  All  this  makes  for  a  higher  standard  of  refine- 
ment and  culture  in  the  country  generally,  but  es- 
pecially in  the  home  and  in  the  class  of  goods  handled 
in  furniture  stores. 

The  new  statue  line  which  Mr.  Irish  has  in  mind  is 
made  of  Parian  marble  (an  Italian  marble),  similar 
to  what  has  been  seen  in  the  better  class  of  jewelry 
stores.  The  statues  which  have  been  offered  to  the 
furniture  trade  are  perhaps  slightly  larger  in  bulk 
that  these,  though  the  smaller  ones  are  to  be  had  also. 

One  of  the  new  qualities  about  the  line  is  that  be- 
sides the  pure  white  marble,  some  of  the  statues  may 
be  had  on  a  colored  base  or  the  statue  itself  may  be 
colored,  similar  to  the  cameo  brooches  which  are  some- 
times seen.  These  bases  are  made  from  a  seashell,  hard 
as  coral  and  usually  of  a  pinkish  tint. 

The  statue  colorings  are  all  handworked,  as  indeed  is 
the  carving  of  all  these  Italian  marbles.  Judging 
from  the  inquiries,  Mr.  Irish  expects  to  offer  quite  a 
number  of  these  statues  through  the  trade  in  Canada 
this  year. 

Serving  Trays. 

Another  line  which  has  proven  very  popular,  especi- 
alh'  during  the  last  holiday  season,  is  the  better  grade 
of  serving  trays.  The  damask  base,  covered  with  glass, 
has  been  the  big  seller,  because  of  the  almost  unlimit- 
ed variety  of  designs  and  colorings  to  be  had;  but  the 
mahogany  and  walnut  all-wood  lines  have  also  been 
much  in  demand  because  of  their  rich  effects  and  their 
substantial  constructiveness.  In  the  large  centers  it 
was  noticeable  that  with  the  possible  exception  of  floor 
lamps  more  inquiry  was  made  about  serving  trays — 
and  more  of  them  were  sold — than  almost  any  other 
furniture  line. 


NEWS  OF  CANADIAN  TRADE 

W.  P.  McClung,  a  Toronto  upholsterer,  is  dead. 
Hicks  Oriental  Rugs,  Ltd..  have  been  registered  at 
]\l  ont  real. 

The  Starr  Co.  of  Canada  fWestern)  has  chosen  Re- 
gina  as  its  Western  distributing  centre,   and  intend 


erecting  a  large  warehouse  there  for  their  phonographs 
and  records. 

La  Compagnie  Canadien  Rugoleum  has  been  register 
ed  at  Montreal. 

Fire  at  Pembroke.  Ont.,  damaged  the  Pembroke  Or- 
gan &  Piano  Co.'s  plant  a  few  days  ago. 

Office  Furniture  and  Supplies,  Ltd.,  Brockville,  Ont., 
plan  an  extension  to  their  present  plant. 

The  Windsor  Phonograph  and  Record  Co.,  Ltd., 
Montreal,  has  been  incorporated  with  a  capital  of  $1,- 
000,000. 

T.  F.  Hinnegan  has  sold  his  piano  and  musical  in- 
strument business  at  Wallaeeburg,  Ont.,  to  Wm.  Mc- 
Nair,  Jr. 

The  third  annual  "Merchants'  Short  Course"  Avas 
held  at  the  University  of  Manitoba,  during  the  last 
days  of  February. 

Morris  Pianos,  Ltd.,  Listowel,  Ont.,  has  been  in- 
corporated with  a  capital  of  $1.50,000  to  manufacture 
pianos,  organs,  gramophones,  recoi'ds,  accessories,  ap- 
pliances, etc. 

The  Aluminus  Steel  Products  Co.,  Ltd.,  Avith  a  capi- 
tal of  .$250,000  has  been  incorporated  at  Owen  Sound 
Ont.,  to  manufacture,  among  other  goods,  aluminum 
casket  hardware. 

An  Ontario  charter  has  been  granted  to  Brunswick 
Shops,  Ltd.,  with  head  office  at  Toronto,  appointing 
Gregory  S.  Hodgson  its  attorney  and  authorizing  them 
to  cfo  business  in  the  province  with  a  capital  not  ex- 
ceeding .$40,000. 

H.  B.  Smith,  president  of  the  North  American  Furni 
ture  Co.,  and  an  officer  of  the  Northern  Navigation  Co.. 
Canada  Steamships  Co.,  and  other  concerns,  is  remov- 
ing his  residence  from  Owen  Sound  to  Toronto,  having 
purchased  Mrs.  Christopher  Robinson's  home  at  355 
iSt.  Clair  West,  for,  it  is  said,  $100,000. 

Mrs.  Marguerite  F.  Wilkinson,  wife  of  W.  A.  Wilk- 
inson, factory  foreman  at  the  Gold  Medal  Furniture 
Company,  passed  aAvay  a  couple  of  weeks  ago,  follow- 
ing an  operation  which  she  had  undergone.  The  late 
Mrs.  Wilkinson  was  27  years  of  age  and  besides  her 
husband,  leaves  a  child  fifteen  months  old. 

The  Ives  Bedding  Co.,  Ltd.,  Cornwall,  Out.,  has  been 
incorporated  to  take  over  the  business  and  good  w'll  of 
the  Ives  Modern  Bedstead  Co.,  Ltd.,  and  to  manufac- 
ture bedsteads  made  from  brass,  steel,  iron  or  other 
material,  spring  mattresses,  pillows,  blankets,  sheet.s, 
comforters  and  other  bedding  accessories  and  furni- 
ture.   The  capital  is  $750,000. 

The  Canadian  Carpet  and  Comforter  Mfg.  Co.  have 
purcliased  tlie  Orpen  Conduit  Co.,  on  Dufferin  Street. 
Toronto,  to  enlarge  their  present  premises.  The  com- 
pany is  now  located  at  340  Dufi'erin  Street,  and  the 
properties  bought  are  immediately  to  the  north,  num- 
bers 342  to  376.  The  sale  price  has  not  been  made 
known,  but  the  buildings  are  assessed  at  $30,000,  and 
the  land  at  .$21,880.  The  land  has  a  total  frontage  of 
422  feet  on  DuflPerin  Street. 
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I  IMPORTANT  NOTICE.  | 

1  Advertisers  and  contributors  will  kindly  note  | 

I  that  Canadian  Furniture  World  offices  have  | 

1  been  moved  from  32  Colborne  Street   to    51  | 

1  WELLINGTON   STREET   WEST,    Toronto.  | 

I  Telephone  6426.  | 
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I  Annual  General  Meeting  I 
I         of  the  Furniture  Association  | 
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THE  annual  general  meeting  of  the  Furniture 
Association  was  held  in  the  Toronto  offices  of  the 
a^isoeiation  on  January  30,  with  H.  M.  Snyder, 
Waterloo,  Ont.,  in  the  chair.  After  the  minutes  of  the 
previous  meeting  had  been  read  and  confirmed  com- 
munications recommending  the  standardization  of  cata- 
logues by  adopting  a  universal  size,  or  three  sizes ;  and 
one  advocating  a  more  extensive  use  and  popularizing 
of  Canadian  birch  were  read. 

Mr.  Schreiter  (De  Luxe  Upholstering  Co.)  read  a 
report  on  the  financial  situation  made  by  the  manager 
of  the  Bank  of  Nova  Scotia  pointing  out  the  necessity 
for  increased  care  in  the  granting  of  credits. 
Chairman's  Address. 
Chairman  Snyder  reviewed  the  work  of  the  associa- 
tion for  the  .vear.  Measured  by  value  of  trade  done, 
1919  was  one  of  the  best  in  the  history  of  the  furniture 
industry  in  Canada.  World  production  to-day  is  far 
from  equal  to  demand.  The  tremendous  buying  of  late 
has  depleted  stocks  and  replenishment  has  been  ren- 
dered difficult  by  the  slowing  down  of  production 
eflFort. 

Measured  by  dollars,  the  increase  last  year  was  enor- 
mous;  measured  by  (|uantity  production  has  fallen  far 
short  of  needs.  Wealth  is  accumulated  not  by  increase 
of  dollars,  but  by  increase  of  goods.  Unsettled  condi- 
tions have  bred  a  spirit  of  living  for  to-day  and  leaving 
to-morrow  to  look  after  itself.  In  our  industry  hours 
of  labor  were  reduced  from  59  to  54  hours  last  spring, 
with  a  further  reduction  last  fall,  in  some  cases,  to  50 
hours  per  week.  At  the  same  time  wages  were  inereas- 
,  ed.  With  the  exception  of  the  upholsterers'  strike  no 
serious  disturbance  took  place,  and  all  are  now  work- 
ing steadily. 

Because  of  numerous  questions  relating  to  labor  a 
Labor  Committee  was  formed  ;  and  it  is  worth  noting 
that  group  insurance  for  employees'  benefit  was  intro- 
duced by^  some  manufacturers.  Last  September,  at  the 
call  of  the  Government,  a  general  conference  of  indus- 
trv  was  held  at  Ottawa. 

Mr.  Snyder  commended  the  credit  section,  the  sec- 
retary's work,  and  told  of  the  work  of  the  cost  depart- 
ment during  last  year. 

Officers  and  Committees  Report. 

Secretary  Cawkell  read  the  financial  statement  cer- 
tified to  by  the  auditors,  which  proved  satisfactory. 
There  are  now  67  Ontario  manufacturers  members  of 
the  association,  and  with  those  in  Quebec,  and  some 
manufacturers  not  in  the  furniture  industry,  there  are 
87  Canadian  members.  Five  general  and  23  committee 
meetings  were  held  during  the  year. 

Mr.  Ferguson  reviewed  the  work  of  the  Cost  Depart- 
ment for  1919.  The  work  of  installing  cost  systems  is 
progressing  satisfactorily.  One  tendency  noted  is  the 
curtailing  of  a  number  of  lines  by  manufacturers;  an- 
other is  the  advancing  of  output  to  higher  grades.  The 
department  is  collecting  information  and  issuing  to 
members  bulletins  covering  its  work. 

J.  H.  Baetz,  chairman,  reported  for  the  Tariff  Com 
mittee.   A  (juestionaire  is  being  prepared  to  obtain  in- 
formation on  which  to  base  statistics  affecting  the  fur- 
niture industry. 

J.  E.  Ferguson,  chairman  of  the  Labor  Committee 


reported  satisfactory  conditions  prevailing;  and  H.  S. 
Robertson,  chairman  of  the  Credit  Men's  Section,  re 
ported  for  his  committee,  covering  the  meetings  held. 
An  Information  Bureau  has  been  established,  whereby 
manufacturers  may  obtain  information  regarding  the 
standing  of  retailers. 

The  Bankruptcy  Bill  had  been  discussed  by  this  com 
mittee,  and  suggestions  made  to  have  this  Act  made  as 
pei'fect  as  possible. 

Election  of  Officers. 

The  election  of  offic  ers  for  1920  resulted  in  the  un 
animous  choice  of  W.  J.  Anderson,  Stratford,  as  chair- 
man, and  J.  H.  Baetz,  Kitchener,  as  vice-chairman.  It 
was  decided  that  the  chairman  act  for  one  vear  only. 

The  Executive  Committee— TI.  Ford,  G.  W.  Gibbard. 
G.  A.  Gruetzner,  J.  S.  Knetchel.  W.  Krug,  J.  A.  Min- 
chner,  Ja.s.  Malcolm,  J.  R.  Shaw,  H.  M.  Snyder,  D.  H. 
Wright. 

Labor  Committee — J.  E.  Ferguson  (chairman),  C.  A. 
Gruetzner,  J.  C.  Hay,  P.  R.  Plilborn,  J.  S.  Knetchel. 
Wm.  Krug.  Jas.  Malcolm.  J.  A.  Minehner,  H.M.Snvder. 
D.  M.  Wright,  A.  H.  Watson  and  W.  A.  Oliver. 

Tariff'  Committee — J.  H.  Baetz  (chairman),  H.  R 
Abell,  Thos.  Dillon,  H.  Ford,  G.  J.  Lippert,  Jno.  G.  Mor 
lock,  Norman  Peppier,  J.  Spiesz,  II.  M.  Snvder  and  F. 
W.  Trebell. 

Credit  Men's  Committee — IT.  S.  Robertson  (chair- 
man), M.  S.  Armstrong,  .J.  H.  Baetz,  Jas.  Garvie,  R. 
Gomery,  R.  Purtle,  Mark  Rowe,  and  H.  B.  Shortt. 

Freight  Committee— J\  W.  Trebell  (chairman).  W. 
G.  Durst,  A'.  H.  Smyth.  W.  L.  Seyler  and  S.  Taylor. 

Chairmen  of  sections,  who  are  also  members  of  the 
Advisory  Board — Better  Case  Goods,  Mr.  Norman 
Peppier;  Medium  Case  Goods.  Mr.  H.  Bell ;  Lower  Case 
Goods..  Mr.  J.  Spiesz ;  Office  Furniture,  Mr.  P.  R.  Hil- 
born;  Tables,  Mr.  Geo.  J.  Lippert;  Chairs,  Mr.  Thos. 
Dillon  ;  Upholstery,  Mr.  John  G.  Morlock ;  Office  Filing 
Devices.  Mr.  W.  E.  Dolan. 

Votes  of  sympathy  and  condolence  with  the  Avidow 
and  family  of  W.  T.  Gibbard.  Belleville,  and  of  thanks 
t.)  the  Canadian  JManufaeturers '  Association,  were  pass- 
ed. The  meeting  also  thanked  Secretary  Cawkell  and 
Mr.  Ferguson  for  tlieir  work  and  duties  of  the  past 
year. 


The  hitc  W.  T.  (if  tlu'  (i il)l).Trd 

Kurniturc  Co..  Napaiu'c.  Out..  whose 
ilfitli  WHS  rccordi'd  in  mn   l;i.>t  issue. 
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The  Standard  Vault 

THE  MAXWELL 


Manufactured  Exclusively  of  Copper  Bearing  Steel 

This  material  is  now  acknowledged  quite  generally  to  be  the  most  rust- 
resistant  steel  or  iron  available  for  the  manufacture  of  steel  vaults. 

Its  Superiority 

authoritatively  proven  by  recent  comparative  tests,  has  been  acknowledged 
by  the  many  manufacturers  who  have  adopted  it. 

We  were  among  the  first.  Many  others  will  follow. 

We  Are  Pleased  to  Announce 

that  all  our  goods  are  now  constructed  exclusively  of  this  material,  and 
that  recent  reductions  in  the  cost  of  same  will  enable  us  to  do  this  with- 
out any  advance  over  our  regular  list.    Write  your  dealer  for  prices. 

As  we  have  been  using  Copper  Bearing  Steel  for  the  past  five  years  in 
our  well-l^nown  and  justly  celebrated  Copper  Alloy  Vault,  roe  are  now 
in  a  position  to  use  it  exclusively. 

We  are  offering  it  in  our  Regular  Aluminum  and  Gold  Finish  at  our 
regular  list  price.  If  desired  in  the  Copper  Bronze  Finish  with  White 
Enamel  Interior,  there  will  be  an  extra  charge  of  three  dollars  for  the 
adult  sizes.    Carried  in  stock  by  all  leading  jobbers.    Write  for  prices. 

Manufactured  by 


MAXWELL  STEEL  VAULT  COMPANY,   ONEIDA,  N.Y 
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Undertakers'  Department 


Problems  affecting  the  Undertal^mg  Profession  are  here  discussed  and  readers  are  incited  to  send  letters 
expressing  their  views  on  any  of  the  subjects  dealt  with — News  of  the  profession  throughout  Canada. 


EMBALMING-/rom  a  FRENCH  STANDPOINT 

.MIMIMIIMIIIIIIMIIIIIIIIIIIIIIIMIIMHMIIIMMIIIIIIMIIIIIIIMIIIIIIilMIMMIIIIIMMIMIIIIIIMIMIMIIMMIIIIIIIIMIMIMIIIIMM 

Criticism  of  American  ideas  and  methods— Embalming  for  a  time,  not  for  an  indefinite  period 

lllllllllllllllllMIMII  IMIIIIIIIIIIIIIIIIIIIIIIirilllllllllllllllllllllllllllllllllllllllllllJIIIIII  IIIIJirMIJMIMIIHMnNMIIMIIIIMIIIIMIMIIIIIMIMMIIIIMIUMMIIMIMIIMIMIIIIIIIIMIIIIIIMIMIIIIIMIIIMIIIIMIIIIIIIIiMIMIMIIIIIIIIIIIIMIMIMII^ 

By  M.  L.  LIENARD-HARRIES.  Paris. 


LAST  month  we  published  an  article  on  an  English 
professor's  view  of  embalming;.  This  month  we 
offer  a  Frenchman's  view. — Editor. 
May  this  article  which  I  venture  to  write  not  be  the 
cause  of  the  enmity  of  the  majority  of  embalmers  I 
wonder  whether  .such  will  be  the  result  of  the  follow- 
ing general  criticism  of  the  ideas  of  all  those  who  ex- 
pose their  views  in  the  divers  special  publications  on 
the  subject. 

I  read  carefully  all  the  principal  English  and  Ameri- 
can periodicals  devoted  to  embalming;  often  also  do 
I  study  the  American  noted  treatises  on  our  art,  and 
more  and  more  does  it  strike  me  that  the  actual  no- 
tions and  practices  might  soon  prove  fatal  to  the  pro- 
gress of  embalming. 

In  fact  embalmers  nowadays  are  in  no  way  intent 
on  securing  the  indefinite  preservation  of  the  body  in- 
trusted to  them,  but  solely  on  keeping  it  for  a  time  only 
from  decay;  they  are  too  much  preoccupied  to  econo- 
mize fluid  and  time,  and  too  eager  to  obtain  cosmetic 
effects  which,  although  very  desirable  for  the  time  be- 
ing, last  scarcely  beyond  the  burial  day — ^to  the  detri- 
ment of  the  indefinite  preservation  of  the  body;  at  any 
rate  if  their  purpose  is  to  embalm  for  an  indefinite 
space  of  time,  the  result  of  their  work  is  nothing  else 
than  what  we  term  a  "Temporary  Preservation."  May 
my  warning  he  heeded ! 

Few  Bodies  in  Perfect  Preservation. 

T  am  convinced  that  should  the  remains  of  100 
bodies  "embalmed"  two  years  ago  be  exhumed,  not 
two  of  them  would  be  found  to  be  in  a  perfect  state  of 
preservation.  This  is  due  to  the  fact  that  the  younger 
set  of  embalmers  consider  only  the  money  to  be  made 
out  of  their  j)rofession,  and  aim  merely  at  stopping  de- 
composition until  the  family  and  friends  of  the  deceas- 
ed will  have  been  able  once  to  view  the  remains;  they 
are  indifferent  to  the  profound  deception  Avhich  one 
day  or  another  may  be  experienced  by  those  who  had 
attached  full  faith  to  their  promises,  previously  made, 
to  preserve  intact  for  all  time  to  come  tlie  body  of  their 
loved  one. 

How  is  it  that  this  young  set  of  embalmers  is  satisfied 
with  such  meagre  results,  or  rather,  for  I  would  pre- 
fer that  such  would  be  the  case,  why  do  they  believe 
that  they  can  obtain  good  results  when  in  reality  they 
do  not?  Truly,  whose  fault  is  it?  Is  it  not  yours,  gen- 
tlemen professors  of  the  American  embalming  col- 
leges, who  {ire  inculcating  in  your  numerous  students 
ideas  which  lead  them  to  use  methods  of  so-called  "Em- 


balming ' '  which  in  fact  turn  out  to  be  merely  those  of 
an  ordinary  "Temporary  Preservation?"  Why  do 
you  teach  them  to  embalm  a  body  in  a  certain  way 
when  pneumonia  has  caused  death,  and  in  another  way 
if  it  has  succumbed  to  typhoid  fever? 

If  you  want  to  embalm  a  body  so  as  to  insure  in- 
definite preservation  are  there  twenty  different  me- 
thods among  which  to  choose?  In  my  opinion  there 
are  only  two :  The  good  and  the  bad  one.  What  mat- 
ters the  cause  of  death?  Are  you  not  bound  to  pre- 
serve the  intestines  as  well  as  the  lungs  of  the  person 
who  died  from  pneumonia?  You  are  not  called  in  as 
physicians  for  the  purjoose  of  treating  the  diseased  or- 
gan of  a  patient,  your  task  is  to  prevent  the  decomposi- 
tion of  every  part  of  the  body  intrusted  to  you,  henc'e 
your  duty  is  not  to  overlook  or  neglect  any  part  there 
of. 

Do  Your  Work  Thoroughly. 

To  be  really  embalmed  every  corpse  must  be  extern- 
all.y  cleansed  with  embalming  fluid.  Every  one's  ar- 
teries must  be  injected  ;  every  one  must  be  freed  from 

^MiniiMiiiiiniiinMiiiiiiiiiiMiniiiiiiMiinMiiiiiiiHiiiiniiiiiriiuiMiMiMiiiiMiMiMMiiiiMiMiiiiMiinniiiiiiMiiNiiiiriihiiiiMiiiiiitiiiiiii('^' 
I  JUST  AWAY  I 

I  T  cannot  say,  and  I  will  not  say  | 

I  That  he  is  dead.      He  is  just  away!  | 

I  With  a  cheery  smile  and  a  wiave  of  the  hand  | 

I  He  has  wandered  into  an  unknown  land,  | 

I  And  left  us  dreaming'  how  very  fair  | 

I  If  needs  must  be,  since  he  lingers  there.  | 

I  And  you,  oh,  you  who  the  wildest  yearn  | 

1  For  the  oldtime  step  and  glad  return.  | 

I  Think  of  him  faring  on,  as  dear  | 

1  In  the  love  of  there  as  the  love  of  here;  | 

I  And  loyal  still,  as  he  gave  the  blows  | 

I  Of  his  warrior  strength  to  his  country's  foes:  | 

1  Mild  and  gentle  as  he  was  brave —  | 

I  When  the  sweetest  love  of  his  life  he  gave  | 

1  To  simple  things:    When  the  violets  grew  | 

I  Pure  as  the  eyes  they  were  likened  to,  | 

I  The  touches  of  his  hand  were  stayed  | 

I  As  reverently  a-s  his  lips  have  jirayed.  | 

I  When  the  little  brown  thrush  that  harshly  chirred  | 

I  Was  dear  to  him  as  the  mocking  bird;  | 

I  And  he  jiitied  as  much  as  a  man  in  ])ain  | 

1  A  writhing  honey-bee,  wet  with  rain.  | 

I  Think  of  him  as  the  same,  I  say.  | 
I  He  is  not  dead;  he  is  just  away!  | 

I  — James  Wlhitcomb  Eiley  | 
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the  greatest  possible  amount  of  blood  remaining  in  the 
divers  canals;  every  one's  cavities  and  tissues  must  be 
got  rid  of  its  serous  fluids;  every  one's  skull  cavity 
must  be  injected;  every  one's  thoracic  cavity  must  be 
i7ijected ;  ever.y  one 's  bronchia  and  lungs  must  be  in- 
jected; every  one's  stomach  must  be  cleaned  and  in- 
jected; every  one's  bladder  and  intestines  must  be 
cleaned  and  injected. 

For  each  and  all  yon  must  make  sure  that  the  fluid 
has  reached  the  extremest  parts  of  the  body,  and 
should  a  doubt  subsist  you  must  at  once  have  recourse 
to  hypodermic^il  injections.  The  emibalmer  whom  I 
criticize  will,  I  know,  say :  What  an  expense  of  fluid ! 
Certainly  this  will  use  up  a.  good  deal  of  fluid.  Rut  do 
you  preteiul  to  be  well  paid  for  an  operation  for  Avhich 
you  would  spend  but  a  few  cents  and  little  time? 

To  the  best  embahner  three  hours  at  least  are  neces- 
sary to  properly  embalm  a  corpse,  and  yet  this  length 
of  time  is  .scarcely  sufficient,  for  one  of  the  principal 


C.  W.  BROWNE, 
Funernl  director  of  Parkhill,  Out.  (Browne. 
Son    &    McPliee)    "lected    a    member   of  the 
town   council   at  recent  elections.     He  came 
.second  in  a  field  of  nine. 

elements  of  success  is  a  very  .slow  injection.  However 
cleverer  one  embalmer  may  be  than  another,  he  will 
never  succeed  in  crowding  120  minutes  into  one  hour! 
I  do  not  pretend  to  say  that  such  a  method,  which  is 
none  other  than  that  of  Temporary  Preservation,  must 
be  abandoned,  but  T  beg  you,  if  you  do  not  mean  to 
full.y  embalm,  as  I  urge  you  should  do,  do  not  in  pres- 
ence of  your  clients  call  your  operation  an  "Embalm- 
ing" but  merely  a  "Temporary  Preservation." 

Do  Not  Make  Doubting  Thomases. 

The  day  has  already  come,  and  iinfortunately  will 
yet  come  too  often,  when  for  some  reason  you  have  not 
forseen,  the  body  that  you  have  believed  embalmed 
will  have  to  be  exhumed ;  then  the  family  of  the  de- 
ceased will  see  that  the  body  that  they  believed  for  ever 
preserved  from  putrefaction,  as  you  had  promised,  is 
past  recogiiition  and  in  complete  decomposition.  Wliat 
will' you  reply  to  the  reproaches  that  will  be  made  to 
you?  What  Avill  you  say  to  justify  the  right  to  the 
money  you  will  have  unjustly  collected?  You  will  have 


changed  a  believer  in  an  indefinite  embalming,  as  he 
thought,  into  a  Thomas  who  will  be  sure  to  dissuade 
friends  who  might  be  thus  inclined  from  applying  for 
your  services  or  those  of  your  colleagues. 

Remember  that  the  whole  body  of  embalmers  .suffers 
from  the  fault  of  one  of  their  number.  Thus  by  con- 
tiiuiing  to  apply  a  special  m.ode  of  embalming  for  each 
cause  of  death,  this  mode  being  in  fact  but  a  mere  part 
of  the  complete  and  true  one,  you  will  .succeed  only  in 
preventing  embalmings  from  increasing  in  number  and 
will  give  quacks,  who  are  embalmers  only  in  name,  a 
wider  and  richer  field  to  dupe  the  public. 

Embalm  a  body  as  if  it  had  died  from  all  possible 
diseases,  and  you  will  then  iiever  be  deceived.  If,  how- 
ever, in  certain  circumstances  you  are  commissioned  to 
preserve  a  corpse  for  a  limited  time  only,  confine  your 
treatment  to  what  you  will  deem  .sufficient  to  achieve 
the  purpose  demanded,  but  in  this  ease  let  me  beg  of 
you  never  to  use  the  word  "Ejnbalming"  but  to  prom- 
ise merely  a  "Temporary  Preservation." 


DEATH  OF  RESPECTED  FUNERAL  DIRECTOR. 

One  of  the  oldest  and  best  known  funeral  directors 
in  Canada  died  on  February  IS  last  in  the  person  of 
Pal  rick  Fitzpatrick,  who  passed  away  at  the  residence 
of  his  son.  P.  J.  Fitznatrick.  Waterloo  Street,  St.  John, 
N.B.,  in  his  81st  year.  Deceased  is  survived  by  three 
sons  and  three  daughters:  William  J.,  Patrick  J.,  Philip 
and  Mrs.  el.  P.  Quinn.  St.  John ;  Mrs.  W.  Showers,  and 
Sister  Mary  of  the  Cross  ('of  the  Order  of  the  Good 
Shepherd),' Montreal.  Rev.  D.  S.  0 'Keefe,  St.  Andrews, 
is  a  nephew. 

Deceased  was  born  at  Newcastle,  Count.v  Tipperary, 
Ireland,  and  at  the  age  of  15  years  landed  in  St.  John 
in  August.  1854,  and  had  been  a  resident  of  St.  John 
for  over  65  years.  Later  on  his  parents  came  from  Ire- 
land to  that  city. 

From  Mr.  Beaver,  whose  place  of  business  is  now  oc- 
cupied by  the  Queen  Hotel,  Princess  Street,  he  learned 
the  cabinet  business,  which  in  those  days  included  up- 
holstery and  undertaking,  and  was  considered  an  ex- 
pert. He  subsequently  bought  out  his  employer  and 
later  on  moved  to  the  opposite  side  of  Princess  Street, 
across  from  W.  H.  Hayward  &  Co.,  Ltd. 

Shortly  after  the  great  fire  he  rebuilt  on  Princess 
Street,  and  entered  on  the  undertaking  branch.  Sev- 
eral years  after  he  removed  to  Waterloo  Street,  op- 
posite the  Bishop's  palace,  and  retired  about  five  years 
ago.  with  a  long  and  honorable  record,  leaving  the 
business  to  his  sons,  Patrick  and  Philip. 

About  1889  Mr.  Fitzpatrick  introduced  in  St.  John 
the  art  of  embalming,  which  is  now  generally  followed, 
and  kept  pace  with  changes  or  improvements  ip  the 
conduct  of  the  business  in  the  larger  communities.  The 
late  Mr.  Fitzpatrick  had  many  friends  throughout  the 
city  and  province,  who  will  read  with  deep  regret  the 
announcement  of  his  demise. 

The  funeral  was  held  on  Saturday  morning,  Febru 
ary  21,  from  his  late  home,  and  was  attended  by  many 
friends.  The  body  was  taken  to  the  Cathedral,  where 
solemn  high  mass  of  requiem  was  celebrated  by  Rev. 
Simon  Oram,  assisted  by  Rev.  A.  P.  Allen,  Rev.  Ray- 
mond McCarthy  and  Rev.  W.  L.  Moore.  His  Lordship 
Bishop  LeBlanc  gave  the  final  absolution,  assisted  by 
Rev.  Wm.  Duke  and  Rev.  C.  P.  Carleton.  Relatives 
acted  as  pall-bearers  and  interment  was  in  the  new 
Catholic  cemetary.  Many  beautiful  floral  tributes  and 
spiritual  bouquets  were  received  by  the  relatives. 
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YEARS 
EXPERIENCE 


FULLY 
ORGANIZED 


Attractive  New  Hardware 

When  supplying  your  client — Supply  the  Best 


No.  1386 — Sleel  Braced  Anti-tarnish 


Mr.  Funeral  Director :  —You  are  missing  the  opportunity  of  your  life,  if  you  are 
not  carrying  a  complete  line  of  "Dominion  Service"  Products.  We  are  the 
largest  manufacturers  of  High-grade  Caskets  and  Funeral  Accessories  in  Canada. 
Quality,  style  and  finish — guaranteed. 


Our  Motto:  ''The  Best  Goods  at  Fair  Prices" 


Dominion  Manufacturers,  Limited 

Head  Office  and  Showrooms: 
109  Niagara  Street     -      Toronto,  Canada 
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NEAT 
DESIGNS 


BEST 
QUALITY 


VARIETY  AN  ELEMENT  IN  SERVICE 

All  styles  of  varnished  or  covered  caskets  in  stock 


No.  641  H.  P.— Covered  Casket 


No.  545 — Varnished  Casket 


If  you  require  any  style  or  finish  of  caskets,  all  our  Branches  are  able  to  serve 
you  promptly.    Order  to-day  and  save  all  worry. 

OUR  BRANCHES  ARE  AT  YOUR  SERVICE 


National  Casket  Co.,  Toronto,  Ont. 

The  jlobe  Casket  Co.,  Limited 
London,  Ont. 

Girard  &  Godin,  Limited 
Three  Rirers,  Que. 


The  Semmens  &  Evel  Casket  Co., 
Hamilton,  Ont.  Limited 
Christie  Bros.  &  Co.,  Limited 
Amherst,  N.S. 
The  Semmens  &  Evel  Casket  Co., 
Winnipeg,  Man.  Limited 


The  D.  W.  Thompson  Co.,  Limited 
Toronto,  Ont. 
Girard  &  Godin,  Limited 
Montreal,  Que. 
Vancouver  Casket  Co. 
Vancouver,  B.C. 


Dominion  Manufacturers,  Limited 

Head  Office  and  Showrooms  : 
109  Niagara  Street  -  Toronto,  Canada 
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I     Treatment  for  Heart  Failure  | 

I  By  HOWARD  S.  ECKELS,  Ph.C.  | 

I  Dean  of  Eckels'  College  of  Embalming.  | 

I        Written  for  Canadian  Furniture  World  and  The  Undertaker  | 
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IT  is  a  little  difficult  to  see  liow  any  i;ndertaker  can 
fail  to  avail  himself  of  the  advantages  of  double  in- 
jection, better  known  as  "Embalming  by  a  New 
Principle  and  a  New  Method." 

It  needs  but  a  trial  for  the  embalmer  to  realize  that 
by  using  a  capillary  wash  arid  blood  solvent  to  flush 
out  what  blood  remains  in  the  arteries  and  capillaries 
and  carry  it  on  into  the  venoiis  system  and  thence  into 
his  blood  bottle  and  for  him  to  clear  up  the  blood  which 
remains  in  the  lymphatic  circulation  must  of  necessity 
be  beneficial. 

No  embalming  fluid  can  do  this  as  effectively  as  can 
a  chemical  eomi)ound  which  is  designed  especially  for 
this  purpose. 

A  capillary  wash  and  blood  solvent  is  not  expected 
to  embalm  the  body.  It  has  preservative  (pialities,  but 
not  enough  to  take  care  of  the  average  body.  If  it 
could  do  this  effectively  it  could  not  have  sufficient 
blood  solvent  properties,  sufficient  osmotic  properties, 
sufficient  blood-exygenating  properties  to  effectively 
i-id  the  sytemic  circulation  of  the  discoloration-produc- 
ing blood. 

Our  first  aim,  therefore,  if  we  wish  to  secure  an  at- 
tractive cosmetic  effect  and  at  the  same  time  build  up 
rather  than  to  further  clog  the  circulation,  is  to  inject 
a  capillary  wash:  which  accomplishes  several  things: 

First:  It  lightens  and  renders  more  fluid  all  the  blood 
of  which  remains  not  only  in  the  surface  tissue,  but 
even  that  in  the  venous  circulation. 

Second :  It  penetrates  every  particle  of  flesh  and  fib- 
rin in  the  body — in  fact,  goes  wherever  blood  can  go 
and  brings  it  back  to  the  solvent  state  in  which  the 
greater  portion  of  it  can  be  washed  out  by  the  fluid 
Mliich  follows,  while  at  the  same  time  the  little  that 
remains  is  lightened  in  color  and  its  darkening  effects 
greatly  retarded,  if  not  entirely  removed; 

Third :  It  aives  to  the  tissue  itself  the  ruddv  color  of 


life,  whereas  all  formaldehyde  fluids,  if  a  capillary 
wash  is  not  used  in  advance,  give  the  flesh  and  fibrin  a 
pMllor  which  is  deciclodl.v  unlife-like : 

Fourth:  A  capillary  wash  builds  up  the  circulation 
by  holding  open  the  artei'ies.  minor  arteries  and  veins 
hy  strengthening  their  walls  so  that  the  astringent  fluid 
which  follows  will  flow  and  penetrate  infinitely  better 
and  more  evenly  than  is  possible  with  fluid  alone  ; 

Fifth  :  It  penetrates, purifies  and  washes  out  the  lym 
phatic  circulation,  which  embalming  fluid  cannot  reach. 

The  way  thus  prepared  b.v  the  injection  of  a  capillary 
wash  and  blood  solvent,  it  is  com!:)aratively  easy  to  em- 
balm the  body  thoroughly  sn  that  there  will  be  no 
<|uestion  as  to  preservation. 

This  work  has  a  commercial  value  ;  but  of  infinitely 
more  is  the  professional  satisfaction  which  comes  from_ 
the  fact  that  it  gives  to  the  body  an  appearance  which 
even  the  best  fluid  alone  never  can  give. 

Many  undertakers  hesitate  to  use  a  capillary  wash 
because  they  feel  that  it  is  more  trouble  than  merely 
to  inject  fluid.    Reall.v.  this  is  an  error.  - 

It  is  no  more  trouble  to  use  a  capillar.v  wash  than  to 
use  fluid  only.  The  only  difference  between  it  and 
the  older  and  now  antiquated  method  is  that  the  finst 
half-gallon  injected  is  a  Avash  instead  of  a  fluid. 

After  the  blood  solvent  has  been  injected  through 
tlie  same  instruments  through  which  the  fluid  later  will 
be  injected,  fifteen  or  twenty  minutes  should  be  de- 
voted to  massaging,  clearing  up  the  finger  tips,  rub- 
bing out  discolorations,  manicuring  and  similar  work. 

Not  only  is  this  very  much  more  easily  done  at  this 
time  than  after  the  fluid  is  injected,  but  it  also  can 
then  be  done  more  easily  because  of  the  blood  solvent, 
and  clot-dissolving  action  of  the  capillary  wash. 

These  preliminaries  dis])osed  of.  it  is  time  enough  to 
inject  fluid  for  preservative  j^urposes,  and  if  it  is  in- 
jected in  the  usual  (piantity  no  extra  time  will  be  con- 
sumed in  the  entire  oiieration  because  the  fluid  will  flow 
more  evenly  than  it  would  without  this  capillary  wash. 
The  only  extra  burden  which  the  undertaker  is  called 
upon  To  bear,  therefore,  is  the  added  cost  of  the  capil- 
hiry  wash  itself,  which  is  only  a  little  over  50  cents  on 
t:;ch  body  injected. 

f  Til  be  concluded ) 
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R.  B.  Peacock  and  his  sun, 
R.  \j.  Peacock,  who  have 
purchased  the  I'nffer  busi- 
ness at  Norwiii'd,  Out.  Mr. 
Peacock,  Sr.,  will  look 
after  the  furniture  depart- 
ments, and  his  son  will  de- 
vote himself  to  the  funeral 
directing. 
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1    Dear  "Jake"  Albright  Passes  f 
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JACOB  W.  ALBRIGHT,  of  Dodsworth  and  Albright, 
funera]  directors,  one  of  the  best  known  and  most 
highly  respected  of  Hamilton  business  men,  died 
at  his  home,  as  announced  in  our  last  issue,  on  Febru- 
ary 5,  as  the  result  of  septic  poisoning  contracted  while 
at  his  work  nearly  two  weeks  earlier.  Although  ill 
from  the  effects  of  the  poison,  Mr.  Albright  went  about 
his  duties  as  usual  until  a  week  before  his  death,  when 
he  collapsed,  and  had  to  take  to  his  bed.  Although 
everything  possible  was  done  to  combat  the  ravages 
of  the  infection  the  strain  of  an  already  weakened  heart 
proved  too  great,  and  the  fatal  termination  came  at  his 
home. 

Citizens  of  all  walks  of  life — for  Jacob  Albright  was 
unusually  widely  known — will  deeply  regret  to  learn 
of  Ihe  passing  of  this  unobtrusive  and  kindly  mRn, 


THE  LATE  .J.  W.  ALBRIGHT, 
well-known  and  respected  funeral  director  of  Hamilton. 

whose  consideration  and  unostentatious  help  to  all  in 
need  or  trouble  will  long  be  gratefully  remembered. 

He  was  born  in  Beamsville,  in  the  township  of  Clin- 
ton, on  April  14,  1886.  and  started  in  the  undertaking 
business  with  W.  R.  Wray,  in  Hamilton,  twenty-seven 
years  ago.  With  the  exception  of  the  short  time  he 
spent  in  Toronto,  in  the  employ  of  Alex.  Millard,  he 
had  always  resided  here.  Returning  from  Toronto,  he 
entered  the  employ  of  Biachford  and  Son,  Avith  Avhich 
firm  he  was  identified  for  twenty  years.  When,  after 
the  death  of  the  head  of  that  firm,  the  business  changed 
hands,  Mr.  Albright  engaged  in  busij^pss  with  A.  H. 
Dodsworth.  becoming  a  member  of  his  firm  under  the 
name  of  Dodsworth  and  Albright.  He  had  been  with 
Mr.  Dodsworth  for  about  five  yeai's  and  his  death  has 
caused  sincere  sorrow  among  his  associates  in  this  busi- 
ness. 

Mr.  Albright  was' a  member  of  Acacia  lodge  A.  F.  & 
A.  M.,  and  of  the  Scottish  Rite  bodies,  being  a  32nd 
degree  Mason.  He  was  also  a  member  of  Beaver  lodge. 
Knights  of  Pythias,  and  of  the  Royal  Arcanum.  He 


was,  in  denomination,  a  Methodist,  attending  Centen- 
ary church.  Surviviiig  are  his  widow,  also  two  broth- 
ers, one  in  Toronto  and  the  other  in  Beamsville. 

The  funeral  took  place  privately  on  Saturday,  at  2 
o'clock,  from  the  family  residence,  223  Jackson  Street 
West,  to  Hamilton  cemetery,  the  pallbearers  being  J. 
W.  McMurray,  of  Semmens  &  Evel,  H.  C.  Beckett. 
Brantford,  E.  G.  and  C.  H.  Wray,  Hamilton,  Low 
Brown,  and  Thos.  A.  Bates. 

•Colin  E.  Burgess,  of  Hopkin.s-Burgess,  Toronto,  a 
life-long  friend  of  deceased,  had  charge  of  the  funer- 
al, which  Avas  attended  by  a  number  of  prominent  fun- 
eral directors.  The  flowers  were  both  numerous  and 
costly,  two  carriages  being  necessary  to  convej'-  them, 
thus  testifying  to  the  high  regard  in  which  Mr.  Al- 
bright Avas  held. 


MRS.  FERGUSON  IS  CHAMPION  LADYFISH. 

On  January  22nd,  Mrs.  G.  W.  Ferguson,  Avife  of  Dr. 
G.  W.  Ferguson,  Manager  Champion  Chemical  Com 
pany  of  Canada,  and  well-knoAvn  lady  athlete,  won  the 
Life  Saving  Honours  presented  by  the  World's  Life 
Saving  Alliance,  at  the  Ladies'  Afjuatie  Club,  Grand 
Rapids,  Michigan,  U.  S.  A.  The  re(iuirements  of 
this  honor  are  to  .jump  into  the  Avater  clothed ;  swim 
200  ft.,  disrobe ;  dive  to  the  bottom  and  bring  \ip  an  ob- 
ject same  AA'eight  as  sAvimmer;  break  six  death  grips  of 
instructor;  and  to  finish  by  sAvimming  120  feet  with 
dormant  person  as  large  as  swimmer ;  no  rest  or  hesita- 
tion alloAved  from  entering  the  water  until  latter  feat 
is  accomplished.  Mrs.  Ferguson  also  Avon  the  first  prize 
for  40  yd.,  back  stroke  and  Australian  craA\i :  second 
for  fancy  and  high  diA'ing.  We  Avish  to  intimate  to 
Mrs.  Ferguson's  many  friends  in  the  undertaking  pro- 
fession in  Canada  and  also  readers  of  the  F.  W.  &  U.  as 
well  as  friends  at  their  home  at  Kcav  Beach,  that  she  has 
returned  to  her  old  home  after  robbing  aspirants  of 
laurels  and  is  bringing  them  back  to  Canada.  AA'here  all 
including  the  girls  at  the  Beaches  Avill  be  proud  of  her. 
We  only  hope  that  .just  because  Dr.Ferguson  Avas  a  avou- 
derful  athlete  in  the  old  school  of  "Hasbeens"  he  Avill 
not  get  all  puflFed  up  over  himself  and  boast  about  his 
assistance  or  development  of  Mrs.  Ferguson  as  a  "Mere- 
maid."  Be  a  good  sport.  Doc,  or  you  may  be  the  first 
one  "Wifie"  Avill  haA^e  to  saA'e,  if  you  get  chesty.  And 
too.  she  may  be  poAvdering  her  nose  and  not  have  time 
for  minor  appointments. 


SUCCESSFUL  ONTARIO  EMBALMERS. 

The  examination  for  Ontario  Embalmers'  certifi 
cates  held  in  the  Anatomical  Section  of  the  L^niA'crsity 
Building,  Toronto,  on  February  4th.  1920,  Avas  attend- 
ed by  about  35  candidates  desiring  to  (jualify  as  em- 
balmers. Of  these  the  folloAving  are  the  names  of  the 
successful  candidates : 

Honors. — James  Jones,  Simcoe. 

Pass.— W.  J.  Taylor,  Sutton  West ;  W.  E.  York,  Tor 
on|-o  ;  W.  G.  Patterson.  Welland  ;  James  Clancey.  Brock- 
ville  ;  H.  W.  Pritehett,  Toronto  ;  J.  H.  MaxAvell,  Simcoe  .- 
A.  N.  Palmatier,  Syi'acuse.  X.Y. :  J.  E.  Curtis,  Niagara 
on-the-Lake;  S.  e!  Carle,  Tillsonburg ;  A.  E.  Jardine. 
CnrnAvall;  A.  W.  Mi-Millan,  Alexandria;  C.  A.  Austin. 
Simcoe  ;  Wm.  McljMiighlin,  ListoAvel ;  L.  E.  Smith, 
Brantford  :  A.  C.  Blakely,  TAveed ;  W.  H.  Beach.  Beach 
burg;  F.  Sanderson.  Peterboro. 
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Remarks  on  Blood  Solvents 

Written  for  Canadian  Furniture  World  and  The  Undertaker. 
By  PROF.  CHAS.  A.  DHONAU. 
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SOME  maimt'iieturers  of  embalming  fluids  would  do 
a  good  service  to  their  patrons  and  also  add  to  the 
reputation  of  their  products  if  they  would  explain 
that  the  term  blood  solvent  when  applied  to  an  embalm- 
ing fluid  or  a  capillary  wash  means  "a  solution  that 
when  added  to  liquid  blood  decreases  its  viscosity  or 
lowers  its  viscosity  degree,  thus  making  it  pass  with 
n^ore  freedom  through  the  small  hair-like  capillaries." 
From  the  labels  on  bottles  and  from  the  advertising  it 
seein,s  that  most  embalmers  get  a  diflferent  impression 
about  the  action  of  a  blood  solvent.  The  coagulation 
of  blood  is  a  chemical  process  that  marks  the  beginning 
of  a  certain  form  of  decomposition  of  the  blood.  When 
blood  becomes  thick  from  the  loss  of  water,  it  can  be 
m.ade  thinner  by  the  addition  of  a  blood  solvent.  When 
blood  has  pa.s.sed  the  first  stage  of  coagulation,  when 
the  fibrin  has  been  precipitated,  no  solution  known  to 
science  at  this  time  is  capable  of  dissolving  the  blood. 
J^lood  solvents  to  be  etfective  must  be  injected  and 
properly  circulated  before  the  blood  begins  to  clot. 

A  blood  solvent  or  capillary  wash  has  its  distinct 
place  in  the  operations  of  an  embalmer.  It  should  be 
injected  ahead  of  the  embalming  fluid  when  the  face 
is  discolored  and  the  discoloration  is  of  good  origin. 
If  the  circulation  to  the  face  is  good  and  the  drainage 
channels  from  the  face  open,  the  blood  will  be  washed 
from  the  vessels  of  the  face  and  the  discoloration  elim- 
inated. If  the  circulation  to  the  face  is  not  good,  mak- 
ing it  impossible  for  the  blood  solvent  to  wash  the  ca- 
pillaries of  the  skin  of  the  face,  failure  to  remove  the 
blood  discoloi'ation  must  not  be  charged  to  the  blood 
solvent.  In  this  latter  ease  the  cause  of  the  failure  is 
uistinetly  a  circulation  defect. 

Securing  a  circulation  that  is  complete  in  every  de- 
tail is  not  a  simple  matter.  Frefiuently  in  life  there  are 
circulation  troubles.  A  blood  clot  lodges  in  the  femoral 
artery:  the  limb  becomes  cold  and  finall.y  swells  from 
the  production  of  an  edema  or  dropsy.  A  small  blood 
clot  lodges  in  o)ie  of  the  terminal  branches  of  the  cere- 
bral arteries ;  the  part  does  not  receive  blood  for  nour- 
ishment;  it  dies:  white  softening  sets  in  and  the  usual 
mental  symptoms  develop.  A  small  blood  clot  lodges  in 
one  of  the  terminal  branches  of  the  renal  artery  to  the 
kidney:  the  part  usually  nourished  by  this  artery  dies; 
and  certain  symptoms  are  produced.  If  it  is  not  al- 
ways possible  for  the  blood  to  circulate  properly,  the 
failure  of  an  embalmer  to  force  fluid  to  circulate  pro- 
perly' should  only  stimulate  him  to  greater  efforts  to 
use  vessels  in  these  cases  that  promise  the  best  possible 
circulations  to  aflVcled  parts. 

Certain  Case  Records. 

An  encrusted  bullet  without  visible  sign  of  exter- 
nal opening. — This  case  presented  no  unusual  features 
extei-iially,  but  during  the  post-mortem  examination 
a  bad  mass  was  found  surrounding  the  internal  illiac 
artery.  The  artery  itself  was  not  altered  as  to  its  ca- 
pacity. Tlie  mass  was  at  first  believed  to  be  a  tumor, 
but  on  reinoving  snnie  for  closer  examination  a  .'{2  cali- 
bre bullet  was  found  in  its  centre. 

This  case  is  most  remarkable  as  the  bullet  itself  or 
the  mass  surrouiuling  it  were  not  responsible  foi-  the 
death  oi'  the  patient.    Fi'oni  the  appearance  of  the  pai't. 


it  would  seem  that  the  bullet  had  been  resting  in  its 
position  for  a  Ion,"-  time,  perhaps  twenty  years  as  an 
estimate. 

From  the  standpoint,  of  the  embalmer,  this  ease  pre- 
sented no  unusual  conditions,  the  circulation  being 
open  all  through  the  body,  and  a  plain  arterial  injec- 
tion Avould  have  been  sufficient  to  have  reached  all  the 
body  tissues. 

A  ruptured  aneiirism  of  the  aorta,  at  its  bifurcation. 
-  After  a  tremendous  aneurism  had  formed,  a  retro- 
peritoneal rupture  occurred  and  the  sac  occupied  by 
the  clotted  blood  at  the  time  of  the  post-mortem  exam- 
ination' extended  from  the  diaphragm  on  the  left  side 
to  8  centimeters  below  Pouparts  Digament  in  the  left 
thigh.  On  the  right  side  there  was  a  connection  with 
the  left  side  at  the  point  of  rupture,  the  sac  on  the  right 
side  extending  from  that  point  on  the  right  side  of  the 
muscle  and  downward  to  the  hip  bone. 

The  total  length  of  the  large  blood  clot  was  36  centi- 
meters (about  14  inches).  The  tear  in  the  aorta  mea- 
sured about  IV2  inches  in  length,  and  it  was  through 
this  opening  that  the  blood  had  passed. 

From  the  standpoint  of  the  embalmer  this  case  pre- 
sented points  of  pressure  on  the  right  and  left  com- 
mon and  external  illiac  arteries,  also  an  opening  in 
the  aorta  at  its  bifurcation.  Through  this  opening,  the 
major  part  of  the  embalming  fluid  would  have  passed 
into  the  cavity  by  the  loosening  of  the  parietal  periton- 
eum. 

It  is  quite  possible  that  a  complete  circulation  would 
have  been  seeured  in  this  case  as  the  peritoneum  Avould 
have  likely  withstood  the  pressure  of  the  fluid. 

From  this  illustration  you  can  see  that  injecting  fluid 
through  vessels  that  cannot  be  seen  is  in  some  cases 
likely  to  be  attended  by  ruptures  and  unforseen  condi- 
tions that  may  hinder  the  circulation  of  fluid.  The  best 
way  to  control  this  is  to  give  special  local  injections  to 
parts  that  are  not  being  siipplied  with  fluid,  according 
to  the  lack  of  usual  changes  coming  with  the  presence 
of  fluid  in  a  part. 


WESTERN  FUNERAL  DIRECTORS' 
QUARTERS. 


NEW 


W.  8.  Yule,  besides  being  the  leading  funeral  direc- 
tor at  Swift  Current,  Sask.,  is  also  some  expert  curler. 
He  took  up  his  team  to  Empress,  Alta.,  and  walked 
away  with  second  prize.  While  there  he  also  did  some 
little  boosting  for  the  Canadian  National  Association, 
and  spoke  of  the  merits  of  Canadian  Furniture  World. 

Mr.  Yule  has  just  moved  into  new  quarters  at  Swift 
Current,  where  he  has  everything  modern  and  up-to- 
date. 

:L'MIIMIMIIIi::!;iMlllllli:iMIII!MlllllilMMIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIMIIIIIIIMIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIII  IIIIMIIIIIIIIMIIIIIIIMIIIIIIIIIj.. 


CANICULA 


EMBALMING 
FLUID 


That  velvety-flow  fluid  that  is  different; 
does  not  burn  or  shrivel  the  arteries, 
allowing  the  operator  to  inject  as  often 
as  he  likes  and  obtain  that  desired  effect. 

CANICULA  CHEMICAL  COMPANY 

366  Bathurst  Street       -        TORONTO,  CANADA 

'I'llllllllllllllllllllllllMIIIIIIIIIIIIMIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIII 


56 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER 


March,  1920 


=.'niMinilMMIIIMIMMIIMniHIIIIIIMIIIIIIMIIIIIIMIMIIMIIMIMIMIIIIIMIIMIIIIIIIIIIIIIIIIIIIIIMIMIIIIIIMIIIIIIIMIIMIIIIIIIIIMII^ 
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THE  aniuuil  report  of  the  Board  of  Examiners  of 
Ontario,  under  the  Embalmers  and  Undertakers' 
Act,  for  the  year  ending'  December  31,  1919.  has 
just  been  issued.  The  secretary's  report  is  given  prom- 
inence because  of  its  interesting  and  instructive  mat- 
ter. Mi\  Simpson  has  certainly  covered  the  ground 
welL  giving  all  the  n'an.«ac1  ions  of  the  Board  for  last 
year.    Here  is  his  report: 

Secretary  Simpson's  Report. 

I  am  pleased  to  submit  herewith  the  Sixth  Annual 
Report  of  the  Board  of  Examiners  appointed  nnder  the 
Embalmers'  and  Undertakers'  Act  covering  the  work 
of  the  Board  for  the  year  1919. 

-Attached  to  the  report  will  be  found  a  list  giving 
name  and  address  of  every  undertaker  and  embalmer 
in  the  Province  of  Ontario,  who  has,  up  to  Janua-ry  12, 
taken  out  his  license  for  the  year  1920.  You  will  ob- 
serve, by  a  careful  perusal  of  this  list,  that  the  Act  is 
being  pre+ty  generally  obs(M've(l  throughout  the  pro- 
vince. There  are,  however,  som"  undertakers  who  have 
net  yet  taken  out  their  license  for  1920,  although  sev- 
eral notices  have  been  sent  them.  These  will  receive 
the  attention  of  the  Board  in  the  near  future. 

The  Board  has  never  had  in  its  employ  an  inspector, 
and  consequently  have  had  to  depend  very  largely  on 
information  supplied  by  interested  parties  as  to  how 
the  Act  was  being  observed.  Where  complaints  were 
made  they  were  promptly  investigated  and  in  the  great 
majority  of  cases  all  that  was  necessary  was  to  show 
the  offender  his  duty  in  order  to  have  it  cheerfully 
complied  with.  It  was  felt,  however,  that  the  time  had 
ai'rived  when  first-hand  information  should  be  ob- 
tained and  it  was  decided  that  each  member  of  the 
Board  should  make  a  tour  of  inspection  throughout 
his  own  particular  section  of  the  Province.  This  has 
been  partially  accomplished,  among  the  places  visited 
being  the  following: — London,  St.  Thomas,  Ridgetown, 
Blenheim.  Button.  Shedden,  Mitchell,  Atwood,  Lis- 
towel,  Milverton,  Dashwood,  Crediton,  Exeter,  St. 
Marys,  Tavistock,  Woodstock.  New  Hamburg,  Baden, 
Kitchener.  Waterloo,  Guelph,  Waterdown,  Oakville, 
Toronto.  Hamilton,  Grimsby,  Dundas,  Gait,  Picton,  De- 
seronto,  Trenton,  Tweed.  Brighton,  Kingston,  Shan- 
nonville,  Tamworth.  Wellington,  Bancroft,  Stirling, 
Marmora.  Warkworth,  Castleton,  Lonsdale.  Campbell- 
ford,  Alexandria,  Cornwall,  P'rockville,  Smiths  Falls. 
Dresden,  Wallaceburg,  Tilbury,  St.  Catharines,  Thor- 
old.  Niagara-on-the-Lake.  Fenwick,  Welland,  Grafton, 
Erin  and  Peterboi'o. 

As  a  result  of  these  visits  much  information  has  been 
obtained,  the  work  of  the  Board  more  appreciated  by 
the  individual  members  of  our  ])rofes.sion,  and  the  im- 
mediate residts  is  several  applications  for  examination 
to  (puilify  as  embalmers.  It  is  honed  that  the  inspec- 
tion may  be  continnod  during  the  incoming  year. 

I  am  pleased  to  be  able  to  report  the  return  of  many 
of  our  younger  members  who  have  been  absent  for  sev- 
eral years  on  military  service.  We  welcome  them  back 
and  hope  that  their  future  business  career  may  be  at- 
tended with  the  same  brilliant  success  as  that  which 
alteiuled  tlieir  efforts  overseas. 


The  Board  held  three  meetings  during  the  year.  viz.. 
In  February,  September  and  December.  An  accurate 
account  of  the  transactions  of  the  Board  has  been  re- 
corded in  the  minute  book  and  may  be  .seen  at  any 
time  by  those  interested,  hy  calling  on  the  Secretary. 

The  books  and  accounts  of  the  Board  have  been  care- 
fully audited  by  a  chartered  accountant  as  retpiired  by 
the  Act.  His  statement  is  given  on  another  page  of  thi.s 
report  and  shows  the  finances  to  be  in  splendid  shape. 

There  were  two  examinations  held  during  the  year 
for  those  desiring  to  (pialify  as  embalmers.  The  num- 
ber of  caiulidates  was  greater  than  any  previous  year 
;ind  the  splendid  papers  written  by  many  of  them  show- 
ed evidence  of  careful  preparation.  At  the  February 
examination  there  were  fourteen  candidates,  seven  of 
whom  were  successful  in  passing,  one  obtaining  honors, 
and  in  September  forty-two  candidates  pi'esented  th"m- 
selves,  twenty-eight  of  whom  were  successful,  nine  ob- 
tfiining  honors. 

Section  15,  Subsec+ion  1,  of  the  Act  reads  as  follows: 

"Every  i:)erson  who  as  an  undertaker  conducts  or 
directs  the  burial  of  any  human  body  shall  forthwith 
u]ion  the  form  prescribed  by  the  regulations  of  the  Pro- 
vincial Board  of  Health  notify  the  secretary  of  the 
Provincial  Board  of  Health  of  such  burial."  This  sec- 
tion has,  generally  speaking,  been  well  observed  by  the 
undertakers  and  has  been  of  material  assistance  to 
the  Provincial  Registrai-  in  compiling  his  report  on 
vital  <>tatistics,  but  he  informs  me  that  there  are  some 
undertakers  who  do  not  make  any  returns  and  others 
who  are  careless  and  irregular  in  reporting  burials.  I 
iiave  thei'efoi-e  notified  all  undertakers  of  the  necessity 
of  securing  the  blank  cards  at  once  from  Dr.  J.  W.  S. 
McCullough.  secretary  of  the  Provineial  Board  of 
Health,  Toronto,  and  of  using  them  regularly  to  report 
all  burials. 

All  assistants  who  are  engaged  wdiolly  or  in  part  on 
account  of  their  ability  to  embalm,  must  hold  a  certifi- 
cate of  ([ualifieations  and  also  an  embalmer's  license 
for  the  current  year  in  order  to  meet  the  re(|uirement.s 
of  Section  ^'^  of  the  Act.  Employers  are  expected  to 
see  that  their  assistants  are  duly  qualified  under  this 
section. 

Every  undertaker  carrying  on  business  in  the  Pro- 
vince of  Ontai'io  must  have  an  "Undertaker's  Li- 
cense" as  reipured  by  Section  14  of  the  Act.  The  an- 
lujal  fee  for  sucli  license  is  i|^1.00  and  applications  should 
l^e  made  to  the  secretary  of  the  Board  of  examiners.  If 
the  business  is  conducted,  under  a  partnership,  each 
partner  who  takes  charge  of  the  burials,  should  have 
an  undertaker's  license;  and  any  assistant  who  may  be 
engaged  to  assist  in  the  undertaking  business  and  Avho 
may  have  charge  of  any  of  the  burials  should  have  an 
undei'taker 's  license. 

T.  E.  SIMPSON.  See.-Treas. 

Receipts  and  Payments. 
January  1st,  1919,  to  January  12th,  1920. 
Receipts. 

.Tan.  21,  1019,  Oa?ih  on  Doi)osit  Royal  Bank  .tl.SOfi.ol 

Sault  Ste.  Marie 
To  Cash  Received,   fees    for    Examination  920.00 

To  (Jash  Received,  fees  for  undertakers   92.5.00 

License 

To  Oas'h  Received,  fees  for  Embalmers  License  2172.00 
To  Cash  Received.  Interest  on  A'^ictory  Bond  275.00 
To  Cash  Received,  Tntere-t  on  Bank  Deposits  41.9;^ 

4,:i.'?.3.9H 
$6,2.?0.44 
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Payments. 

To  Cash  paid  mombers  of  Board  for  atten- 
dance and  traxeling  exjienses,  meetings  and 


Examinations    $856.57 

Secretary  Treasurer,  Salary,  1919    1000.00 

Printing  and  Stationerj^    160.50 

Engrossing  Certiticates    18.16 

Premium  on  Treasurer's  Bond   -   25.00 

Rent  of  hall  for  Examinations,  etc   17.00 

Advertising  Examinations    54.00 

Auditor's  Eee    20.00 

Postage,  Exchange,  Telegnams,  etc   100.47 

Annual  Fee  N.  A.  Conference  Embalmers'  Ex- 
amining Boards    25.00 


Traveling  expenses  and  per  diem  allowanee  re 

Inspection  under  the  Act, 
Mr.  TiekeM,  .$330.30;  Mr.  Greenwood  .$407.60 
Mr.  Burrows,  $23.30;    Mr.  Sim,pson,  $16.30 

777.40 


Supplies  for  Exiamimation    16.00 

$3,070.10 

Provincial  Board  of  Health  Fees  Under- 
takers License    925.00 

Jan.  12th,  1920,   On    Deposit    Roval  Bank, 

Sault  Ste.   Marie   ".   2,235..34 


$6,230.44 

Deaths  During  the  Year. 

Embalmers. — E.  Bassingthwaighte,  Sault  Ste.  Marie : 
W.  S.  Edclington,  Toronto;  Henry  Harmer,  Southamp- 
ton; Geo.  H.  Rogers,  Ottawa:  Bidwell  E.  M.  Sills. 
Broekville ;  Wm.  Williams,  Thorold ;  Stephen  Wallace, 
Orangeville. 

Undertakers. — J.  C.  Carscallen,  Napanee ;  R.  T.  Hall, 
Gore  Ray;  John  Thomson,  Fergus;  C.  Fischer,  Elora. 


HAMILTON  WANTS  NEW  CEMETERY. 

Hamilton  may  be  in  an  extremely  serious  situation  if 
a  new  burying  ground  is  not  acquired  without  delay, 
Fred  H.  Rutherford,  secretary  of  the  cemetery  board, 
stated  recently,  in  emphasizing  the  need  of  the  city's 
coming  to  a  decision  on  the  question  without  any  delay. 

'We  are  certainly  short  of  space  in  Hamilton  ceme- 
tery, and,  without  any  provision  for  a  new  ground  be- 
ing made,  Hamilton  will  be  up  against  it  within  a  few 
months,"  Mr.  Rutherford  stated.  "If  we  do  not  get 
the  Carrol  property  we  shall  simply  have  to  fall  back 
upon  Westlawn." 


AN  OLD  FRIEND  PASSES. 

An  unusually  large  circle  of  friends  learned  with 
regret  of  the  death  of  Mrs.  Ellen  Shannon,  mother  of 
James  P.  Shannon,  at  their  home  on  Broadway  Avenue, 
North  Toronto,  on  Sunday,  February  22. 

Mrs.  Shannon  was  born  in  Ireland  in  18.S8,  being  at 
her  death  82  j^ears  of  age.  She  came  to  America  in 
1850,  settling  in  New  York  Cit}^  She  came  to  Tor- 
onto in  1006  with  her  son,  James,  who  was  superin- 
tendent of  the  Toronto  Casket  Co.  at  the  time,  and 
who  remained  with  the  plant  when  it  was  absorbed  by 
the  National  Casket  Co. 

Mrs.  Shannon  was  a  devoted  member  of  St.  Monica's 
Church,  and  she  "did  her  bit"  in  the  war,  despite  her 
advanced  age,  having  knitted  112  pairs  of  socks  when 
the  armistice  was  signed.  She  had  taken  great  inter- 
est in  the  U.S.  boys  at  Leaside  Camp,  who  came  over 
to  learn  flying,  making  her  home  a  general  meeting 
place  for  them. 

Mentally,  Mr'S.  Shannon  was  extraordinarily  alei't, 
reading  the  papers  daily  and  taking  great  interest  in 
public  affairs.  She  was  a  keen  sportswoman,  taking 
great  interest  in  hockey,  rarely  missing  a  match. 

The  fnneral  took  place  on  Tuesday  morning,  Feb,  24. 
from  hei-  residence  to  St.  Monica's  Church,  where  Re 


(juiem  High  Mass  was  celebrated  by  Father  McGrath. 
F.  B.  Myers,  of  North  Yonge  Street,  conducted  the  fun- 


THE  I;ATK  MRS.  ELLEN  SH.VNNON. 


eral,  assisted  by  R.  U.  Stone,  and  there  were  a  large  as- 
semblage of  friends.  Robt.  Flint  of  the  Eckels  Co.,  was 
a  pallbearer. 

The  casket  was  an  elliptic  end,  covered  with  per- 
fectly plain  purple  silk  jjlnsh,  and  had  a  metallic  lin- 
ing. The  body  was  placed  in  the  vault  at  Mount 
Pleasant  Cemetery  temporarily.  Interment  will  be 
made  at  Calvary  Cemetery,  New  York,  where  Mrs. 
Shannon's  husband  and  only  daughter  are  buried. 

WANTED — Position  with  good  Funeral  Directing  firm  in  British 
C'olnnibia.  Am  lat  jiresent  in  Manitoba;  licensed  embalnier, 
nine  vears'  ex]ierience;  iriarried.  Box  A.B.  Furniture 
World',  Toronto.  M 


Using 

CaranaC  Embalming  Fluid 
Adds  to  Your  Prestige 

Those  who  use  CaranaC 
Fluid  do  not  believe  there 
is  a  Better.  * ' 

In  these  days  when  so  much  depends 
on  the  high  quality  of  the  fluid  used, 
it  will  be  to  the  interest  of  those  who 
have  not  used  CaranaC  to  accept 
no  other  the  next  time  they  order. 

Your  orders  will  receive  prompt  attention. 

CaranaC  Laboratory 

"The  All- Canadian  House" 

Peterborough     -    Ontario    -  Canada 
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I  Bringing  Soldier  Dead  to  Canada  I 
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There  is  a  possible  chance  of  Canadian  parents  and 
widows  being  allowed  to  bring  the  bodies  of  their  heroic 
dead  back  from  the  battle-fields  of  France  and  Belgium 
for  burial  in  Canada. 

The  Ottawa  authorities  are  taking  the  matter  up  with 
the  French  and  Belgium  Governments  with  a  view  to 
having  the  restriction  of  removal  of  bodies  lifted.  That 
is  one  chance. 

There  is  another  plan  by  which  the  removal  may  be 
accomplished.  Mr.  R.  U.  Stone,  of  the  Overseas  Mort- 
uaiy  Company,  of  Toronto,  has  a  French  partner,  a  man 
who  was  in  the  French  army,  and  who  is  a  Paris  under- 
taker.  Through  this  partner  he  hopes  to  be  able  to  ar- 


Picturo  Puzzle. — <ii  !■  ^  .  s  sn lisciptioii  to 
Caiiadiaii   Kunutm  ■    \,  miM  'I'lio  Under- 

taker will  Ij"!  gn.ii  I  he  Ills;  i.cisun  who 
correctly  guesses  the  |i;irty  (jr  jnirties  in 
above  viifture. 


range  for  the  removal  of  the  bodies  of  Canadians  buried 
in  certain  areas.  From  information  received  it  .seems 
that  the  restriction  on  removal  may  not  apply  to  certain 
of  the  battle  areas,  and  while  Mr.  Stone  is  not  m'aking 
any  definite  promises  to  bi-ing  bodies  back  to  Canada,  he 
asks  those  desiring  to  bring  their  hero  dead  home  to 
give  him  all  the  data  concerning  them,  place  of  burial 
a  picture  of  the  grave  if  possible,  etc.,  and  he  will  as- 
certain through  his  partner  if  it  is  possible  to  have  the 
body  taken  frr)in  its  ^'ianders  grave  and  shipped  over- 
seas, 

It  i.s  estimated  that  the  cost  of  such  a  removal  would 
be  about  -i^ToO,  and  this  includes  a  double  fare  by  ocean 
and  rail.  Mr.  Stojie  has  already  received  quite  a  num- 
ber of  applications  from  Toronto  people,  biat  it  is  not 
ex[)ected  that  there  will  be  a  very  large  number  of  such 
appl  ications. 


FIVE  DEATHS  IN  ONE  FAMILY. 

Five  children  of  William  Watts  of  Hampshire,  nine 
miles  fi'om  Chai  lottetown,  P.  E.  I.  died  within  one  week 
from  pneumonia,  developed  from  influenza.  They  are 
aged  4,  14,  11,  8  and  6.  Their  father  was  critically  ill  at 
the  time  and  the  seven  other  children  Avere  also  down 
with  the  disease.  So  far  their  condition  is  not  danger- 
ous. 


PENSION  DEPENDENTS  OF  DEAD  SOLDIERS. 

All  dependents  of  soldiers,  sailors  or  ainnen  killed 
during  the  war  have  been  notified  by  the  Board  of  Pen- 
sion Commissioners  at  Ottawa,  that,  under  the  terms  of 
the  Peace  Treaty,  all  pensioners  of  the  deceased  men 
are  to  receive  indemnity  for  their  loss.  The  amount  of 
the  indemnity  i.s  to  be  based  upon  the  age  of  the  man 
killed  and  the  age  and  number  of  his  dependents.  Pen- 
.<ioners  are  requii'ed  to  submit  only  the  date  of  birth 
of  the  deceased  and  that  of  their  own  birth. 


REBURIAL  OF  U.S.  SOLDIERS. 

If  such  is  the  wish  of  the  nearest  of  kin,  the  bodies 
of  American  soldiers  overseas  will  not  be  disturbed  in 
any  way,  whenever  practicable.  Secretary  of  War 
Baker  said  to-day.  In  cases  where  the  men  are  buried 
in  private  ground  or  in  isolated  spots,  where 
the  graves  cannot  be  given  proper  atten- 
tion, however,  they  will  be  reinterred  in  permanent 
cemeteries  abroad. 


GRAVE  DIGGERS  SCARCE  IN  ENGLAND. 

England  is  experiencing  a  serious  .shortage  of  grave 
diggers.  Offers  of  a  150  per  cent,  increase  in  wages 
have  been  spurned,  apjilicants  for  work  preferring  to 
remain  idle  or  accept  something  less  remunerative. 

"I'm  keeping  clear  of  burying  jobs  until  they  fetch 
me,"  said  Oswald  Burton,  an  ex-soldier  who  was  of- 
fered a  job  as  grave  digger.   "I'll  look  around." 

London  undertakers,  at  their  wits'  end  to  supply  the 
demand,  are  able  to  give  but  OJie  reason  for  the  sear- 
city  ol  cemetery  labor.  "They've  had  enough  morbid 
work  during  the  war,"  said  one.  "The.v've  seen 
enough  dead  men  to  last  them  the  rest  of  their  lives, 
and  they  hate  the  thought  of  working  in  a  cemetery. 
Rather  than  come  to  ns,  ex-service  men  will  take  jobs 
with  much  less  pay  and  harder  work." 


WORLD  WAR  BODIES  FOUND. 

Nearly  a  hundred  skeletons  of  tho.se  who  are  on  the 
great  list  of  "missing"  in  the  war  have  been  located 
a  few  miles  from  Rheiins,  France,  in  the  advanced 
trenches  near  the  canal  lock  of  Sapiguele.  The  bleach- 
ed bones  were  found  in  shell  craters  and  also  in  terri- 
tory which  was  left  unscarred  by  the  great  German 
shells,  but  where  the  thick  underbrush  had  hidden 
them  from  view. 


DEAD  BODIES  STACKED  IN  SIBERIA. 

A  party  of  British  officers  arriving  at  Har'bin  from 
Omsk  and  China  declare  that  their  experiences  west 
of  Irkutsk  excelled  all  other  previous  horrors,  .says 
The  London  Times.  Harbin,  Manchuria,  correspondent 
in  a  communication  dated  February  19. 

"Piles  of  naked,  frozen  and  gnawed  bodies  of  men. 
women  and  children  were  stacked  at  every  station," 
the  correspondent  quotes  the  ofiRcers  as  saying.  "The 
Czechs  took  the  engines  from  the  hospital  trains,  leav- 
nig  the  sick  to  perish  from  cold  and  hunger." 

ANCIENT  HISTORY 

Magistrate — An.d  what  was  the  prisoner  doing? 

Constable — 'E  was  'avin  a  very  "eated  argument 
with  a  hearse  driver,  yer  honor. 

Magistrate — -But  that  doesn't  prove  he  was  dimnk. 

Constable — Ah!  But  there  weren't  no  hearse  driver, 
yer  honor. 
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ONTARIO 

Bobcaygeon — 

Byng,  G.  C. 

Bowmanville,  Ont. — 

Morris  &  Son,  L.  'Phone  10. 

Brantford — 

Thorpe  Bros. 
Funeral  Directors. 
SuecessDrs  to  H.  S.  Peirce. 

Both  phones,  200. 

Dungannon  — 

Sproul,  William 

Elmira — 

Dreisinger,  Chris. 

Hamilton — 

Blaehford  &  Sons. 
57  King  Street  West 

Dodsworth,  A.  H. 
59  King  St.  W. 
Eobinson,  J-  H-  &  Co., 
19-21  John  St.  N. 


Ingersoll — 

Mclntyres. 
F.  W.  Keeler,  proprietor 

Kingston — 

Corbett,  S.  S- 

Eeid,  Jas-,  254  Princess  St. 

London — 

Ferguson 's  Sons,  John 
174  to  180  King  St. 

Miindell,  J.  A.     Phone  126- 
150  Mississaga  St 

North  Bay — 
F.  J.  Martyu. 

Oshawa — 

Luke  Burial  Co. 

Schomberg — 

F.  Skinner. 

St.  Catharines — 

Grobb  Bros. 

144-146  St.  Paul  St- 


St.  Thomas — 

William,  P.  E-,  &  Sons,  519 
Talbot  St. 

Stratford — 

Greenwood  &  Vivian,  Ltd. 
88-92  Ontario  St. 
White  &  Co.,  80  Ontario  St. 
Downs  &  Fleming. 

Toronto — 

Cobblediek,  N.  B. 

1508  Danforth  Ave.,  and 

2068  Queen  St.  E. 
Auto    equipment    for  all 

branches  of  service. 
Phone  Beach  73. 

J.  A-  Humphrey  &  Son, 
463  Churcih  St. 

W.  N.  Kneohtel. 
1202  Yonge  St. 
Motor  equipment  for  all 

branches  of  service. 
Motor  ambulance. 
Phone  North  4400. 

Washington,  Fleury  Burial 
Co.,  685  Queen  ist.  E- 

Washington  &  Johnston, 
707  Queen  St.  E. 
Corner  of  Broadview. 

Wallaceburg — 

Cousins,  Burlington  &  Saint 

Welland— 

J.  J.  Patterson  &  Sons. 
Sutherland,  G.  W- 


Woodstock — 

Mack,  Paul. 

Whitby— 

Nicholson   &  Seldon. 

QUEBEC 
Montreal — 

Tees  &  Co.,  912  St.  Catherine 
St.  West. 

NEW  BRUNSWICK 

Moncton — 

Tuttle  Bros.,  164  Lutz  St. 

MANITOBA 
Brandon — 

Campbell   &  Oampbell. 

Dauphin — 

Farrell,  A.  F. 

Winnipeg — 

Clark-Leiatherdale  Co.,  Ltd, 
232  Kennedy  St- 

Thompson  Co.,  J.,  501  Main 

SASKATCHEWAN 
Moose  Jaw — 

Broadfoot  Bros. 

ALBERTA 

Banff- 
las.  A.  Reiid 

346   Otteir  Street. 
P.O.  Box  53.      Phone  99. 


MY  REPUTA  TION  is  under  the  Cork  of  Every  Bottle  of 

RE-CONCENTRATED  DIOXIN  ^Z^::}':^^^'-^'''' 


THE  FIRST  THOUGHT 

Is  that  I  stake  the  reputation  which  I  have 
been  struggling  to  oljtain  during  the  past 
twenty-six  years  on  the  perfection  and  sat- 
isfaction-giving qualities  of  my  latest  pro- 
duct. RE-Concentrated  Dioxin,  the  Per- 
oxide of  Hydrogen  Fluid. 


THE  SECOND  THOUGHT 

Is  that  I,  being  one  of  the  inventors  and 
the  patentee  of  the  Eckels-Genung  Axillary 
Method,  used  by  more  than  12,000  em- 
balmers  in  the  United  States  and  Canada, 
would  not  do  this  did  I  not  know  it  to  be 
the  best  and  most  modern  fluid  made. 


THE  THIRD  THOUGHT 

Is  that  I  would  not  dare  to  offer  to  Pay 
Freight  Both  Ways  and  to  make  no  charge 
for  fluid  used  in  tests  if  I  was  not  sure 
that  Dioxin  would  give  satisfaction  far 
beyond  that  possible  with  any  other  fluid 
known  to  science. 


These  are  Broad  Statements,  but  they  are  borne  out  by  the  experience  of  thousands  of  high-class  embalmers  who  have 
compared  the  Cosmetic  Effects  and  Preserving  Properties  of  DIOXIN— the  Peroxide  Fluid — with  those  of  other  fluids. 


One  sixteen-ounce  bottle  RE-Concentrated  Dioxin  will  make 
a  gallon  of  Peroxide  of  Hydrogen  Embalming  Fluid  of  standard 
strength  for  arterial  embalming,  or  it  will  make  one-half  gallon 
of  extra  strength  Formaldehyde  Fluid  for  bad  cases  or  for  cavity 
work 

The  quantity  of  water  you  add  determines  whether  it  shall 
be  a  Formaldehyde  Fluid  or  whether  Peroxide  of  Hydrogen  shall 
predominate. 

RE-Concentrated  Dioxin,  therefore,  aside  from  being  the  only 
"pint-to-the-gallon"  fluid  ever  manufactured  and  the  most  econo- 
mical fluid  ever  placed  on  the  market  by  a  responsible  chemist,  is 
really  two  fluids  in  one. 

DOUBLE  DISINFECTING  BASE. 

This  is  because  RE-Concentrated  Dioxin  has  a  double  disin- 
fecting base.  One  of  these  bases  of  Formochloral,  a  purifled  form 
of  Formaldehyde  in  which  the  Formaldehyde  is  robbed  of  its 
gratest  disadvantages  while  retaining  all  of  its  virtues.  The 
other  base  is  a  substance  which  combines  with  the  water  you  add 
in  the  right  proportion  which  makes  it  a  Peroxide  of  Hydrogen 
Fluid. 

Peroxide  of  Hydrogen  is  composed  of  two  parts  of  Hydrogen 
and  two  parts  of  Oxygen.  Its  chemical  symbol  is  H2  02.  Water 
is  two  rarts  of  Hydrogen  and  one  part  of  Oxygen.  Its  symbol  is 
H20.    The  chemicals  in  RE-Concentrated  Dioxin  combine  with  the 


water  you  add  and  supply  to  the  water  the  extra  atom  of  Oxygen 
needed  to  tran-^-form  it  all  into  the  kind  of  Peroxide  of  Hydrogen 
which  m.^kes  the  Best  Embalming  Fluid  ever  discovered. 

RE-Concentrated  Dioxin.  containing  ?s  it  does  and  in  an  ex- 
tremely concentrated  form  enoueh  dipinfecting  and  preserving  chem- 
icals to  make  one  gallon  of  fluid,  is  the  strongest  and  most  power- 
ful fluid  in  the  world  to-day,  yet  it  combines  with  its  Titanic 
strength  the  morvellous  poftnefs  ?nd  delicacy  which  it  is  so  de- 
sirable to  use  on  delicate  complexions  or  those  in  which  the  very 
hi?hest  de?ree  of  cosmetic  effect  is  desired.  It  is  two  fluids  in  one 
bottle.  This  leaves  you  in  a  position  to  make  the  choice  at  the 
moment  of  embalming. 

There  arc  times  when  you  want  a  strong  fluid.  In  RE-Con- 
centrated Dioxin  you  have  it. 

There  are  times  when  you  desire  a  soft,  mild  and  delicate  fluid. 
In  KE-Concentrated  Dioxin  you  have  it. 

By  its  use  a  large  prorortion  of  blood  can  be  withdrawn  and 
ept;ecially  in  drop.sy  and  .jaundice  cases  its  effects  are  ma.gical. 
Dioxin  is  good  in  all  cases,  but  it  is  marvellous  on  the  vory  class  of 
bodies  where  other  fluids  are  weakest. 

SEND  FOR  A  TRIAL  SHIPMENT. 

Order  a  fhipment  of  RE-Concentrated  Dioxin — TO-DAY — ana 
rsc  it  on  your  next  import.uit  case. 


H.  S.  ECKELS  &  COMPANY,  221  Fern  Avenue,  Toronto,  Ontario,  Canada 
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Index  to  Advertisers 


B 

Bemister,  H.  A   1^* 

Brandt,    F.    C   16 

C 

Canadian  Feather  and  Mattress  Co..  13 

Caniciila  Company.   Limited    5.5 

Can.  Rattan  Chair  Co.    15 

Caranac    Laboratory    57 

Champion  Chemical  Co  i.b.c. 

Chesloy  Furniture  Co   22 

Canadian  Mersereau  Co.,  Ltd  20 

D 

Hominion    M:iinifacturers    51-52 

E 

Kcldes,  H.  S.  *  Co   59 

Kgyptian  Chemical  Co   60 

F 

Ferciuarson,    Gifford    Co   ^ 

G 

Gem  Crih  &  Cradle  Co.  of  Canada  .  16 
Gendron  Mfg.  Co  i.f-C 


H 

Hourd  &  Co     12 

I 

Imperial  Rattan  Co   9 

K 

Kiiidcl   Bod  Co   3 

Kneichel    Furniture    Co   17 

L 

Ijife  Long  Furniture  Co   41 

Lloyd  Mfg.   Co   19 

M 

Marshall  Ventilated  Mattress  Co.,  Ltd  43 

Maxwell   Mfg.   Co   48 

Matthews  Bros   12 

McLagan  Furniture  Co..  Ltd.       .     .  4-5 

Mcaford  Mfg.  Co   10 

N 

National  Table  Co.,  Ltd   13 

N.  A.  Furniture  Co   13 

North  American  Bent  Chair  Co.  i.f.c. 


Owen  Sound  Chair  Co. 


Phonola  Co.,  The 
Philips  Mfg.  Co. 


B 

Robertson  &  Co.,  P.  L. 


S 

Shafer  &  Co.,  D.  L.   .  . 

Simmons  Limited  .  .  .  . 
Sidway  Mercantile  Co. 

Standard  Bedding  Co. 
Steele  &  Co.,  .las  

."Stratford  Chair  Co.  .  . 
Stratford  Mfg.  C<r. 


W 

Walter  &  Co.,  B  

War  Commissioners  Dept. 
Woeller,  Bolduc  Co  


45 
20 


41 
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The  Original 
Patented 
Concentrated 
Fluid 


Patented  Formula 
Strongest  and  Best 


Essential  Oil  Base,  com- 
bined with  Alcohol,  Glycer- 
ine, Oxidized  Formaldehyde 
and  Boron-Dioxide. 

Ask  others  for  their  Formala 

Special  Canadian  Agents 

National  Casket  Co. 

Toronto,  Ont. 
GLOBE  CASKET  CO. 
London,  Ont. 
SEMMENS  &  EVEL  CASKET  CO. 
Hamilton,  Ont. 
GIRARD  &  GODIN 
Three  Rivers,  Que. 
JAS.  S.  ELLIOTT  &  SON 
Prescotl,  Ont. 
CHRISTIE  BROS. 
Amhers',  N.S. 


Larger  Bottles  tilled  up  with  water  | 


I  Egyptian  Chemical  Co.  Boston,  u.s.a  j 
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For  Sale 
Wanted 


TERMS  OF  INSERTION 

50  cents  per  insiition  up  to 
twenty-five  words.  Each  additional 
word  twocents.  If  Bex  is  required 
Scentsextra  tocov^i  postage, etc. 
Cash  must  accompsoy  each  order 
— no  accounts  book  ■  d. 


rllMIMIIIIlllllllll  Mill  I  Ill  lllilllFllll.irilllllllilll   lillll  I'lillllMh.lilllMIPllllllMIl  KlllllllfT 

FOR  SALE — Ford  Motor  Hearse  or  Casket  Wagon,  suitable  for 
s)n.all  town  or  country.  All  modern  '  improvements;  crown 
fenileis,  deniountable  tires,  one  spare,  Gencmotor  starter,  new 
batterv,  elccrric  lights,  dome  and  dash  lights,  Stewart  speedo- 
meter,' electric  horn;  will  take  a  7  foot  i  in.  box.  This  car 
was  made  by  A.  B.  Green  of  London,  and  is  very  suitable  for 
a  small  towii  undertaker.  Further  inforniHtion,  apply  to  Box 
.jii,  Canadian  Furniture  World  and  The  Undertaker.  M 


FOR  SALE — Furniture  Stock  and  lease  ten  years,  or  stock  only 
to  reliable  firm.  City  19,000.  Only  one  real  opposition  store; 
;Uixn.'),  four  ■stories,"  on  main  street;  reasonable.  Ajiply  Box 
55.  Canadian  Furniture  World  and  The  Undertaker.  M 


FOE.  SALE— Motor  Ambnlam-e,  Chalmers  Model  1916,  all  com- 
]ilete  and  in  uood  running  order.  Aj  ply  Box  51,  Canadian 
Furniture  World  and  Undertaker,  51  Wellington  Street  West, 
Toronto.  ^ 


RETURNED  SOLDIER,  Licensed  Kmbalmer.  would  b'-y  under- 
takiii--  business  va  -iood  town  or  small  city;  or  consider  part- 
ner-hip. Box  52.  Canadian  Furniture  World  and  the  Under- 
taker, 51  Wellington  St.  W.,  Toronto. 


M 


WANTED— .\  Young  Man  to  work  in  undertaking  establish- 
ment; an  excellent^  opiiortunity  to  learn  the  business;  prefer- 
fibly  one  who  has  had  some  experience  with  motor  cars.  X\>- 
jdy,  stating  wages  expected,  Box  54,  Canadian  Furniture 
World  and  The  Undertaker. 


WANTED — Light  Plain  Hearse,  horse-drawn;  also  Casket 
Wagon;  maif  snap  photos  and  state  best  cash  price.  Address 
Box^oO,  Furniture  World,  Toronto.  M 
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100%  PURE  CHEMICALS 

P[MCT  CflSMniC  [FHCI 
COMBINED  WITH  UNSURPASSED 

PRESERVATIVE,  ANTISEPTIC 
m  DEODORIZING  QUALITIES. 

DIRECTIONS. 

Tnt  conhntt  of  thrs  bolllr  irnkt  toe 
;oH  jtreoglli  tluid.  jlionf  fnouiili  tor 
•ilrrmi  ciit% 

For  h«  tifil  jrlerijl  inifclior.  m^kt  In 
qwrlj  o(  nuid  wltH  tii  to  f  ipM  cuntrs.  follcw 
Wttti  >  itionicr  solution  ji  lh(  ciji  rtquiitv 

for  ciiitr  »cik  ini  full  si'infih.. 


THE  CHAMPION 

CHEMICAL  CO 

SPRINGFIELD.  OHIO. 


is  the  title  that  Champion 
Fluid  has  earned  through 
forty-two  years  of  use  by 
leading  embalmers.  Its 
preservative  and  cosmetic 
qualities  are  dependable 
even  in  extreme  cases. 


The  Champion  Chemical 

Company 

DR.  G.  W.  FERGUSON,  Canadian  Manager 

38  Leuty  Ave.,  Kew  Beach,  TORONTO 


Mr.  C.  t.  Schade, 

Dallas,  Texas. 

Caro  St,  George  Hotel. 

Friend  Charlie: 

You  may  sf-.lp  me  t«o  ceses  of  Champion 
Embttlmlr.g  Fluid.  Chas.,  1  disinterred  a  tody  that  I 
burled  March  17,  1917,   same  coitJsUted  eulclde  by  shoot- 
ing himself  wllh  a  shotgun  In  the  head;  head  nae  almost 
blown  away.   1  embalir.ed  the  body  wllh  Champion  Fluid  No.  1; 
refilled  face  with  Champion  Tecl-Surge ry ,  also  burled 
body  In  a  Champicn  Quick-Close  open  end  vault,  I  open- 
ed the  vault  yonterday,  S3  I  did  not  turflary  seal  at 
the  time  of  Interring,  and  found  that  scae  was  In  as 
good  condition  as  on  ihe  day  of  the  funeral. 

The  vault  had  not  leaKed  at  all,  and  the 
casket  was  In  as  b<'°'^  condition  as  when  burled.  The 
body  was  alco  In  an  cood  conoitlcn  as  when  burled.  I 
took  soce  kodak  pictures  of  it  and  will  mail  you  several 
If  Ihey  will  be  of  any  benefit  to  you. 

The  flu  has  not  yet  been  of  a  serious 
nature,  bo  far,  but  may  turn  out  bod  later.  Hive  had 
eevertil  casea  In  the  past  lew  oontha, 

Wishing  you  the  beat  of  luck,  1  «o 

Tour  frltfnd, 


Your  customers  will  soon  begin  to  thmk  of  getting  their  homes 
ready  for  the  summertime. 

Simmons  "Ideal"  Hammo-Couches  will  solve  their  shade  problems 
and  will  be  an  article  of  genuine  comfort. 

You  can  make  satisfied  customers — and  money — by  mailing  us  your 
order  immediately. 

Simmons  I  imited 

St  John.  Moniredl.  Toronto,  Winnipeg,    Cdlcbary,  Vancouver 
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IN  THIS  ISSUE 


How  Windows  Helped 
Ottawa  Firms  Sales 

—  W.  J.  Bryans 

Publicity    and  Sales 
Stunts  of  Two  Big 
Furniture  Dealers. 

Speculating  in 
Furniture. 

Big  Sales  in  Electrical 
Household  Devices. 
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THE  GENDRON  MFG.  COMPANY 


LIMITED 


Makers  of  the  only 

Noiseless  Coaster 
Wagon 

on  the  market  to-day. 
This  wagon  IS  fitted 
with  Rubber  Tires. 

Other  features: 

The  roller  bearings  and 
the  bent  tongue — steer- 
ing made  easy. 


THE  GENDRON  MFG.  CO.,  LIMITED,  TORONTO 
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BRIGHTEN  UP 

your  stock,  with  our  up-to-  date  MOULD- 
INGS and  FRAMED  PICTURES.  Do 
not  miss  seeing  our  sample  line  in  our 
travellers'  sample-rooms  or  the  show-room 
at  the  factory. 

Again  we  emphasize  : — 

BUY  EARLY 

FOR  FALL  AND  CHRISTMAS 


PHILLIPS  MANUFACTURING  CO. 

LIMITED 

258  326  CARLAW  AVENUE        TORONTO,  ONT. 


No.  39200  Framed  Pastel 
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STRAf  FORD  H^yClH 

gimMHiiiiiiM 

KROEHLER 

Bed  Chesterfields 


Short  and  Long 
DA  VENOS, 
LIVIN  GROOM 
SUITES, 


Are  built  in  period  designs  of  depend- 
able construction  and  finish.  They  are 
covered  with  artistic  tapestries  of  ex- 
ceptionally good  quality,  and  have 
accommodation  for  a  full-sized  mattress 
and  bedding. 

Kroehler  Bed  Chesterfields  w^ith  chairs 
to  match  have  become  so  popular  vv^ith 
the  trade  that  we  have  found  it  difficult 
to  keep  pace  with  orders.  However, 
our  new  plant  is  rapidly  nearing  com- 
pletion, and  we  will  be  able  to  give 
our  customers  the  very  best  service 
possible. 

We  recommend  that  you  place  your 
order  EARLY  so  as  to  insure  quick 
delivery. 


THE 

KINDEL  BED  COMPANY 

LIMITED 

STRATFORD,  ONT. 
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SyitATFOttO 


FURNITURE 


No.  400— Dresser 


Distinctive 


This  delightful  suite  has  the  slender 
and  graceful  lines  characteristic  of  the 
Hepplewhite  period.  Built  of  ma- 
hogany and  walnut,  in  the  McLagan 
workshops,  famous  throughout  Can- 
ada for  the  quality  of  their  product, 
it  combmes  elegance  with  utility. 
^  McLagan  furniture  is  the  logical 


The  McLAGAN 


Stratford 


No.  403A— Chifforobe 


No.  406— Bedside  Table 


No.  408 — Dressing  Table 
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rURNITURK 


Furniture 


choice  of  the  discriminating  dealer 
—and  consumer.  The  wealth  of 
designs  to  select  from,  and  their 
unusually  fine  finish  offer  a  range 
that  meets  all  requirements.  ^  If 
you  are  not  already  a  recognized 
McLagan  distributor  we  invite  you 
to  write  us  to-day. 


FURNITURE  CO 


Ontario 


LIMITED 


No.  402— Vanity  Dresser 


No.  403  Chifforobe 


No.  407  Bed 
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Furniture  for  th 


1674-1  Diner 


Quality,  combined  with  consistent  prices, 
has  built  for  the  Stratford  Chair  Co. 
an  enviable  reputation  in  the  furniture 
field.  This  splendid  example  of  our 
work  in  the  period  of  William  and  Mary 
illustrates  how  well  we  can  care  for 
your  requirements.  It  will  readily  con- 
vince you  of  the  possibilities  for  in- 
creased volume  of  sales  in  Dining  Room 
Furniture. 


THE  STRATFORD  CHAIR 

STRATFORD 


414  China  Cabinet 


368  Extension  Table 
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Room 


Built  by  efficient  workmen  in 
Quartered  Oak  and  finished  in 
Fumed,  Golden  or  Old  English, 
this  suite  will  win  a  prominent 
place  on  your  floor.  It  is  one  of  a 
large  assortment  of  period  designs 
that  we  are  offering — all  of  them 
being  carefully  designed  and  con- 
structed of  a  high-grade  of  ma- 
terial. 


1674-5  Arm  Chair 


OMPANY,  LIMITED 

ONTARIO 


CHAIRS 

for  the 

DINING  ROOM 
LIVING  ROOM 
BED  ROOM  and 
OFFICE 


661 -C  Buffet 


CANADIAN  FURNlTUtlE  WORLD  AND  THE  UNDERTAKER 


April,  1920 


THE  IMPERIAL  LINE 


wmsm 


We  are  striving  as  never  be- 
fore to  meet  the  enormous 
demand  for  "Imperial"  Reed 
and  Rattan  Furniture.  Each 
day  sees  an  increase  in  our 
production  and  we  hope  in 
the  near  future  to  "  catch  up" 
with  our  orders. 


mmmsmm 


IMPERIAL  RATTAN  COMPANY,  LIMITED 

STRATFORD         -  ONTARIO 


DEAUTIFUL  appearance  and  exquisite 
^  comfort  are  admirably  combined  in  the 
Chaise  Lounge  illustrated  herewith.  These 
features  are  characteristic  of  all  the  furniture 
made  by  The  Farquharson- 
Gifford  Company.  The 
quality  and  selection  of 
tapestries  and  the  neatness 
of  designs  are  responsible 
for  the  appearance;  the 
exquisite  comfort  is  secured 
by  the  very  careful  atten- 
tion given  to  details  of  con- 
struction, and  by  using  only 
the  best  of  materials. 

THE  FARQUH ARSON- GIFFORD  COMPANY 

STRATFORD       -  ONTARIO 


SPECIALISTS  IN  DAVENPORT  BEDS  AND  LIVINGROOM  FURNITURE 
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STRATrORD 


rURNlTURB 


Sectional  Bookcases 


Are  You  Ready  for 
the  Spring  Trade? 

Check  up  your  stock  of  Globe- 
Wemicke  Bookcases — make  up  your 
order  for  your  Spring  requirements — 
and  send  it  in  to-day.  You  will  avoid 
disappointing  delays. 

And,  in  making  up  your  order,  re- 
member that  during  the  Spring 
months  housewives  everywhere  are 
gathering  together  the  books  that 
have  accumulated  throughout  the 
winter  months. 

These  housewives  are  your  real  pros- 
pects. They  are  looking  for  a  place 
to  store  their  books,  so  that  they  will 
look  attractive  and  not  accumulate 
dust. 

Show  Globe- Wernicke  Bookcases  in 
your  window  and  the  housewife 
will  be  quick  to  see  their  many 
advantages. 


Stratford,  Ontario 
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LAWN  SWINGS 


ONTARIO-The  swing  illustrated 
is  sturdily  built  of  high-grade  ma- 
terial. When  shown  on  your  floor  or 
in  your  window  it  will  prove  a 
quick  seller,  and — a  profit  producer. 
Write  or  wire  your  order  to-day  so 
as  to  cash  in  on  the  ever-mcr easing 
demand  for  lawn  swings.  Quick 
delivery. 


The  Stratford  Manufacturing  Co.,  Ltd.,  Stratford,  Ont. 


ADVERTISING  THAT  PAYS 


WANT 
ADS 

BRING 
RESULTS 


2  cents  per  word 
per  insertion 


THE 
CANADIAN 
FURNITURE 
WORLD 


J  F  you  have  something'  for  sale  try  a  want 
ad.  in  our  ad.  column,  and  you  will  be  sur- 
prised at  the  results. 


OUR 
CIRCULATION 
COVERS 
THE  FIELD 


2  cents  per  word 
per  insertion 


The  Commercial  Press,  Ltd,  51  Wellington  W.,  Toronto 


April,  1920 
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Quality  Predominates 


\Y7HEN  you  consider  the  real  quality  that  is 
built  into  Woeller,  Bolduc  Furniture,  you 
will  appreciate  the  superiority  of  this  product. 

The  painstaking  care  that  is  exercised  in  its 
manufacture  can  readily  be  appreciated,  when 
you  see  the  line. 

The  Chesterfield  illustrated  is  covered  with  a 
high-grade  tapestry.  Cushions  are  filled  with 
down. 


WOELLER,  BOLDUC  &  COMPANY 

WATERLOO        -  ONTARIO 
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Quality 

for  Bed 


There  is  no  second- 
hand  filling  used  in 
Quality  Mattresses. 


Hair-  iu-  Cotton 


Hair  filled  between  layers 
of  cotton  felt  as  cut  above. 
Makes  a  very  comfortable 
and  durable  mattress. 

Write  for  complete  price 
list. 


n  aUAllTY 
.FELT 


Quality  Felt 


This  mattress  is  filled  with  high- 
est grade  of  cotton  felt.  Built 
in  layers  by  our  special  process. 

It  has  the  best  of  covering  and 
workmanship,  is  finished  with 
plain  French  edge  and  Imperial 
edge.  It  has  all  the  virtues  any 
cotton  felt  mattress  can  possess. 


Superior  Felt 


A  medium  grade  at  a  medium 
price.  The  above  mattress  is 
filled  with  an  all-layer  white 
cotton  felt.  The  coverings  and 
workmanship  are  of  the  best.  It 
has  handle  straps,  French  roll 
edge  and  very  closely  tufted, 
making  it  durable,  comfortable 
and  sanitary.    A  quick  seller. 


Guide 

Filled  with  combination  of  felt  and  wood  fibre. 


THE  QUALITY  MATTRESS 


April,  1920 
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Mattresses 

ding  Displays 


Every  Kapok  Mattress  bearing 
our  label  is  guaranteed  to  be 
filled  with  100%  Prime  Japara 
Kapok. 


LIGHT-0 

The  Only)  Standard  Kapok 

Weight  53  lbs.    Imperial  Roll  Edge. 
70  tufts  each  side. 


Queen  Imperial  Kapok 


Only  the  best  and  highest  grade  ol 
prime  Joppa  Kapok  is  used  in  its  man- 
ufacture. This  Kapok  is  treated  by 
our  special  process,  which  makes  it 
sanitary,  light,  resilient,  long-wearing 
and  economical. 

The  Covering— This  is  most  im- 
portant, and  we  have  selected  our 
patterns  in  three  colors  of  the  best 
art  satin  or  A.C.A.,  making  it  very 
attractive  and  durable. 


Queen  Kapok  covered  in  good  art 
twill  satin  ticking.  Imperial  roll 
edge,  round  corners,  63  tufts  each 
side.  No  better  mattress  on  the 
market  for  the  money.  Send  for 
prices. 


Royal  Kapok 


Weight  25  lbs.,  covered  in  a  good  Art 
tick,  French  roll  edge,  and  63  tufts  on 
each  side. 

We  have  made  and  sold  thousands  of 
the  above  weight  mattress,  and  they 
are  giving  entire  satisfaction. 


Perfect  Box  Spring 
1 08  springs,  noiseless.    Made  to  fit  wood  or  metal  beds 


COMPANY,  WATERLOO,  ONT. 
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WE  ARE  I 

SLIDE  SPECIALISTS  1 


THE 

WABASH 
TABLE  SLIDE 


I  THE 

HEART 

1  OF  YOUR  EXTENSION 
1         TABLE  IS  THE 

SLIDE 


I  YOUR  TABLE  IS 

I  CONDEMNED  IF  THE  SLIDE  ^^wiiTCD-rA 

I  DOES  NOT  WORK  Ji.WALIlRHO. 

I  PROPERLY  '  WABASH 
1  IND. 

i  WABASH  SLIDES 

INSURE 


SATISFIED  CUSTOMERS  WABASH  SLIDES  {    ELIMINATE  SLIDe'tROUBLES     Ont-  successor  to  Frank  A.  Smith  = 


Having  manufactured  SLIDES 
exclusively — for  30  year* 

Many  Canadian  Table-makeit  ute 

WABASH  SLIDES- 
Because 
We  furnish  Better  SLIDES  at 
Lower  Cost. 

Made  by 

B.  WALTER  &  COMPANY 

Factory  St.      WABASH,  IND. 

Canadian  Repreaentative  : 
A.  B.  Caya,  28  King  St.  E.,  Kitchener, 


iiiiiiiiiiiiiiiiiiiiii/,iiiiMiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiliniiiiiiiiiiiii:i  III  iiiiiiiiiiiiiiiii 


iiMiiiiiiiuii  Iiiiiiiiiiiliiiiii  I  iiiiiiiiiMiiiiiiiiiiii  iMiiii  mil:  iiiiiMiiiM  nil  iiiiiiiiiiiiii!'  iiniiiiN  7 


HAS  YOUR  EXPERIENCE  IN  1919 

HELPED  YOU  TO  BUY  EARLY  FOR  1920 

from  the  one  plant  whose  facilities  and  capacity  enable  us  to  hold  the  reputation  of 

ALWAYS  DELIVERING  THE  GOODS  ? 

MATTHEWS   BROS.,  LIMITED 

THE  BIG  CANADIAN  MOULDING  HOUSE 

1906  DUNDAS  STREET  WEST  TORONTO,  CANADA 


JIMIIMIIMIIIi:i!llllMIIMIIIMiMli:IIIIIIIIMIIIIIIIIi:illlllllllli:illlMII|l4lii;ilMllilllli::IMMI!IIIIMMI|IIMIIIIMIIMIIIIIII^ 


Needed  in  Every  Home 


A  SHAFER  CEDAR  CHEST 

Lasts  a  lifetime,  gives  genuine  service,  protects  woolens, 
furs  and  plumes  from  moths,  mice,  dust,  and  damp — A  show- 
card  in  your  window  with  a  neat  display  will  boost  sales. 

—  D.  L.  Shafer  8z:  Company,  St.  Thomas,  Ont.  — 


Tiiii:i!iiiiiiiiiiiiiiM:MiiiiuiiiiiiiiiiiiiiiiiiiiiiiiiiM:iiiiiiiiiiiiiiiiiiiiiiiiiiiii:iuiiiiiiiiiiiii  iiiimimiimiiiiiiiiiiiiii:iiiiiimiimiiiiiii:iiiiiimiiiiimiiiiiiiiiiiiiimiimiiiiiiiiiiiiii;iiimiiiiiihiiiimimiiiiiiiimiiiiiiiiiii^ 
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Ball  Ch 


airs 


IIIIMMIIIIMIIIIIIMIIlllMMIIIIIIIIIIIMIMIIIIIIIIIMMIMIIIIIIIIIIIIIMIIIIMIIIIIIIIIIII 

Long  experience  in  building 
chairs  has  given  us  the  dis- 
tinction of  adding  to  our 
product  an  uncommon  style 
and  an  unusually  fine  finish. 
This  distinction  and  the  par- 
ticular care  given  to  details 
of  construction  and  variety 
of  designs  make  Ball  Chairs 
extremely  quick  rdovers. 


illlllllMIIIIIIIMIMinflllllllllllllllllllllllllllllltlllMI' 


The  Ball  Furniture  Co. 

LIMITED 
Hanover  -  Ontario 


TONE -CLEAR 


The  original  liquid  cleaner  for  phonograph 
records.  Makes  old  records  play  like  new. 
A  100%  article  with  a  100%  guarantee. 
It  improves  and  lengthens  the  life  of  any 
record  and  reduces  the  chance  of  any 
damage  to  them  by  90%.  One  bottle  is 
sufficient  to  clean  over  250  records. 

Sells  for         75  cents  per  bottle 
Dealer's  price  45     "  * 

A  package  of  one  dozen  bottles  or  over 
only  sold  at  this  figure.  Write  to-day  for 
a  carton  of  one  dozen  bottles,  also  ask  for 
my  latest  catalogue,  which  contains  a  list 
of  fast-selling  phonograph  accessories  and 
supplies 

H.  A.  BEMISTER 

10  Victoria  Street  Montreal,  Que. 


lilllll<'allllllllMIIII 


TllllllMIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIJIIJIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIMIIIIIIIIIIMIMIK 


THE   ONLY    COMPREHENSIVE    AND    PRACTICAL   WORK    AT   A    REASONABLE  PRICE 


THE  PRACTICAL  BOOK  OF 

Period  Furniture 


Si, 

HAROLD  DONALDSON  EBERLEIN 
and 

ABBOT  McCLURE 

With  230  illuitiations  that  illustrate 
RIGHT  FURNITURE 

Thi$  book  will  be  welcomed  by  all 
dealers  in  Right  Furniture,  (An- 
tique or  Reproduced),  and  those 
who  wish  to  buy  it,  and  by  all 
makers  of  Correct  Reproductions. 


Here  is  the  book  you  tieed 
to  give  you  complete,  concise 
furniture  information. 

WhelhcT  you  are  a 

Salesman  Manufacturer 
Dealer  Designer 
or  Connoitsear 

you  should  buy  this  handsome 
and  practical  volume. 


In  the  Furniture  business,  the  (act  is  becoming  more  and  more  important  every  day,  that  the  demand  for  "  Period  "furniture  is  becoming  the  rule 
rather  than  the  exception,  and  the  customer  naturajly  looks  to  the  man  in  the  store  to  give  them  what  information  on  the  subject  they  may  lack 
themselves.^  We  wonder  how  many  of  the  dealers,  in  smaller  cities  and  towns,  or  their  clerks  could  go  into  one  of  the  large  city  showrooms  where 
>  line  or  Penod  furniture  is  displayed,  and  correctly  pick  out  the  various  pieces  belonging  to  the  different  periods  and  explain  to  a  customer 
)ust  what  constituted  the  different  characteristics  of  each.  You  cannot  help  but  see  what  advantage  it  would  be  to  you  to  know  all  about  furniture, 
and  here  at  last  is  a  book,  practically  an  encyclopedia,  at  a  reasonable  price,  which  tells  you  all  you  need  to  know  about  period  furniture. 

SENT  POSTPAID  TO  YOUR  ADDRESS,  $6.10 


CANADIAN  FURNITURE  WORLD,  51  Wellington  St.,  West,  Toronto 
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CIDWAY  Baby  Carriages  are  enjoying  a 
^  Top-of-the-ladder  position  now.  Their 
ambition  is  to  stay  there;  that  attainment  being 
difficult  to  gain,  yet  easy  to  lose. 

As  in  the  past,  therefore,  only  tested  materials 
will  go  into  the  Sidway  Line;  only  styles  will 
be  adopted  which  make  for  handsome  appear- 
ance and  baby  s  comfort. 

To-day  Sidway  Carriages  are  being  boosted  by 
the  mothers  themselves  to  your  prospective 
customers.  This  means  easily-sold  business  for 
the  dealer  who  has  the  Sidway  Line  on  his  floor. 

Every  Sidway  sale  is  a  recommendation  of  its 
salesman  as  a  "Quality''  dealer,  and  lines  up  a 
customer  for  other  high-class  goods  as  well. 

Still  another  consideration — Made  in  Canada, 

Be  on  the  lookout  for  the  new  Sidway  cata- 
logue. Every  Sidway  dealer  will  receive  one, 
and  any  other  dealer  who  sends  his  address. 


SIDWAY  MERCANTILE  CO.,  LTD. 

DUFFERIN  STREET      -  TORONTO 
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Verandah  Rockers 
for  the  Spring  Trade 


Rockers  and  Chairs  for  the 
Verandah  are  a  very  profit- 
able Hne  during  the  Spring 
and  Summer  months.  Those 
made  by  The  Ca  nadian 
Rattan  Chair  Company  are 
both  serviceable  and  com- 
fortable. 


Arm  Rocker  No.  232 


Arm  Rocker  No.  226 
Seat  16x20.     Weight  17  lbs. 


Is  your  stock  complete  ? 
Are  you  sure  that  you 
can  take  care  of  the 
enormous  demand  for 
this  class  of  merchan- 
dise? Better  look  over 
your  stock  again  and 
re-order  if  necessary. 


CANADIAN  RATTAN 
CHAIR  CO.,  LIMITED 

VICTORIAVILLE 
QUEBEC 
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Necessities  for  the  Baby 


Wheel  Bassinettes 
Cribs  and  Cradles 
Baby  Walkers 
Play  Yards 
Porch  Gates 
Reed  Doll  Carriages 


THESE  LINES  ARE  LEADERS  IN  ANY  FURNL 
TURE STORE,  AND  CREATE  SALES  UPON  SIGHT 


Place  your  orders 
to-day  for  this  line 
of  quick-selling  mer- 
chandise. 


Quick  Delivery 


Prices  Right 


THE  GEM  CRIB  &  CRADLE  CO.,  OF  CANADA 


8  Queen  Street  North 


Kitchener,  Ontario 


,  1920 
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Chamber 
Furniture 

Substantial  and  Artistic 


Meaford  Furniture  is  very  good 
merchandise,  well  made  and  attrac- 
tive, and  is  priced  so  as  to  allovs^ 
the  retailer  a  nice  margin  of  profit. 

People  who  take  pride  in  their 
homes  and  find  pleasure  in  making 
them  attractive  are  quick  to  appre- 
ciate the  value  of  Meaford  Furni- 
ture. 


The  Meaford  Manufacturing  Co.,  Limited 

MEAFORD       -  ONTARIO 
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Knechtel  Kitchen  Cabinet 

No.  71 


Some  of  its  features : 

Nickeloid  or  porcelain  sliding 
table  top  extends  to  40  inches. 

White  wood  cutting  Board. 

Divided  cutlery  drawer. 

Flour  bin  with  sifter  attached, 
drops  perpendicularly  to  the 
table  top  for  filling.  Has  glass 
spy  port  for  viewing  contents. 

China  cupboard  with  white 
enamelled  interior. 

Glass  sugar  container  in  swinging 
bracket  with  faucet  below. 

Storage  drawer  with  removable 
felt-lined  cutlery  tray. 

Metal-lined  bread  drawer  with 
tight  fitting  lid.  Draws  out 
on  an  extension  slide. 

Sanitary  base,  easy  to  sweep 
under. 

Many  other  exclusive  features. 


No  equipment  for  the  home  saves  the  housewife  so  many  hours 
of  work,  and  so  many  miles  of  steps,  as  the  Kitchen  Cabinet — 
and  dealers  everywhere  who  feature  the  famous  Knechtel 
Cabinets,  enthusiastically  praise  their  many  labor-saving  features. 

Knechtel  Kitchen  Cabinets  have  reached  such  a  high  standard 
of  perfection  in  design,  equipment  and  convenience  that  dealers 
have  the  utmost  confidence  in  recommending  them  to  their  best 
trade. 

If  you  are  not  already  a  Knechtel  dealer  we 
invite  you  to  write  us  to-day  for  particulars 

Knechtel  Kitchen  Cabinet  Company 

Knechtel  Furniture  Company,  Limited,  Selling  Agents 

HANOVER      -  ONTARIO 
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Bed  Room  Suite  No.  667 


One  of  the  attractive  Bed  Room  Suites  we 
are  offering  is  illustrated  above.  It  is  built 
after  the  period  of  Louis  XVI,  of  solid  wal- 
nut, the  case  tops,  fronts  and  gables  being  of 
five  ply  veneer.  This  suite  will  prove  a  worthy 
addition  to  your  stock. 

Knechtel  Furniture  is  known  all  over  Canada 
because  of  its  exceptional  good  quality  and 
its  serviceability. 


THE  KNECHTEL  FURNITURE  CO. 


LIMITED 

HANOVER  ONTARIO 
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Art  Productions 


Art  Bed  Room  Furniture 

embodies  all  the  strong  features 
which  make  for  desirability  in 
any  furniture  of  quality — namely, 
correctness  and  character  in 
design,  utility  of  arrangement, 
substantiality  of  manufacture, 
a  perfect  finish,  and  a  price  com- 
mensurate with  the  whole. 


Art  Furniture  Co.,  Limited 

Kitchener       -:-  Ontario 


As  well  as  beauty  in  design  have  placed  Beaver 
Furniture  in  a  prominent  place  in  the  showrooms  of 
Canadian  stores  that  feature  good  furniture.  It  is 
constructed  of  the  best  of  materials  in  period  designs  by 
thorough  workmen.  You  will  find  Beaver  Furniture 
in  your  showrooms  will  arouse  unusual  interest.  Photos 
on  request. 


Dining  Room 
Suites  in 
Period  Designs 


liliililliiiiililiiiiiillllilliliilll^ 


THE  BEAVER  FURNITURE  CO. 

LIMITED 

KITCHENER  ONTARIO 
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LUCKNOW  TABLES 


No.  606— In  Quartered 


No.  601— In  Plain 


The  table  illustrated  is  made  in  quartered  oak  top  and 
leaves,  with  plain  oak  base;  or  in  plain  oak  throughout 
with  44"  top.  It  has  an  8"  solid  pillar  and  can  be 
supplied  in  either  the  6'  size  or  in  the  8'  size  with  drop 
leg  brackets.    Finished  in  both  fumed  or  golden. 

One  of  the  *'01d  Guard*'  of  the  Lucknow  Line,  but 
every  day  bringing  business  to  the  furniture  dealer  from 
Sydney  to  Vancouver.  No  new  attachments  to  make 
the  table  complicated,  but  honestly  built  for  the  dealer 
to  sell  at  a  profit,  and  to  give  long  years  of  useful  service 
to  the  buyer. 


The  Lucknow  Table  Co 

LIMITED 

LUCKNOW      -  ONTARIO 
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ALL  DEALERS  WHO  WISH  TO  KNOW  ALL  THEY  CAN  ABOUT  PERIOD 
FURNITURE,  ORIENTAL  RUGS  AND  AMERICAN  ARTS  AND  CRAFTS 
SHOULD  SECURE  THESE  SPLENDID  VOLUMES. 


t 

•ii 

riffiPRAGTK.'AL 

BOOK  OF 

:  T:»{oi:>n!RNrr''Pi-: 

The  Practical  Book  of  PERIOD  FURNITURE 

By  HAROLD  DONALDSON  EBERLEIN  and  ABBOT  McCLURE. 

With  250  illustrations.  A  special  feature  is  an  illustrative  chronological 
key  for  the  identification  of  Period  Furniture.  Octavo,  handsome  decor- 
ated cloth,  in  a  box,  $6.75.    Postage  paid. 

The  Practical  Book  of  ORIENTAL  RUGS 

By  G.  GRIFFIN  LEWIS. 

New  Edition,  Revised  and  Enlarged.  With  20  illustrations  in  full  color. 
93  illustrations  in  doubletone.  70  designs  in  line.  Folding  chart  of  rug 
characteristics  and  a  map  of  the  Orient.  Octavo,  handsomely  bound, 
in  a  box,  $6.75.     Postage  paid. 

The  Practical  Book  of 

EARLY  AMERICAN  ARTS  AND  CRAFTS 

By  HAROLD  DONALDSON  EBERLEIN  snd  ABBOT  McCLURE. 

American  glass,  Mexican  majolica  and  glass,  American  ironwork,  copper, 
brass,  lead  and  tin,  needlework,  silverplate  and  goldsmithing,  pewter, 
pottery,  decorative  painting  on  household  gear,  portraiture  and  allegori- 
cal painting,  coverlets  and  carpets,  illumination,  handbiock  printing, 
carving  and  lace.  232  illustrations.  Octavo,  handsome  cloth,  in  a  box. 
$6.75.     Postage  paid. 
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Many  New  Designs 

IN 

The  Elmira  Line 

New  Diners  in  Queen  Anne, 
Louis  XVI,  Adam,  Wm. 
and  Mary,  Sheraton,  etc., 
in  Black  Walnut  and  Quar- 
tered White  Oak. 

Get  cut*  and  prices  of 
these  new  lines  from 

The  Elmira  Furniture  Co.,  Ltd. 


No.  64 

Solid  Black  Walnut,  Leather  Slip  Seat, 
Steel  Glide* 


ELMIRA 


ONTARIO 


No.  64K 

Solid  Black  Walnut,  Leather  Slip  Seat, 
Steel  Glides 


l^lllllMIMIIIIIMIIIMIMIIMIMIMMIIMIMIMIMIIIIIIMIIIIIIIIIIIIMIMIIIIIIIIIMIIIMIIIIMIIIIIIIIIIIIIIMIMIMIIIIIIIMIIIMIMIMIIIIIilllMIIIMIIMM 


CONFIDENCE 

When  you  give  satisfaction  to 
your  customers  you  win  their 
confidence.    They'll  come  again. 

Kapok  Mattresses 

will  meet  the  most  critical  require- 
ments. They  have  the  quality 
that  gives  complete  customer  sat- 
isfaction. 

Write  for  Illustrated  catalogue. 

LET  US  CONVINCE  YOU 

The  Canadian  Feather  &  Mattress  Co. 

LIMITED 

TORONTO  OTTAWA 


^HIIMIIUinllllininilllMIUIIIIIIJlHIHIUMMinilMMNIIMIUIMIMIMIIMIIMIIIJMIIinMIIMIIIMIMIIIIIIMIIIMMIMIMMIIIIIIIIMIMMIIIIMMMMMIIII^ 
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Fabrikoid  Upholstered 
Furniture  Means  More 
Sales  and  Bigger  Profits 


— M  J 


I  'HE  demand  to-day  is  for  better- 
grade  furniture.  Quality  counts  for 
more  than  low  price  with  the  average 
purchaser,  but  quality  must  carry  with 
it  a  guarantee  of  service  that  means 
economy. 

Fabrikoid  upholstering  makes  it  pos- 
sible for  you  to  give  this  guarantee  of 
economy.  Leather  for  upholstery  is 
out  of  the  question  now— its  price  is 
prohibitive  except  in  rare  instances — 
and  Fabrikoid  insures  the  same  ap- 
pearance at  a  lower  price,  and  at  the 
same  time  is  a  covering  that  will  not 
crack,  peel  nor  chip,  and  is  impervious 
to  water  and  grease. 

Capitalize  these  selling  points.  Tell 
your  customers  about  Fabrikoid.  Push 
your  sales  of  Fabrikoid  upholstered 
furniture,  and  increase  your  sales  and 
profits. 


Canadian  Fabrikoid  Limited 

Head  Office,  Montreal 
Toronto       Winnipeg  Vancouver 


It 


J.  ^ 
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Livingroom 
Furniture 


A  Quality  Line 
of  Prominence 


No.  602 


The  Chesterfield  illustrated — No.  602 — is  typical  of  our  line  of 
Living  Room  Furniture.  It  is  neatly  upholstered  in  high  grade  tapes- 
try, construction  and  workmanship  being  of  the  best.  You  will  find 
this  piece  a  rapid  seller,  as  indeed  is  all  our  furniture.  All  Chester- 
fields, Chairs  and  Rockers  furnished  with  Spring  Cushion  Seats. 

MORLOCK  BROS.,  Limited 


Hanover 


Ontario 


Builders  of 

CHESTERFIELDS 
ARM  CHAIRS 
PARLOR  SUITES 
and  COUCHES  of 
QUALITY. 


THE 

"AD  JUSTO  " 

Is  ventilated,  sanitary, 
and  can  be  adjusted 
to  fit  the  bed  perfectly. 


\7Idjusto  

feci  (jA[ Q  f tress. 


The  "Adjusto"  Mattress  is  thoroughly  built 
of  pure  white  felt  in  a  sanitary  and  up-to-date 
factory.  They  are  solt  and  comfortable — a 
mattress  that  will  help  you  to  increase  your 
bedding  sales, 

'*  Adjusto"  Mattresses  are 
sold  to  you  to  sell  and  to 
sell  easily — and  they  do. 


ADJUSTO  IS  GUARANTEED  AND  SOLD  BY  DEALERS  EVERYWHERE. 

MANUFACTURED    SOLELY  BY 

THE  ONTARIO  SPRING  BED  6'  MATTRESS  CO. 


The  best  furniture  stores 
in  Canada  feature  the 
"Adjusto"  Mattress  the 
year  round.  They  find 
it  a  profitable  line— and  so 
will  you. 

Write  for  prices 

The  Ontario  Spring 
Bed  &  Mattress  Co. 

London        -  Ontario 
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GOLD  MEDAL  LINE 


A  DI VANETTE  to  be  of  real  service  should  not  only  be  pleasing  to  the  eye 
as  a  piece  of  furniture,  but  must  possess  the  essential  value  of  a  bed — Comfort. 


The  Bell  patent  Divanette  will  meet  all  requirements.  Handsome  in 
appearance,  easily  operated  by  the  frailest  woman,  and  quickly  converted  into 
a  full  size  bed.  A  thick  felt  mattress  4'  4"  in  width  is  used,  and  all  the  pil- 
lows and  bed  clothes  can  be  stored  inside  when  closed. 

Made  in  Oak,  Birch,  Mahogany  or  Walnut  Finish 


Hercules  Bed 
Springs 

and 

Gold  Medal 
Mattresses 


Send  us  your  order  now  for  spring  business.    Prompt  shipment 


The  Gold  Medal  Furniture  Mfg.  Co.,  Limited 

TORONTO         MONTREAL         WINNIPEG  UXBRIDGE 
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Baetz  Bros.  Specialty  Co.,  Limited 

KITCHENER      -  ONTARIO 


illlllllll! 

Designers  and  Makers  of 

PORTABLE 
ELECTRIC 
LAMPS  AND 
SHADES  IN 
SILK  AND 
PARCHMENT. 


OUR  NEW  LINES 
WILL  BE  OUT 
IN  A  FEW  WEEKS 


ylre  you  interested  ? 
14^  rite  us. 


Illllllliillllll!lllllllllllllllil!lll!lllilllllllllllliitllilllillllllllllllllllll^ 


Associated  with 

Anthes  Furniture  Co.,  and  Baetz  Bros.  Furniture  Co.,  Ltd. 
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Reed  Furniture 


We  are  offering  some  very  pretty  designs 
in  Reed  this  season.  They  are  sturdily 
built  of  the  best  of  materials,  and  up- 
holstered with  high-grade  cretonnes  and 
tapestries  by  competent  workmen. 

With  the  Spring  trade  in  Reed  Furniture 
rapidly  drawing  near,  dealers  should  be 
prepared  with  a  large  stock  to  take  care 
of  the  increasing  demand. 


Catalogue  and  Price  List 
on  application. 


mi  ' 


No.  8525— Rocker 


The  J.  B.  Watson  Furniture  Co.,  Limited 

KINCARDINE      -:-  ONTARIO 


D.  O.  McKINNON 

GENERAL  MANAGER 


W.  B.  HART 

ADVERTISINQ  MANAOKR 


FurnitureVorld 


AUttTHB 


JAMES  O'HAGAN 
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WINDOWS  PROVE  BEST  SELLING  AGENT 
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Preferred  advertising  by  department  managers — Some  suggestions  from  methods  of  Ottawa  firm, 

IIIIIMIIIMMMIIMIIMIMMIMIIIIIIIMIIIIIIIMIIIIIMIIIMIIIIMIMMIIMMIIIIMIinMlllillllMMIIIIIIIIIIMIMIMIIIIIIIIIIIIIMIIIMIIIIIIII^ 

By  Wra.  .T.  BBYANS. 


WINDOWS  are  found  extremely  valuable  in  at- 
tracting trade  to  the  .store  by  Bryson-Graham, 
Limited,  of  Ottawa,  and  good  use  is  made  of 
them  for  this  purpose.  Speaking  to  the  writer  re- 
cently in  regard  to  their  Avindows  Mr.  Bryson  stated 
that  they  were  their  most  valuable  selling  agents  and 
they  are  only  sorry  that  they  have  not  more  of  them. 

In  this  store  each  department  is  charged  up  with  the 
amount  of  advertising  as  well  as  window  space  given  to 
their  lines.  Without  exception  the  managers  of  the 
various  departments  prefer  to  have  window  space  to 
the  same  amount  of  money  in  advertising. 

Aim  For  Display  That  Will  Sell  Goods. 

The  man  in  charge  of  display  for  Bryson-Graham, 
Ltd.,  is  Fred.  Ashfield,  who  states  that  "the  store  has 
evidence  every  day  of  the  value  of  the  windows.  He 
believes  in  display  that  will  not  only  attract  attention, 
but  sells  goods.  "Beautiful  windows,"  he  says,  "can 
be  arranged,  but  they  are  not  always  practical  for  the 
reason  that  they  do  not  bring  in  the  business.  My  aim 
is  always  to  put  in  windows  that  will  actually  bring 
the  customers  in  to  buy.  That  is  the  basis  on  which  the 
true  value  of  a  window  can  best  be  judged. 

Value  of  Central  Feature. 

Mr.  Ashfield  believes  in  the  value  of  a  good  central 
feature  in  displays  and  works  them  in  whenever  it  is 
possible. 

HJIIJIIIIIIMIIIIIMIIIIMIIIIIIIIIIIIIIIMIMIIIIIIIIIIIIIIIIIIM  IIIIIMIMIIIIIIIIIIM: 


Mr.  Ashfield  stated  to  the  Avriter  that  he  frequently 
places  a  doll  in  a  window  display  even  when  it  has  no 
direct  connection  with  the  goods  being  shown.  A  doll 
generally  attracts  the  children  who  are  passing  and 
when  they  stop  the  parent's  attention  is  directed  to 
the  window. 

Making  Good  Backgrounds. 

He  considers  also  that  backgrounds  are  quite  import 
ant  ill  the  arranging  of  attractive  windows,  although 
he  points  out  that  in  general  windows  it  does  not  do 
to  spend  too  much  time  or  money  on  this  feature  of  the 
display. 

He  utilizes  wall-board  to  good  advantage  in  arrang- 
ing solid  backgrounds  for  display  and  points  to  the 
good  use  that  can  be  made  of  wallpaper  attached  to 
the  wall-board  to  give  an  attractive  background.  It 
can  be  attached  in  a  very  simple  way  by  means  of 
pins.  If  the  pins  are  pushed  straight  in  they  are  not 
visible  to  the  eye  of  the  person  viewing  it  from  the 
street. 

Some  outstanding  examples  of  the  selling  power  of 
their  window  displays  are  reported  by  Bryson-Graham, 
Ltd.  In  one  instance  the  display  of  a  certain  piece  of 
linen  in  connection  with  a  furniture  display  cleaned 
the  department  completely  out  of  the  item.  On  another 
occasion  a  picture  w^hich  had  been  bought    in  large 


A  holiday  furniture  window 
display  in  the  Bryson-Gra- 
Iiiiiii  stiiri',  featuring  lamps 
and  fancy  individual  furni- 
ture items. 
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quantity  but  which  had  not  sold  as  anticipated,  was 
displayed  in  tlie  window  in  an  effective  manner  and 
the  entire  lot  cleaned  out. 

On  another  occasion  the  stoi-e  had  three  windows  de- 
voted to  furniture,  one  to  dining-room  goods,  one  to 
bedroom'  and  the  other  to  kitchen  furniture.  As  a  re- 
sule  of  these  displays  all  the  goods  shown  in  the  win- 
dow were  sold,  the  bedroom  furniture  being  sold  twice, 
on  the  second  occasion  with  all  the  trimmings,  even  to 
the  wallpaper,  which  was  used  on  the  background  to 
give  the  window  an  appearance  of  a  real  room. 


COLOR  IMPORTANT  IN  DISPLAYING  RUGS. 

"When  will  furniture  dealers  commence  to  under- 
stand, or  hire  someone  who  does  iinderstand,  the  cor- 
rect use  of  color  in  arranging  window-displays  or 
other  displays  to  stimulate  room-settings  in  the  store?" 
asks  a  writer  in  the  Pacific  Furniture  Trade.  There 
are  many  furniture  stores  up  and  down  the  Coast  who 
greatly  offend  the  public,  and  lose  trade,  through  dis- 
plays which  are  against  all  the  laws  of  color,  nature 
and  optics. 

In  selling  draperies  or  rugs,  never  show  one  color 
continuously.  Always  let  a  customer  see  complemen- 
ti  ry  colors.  (A  good  salesman  knows  why!)  A  win- 
dow display  will  always  stand  more  dark  or  dull  colors 
than  brilliant  hues.  Show  only  one  wood,  one  period, 
and  one  color  at  a  time :  select  a  low  tone  of  the  com- 
plementary color  for  the  background  and  use  a  single 
high  note  of  the  complement  (such  as  flowers  or  a 
book)  to  get  a  livening  touch  to  overcome  somhreness. 

A  price  ticket  or  card  should  be  in  a  contrasting 
complement  to  the  original  display.  If  the  goods  are 
light  in  tone,  use  a  light  card  and  print  in  a  darker 
shade  of  same  color.  If  goods  are  dark,  use  a  dark 
card  and  print  in  black  on  the  red,  yellow  and  green 
grounds;  and  in  white  on  the  blue,  violet  and  purple. 
All  goods  look  darker  Avhen  placed  in  contrast  Avith. 
white. 

"There  are  few  fundamentals.  Study  up  on  color 
— and  you'll  not  only  sell  goods  easier,  but  will  sell 
more. 


VACUUM  CLEANER  DISPLAY  STOPS  CROWDS. 

In  the  striking  window  display  of  an  electrical  com- 
pany a  dummy  arm  protruding  through  a  hole  in  a 
large  placard  waved  a  handkerchief  at  a  broom  in  one 
corner  of  the  window.  On  the  card  was  the  legend: 
"Good-by,  old  broom;  the  electric  vacuum  cleaner  has 
come  to  take  your  place."  The  continual  motion  of 
the  arm  waving  the  handkerchief  stopped  many  hurry- 
ing pedestrians. 


Bju  ON  LOOKOUT  FOR  SUGGESTIONS. 

There  are  some  window  dressers  following  the  pro- 
fession who  will  not  take  .suggestions  from  anyone.  On 
the  other  hand,  there  are  trimmers  who  are  constantly 
soliciting  them  and  will  take  them  from  anyone.  The 
old  saying  "We  are  never  too  old  to  learn"  applies 
right  here.  Sometimes  a  suggestion  from  a  child,  pro- 
perly developed  and  Avorked  out  by  a  trimmer,  will  pro- 
duce a  most  original  display. 

The  show  window,  when  properly  dressed,  is  the 
best  advertising  medium  that  any  firm  can  procure. 


SELF-CONFIDENCE. 

Tf  you  are  a  failure,  if  you  are  unhappy  and  des- 
pondent, you  may  see  the  person  who  is  most  to  blame 
by  stepping  to  the  looking-glass ! 

It's  sad,  but  true ! 

When  you  begin  to  succeed  you  may  put  it  down  a.s 
a  sure  thing  that  you  have  commenced  to  believe  in 
yourself. 

Through  the  principle  of  Auto-Sugge.stion  you  are 
constantly  urging  yourself  on  to  greater  achievement 
or  defeating  your  aims,  to  the  extent  that  you  have 
faith  in  yourself  or  lack  it. 

Wrapped  up  in  that  wonderful  brain  of  yours  you 
have  all  the  potential  ability  which  you  need  with 
which  to  succeed  in  any  undertaking  that  is  possible  of 
accomplishment. 

You  are  the  only  person  on  earth  who  can  cut  the 
fetters  which  bind  that  force  and  withhold  it  from 
use. 

The  thoughts  which  you  hold  in  your  own  mind  are 
being  constantly  registered  in  the  minds  of  those  Avith 
whom  yon  come  in  contact.  This  is  a  scientifically 
proven  fact.  Can  you  not  see,  then,  how  necessarj'  it  is 
for  you  to  think  well  of  yourself?  Can  you  not  see 
why  you  ought  to  believe  in  your  ability  to  accomplish 
all  that  you  undertake. 

If  you  want  to  Avitness  a  marvelous  transformation  in 
yourself,  commence  noAv  and  for  ten  days  stand  before 
a  mirror  for  ten  minutes  each  day,  look  yourself 
squarely  in  the  eyes  and  say — "I  believe  in  you;  you 
can  finish  everything  you  start ;  you  can  induce  people 
to  like  you ;  you  can  get  people  to  faA^or  you  by  first 
favoring  them;  xoxi  can  "Avin  people's  confidence  hy 
placing  your  confidence  in  them."  The  result  Avill  be 
startling. 


The  Messenger  Wire  Wheel  Co.  has  increased  its 
capital  from  .$40,000  to  .$1.50.000. 

The  Globe  Furniture  Co.,  Ltd.,  Waterloo.  Out.,  has 
increased  its  capital  from  .$200,000  to  .$500,000. 
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Purchase  Used  Show  Cards  of  Larger  Stores 

A"   GREAT  many  of  the  large  stores  in  the  city  use  their  cards  for  a  short  time  only  and  so  they 
are  practically  as  good  as  new  when  taken  off  displays.   Why  should  not  the  OAvner  of  the 
H  small  store  arrange  to  purchase  such  of  these  old  cards  as  are  suitable  for  his  use  and 

1  Avhich  he  requires?  These  cards  are  generally  Avell  executed  and  if  the  Avording  is  suitable  should 
1         be  much  preferable  to  any  the  dealer  himself  or  his  staff  could  prepare. 

I  The  plan  also  offers  a  source  of  a  little    revenue  for  the  large  store  using  many  cards.  Ar- 

i  rangements  could  be  made  with  a  few  stores  to  purchase  the  supply  of  used  cards  at  a  reasonable 
I  figure. 
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Truthful  advertising  a  chief  motto— Usiqg  many  means  to  get  publicity— After  country  buyer 
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By  W.  A.  SCHAB'ER. 


IN  an  interview  recently  given  me  by  Mr.  Hanna, 
manager  of  the  furniture  department  of  th.e  Charles 
Austin  Co.,  Ltd..  Chatham:,  Ont.,  and  Mr.  Sharp,  ad- 
vertising manager  of  that  department  store,  I  learned 
that  both  these  business  men  are  firm  believers  in  ad 
vertising — and  plenty  of  it — but  they  emphasize  the 
fact  that  in  their  store's  publicity  they  make  "Truth- 
ful Advertising"  one  of  their  chief  mottoes. 

The  company  advertise  in  seven  country  weeklies. 
tAvo  city  weeklies,  two  Chatham  dailies,  using  on  an 
average  a  space  of  from  four  to  six  columns. 

As  well,  the  Austin  Company  are  using  at  present 
over  one  hundred  large  roadside  signs  like  this: 

It  Pays  to  Trade  at 

CHARLES  AUSTIN  CO,  LTD.,  CHATHAM. 

The  Store  with  the  Stock. 

Austin's  is  one  of  the  largest  department  stores  in 
Western  Ontario.  The  building  is  110  by  250  feet, 
three  stories  in  height.  At  present  the  company  i 
renovating  and  remodeling,  as  well  as  enlarging  the 
premises,  making  the  store  more  in  harmony  with  pres- 
ent-day methods.  An  additional  story  is  being  pla- ^ 
on  the  building,  to  take  care  of  increasing  business 
and  larger  stocks.    When  finished  this  store  will  bo 


one  of  the  finest  and  most  modern  business  houses  ia 
the  Province  of  Ontario. 

The  Charles  Austin  Co.  at  present  have  87  employees 
on  their  staff.    They  have  a  welfare  system,  and 
their  employees  come  vender  a  bonus  system,  which 
works  satisfactorily  for  both  employers  and  employees. 


Furniture  window  display  recently  made  by  tlie  Austin  Co. 
Floor  lamps  were  strongly  featured. 

The  furniture  department  is  an  important  one  in  this 
store  and  the  gi'owth  of  this  department  is  reflected  in 
the  growth  of  the  company  and  the  store. 
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I  Peterborough  Firm  Features  1 
I  a  Free  Service  Sale  I 

^iMiMMiMiMiMiMiMiiMimmmmmiiimmmmiiimmmiiiiimmmmiiii,.  i.iim<',.iimmiimimiimmmmiimimiimmMimiiiii^ 

Two  big  sales  were  lately  conducted  by  the  Cressmaii 
Co.  of  Peterborough,  Ont.,  sales  which  offered  unusual 
opportunities  to  the  careful  purchaser.  Their  Febru- 
ary sale  of  furniture  was  the  most  successful  tliat  this 
progressive  store  has  ever  put  on  because  of  the  most 
unusual  reductions  that  were  made  on  the  best  mer- 
chandise in  the  furniture  line. 

The  other  sale  was  a  most  unicjue  one  in  the  annals 
of  Peterboro,  but  one  which  created  much  interest  and 
brought  forth  favorable  comment  from  all  sides.  Re- 
duction sales,  fire  sales,  special  sales  and  all  the  rest 
are  old  chestnuts,  but  a  "Free  Service  Sale"  was  a  new 
one.  It  means,  briefly,  that  with  every  purchase  in 
house  furnishings,  free  service  was  given.  The  great 
success  met  with  in  the  sale  is  largely  traceable  to  the 
advertising  devoted  to  it  in  the  local  papers.  The  fol- 
lowing advertisement  explained  the  wliole  sale  in  a  nut- 
shell : 

The  Meaning  of  Free  Service. 

"Measui'c.  make  and  hang  all  curtain  nets  free. 
"Measure,  make  and  hang  all  curtains  free. 


"Measure,  make  and  hang  all  window  drapes  free. 
"Measure,  make  and  hang  all  portieres  free. 
"Measure,  make  and  hang  all  window  shades  free. 
"Measure,  make  and  lay  with  felt  paper  all  carpets 
free. 

"Measure  and  lay  all  rugs  with  felt  paper  free. 

"Measure  and  lay  all  oilcloth  and  linoleum  free. 

"Measure  and  la.y  all  stair-carpets  free." 

Throughout  the  entire  sale  special  prices  were  (|uoted 
on  all  the  furnishings  in  addition  to  the  ten  incentives 
above. 


NOVEL  DISPLAY  SELLS  ELECTRIC  WASHERS. 

Cleanliness  is  associated  with  the  electric  washing 
machine,  and  with  this  in  mind  an  Eastern  retail 
dealer  recently  had  a  Avindow  that  fairly  shone  with 
cleanliness  and  light.  The  floor  was  of  blue  crepe 
paper  with  a  deep  border  of  white.  Screens  of  bi-own 
stood  in  the  background,  in  front  of  each  being  a  grace- 
ful palm.  Tn  the  centre  was  a  washing  machine,  be- 
hind which  Avas  a  mirror  tilted  at  an  angle  so  that  from 
the  outside  of  the  window  the  operation  of  the  machine 
might  he  observed.  Several  poles  were  twined  with 
blue. crepe  paper,  flaring  out  into  a  fan-shaped  ar- 
rangement at  the  top,  while  strips  of  blue  ])a|)er  ran 
from  one  to  another.  Fastened  to  each  poh'  was  a  neat 
card  of  grey,  lettered  in  blue  and  white,  which  told  of 
the  advantageous  points  of  the  machine. 
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A  Special  Invitation  is  Extended  to  You  and  Yours  to  Visit  Our  Spring  Opening 

The  Extraordinary  Values  oflered  during  this  month  should 
Interest  every  Man  and  Woman  In  Toronto 

DON'T  FAIL  TO  SEE  THE  GRAND  DISPLAY'OF  1916  BABY  CARRIAGES  AND  GO-CARTS 


Collipiibk  Umlk  MUa 
l»Cuti  ... 


White  Enamel  Iron  Beds  Reduced 

12.45 


Chiffoniers  UnderprlGeil 

'ti^-'^'^EH^iB  $21.90 

Save  on.  Wardrobes  i^^- 

t;'-.^!'-;  i-'i::  $1 4-95  I 


Gliild's  Crib 


Urtlstic  Dpessbps 

ft  m^^^^^s 


$6.95  ...n™      V;^-''ra>'  $17.9* 

These  Values  Cannot  Be  Equalled  Elsewhere  Dining  Room  Furniture  Underpriced 

Five  Piece  Parlor  Suite  PSBW  Tliree  Piece  Parlor  Suite /y\  ^^^jiegsa  {(2.9  jlpl 


'  $17.50 

'  Ghiffoniert  to  mitch,  $16.00 


High  Grade  Dressers  Steel  Couch  Bed 

16.90 


The  Home  Furnitare  and  CaiTet  Co.,  at  Parliament  and  Queen  Streets,   Toronto,   believe  in  publicity.     Here  is  a  two-page 

spread  on  spring  furniture  from  their  little  monthly. 


^IH.,'JilllM!lllillM:illMlllinilMINIIIh:IIIIIIIIMIIi:iMllllilllllllllMIM:HIIIIIMIIIIIIIIIIIIMIMIIIIMIIIIIMIIIIIIIIMIII^ 

I       An  Advertising  Opinion  i 

?UMIMIIIIIIMIIMIIIIMIMIIIIIIIMIMIIIlllMIMIMIIIIIIIIMIMMIIIIIIMIIIIMIMIMIIIIIIIIIIIl;lllllMI!IIIMI^NIIIM^IIIMIIilllllllllllM 

<<f    FIRMLY  believe  that  trade  publications  are  of 

I  greatest  importance  to  manufacturers  and  dealers. 
Many  others  must  have  the  same  opinion  or  there 
would  not  be  3,864  trade  papers  published  in  North 
America  at  this  time,"  is  the  opinion  of  Marsliall  B. 
Lloyd,  president  of  The  Lloyd  Manufacturing  Com- 
pany of  Menominee,  Michigan,  and  the  man  who  re- 
cently refused  ^f!], 000,000  for  the  American  rights  on  his 
newly  invented  method  and  loom  for  vs^eaving  Avickers 
into  baby  carriage  bodies  or  furniture. 

"I  back  up  my  confidence  in  trade  publications  bv 
advertising  in  full  page  ads.  in  every  one  issued  which 
has  to  do  with  the  furniture  line.  I  know  of  no  better 
way  for  proving  my  confidence  than  by  putting  up 
actual  cash." 

"The  trade  paper  seems  to  have  a  two-fold  pur- 
pose," continued  the  Michigan  "baby  carriage  king." 
"Tt  carries  the  message  of  the  manufacturer  to  the 
dealer  and  the  message  of  the  dealer  back  to  the  manu- 
facturer. When  this  purpose  is  carried  out  in  a  trade 
paper  it  is  bound  to  be  successful.  It  should  not  sub- 
sidize its  columns  to  either  side  ;  instead  it  should  ma'u- 
tain  an  e(|uilibrium,  thus  affording  all  interested  an 
opportunity  for  honest  information. 

''It  is  my  belief  that  trade  publications  offer  the 
greatest  efficiency  to  a  manufacturer,  so  far  as  advertis- 
ing is  concerned.  Too  much  advertising  is  thrown 
away  in  media  that  never  reach,  or  only  in  a  small  pro- 
portion reach,  the  proper  channels.  It  is  only  natural 
to  suppose  that  subscribers  to  trade  papers  are  persons 
in  the  particular  line  with  which  the  trade  paper  deals. 


Therefore,  advertising  ai-ticles  in  that  line  reach  the 
hands  of  persons  interested.  That  is  eflficiency  ad- 
vertising, a  thing  so  ardently  sought,  but  so  seldom 
secured. 

"I  read  every  trade  publication  on  the  subject  of 
furniture.  It  gives  me  an  idea  of  what  'the  other  fel- 
low'is  doing.  It  teaches  me  what  the  retailer  is  fea- 
turing, and  it  gives  me  new  ideas  about  my  own  busi- 
ness. In  fact,  the  trade  paper  is  full  of  healthy  in- 
formation and  worthy  of  the  time  of  the  busiest  man." 

Mr.  Lloyd  is  a  keen  student  of  advertising.  Not  a 
single  piece  of  advertising  matter  is  i.ssued  by  his  com- 
pany without  his  being  consulted.  While  his  remark- 
able inventions,  permitting  hun  to  weave  baby  carriage 
bodies  and  furniture  thirty  times  fa.ster  and  better 
than  the  other  hand  made  articles,  with  his  strong  or- 
ganization form  the  biilwark  of  strength  for  the  Lloyd 
loom  woven  products,  yet  the  clever  and  iinique  ad- 
vertising of  Lloyd  has  been  a  big  asset  in  the  growth 
of  the  firm. 


DAILIES  REFUSE  MAIL  ORDER  ADS. 

According  to  reports  from  Louisville,  Ky.,  the  news- 
papers of  that  city  have  declined  to  run  full  page  ad- 
vertising of  talking  machines  offered  by  a  prominent 
mail  order  house  in  order  to  protect  local  music  dealers. 
Inasmuch  as  the  competition  of  mail  order  houses  ap- 
pears to  be  a  factor  with  which  the  talking  machine 
merchants  must  reckon  more  seriously  in  the  future, 
the  attitude  of  the  Louisville  papers  is  interesting  as 
well  as  commenda'ble.  The  main  question  is  just  how 
great  an  influence  this  move  will  have  upon  newspapei's 
in  other  sections  of  the  country  in  giving  them  a  proper 
regard  for  the  rights  and  interests  of  their  loyal  mer- 
chants. The  Louisville  case  should  not  go  unheralded. 
— Talking  Machine  World. 
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j      Piping  a  Furniture  Factory 

I  to  Carry  Off  Sawdust  | 

I  By  W.  O.  Kothe  I 

nllllllMIIMIIIMIMIMIMIIMIMIIIIMIIMMIMIMIIMIMIIMIIIIMIIIIIIIIIIIIIIIMIIMMIIMIillllMIIIIIIIIIIIMIIMiMIMI^IIIIIIIMIIMIMIM 

THE  blow  pipe  man  has  a  great  variety  of  factories 
to  pipe.    Tn  this  case,  an  old  building  has  been 
turned  into  a  chair  factory,  and,  of  course,  the 
many  dust  and  shaving  producing  machines  must  be 
piped  up  to  remove  as  much  of  the  foreign  matter  from 
the  v/orkmen's  way  and  the  air  as  possible. 

In  designing  such  piping  systems,  always  avoid  as 
many  angles  in  both  the  main  sustain  line  and  branch 
pipes  as  possible.  All  branches  should  enter  the  trunk 
line  on  an  angle  of  not  less  than  45  degrees.  This  is  to 
cause  the  materials  to  merge  without  cutting  one  an- 
other oif.  It  is  not  good  practice  to  run  two  branch 
pipes  into  the  trunk  line  directly  opposite  one  another, 
as  the  diversion  of  flow  will  cut  otf  the  main  flow 
somewhat.    It,  therefore,  produces  too  much  friction. 


for  these  loose  slip  joints  must  be  will  braced  with 
wires  and  turn  buckles.  In  this  ease  we  have  a  double 
fan,  Avhich  discharges  the  material  direct  to  the  fur- 
nace feeder  and  boiler.  All  fittings  should  be  closely 
studied  and  laid  out  for  practice. 


APARTMENTS  FOR  EMPLOYEES. 

The  Karn  Piano  Company,  Limited,  the  new  com- 
pany which  recently  purchased  the  Karn-Morris  plant 
in  the  east  end  of  Woodstock,  Ont.,  has  increased  its 
holdings  in  that  city  by  the  purchase  of  the  complete 
block  of  stores  on  the  north  side  of  Dundas  Street  to 
the  east  of  its  factory.  These  stores  will  be  remodeled 
into  first-class  apartments  for  the  accommodation  of 
the  employees.  The  buildings  will  accommodate  be- 
tween 15  and  20  apartments. 


MILVERTON  CARRIES  FURNITURE  BYLAW. 

The  village  of  Milverton,  Perth  county,  Ontario,  re- 
cently carried  a  bylaw  to  make  a  loan  of  J^15,000  and 
give  a  free  site  to  the  Boshart  Company  for  the  erec- 
tion of  a  furniture  factory.    The  vote  was  almost  a 


Here  is  the  plan  of  the 
dust  colleeting  system  de- 
scribed by  Mr.  Kothe  in 
the  accompanying  article. 
It  is  jappli  cable  to  many 
furniture  factories,  and  is 
based  on  a  system  installed 
in  an  old  biiilding  which 
was  turned  into  a  chair 
factory. 


Tac^TY  Some  Tnachmes  HavB 
No  Pipe  Coi^i^eclion 


One  important  point  to  ob.serve  is  never  to  run  the 
pipes  along  on  the  floor  if  any  other  arrangemejit  can 
be  made,  the  rea.son  being  that  the  floor  is  the  place 
for  hunber  and  other  finished  products.  Trucks  with 
loads  of  work  are  carted  about  and  every  piece  thai 
would  fall  on  the  pipe  would  bruise  it.  The  pipes 
must  also  be  kept  straight,  especially  in  the  joints,  so 
no  pockets  are  formed.  All  inside  edges  must  also  lay 
up  close  to  prevent  slivers  lodging  and  banking  up  the 
pipe.  This  often  hajjpens  when  rivet  lieads  stand  up 
on  tlie  inside  of  the  pipe.  Hence  all  rivets  must  be 
drawn  down  tightly. 

Detachable  joints  should  be  placed  between  hood 
and  lower  elbow  of  every  branch  pii)e  to  enable  remov- 
al. This  is  often  necessary  owing  to  the  pipe  stop- 
ping up  or  in  making  repairs  to  the  machine.    The  pijie 


unanimous  one,  oidy  14  ratepayers  opposing  it.  The 
men  behind  ttlie  enterprise  have  been  i-esidents  of  Mil- 
verton foi'  some  time  and  successfully  coiulucted  a  lum- 
ber and  building  business  and  also  manufactured  fur- 
niture profitably. 


Henri  l)0ui'gie  (Reg.)  funeral  director,  IMontreal,  has 
been  incorporated. 

Wni.  Rubel's  furniture  stoi-e  aiul  undei'lakers  pai'- 
lors  at  Dresden,  Ont.,  were  damaged  by  fire,  which 
burned  the  business  portion  of  that  town  recently. 

W.  II.  Wattman  of  Stratford,  Ont.,  met  with  an  acci- 
floit  in  his  factoiy  by  falling  fi-om  a  ladder  and  strik- 
ing his  head.  He  is  confined  to  his  I'ooin  aiu1  bed  at 
present. 
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I    Service  the  Keynote  For  Sales  | 

I  Helpful  Ideas  for  Clerks  1 
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DOUBTLESS,  you  know  there  are  three  kinds  of 
employees.  "The  Help — The  Helpers — and  The 
Helpless."  How  do  you  classify  yourself,  asks  a 
writer  in  the  Pacific  Furniture  Trade. 

"To  improve  your  lot  in  life,  improve  your  life  a 
lot!" 

The  reputation  of  a  store  in  front  of  the  counter,  is 
made  up  by  the  salesperson  behind  the  counter.  That 
is  why  "Service"  is  being  so  widely  accepted  and 
broadly  interpreted  to-day! 

That  is  why  true  service  gives  "warm"  feelings  by 
practicing  what  the  first,  four  letters  of  the  word  spell: 
(Serv.) — Don't  let  your  service  be  as  cold  as  what  the 
last  three  letters  of  fhat  word  spell. 

Let  us  practice  "Service"  as  follows: 
Smile 

Earnestness 

Reliability 

Voice 

Initiative 

Courtesy 

Energy 

This  will  help  you  to  get  more  money  out  of  Har- 
mony. 

Let 's  get  in  tune  with  Opportunit.y  and  you  will 
learn  to  spell  "Job"  J.-O-Y.  (You  see,  b.y  removing 
that  B — you  get  rid  of  the  sting  in  your  work).  If 
you  will  make  the  same  use  of  these  suggestions  that 
the  bee  does  of  the  flower — you  also  can  sip  some  men- 
tal hone.y  therefrom,  that  may  serve  to  sweeten  your 
daily  trade  thoughts. 

Reader! — This  big  busy  world  keeps  right  on  film- 
ing, and  if  you  don't  tui'n  with  it,  you  lose  your  turn. 
We  have  to' be  FIT,  before  we  can  be  "IT."" 

Look  at  it  in  a  .selfish  light  if  vou  choose — we  believe 


in  the  mutual  productiveness  of  altruism  in  business. 

Let  us  not  be  "Clerks,"  but  "Workers,"  "Not 
Sighers — but  Triers"  "Not  Dreamers — but  Doers," 
then  you'll  get  more  results  and  fewer  i-egrets;  but 
before  you  can  change  for  the  better,  Ave  must  change 
our  thinking  for  the  better. 

Have  you  the  receptive,  cheerful,  appreciative  atti- 
tude toward  the  customer — and  every  customer — or 
are  you  "negative?"  You  must  plant  the  right  seeds 
in  your  mind  in  order  to  grow  mental  rose.s — not  weeds 
— then  you  will  find  it  not  your  position,  but  your  dis- 
position that  counts,  so  don't  discount  it.  Whether 
you  are  making  sales  or  making  change — dispensing 
soda  or  prescriptions — you  are  performing  a  service 
for  a  customer — and — 

The  customer  is  the  biggest  thing  in  the  store,  the 
most  important  factor  in  commerce,  because  if  no  eu.s- 
tomcrs,  there  are  no  sales,  and  no  sales  means  no  busi- 
ness-— No  employment — No  opportunity. 

It  is  the  customer  alone  who  paj's  for  all  our  rent, 
all  our  salaries,  and  other  expenses — every  dollar  you 
and  we  get,  must  come  from  the  pockets  of  the  shop- 
ping public. 

Don't  under-rate  their  importance  because  you  see 
so  many  of  them  all  day  long!  Don't  under-estimate 
the  value  of  the  individual  customer — each  one  is  a 
link  in  the  chain — each  one  a  seed  for  countless  others, 
so  let  us  look  upon  the  customer,  not  as  one  giving 
you  "something  to  do,"  but  who  is  giving  you  the 
"chance"  to  show  what  you  can  do!  They're  all  hu- 
man— they  all  recognize  alertness  and  attentiveness 
on  your  part. 

The  shopping  public  is  grateful  for  "Service'' — 
show  your  willingness  to  serve  and  you  will  find  that 
their  so-called  independence  and  sensitiveness  can  be 
easily  changed  into  that  appreciation,  responsiveness 
and  loyalty. 

Keep  these  letters — they  will  link  into  one  another 
and  help.  You  can  keep  your  place  up-to-date  by  keep- 
ing your  place  up-to-date.  As  you  brighten,  you 
broaden. 

Yours  for — Purse-nal  progress. 
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Richly  upholstered  reed 
settee,  48  inch,  made  by  the 
J.  B.  Watson  Furniture  Co., 
Ltd.,  Kincardine.     No  8525. 
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LETTING  CUSTOMERS  ON  THE  INSIDE. 

It  is  human  nature  to  like  to  be  a  favorite.  Here  is 
a  plan  that  can  be  used  from  time  to  time  throughout 
the  year  and  which  will  give  your  customers  a  pleasant 
feeling  toward  you.  When  you  are  expecting  new 
goods  or  when  you  are  clearing  out  old  stock,  have 
printed  slips  of  paper  which  yow  can  mail  to  customers 
or  enclose  them  in  parcels  going  out.  You  and  the 
clerks  will  be  able  to  fill  out  these  forms  in  spare  mo- 
ments. These  slips  should  be  marked  "For  Customer's 
Information."  The  following  specimen  wordings  will 
indicate  how  you  can  word  the  slips : 

WE  HAVE  JUST  RECEIVED 

A  Special  Shipment  of   

Excellent  Quality 

A    costs  $   

SHALL  we  save  a    for  vou? 


them  out.  Certainly  the  talking  machine  industry  has 
grown  to  be  a  sizable  infant,  and  its  growth  is  not  yet 
ended. — Talking  Machine  World. 


SPECIAL  FOR  THIS  WEEK. 


at 


  cents  a  .... 

NEXT  WEEK  WE  EXPECT 


The  first  shipment  of  the  season  of   

We  shall  save  some  for  you  if  you  will  telephone  or 
let  us  know  how  much  you  wish,  as  the,v  are  likely  to 
go  very  rapidlv. 

WE  ARE  CARRYING  THESE  NEW  GOODS. 
Send  this  list  with  your  order  to-morrow,  first  check- 
ing the  items  vou  want. — ^Southern  Furniture  Journal. 


GREAT  GROWTH  OF  TALKING  MACHINES. 

The  remarkable  development  of  the  talking  machine 
industry  can  be  no  better  indicated  than  by  reference 
to  the  reports  from  the  furniture  manufacturing  cen- 
tres to  the  effect  that  the  making  of  talking  machine 
cabinets  has  so  far  taken  up  the  facilities  of  the  vari- 
ous prominent  furniture  manufacturing  factories  that 
tlie  output  of  furniture  is  suffering  materially  as  a  re- 
sult. In  considering  this  phase  of  the  question  it  must 
bo  understood  that  there  are  scores  of  talkiiig  machine 
factories  built  complete  in  themselves  and  devoted  en- 
tirely to  the  manufacture  of  cabinets  for  various  makes 
of  machines,  aiul  that  contracts  for  other  cabinets 
have  been  let  in  many  cases  simply  to  take  care  of  re- 
(|uircmeiits  beyoiul  the  facilities  of  the  talking  machine 
factories  themselves. 

To  the  furniture  manufacturer  the  prospect  of  clos- 
ing a  contract  for  cabinets  amounting  to  several  hun- 
dreds of  lliousands  of  dollars,  and  to  bo  assured  of  a 
market  for  these  cabinets,  has  proven  so  attractive  that 
he  is  forced  to  consider  temporarily  the  question  of  in- 
creasing !  is  i)roduetion  and  going  to  the  expense  and 
trouble  t  i  marketing  that  production.  It  would  seem 
roughly  that  from  forty  to  fifty  per  cent,  of  the  furni- 
ture factories  are  engaged,  to  a  gi'cater  or  less  ex- 
tent, in  talking  machine  cabinet  making,  and  yet  re- 
ports come  of  contracts  for  cabinets  going  begging 
thi'ough  the  lack  of  facilities  in  the  factories  to  turn 


EFFECTIVE  SALES-BRINGING  LETTER. 

The  following  letter  has  been  said  to  have  brought 
splendid  results  to  a  Western  dealer : 
Dear  Madam : — 

You  will  remember  our  sending  you  a  mahogany 
dresser  and  bed  about  three  months  ago.  We  were  care- 
ful to  make  a  record  of  the  goods  sent  you,  because  we 
felt  sure  that  your  experienc^-  with  our  furniture  would 
influence  you  in  getting  mor-^  of  the  same  make. 

We  have  just  received  t'  '  latest  styles  m  bedroom 
and  table  in  mahogany,  rvacMy  matching  your  bed  and 
dresser. 

We  know  this  will  interest  you,  and  before  making 
a  public  announcement  of  the  arrival  of  these  new 
goods,  we  want  to  give  you  the  opportunity  of  inspect- 
ing the  unbroken  line. 

Whether  or  not  you  are  ready  to  buy,  we  hope  you 
will  give  us  the  pleasure  of  showing  you  these  beauti- 
ful pieces  of  furniture.  They  are  not  at  all  expensive. 

Kindly  let  us  hear  from  you. 

Yours  truly, 

— Northern  Furniture. 


PIANOS  A  PROFITABLE  SIDE  LINE. 

P'urniture  dealers  in  many  parts  of  the  country  have 
found  it  very  profital)le  to  handle,  along  with  their 
regular  lines,  pianos.  The  reason  for  this  is,  that  a 
piano  is  essentially  a  part  of  the  furnishing  of  every 
home.  When  young  folks  marry  and  set  up  an  estab- 
lishment of  their  own,  their  first  reepiisite  of  course, 
is  furniture. 

They  must  have  a  dining  room  in  which  to  eat,  a  sit- 
ting-room in  which  to  sit  and  a  bedroom  in  which  to 
sleep.  These  are  prime  necessities.  From  these  three 
essentials  a  home  may  be  elaborated  to  almost  any  de- 
gree, depending  upon  taste  and  pocketbook.  No  mat- 
ter how  modest  a  home  may  be,  it  is  nowadays  consid- 
ered incomplete  without  a  piano. 

Furniture  dealers  who  have  successfully  handled  a 
line  of  pianos  and  player  pianos  have  found  that  they 
bi'ought  large  extra  profits,  because  they  did  not  add 
anything  to  the  overhead,  did  not  require  any  extra 
salesmen,  and  took  up  very  little  floor  space.  We  have 
even  been  told  that  a  good  standai'd  line  of  pianos 
brought  additional  fui'uiture  purchasers.  There  isn't 
the  slightest  doubt  that  a  high  grade,  well  known 
piano  in  a  furniture  dealer's  stock  will  add  prestige  to 
that  dealei'  as  a  furniture  merchant. 

()i;e  of  the  piano  numufacturers  of  Piiiladelt)liia  has 
issued  a  nu>aty  little  folder  pointing  out  to  the  furni- 
ture dealers  the  advantage  of  cari'ving  a  line  of  pianos 
such  as  the  line  they  make. 

As  a  particular  appeal  to  the  furniture  dealers,  the 
company  offer  to  make  up  special  pianos  in  any  wood 
or  finish  to  matcli  any  styl(>  of  fiiiMiisliing.-The  Fui-iii- 
ture  WoT'k cr. 
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"What,  a  tremendous  stock  you  have!"  I  said,  by 
way  of  introduction,  to  a  general  merchant  in  another 
town  recently. 

"Yes,"  said  he,  "1  have  a  big  stock  and  all  well 
bought.  Everything  has  been  going  up  so!  This  line 
Jias  advanced  all  around  fifty  per  cent.,  that  line  has 
gone  up  even  more,  that  other  line  has  doubled  in 
price,  in  fact  there  isn't  a  thing  in  the  store  that  is  not 
worth  away  beyond  what  it  cost." 

"You  bet,  I'm  not  asleep  on  that.  I  lie  awake  at 
nights  thinking  what  lines  can  advance.  This  Hue  cost 
me  only  so  much,  and  you  see  the  selling  price!  I'm 
nearly  doubling  by  money  on  that  line.  Here  is  a 
line  that  cost  me' only  .$220  and  I  have  it  marked  to 
sell  for  +500,  and  it's  good  value  at  that." 

"You  must  have  bought  that  a  long  while  ago,"  I 
said. 

"Yes,  I've  had  those  in  stock  for  about  two  years." 

"Are  you  still  buying  heavily?"  I  asked. 

"Well,  as  you  see,  I  am  pretty  heavy  now  on  every- 
thing but  if  I  get  a  good  chance  to  buy  right  on  good 
terms  I  don't  turn  it  down.  I  have  another  lot  of  so 
and  so  coming  on  at  prices  no  higher  than  they  were 
two  months  ago,  and  they  have  gone  up  25  per  cent, 
since  then.  It  will  make  me  pretty  heavy  on  that  line, 
but  it  was  too  good  a  chance  to  pass,  especially  as  I  got 
good  terms  on  it." 

"Have  you  been  making  use  of  all  advances  in  your 
.sielling  prices?  Don't  you  think  it  would  be  better  to 
put  a  price  of  say  $300  or  $350  on  that,  and  similar  low 
prices  on  some  other  lines  that  cost  you  very  low,  and 
make  an  advertising  and  trade  pulling  feature  of  it?" 

"No,  I  think  it  would  be  paying  too  much  for  the  ad- 
vertising. People  would  come  and  buy  the  snaps,  and 
I  don't  figure  I  would  get  any  additional  trade  from 
it." 

"How  do  you  find  trade  generally?" 

"Oh,  pretty  fair.  There  is  some  going  to  'X'  that 
ought  to  come  to  this  town,  but  we  can't  help  that.  The 
stores  there  are  cutting  each  other's  throats  and  noi 
taking  advantage  of  rises  as  they  ought  to." 

Subsequent  inquiry  showed  that  stores  at  "X"  were 
having  good  business  and  keeping  much  smaller  stocks 
than  this  particular  merchant. 

Enter  the  Competition  Wedge. 

"I  hear  that  the  farmers  about  here  are  thinking  of 
opening  a  co-operative  store?" 

"Oh,  yes  they  have  been  thinking,  but  that's  as  far 
as  it  will  get.  They  can't  raise  enough  money  for  it. 
Tt  takes  some  capital  to  run  a  general  store  these  days, 
believe  me." 

This  merchant's  stock  has  been  continuously  increfis 
ing  up  to  the  present  moment.  It  is  now  one  and  a  half 
times  as  heavy  as  it  was  a  year  ago  and  twice  as  heavv 
as  two  year.s  ago.  A  stock,  properly  assorted,  of  onlv 
half  the  value  of  his  present  stock  would  be  nui+e  amnl" 
for  his  usual  trade  rerfuirement.s  or  turnover.  His 
trade  is  decreasing  because  of  his  high  prices  which,  to- 
■."•tlir'T  witli  thf)Sf'  of  (i<h."r  ii'oi-chants  lici-.'^.  are  dvivinf!' 


trade  to  another  town.  It  is  in  danger  of  being  furiher 
lessened  hy  the  co-operative  buying  of  tarmers. 

He  claims  that  his  stock  has  been  well  bought.  Now, 
well  bought  must  mean,  at  the  least,  bought  so  that  it 
can  be  resold  at  a  fair  profit.  Under  what  conditions  is 
his  claim  correct?  Plainly  one  condition  is  absolutely 
necessary,  viz.:  that  the  present  high  level  of  prices  be 
maintained  for  a  very  long  while.  Who  can  guarantee 
that?  The  chances  are  strongly  to  the  contrarj-.  In 
consideration  of  his  lessening  trade  he  has  certainly 
tw^ce  as  great  a  stock  as  he  requires,  which  stock  has 
cost  him  on  an  average  possibly  50  per  cent,  more  than 
it  would  in  ordinary  times.  No  other  general  store  in 
town,  of  which  there  are  several,  has  more  than  half  as 
much  stock.  If  other  stocks  in  his  tOAvn  and  the  sur- 
rounding towns  were  all  too  large  in  the  same  degree, 
he  would  not  be  in  such  grave  danger.  But  in  case  oi  a 
decline  other  high  costing  stocks  would  be  all  exhaust- 
ed while  half  of  his  would  still  be  left. 

]f  he  should  begin  now  energetically  to  reduce  his 
stocks,  and  the  present  high  prices  should  continue  for 
another  year,  he  would  probably  work  into  shape.  But 
if  a  decline  should  set  in  soon  it  would  take  the  entire 
of  his  fairly  large  surplus  to  pull  him  through  at  all. 
He  has  been  between  twelve  and  fifteen  years  building 
up  this  surplus  and  to-day  it  all  stands  in  peril  be- 
cause of  his  folh'  in  overstocking,  and  to  some  extent 
in  higher-pricing  than  is  necessary.  If  he  should  i)ull 
through  by  the  skin  of  his  teeth  he  .should  at  best  lose 
his  earnings  and  profits  of  many  years. 

Losing-  an  Opportunity. 

We  omitted  to  mention  the  operations  of  M.O.H.  in 
this  district,  but  when  high  prices  and  other  unsatis- 
factory features  of  service  are  driving  business  to  an- 
other town,  can  we  doubt  that  it  is  rich  soil  for  the 
catalogue  to  work? 

This  is  an  example  of  what  we  have  called  "Specula- 
tion in  Furniture"  and  to  those  who  have  passed 
through  periods  of  boom  in  real  estate,  wheat,  mining 
or  other  stocks,  the  term  will  seem  appropriate.  Tt  has 
the  same  old  elements : : 

The  "well  bought"  properties  left  on  the  hands  of 
those  who  held  too  much  when  the  end  came. 

Over  confidence  in  the  continuance  of  present  condi- 
tions. 

Greed. 

Desire  to  get  rich  quick  and  willingness  to  take  ri.sk 
or,  possibly,  the  blindness  that  cannot  see  the  risk. 

As  this  is  a  phase  of  the  question  on  which  we  shall 
probably  not  touch  again  we  should  like  to  add  this  in- 
stance :  A  gentleman,  who  in  principle  and  interest,  is 
opposed  to  the  M.O.H.  system  said  to  me,  "That  man 
Jones  is  damaging  his  own  business  and  injuring  this 
town." 

"Why.  what  has  he  been  doing'"  T  in(|uired. 

"It  happened,"  said  he,  "that  I  Avanted  to  hny  a 
table  in  his  store  and  I  asked  his  price.  'Forty-two 
dollars  or  forty  dollars  cash,'  he  ouoted.  Noav,  T  know 
that  the  same  standard  article  of  a  well-known  make 
can  be  bong'ht  retail  in  the  citv  of  '0'  for  $32  and  it  will 
f'ost  $3  to  freight  it  here.  That  is  to  .say,  I  can  lay  it 
down  here  for  $35  retail  from  '0'  and  he  asks  $40.  I 
don't  mind  paying  a  reasonable  amount  for  the  extra 
convenience  and  to  assist  the  local  trade,  but  such  men 
as  he  are  more  harm  than  good  to  a  place.  For  this  is 
not  an  excention.  Excessive  chareiiiff  is  his  oolicy.  If 
he  were  in  the  emnlov  of  the  IM.O.TT.  he  could  not  work 
itiorc  efTeetively  for  them." 
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BIG  SALES  in  ELECTRICAL  Household  DEVICES 

MIIIIMIIHIIIItlllMlllllllllnlMlltMI|l!:illlllHilllM'IIMU:illllMllllli!!l1IMIMIIIIIIIIIIIIIIIIIin:iMlllitlll!MIII!ltllMIIIIIIIMIIMi:MMIIIIIM 

Authority  on  electricity's  greatest  function — Meeting  needs  in  the  home — Washers  and  Sweepers 
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CH.  WTLLSOX,  president  and  manager  of  the 
firm  f)f  McDonald  &  Willson,  Toronto,  declares 
*  there  is  a  great  opportunity  ahead  of  retail  fur- 
niture dealers  to  sell  a  tremendous  number  of  house- 
hold appliances,  such  as  electric  washers  and  vacuum 
cleaners. 

"The  po.ssibilities  of  the  field  for  electric  washers 
and  vacuum  sweepers  are  almost  beyond  calculation," 
said  Mr.  Willson  in  an  interview.  "Every  home  has 
its  washing  and  cleaning  to  be  done,  and  every  home 
has  its  domestic  problem. 

"The  three  essentials  in  making  a  field  for  big  busi- 
ness in  electric  appliances  are  here  in  Ontario  in  a 
very  marked  degree.  They  are  realities,  not  fancies. 
The  experimental  stages  have  long  since  been  passed. 

"There  is,  first  of  all,  the  need.  The  work  of  wash- 
ing, sweeping,  etc.,  is  a  very  real  problem  in  every 
home,  and  must  be  done  somehow,  and  the  shortage  of 
domestic  help  is  making  it  more  acute  all  the  time. 

"There  is,  secondly,  electric  power  available  in  all 


communities,  rural  and  urban,  at  a  wonderfully  low 
price,  Avaiting  only  to  be  put  at  the  job. 

"There  is,  finally,  the  appliance  (or  appliances), 
practical,  tested  and  perfected.  There  is  no  question 
any  more  of  'Will  it  do  the  work?'  Experimenting  is 
over  Avith,  and  the  public  is  no  longer  .skeptical.  All 
that  is  needed  is  to  hook  your  machine  up  Avith  your 
poAver  and  your  problem  is  met." 

Furniture  Dealer  Opportunities. 

Mr.  Willson,  discussing  the  dealer  opportunities, 
said  the  missionary  work  has  .been  done.  He  cited 
sales  developments  with  regard  to  Avashing  machines  in 
the  United  States  as  illustrative  of  this  point.  Last 
year  (1919)  over  •'^10.000,000  worth  of  electric  Avashers, 
Avere  sold  on  the  other  side.  From  statistics  noAV  avail- 
able it  is  estimated  that  over  .$40,000,000  Avorth  of 
business  Avill  be  done  this  year. 

"See  the  tremendous  gi'OAvth."  said  Mr.  Willson, 
"and  9.T  per  cent,  of  that  business  goes  through  deal- 


A  Hell  aniiiigcd  selling  -Mid  di-spluy  of  washing  niadiines — and  in  fact  uny  furnituie  lines — is  grcatlv   |iri»liulivf  i)f  pioHialjlf  saliv 
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ers,  or  regular  channels  of  merchandising.  These  are 
essentialh'  articles  of  the  home,  and  the  only  way  to 
I'eaeh  the  home  is  through  the  retailers." 

The  electrical  household  appliance  industry  is  at  the 
threshold  of  a  growth  so  great  as  to  literally  stagger 
the  imagination.  Electricity  is  the  greatest  power  for 
man's  aid  discovered  since  the  world  began.  The  har- 
nessing of  this  marvelous  force  to  every  conceivable  use 
has  transformed  life  and  living  conditions  throughout 
the  world.  No  other  single  thing  equals  in  importance 
the  discovery  of  the  use  of  electricity.  Vast  as  has  been 
the  development  in  the  field  of  electricity  in  the  past,  it 
is  dwarfed  to  insignificance  by  the  development  which 
the  immediate  future  holds  out. 

The  factory,  farm  and  business  are  the  producing 
side  of  the  nation.  The  home  is  by  far  the  largest  con- 
suming side  of  the  nation.  The  needs  of  each  home  and 
the  purchases  made  to  fill  those  needs  represent,  direct- 
ly or  indirectly,  theg  reatest  sales  field  for  practically 
all  lines  of  business  that  exists  in  the  world.  With 
electricity,  the  greatest  material  force  that  man  has  at 
his  command,  with  electrical  appliances  the  greatest 
division  of  the  electrical  field,  and  with  the  home  the 
greatest  sales  field  in  the  world  it  follows  that  the  sales 
of  electrical  appliances  for  household  use  is  the  great- 
est opportunity  that  exists  to-day  in  a  business  way. 

The  tremendous  home  field  for  the  sale  of  electrical 
appliances  has  been  almost  wholly  neglected  until  now, 
due  to  the  pressing  needs  of  electrical  devices  for  in- 
dustrial purposes.  Now  the  home  is  coming  into  its 
own,  and  the  electrical  industry  is  beginning  to  give  it 
the  attention  that  its  immensity  deserves.  As  a  result 
we  stand  to-day  at  the  beginning  of  an  electrical 
household  appliance  industry  so  vast  in  extent  and  so 
unlimited  in  future  growth  that  even  the  most  far-see- 
ing mind  cannot  fully  grasp  its  magnitude. 

The  Seal  of  Domestic  Bliss. 

An  American  writer,  touching  upon  this  subject,  says 
"It  is  well  known  by  physicians  that  most  of  the  ills  of 
women  are  either  caused  directly,  or  are  superinduced 
by  a  sustained  strain  on  the  back  with  the  body  arched 
as  it  is  when  bending  over  the  washboard.  Nothing  will 
age  a  woman  or  break  her  down  physically  so  quickly 
as  washing  over  a  washboard.  Many  husbands  know 
that  the  most  unhappy  hours  of  their  married  life  can 
be  directly  traced  to  the  utter  exhaustion  of  the  Avife 
in  mind  and  body  following  this  weekly  sacrifice." 

So,  for  the  electric  washing  machine  it  might  be  said 
that  in  it  lies  the  key  to  domestic  happiness,  there  is 
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I  A  NEW  WAY  TO  BRING  THEM  IN!  1 

1         A    MERCHANT  in  an    Ontario  town  had  an   nc-  | 

I  /\   count  that  was  long  past  clue  against  a  man  who,  | 

I  *■  while  he  had  plenty  of  money,  paid  no  attention  | 

1  to  the  statements  sent  him.    He  refrained  completely  | 

I  from  coming  near  the  store.    He  was  one  of  those  | 

I  wlio  would  rather  kec))  their  money   in     the    hank  | 

I  drawing  interest  than   pay  their  bills  at    the     local  | 

I  stores.  I 

I  But  this  dealer  hit  upon  a  way  to  get  him  to  the  | 

I  store.    One  month  instead  of  rendering  a  statement  for  | 

I  J^l.'i.OO,  he  made  a  mistake  (accidentally  on  purpose)  | 

I  and  rendered  a  hill  for  %?>?<m.    The  very  next  day  the  | 

1  customer  cume  hot  footed  down  to  the  store  about  the  \ 

I  mistake  in  his  account.     Of  course,  the  dealer  ex-  | 

I  idained  it  was  merely  a  clerical  error,  but  the  eus-  | 

s  tomcr  nevertheless  paid  the  account.  | 

i  And  wh.at  is  more,  the  customer  in  question  is  buy  | 

I  ing  his  goods  regularly  from  the  store.    He  is  prob-  | 

1  ably  keeping  away  from  the  other  stores  and  letting  | 

I  them  wait  for  their  money.  | 
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also  a  strong  economic  argument  in  its  favor.  It  has 
been  calculated  that  the  life  of  a  garment  or  article  is 
lessened  by  one-fifth  the  period  of  their  normal  useful 
existence  by  the  antiquated  washboard  rubbing 
method. 

From  the  standpoint  of  labor  and  wear  and  tear  on 
clothing,  it  Is  pointed  out  by  Mr.  Willson  that  an  elec- 
tric washer  and  wringer  will  pay  for  itself  in  less  than 
two  years. 

"A  man  may  say:  'Oh,  I  can  hire  a  girl  to  do  it 
cheaper.'  As  a  matter  of  fact,  were  he  able  to  hire  a 
girl — which  is  extremely  doubtful — even  with  labor  at 
its  lowest  rate,  the  electric  washer  method  is  cheaper. 

Pays  for  Itself. 

"Let  us  make  a  comparison  between  the  electric 
washer  and  wringer  and  the  old  washboard  method, 
using  as  a  unit  a  family  of  six  persons,  where  a  laun- 
dress usually  occupies  one  day  in  doing  the  washing. 
The  figures  I  will  give  are  very  con.servative" : 
Wages  of  laundress  for  one  dav  per  week  at 

$2.00  per  day  \  $203.00 

Car  fare,  10c  per  day   10.40 

Two  meals  at  35e  each,  per  week   72.80 

Estimated  cost  of  replacing  shirts,  towels, 
table  linen,  waists  and  lingerie  destroyed 
by  rubbing  on  the  washboard,  sav  $60  per 
annum  \   120.00 


$411.20 

Cost  of  electric  washer  $175.00 

Wages  of  laundress,  1^/2  hours  each  week,  at 
25c  per  hour  (balance  of  the  day  devoted 

to  ironing)    39.00 

Cost  of  electricity  for  operating  washer.  3c 

per  week   3.12 


$217.12 

Cost  by  the  old  method   $411.20 

Cost  with  an  electric  washer   $217.12 


Saving  in  two  years   $194.08 

Production  Handicapped. 

In  predicting  a  great  future  for  the  electric  Avasher 
and  vacuum  sweeper  Mr.  Willson  said  production  of 
these  articles  has  been  hampered,  as  lias  been  the  case 
of  many  other  products,  through  inability  to  get  suffici- 
ent quantities  of  certain  basic  materials. 

"It  is  matter  of  regret  that  we  cannot  take  care  of 
the  business,"  he  declared,  exhibiting  a  thick  file  of 
orders  yet  unfilled,  "but  we  are  making  arrangements 
to  meet  the  demand,  which  is  increasing  in  every  town 
and  city  where  there  is  electricity.  T  can  think  of 
nothing  that  has  a  better  future  than  the  electric  wash- 
er, and  I  know  of  nothing  that  holds  a  better  oppor- 
tunity for  live  dealers  who  will  get  in  line  for  the  de- 
velopment that  is  to  come.  It  is  not  a  proposition  that 
recjuires  pushing  everlastingly  uphill.  When  a  womai. 
obtains  an  electric  washer  she  will  call  in  her  friends  to 
see  it.  This  sort  of  thing  Avill  soon  develop  a  regular 
trade.  It  will  only  require  to  be  introduced  into  a  com- 
munity by  a  progressive  merchant.  He  Avill  get  the 
cream  of  the  accumulative  business." 


COURTEOUS  TREATMENT  IS  .ASSET. 

The  retail  store  attracts  trade  by  the  courteous 
treatment  extended  to  its  customers  by  well-train'^d 
clerks.  Many  of  the  large  stores  maintain  schools  of 
salesmanship  to  increase  the  personal  efficiency  of  its 
sales  force. 


April,  1920 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER 


41 


 IIIIIIIMIIMIII  1  Ill  illllllllllllllllllllllMIIIIIMIIIIIIIMIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIMIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIJ. 

KNOBS 

of  NEWS 

lllllllllllllllllllllllllllillllllllllllllllliilMIII'lllMDinilllllllllhliMI 

Canada  Floor  Lamps  has  been  registered  at  Montreal. 

The  F.  &  S.  Mattress  Co.  has  been  registered  at  Lon- 
don, Out. 

Alex.  Thomson  has  sold  his  furniture  business  at 
Hamilton. 

The  National  Music  Store  has  been  registered  at 
Montreal. 

The  Harris  Wood  Products,  Ltd.,  Montreal,  has  been 
registered. 

Peppier  Bros.  Co.,  Ltd..  Hanover,  Ont.,  has  been  in- 
corporated. 

The  Decca  Portable  Phonograph  Co.,  Toronto,  has 
been  registered. 

Fournier  Bros.,  Ottawa,  are  commencing  a  musical 
instrument  business. 

Marchand  &  David,  picture  framer.s,  Montreal,  have 
dissolved  partnership. 

The  American  Electric  &  Gramophone  Co.  has  been 
registered  at  Montreal. 

R.  Mc€lanahan  has  sold  his  furniture  and  hardware 
business  at  Belwood.  Ont. 

The  Canada  Toy  and  Woodwork  Mfg.  Co.,  has  been 
incorporated  at  Winnipeg,  Man. 

0.  Goldberg,  furniture  dealer,  Chatham,  Ont.,  has 
been  unwell  for  some  time  past. 

The  Gold  Medal  Bedding  Co.,  Ltd.,  Montreal,  has 
been  registered.    Capital,  $199,000. 

Griffith  Hughes  is  opening  a  phonograph  shop  at 
1916  Gerrard  Street  East,  Toronto. 

Repeatograph  Co.  of  Canada,  Ltd.,  Montreal,  has 
been  incorporated.    Capital  $10,000. 

Pathe  Freres  Phonograph  Co.,  Toronto,  have  provid- 
ed life  insurance  for  their  employees. 

The  Duskill  Mop  Co.  of  Canada,  Ltd.,  London,  Out., 
has  an  Ontario  charter.   Capital  $40,000. 

The  Oakville  (Ont.)  Basket  and  Veneer  Works  was 
destroyed  hy  fire  recently.    Tjoss,  .$60,000. 

D.  M.  Wright  of  The  McLagan  Furniture  Co..  Strat- 
foi'd,  was  visiting  at  Denver,  Col.,  recently. 

A.  McNiven  was  elected  chairman  of  the  furniture 
dealers'  section  of  the  Guelph  (Ont.)  R.M.A. 

Daniel  Storey,  propi'ietoi-  of  a  furniture  factory  and 
jdaiiing  mill  at  Ottawa,  died  within  the  month. 

The  Nova  Scotia  Furnishing  Co.,  Barrington  Street. 
Halifax,  intend  making  extensive  alterations  to  tiieir 
store. 

The  Hrunswick-Balke-Collander  Co.,  are  to  press 
their  new  steel  needle  records  foi-  the  Canadian  trade 
in  their  factory  at  Toronto. 

Burglars  entered  the  office  of  the  Stratford  P>e(l  Co. 
on  March  16,  but  got  little  for  their  pains.  They  did, 
however,  muss  the  place  up  some. 

The  Purdy  Co.,  Ltd.,  Oshawa.  Ont.,  with  a  capital  of 
$40,000  lias  an  Ontario  charter  to  conduct  a  general 
retail  business  in  furniture,  house  furnisliings,  hard- 


ware and  electrical  goods.  N.  W.  Purdy  and  R.  E. 
Jones,  Orillia,  and  R.  B.  Hern,  Huntsville,  are  princi- 
pals. 

Woodward,  Grosvenor  &  Co.,  Ltd.,  representing  for- 
eign carpet  concerns,  suffered  a  fire  loss  when  the  Mc- 
Kinnon  building  was  damaged  by  fire  re'cently. 

The  Karn  Piano  Co..  Ltd.,  head  office  Toronto,  has 
an  Ontario  charter  to  make  piano,s,  player  pianos, 
phonographs,  and  other  musical  instruments.  Capi- 
tal $500,000. 

The  National  Reed  and  Rattan  Co.,  Ltd.,  Toronto,  has 
an  Ontario  charter  to  make  and  deal  in  reed  furniture, 
and  taking  over  the  National  Reed  and  Rattan  Co. 
Capital  $100,000. 

Messrs.  Mackie  and  Moon,  late  traveling  I'cpresenta- 
tives  of  the  Ideal  Bedding  Co.,  have  started  out  on 
their  own  account  with  a  bedding  factory  located  on 
Wilton  Avenue,  Toronto. 

Retail  clerks  in  the  Soo  and  in  London,  Ont.,  are 
forming  organizations  to  better  their  conditions.  The 
foi'mer  ask  for  closing  on  Wednesday  afternoons  and 
the  latter  earlier  closing  on  Saturdays. 

The  Charles  Aiistin  Co.,  Ltd.,  Chatham,  Out.,  are 
enlarging  and  renovating  their  store.  The  company 
recently  suffered  a  loss  in  the  dry  goods  section  owing 
to  the  sprinkler  system  breaking  and  flooding  part  of 
the  store. 

Toronto  Woodworkers,  Ltd.,  Toronto,  have  been  in- 
corporated with  a  capital  of  $100,000;  as  also  have 
Canadian  Laco  Lamps,  Ltd.,  with  a  capital  of  $500,000. 
The  Woodworkers  Company  will  make  musical  cabi- 
nets, furniture  and  wood  lines. 

The  F.  C.  Burroughs  Furniture  Co.,  Toronto,  intend 
making  some  changes  in  the  layout  of  their  store.  The 
easterly  wing  (ground  floor)  at  present  used  as  offices, 
will  be  utilized  for  sales  purposes,  the  offices  being  re- 
moved to  the  mezzanine  gallery  at  the  rear  over  the 
main  store. 


.1.  M.VCPHERSON, 

l'"uniiUiie  dealer,  of  Delhi,  Out.,  recentl.v 
elected  warden  of  Norfolk  rounty.  This 
is  his  fifth  ypiir  in  the  cniinty  pnrliii- 
inent,  every  year  heins  eloe'ed  by  acela- 
mation.  He  is  a  strong  advocate  of  per- 
manent highways. 
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PASSING  OF  OLD-TIME  PARLOR. 

From  The  Queen,  London.  Eng. 

The  drawing-room,  originally  the  with-drawing 
room,  is  a  development  of  the  parlor — literalh^  a  place 
for  "parley,"  though  both  Avords  are  found  on  the 
plans  of  John  Thorpe,  dating  from  the  reigns  of  Eliza- 
beth and  James. 

In  great  houses  the  principal  chamber  answered 
somewhat  to  the  drawing-room  of  the  present  day,  and 
was  frequently  on  the  first  floor;  but  there  were  a 
(iuantit.y  of  smaller  parlors  shown  on  plans  and  men- 
tioned in  inventories,  sometimes  differentiated  into 
''Avinter"  and  "summer"  parlors,  but  all  very  indefin- 
itely contrived  as  to  use. 

At  the  present  day,  the  taste  for  simple  furnishings 
and  the  cottage  style  has  caused  a  reaction  against  the 
name  of  drawing-room,  and  many  architects  entitle  it 
the  "living-room." 

According  to  Sheraton,  the  drawing-room  was  to  be 
the  concentrated  elegance  of  the  whole  house,  and 
"being  appropriated  to  the  formal  visits  of  the  high- 
est in  rank,  nothing  of  a  scientific  nature  should  be  in- 
troduced to  take  up  the  attention  of  any  individual 
from  the  general  conversation  that  takes  place  on  .such 
occasions.  Hence  the  Avails  shoidd  be  free  of  pictures, 
the  tables  not  lined  AAuth  books." 

Sheraton  also  gives  a  long  list  of  the  pieces  of  fui'ni- 
ture  used  in  draAAdng-rooms,  AA^hich  still  further  em- 
phasizes its  light  and  "lady-like"  air.  This  includes 
sofas,  chairs,  a  commode,  pier  tables,  firescreens,  large 
glasses,  figures  with  lights  in  their  hands,  and  bronzes 
with  lights  on  the  cap  of  the  chimneypiece.  or  on  the 
pier  tables  and  commodes.  He  also  tells  us  that  the 
floor  should  be  completely  covered  Avith  a  carpet  hav- 
ing a  border,  Avhich  has  to  be  neatly  mitred  at  the 
corners,  and  that  in  France  a  set  of  small  and  plain 
chairs  Avere  in  use,  Avhile  the  "more  splendid"  sea*^s 
Avere  reserved  )nerely  for  ornament. 

It  is  obvious  from  Sheraton 's  description  that  th'^ 
(li-aAving-i'oom  cftuld  not  have  been  the  family  sittin«'- 
foom,  but  merely,  in  ths'  agent  s  phrase,  a  "reseption- 
i-rjrim."  witlmut  any  sign  of  books  or  Avork.    Of  coui's  >, 


May  l.st  i.s  moving  da.v.  and  this  cartoon  will  suggest  it  being  n 
'-'IP' d  time  to  get  after  ''movers"  f"i  customers.     There  should 
be  good  business  to  lie  had  from  thi'  new  settlers. 


in  small  country  houses,  such  a  sacrifice  of  the  large.st 
and  brightest  sitting-room  to  the  rare  visitor  was  not 
ahvays  carried  out,  and  Jane  Austen  describes  the  old- 
fashioned  scpiare  parlor  at  Uppercro.ss  as  gradually 
ac(iuiring  a  proper  air  of  confusion  by  a  grand  piano- 
forte and  a  harp,  flower-stands,  and  little  tables  placed 
in  every  direction. 

The  draAving-room  of  the  Empire  period  Avas  still 
often  hung  Avith  silk,  but  flock  papei's  Avere  becoming 
a  serious  revival;  and  in  1807  we  read  that  "paper  to 
imitate  cloth  is  very  fashionable,  Avith  gilt  mouldings 
and  palmettes. " 

The  light  furniture  of  the  draAving-room  of  the  late 
years,  Avhich  Sir  Walter  Scott  describes  as  "mounted 
on  tapering,  tottering  legs  resembling  four  tobacco- 
pipes,"  gave  place  to  furniture  of  remarkable  solidity, 
supposed  by  its  OAvners  to  combine  "Grecian  massive- 
ness"  and  elegance.  The  piller  and  claAv  table  was 
the  most  prominent  meuble  in  the  room,  Avith  the  classi- 
cal sofa,  which  became  very  popular  at  this  period  as 
a  result  of  the  Graeco-Roman  archaeological  tendency. 
Mirrors  had  reached  a  considerable  size  even  in  Robert 
Adam's  time,  but  they  Avere  still  further  enlarged  in 
the  nineteenth  century,  and  Avere  used  in  large  sheets 
as  a  trompe  I'oeil  in  Victorian  draAving-rooras. 

The  draAving-room  furniture  of  the  Empire  period 
included,  in  a  salesman's  catalogue  of  the  date,  one  or 
two  sofas,  six  arm-chairs,  tAvo  bergeres  and  tAvo  tab- 
ourets, of  which  the  sofas  Avere  placed  on  either  side 
of  the  chimneypiece. 

The  "fine  lady-like"  air  of  the  draAving-room  ner- 
sisted  in  the  Victorian  age.  KeiT  describes  it  as  "the 
lady's  apartment  essentially,  and  decoration  and  fur- 
niture ought  therefore  to  be  comparatively  delicate; 
in  short,  the  role  in  everything  is  this,  if  the  expres- 
sion may  be  used,  to  be  extremely  lady-like!"  He 
gives  as  essential  pieces  of  furniture  in  it  a  centre 
table,  the  usual  chairs  and  couch,  occasional  table, 
sofa-table  or  writing-table,  occasional  chairs,  a  chif- 
fonier, and  one  or  more  fancy  tabourets,  a  AA-hatnot 
and  the  like,  and  a  cabinet  pianoforte.  Such  a  room 
Avas  often  not  intended  to  live  in.  the  furniture  too 
flimsj',  or  the  covering  too  costly  for  reasonable  Avear 
and  tear.  Each  time  the  fire  Avas  lit  the  poli.shed  steel 
grate  had  to  be  restored  to  brightness  Avith  an  immense 
expenditure  of  rubbing;  the  fuimiture,  chandelier, 
lustres,  and  objects  of  art  remained  swathed  in  broAvii 
liolland  covers.  It  became  a  museum  rather  than  a 
livitig-room. 

To-day  the  steel  grate  has  disajiueared  (unless  thr^ 
OAA'ner  possesses  a  valuable  grate  of  the  Robert  Adam 
style),  and  the  suite  of  fireirons — often  (piite  useless 
— is  discarded  in  favor  of  a  pierced  brass  fender  or 
stone  curb  AA'ith  a  ooker  and  a  small  pair  of  tongs. 

With  it  has  vanished  the  round  or  oval  centre  t->b1p 
on  Avhieh  albums  were  se*-  out:  and  the  tendencv  in 
modern  draAving-rooms — unlers  they  are  of  great  size 
— is  to  leave  as  much  clear  passage  room  as  possbile  in 
the  centre  of  the  I'ooiii.  Execot  a  fcAv  collectois  of  oak 
and  walnut  furniture,  most  people  prefer  the  nieces 
of  the  eighteenth  ceiiiury,  from  the  days  of  Queen 
Anne  to  George  111.  for  thei'e  is  no  doubt  that  furni- 
tui'e  of  this  period  is  better  adapted  to  the  modern  uses 
of  the  drawing-room. 

r>ut  there  is  one  exceiition:  we  have  groAvn  ,s6  accu.s- 
tomed  to  stuffed  and  upholstered  furniture  that  there 
are  nearly  ahvays  chintz-covered  modern  settees  and 
arm-chairs  side  by  side  Avith  the  genuine  survivals  of. 
or  reproductions  oi,  the  great  century  of  English  fur- 
niture. 


April,  1920 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER 


43 


±  dlivlll^   IVXclUilliiCo  111  LllC 

Furniture  Store 

SUGGESTIONS  on  HOW  to  INCREASE  SALES 
OF  TALKING  MACHINE  RECORDS 


By  Warfield  Webb 


THi]  sale  of  records,  provided  there  are  enough  of 
such  sales,  is  always  a  big  help  both  in  the  matter 
of  publicity  and  profits,  altogether  apart  from 
your  sales  of  machines.  If  you  are  selling  a  fair  num- 
ber of  records  it  is  certain  that  you  want  to  increase 
the  number.  Now,  what  are  you  doing  to  make  the 
idea  more  than  visionary?  "We  all  can  plan  and  picture 
dollai's  in  oxir  mind,  but  they  will  . never  become  more 
than  this  if  we  do  7iot  make  a  particular  effort  to  in- 
crease sales.  We  need  publicity  and  this  must  be  con- 
tinuous. If  we  depend  solely  upon  the  customers  com- 
ing to  our  stores  Ave  are  going  to  be  deprived  of  a  good 
many  sales  that  will  drift  to  the  other  man.  How  to 
keep  this  trade  and  to  increase  it  deserves  the  dealer's 
attention  continually. 

The  store  that  gives  the -best  service,  you  might  ar- 
gue, will  be  the  store  that  attains  the  best  results.  Or- 
dinarily this  would  be  true,  hnt  what  must  we  under- 
stand by  service?  This  is  one  term  that  is  being  done  to 
death  and  why?  Because  there  are  instances  of  its  be- 
ing a  subterfuge  to  hide  some  otherwise  glaring  de- 
fects. So  with  the  plea  that  he  is  giving  so-called  ser- 
vice, a  dealer  may  offer  a  makeshift  service  p^an  that 
will  not  bear  close  inspection.   So  be  careful  of  vDur  fio- 


called  service  and  see  that  it  si  really  something 
of  which  you  can  feel  really  proiid. 

Increased  output,  however,  is  vital,  and  every  effort 
should  be  made  toward  making  the  sales  of  machines 
and  accessories  larger.  So  in  order  to  make  a  name  for 
himself  in  the  matter  of  record  sales,  the  dealer  can 
with  profit  adopt  any  and  every  idea  that  will  mean 
live  publicity  for  him. 

How  much  consideration  or  value  do  we  place  on  the 
latest  popular  musical  compositions,  or  on  the  stars 
that  are  in  the  limelight?  There  are  some  songs  that 
make  what  we  term  a  "hit,"  and  there  are  others  that 
have  more  merit  that  are  passed  by  as  of  no  value  or 
very  little  at  least.  This  is  often  due  to  the  lack  or 
volume  of  publicity  that  is  indulged  in  by  the  publish- 
ers. They  often  make  a  piece  popular  by  giving  it  the 
right  kind  of  introduction.  The  more  a  song  is  sung, 
if  it  has  any  real  merit,  the  more  will  be  its  popidarity. 
That  is  whv  so  manv  of  the  present  dav  selections  are 
"hits." 

The  talking  machine  record  follows  the  song  very 
((uickly  in  populaidty,  but  the  sale  of  the  record  is  ]iot 
likely  to  go  with  the  vim  that  is  possible  unless  there  is 
a  determination  to  make  it  popular.    The  store  that  is 
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going  to  make  its  record  department  a  much  more 
popular  one  is  the  one  that  advertises  it  in  a  way  that 
will  draw  the  public's  attention. 

Hex-e  is  the  plan  that  was  adopted  with  notable  suc- 
cess by  a  progressive  manager  of  a  talking  machine 
store,  and  he  finds  that  the  idea  has  met  with  gratifying 
returns,  the  sales  being  large  enough  to  insure  the  con- 
tinuation of  the  plan.  When  a  popular  song  comes  out 
and  is  sung  at  some  of  the  moving  picture  theatres  as 
an  illustrated  or  regular  song  between  the  pictures,  ad- 
vantage is  taken  of  the  fact  to  introduce  the  name  of 
the  store  and  its  owner.  During  the  latter  part  of  the 
song  there  is  a  talking  machine  in  the  theatre  which 
plays  the  record,  thus  making  a  direct  appeal  to  the 
audience  and  bringing  forcibly  to  mind  the  idea  that 
its  purchase  is  obligatory. 

Of  course  if  the  record  was  merely  played  and  there 
was  nothing  to  indicate  that  the  record  could  be  pur- 
chased at  a  given  store  there  would  not  be  much  to 
recommend  it.  But  just  after  the  record  has  been 
played  there  is  flashed  on  the  screen  the  announce- 
ment that  this  record  con  be  purchased  at  a  certain 
store,  the  two  ideas  become  as  one — a  desire  and  a 
determination  to  purchase  this  record  at  this  partieii- 
lar  store.  Of  course  everyone  in  the  theatre  is  not  go- 
ing to  buy  this  record,  but  a  sufficient  number  will  do 
so  to  insure  sales  of  surprising  volume. 

This  store  has  now  arranged  with  more  than  a 
dozen  theatres  to  have  the  records  played  at  the  clos- 
ing end  of  the  song,  with  the  name  of  the  firm  noted 
on  the  screen.  Having  heard  the  song  and  then  the 
record,  there  is  sure  to  be  a  desire  awakened  that 
means  much  in  a  business  way.  Other  stores  where 
records  can  be  purchased  may  be  nearer,  but  one  is  im- 
pressed with  the  name  of  the  store  flashed  on  the  screen, 
and  you  are  likely  to  make  a  mental  or  written  note  of 
both" the  song  and  the  store  where  the  record  is  on  sale. 

This  manager  is  highly  pleased  with  the  results  so 
far  obtained  and  feels  that  the  plan  is  one  that  has  more 
than  commonplace  merit.  The  idea  is  to  make  the 
public  come  to  your  store.  They  might  be  induced  to 
go  elsewhere,  but  the  very  fact  that  your  name  has  been 
given  such  a  prominent  place  emphasizes  that  it  repre- 
sents a  "live"  house  and  makes  your  name  a  favorite 
one  with  the  public.  You  are  there  to  give  service  that 
is  real. 

Any  practical  plan  adopted,  particularlv  alonsr 
original  lines,  that  will  help  toward  increasing  your 
sales  of  records  will  be  found  nrofitable.  It  Avill  make 
customers  come  again  and  again,  and  Avill  be  helpful 
in  bringing  others  with  them.  The  plan  in  this  store 
is  to  give  the  best  that  the  term  service  does  insure. 
The  manager  has  hit  upon  a  method  here  that  is  well 
worth  consideration  and  emulation. 


ELECTRIC  COMPANY  SELLS  TALKING 
MACHINES. 

Illustrated  on  the  preceding  naee  is  a  Avindow  dis- 
play of  talking  machines  shoAvn  bv  th'-  plectrie  shop 
of  the  Grinypr  Co..  Ltd..  Guelph,  Out.  The  companv 
make  a  specialty  of  their  phonograph  ■  'de  line,  whi^h 
has  proved  for  them  a  profitable  investment.  Geo.  E. 
B.  Grinver  is  pro.'^ident  and  c'neral  m-inap'er. 

The  depth  of  the  store  is  105  feet,  includinsr  a  room 
of  about  25  feet  Avhich  is  used  for  the  sale  of  nhono- 
graphs  and  records.  Three  lines  of  phonogranhs  are 
featured  in  order  to  meet  the  demand  of  all  classes 
of  trade.  Many  persons  who  pass  through  the  electric 
shop  to  purchase  phonographs  or  records  are  attracted 


by  other  electrical  articles  which  are  displayed.  Avhich 
in  many  cases  result  in  a  sale.  Credit  is  given  to  the 
phonograph  department  for  bringing  cu.stomers  into 
the  store. 

Location  on  Busy  Side  of  Street. 

The  location  of  the  Grinyer  Electric  Shop  is  a  par- 
ticularly good  one.  It  is  situated  on  the  Avest  side  of 
the  street  and  is  without  the  sun  most  of  the  after- 
noon. Persons  looking  in  the  AvindoAv  do  not  ineet  Avith 
the  dazzling  effect  which  is  produced  when  the  sun 
shines  on  the  Avindow  pane.  Tavo  movie  shoAvs  located 
up  the  street  from  the  store  help  a  great  deal  to  draAv 
each  evening  a  large  number  of  persons.  A  big  per- 
centage of  these  theatre  patrons  pa.ss  in  front  of  the 
Electric  Shop,  and  Mr.  Grinyer,  Avho  changes  the  Avin- 
dow every  Aveek  himself,  ahvays  has  an  attention-pull- 
ing window  and  picks  up  some  mighty  good  business. 


FEATURING  IRISH  RECORDS. 

A  Washington,  D.C.  concern  made  St.  Patrick's  Day 
last  year  the  occasion  for  featuring  Irish  miasie,  espe- 
cially that  of  Victor  Herbert's  latest  opera  "Eileen." 
The  window  was  covered  Avith  green  leaves  and  twigs 
and  the  ivory-tinted  background  was  banked  with 
ferns.  On  an  easel  in  a  green  frame  was  a  large  picture 
of  Victor  Herbert,  draped  Avith  an  Iri.sh  flag.  A  Victor 
dog  bore  in  his  mouth  a  green  card  lettered  in  Avhite: 
"You  are  invited  to  step  in  and  hear  the  ncAv  Victor 
Herbert  Iri.sh  records."  Set  in  racks  scattered  about 
the  floor  Avere  many  records,  to  which  Avere  attached 
circular  green  cards  lettered  in  Avhite  "Ireland,  My 
Ireland,"  "Eileen  Alanna, "  and  other  songs  from  the 
opera,  while  among  them  Avere  scA'eral  photographs  of 
scenes  from  the  opera,  wreathed  in  green  foliage. 

PHONOGRAPHS  AT  HIGfi  VALUES. 

Give  an  Eskimo  a  music  box  and  a  half  dozen  records 
and  he  Avill  sit  doAvn  and  play  it  until  the  records  are 
threadbare  and  the  springs  of  the  machine  are  stretch- 
ed beyond  any  degree  of  resiliency,  says  a  returned  fur 
trader  and  explorer  in  Alaska.  Mr.  Gaisford  was  on 
board  a  trading  vessel  captained  by  a  man  named  Bod- 
fish,  Avho  first  introduced  the  phonograph  to  the  Eski- 
mos. The  captain  had  on  board  tAvo  or  three  dozen 
small,  old-style  phonographs  Avith  tin  horns.  When  he 
first  played  a  record  for  the  Eskimos  thcA'  looked  in 
bcAvilderment  and  searched  every  nook  and  cranny  of 
the  horn,  looking  as  they  said  in  their  broken  English 
"for  the  white  man."  The  chief  of  the  tribe  Avas 
gi'catly  impressed  by  the  Avonderful  mu-ic  box  ?nd  sent 
messengers  back  to  his  fur  store-house,  at  the  same 
time  indicating  to  Bodfish  that  he  Avas  nrenared  to 
make  a  trade.  The  chief  asked  Bodfish  hoAv  much  the 
music  box  was  AA'orth.  Bodfish  .shook  his  head  to  indi- 
cate that  no  sale  would  be  possible.  The  chi"f  there- 
upon began  to  heap  fox  fnrs  unon  the  surprised  +rader 
until  $12,000  worth  of  pelts  lay  at  his  feet.  "It  was 
a  temptation  for  any  man,"  said  Mr.  Ga'sford.  "bu' 
Bodfish  Avas  square  as  a  die  and  made  the  trade  for 
one  pelt  Avorth  about  *600." 

A  preacher,  raising  his  eyes  from  his  de.sk  in  the 
midst  of  his  sermon.  Avas  paralyzed  with  amazement  to 
sec  his  rude  boy  in  the  gallery  pelting  the  hearers  in 
the  pcAvs  below  Avith  horse  chestnuts.  But  Avhile  the 
good  man  was  preparing  a  froAvn  of  reproof,  the  young 
hopeful  cried  out : — 

"You  tend  to  your  prpaching,  daddy:  I'll  keep  'em 
aAvake." 
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Causes  of  An  analysis  of  the  causes  of  Cana- 

Failure.  dian-  failures  would  indicate  that 

too  many  people  are  entering  busi- 
ness without  suitable  preparation.  During  1919,  per- 
sonal causes  accounted  for  73.3  per  cent,  of  all  failures. 
In  this  general  group  of  causes,  the  analyst  plaee.s  in- 
competence, inexperience,  lack  of  capital,  unwise  cre- 
dits, speculation,  neglect  of  business,  personal  extra- 
vagance and  fraudulent  disposition  of  property.  On  the 
other  hand,  non-personal  causes  accounted  for  onlj^ 
22.7  per  cent,  of  all  failures  last  vear,  as  against  272. 
in  1918. 

It  is  instructive  to  read  that  lack  of  capital  was  ths 
greatest  handicap,  with  35.8  per  cent.  This  may  be  in- 
terpreted in  various  ways,  and  doubtless  some  will  say 
the  banks  have  not  been  sufficiently  generous  in  grant- 
iig  ^credit.  Incompetence  comes  next  with  20.1  per 
Cv.mt. ;  fraud  caused  8.9  per  cent. ;  inexperience,  5.4 ;  un- 
V  ise  credits,  2.6;  neglect,  2.4;  speculation,  1.3,  and  ex- 
travagance 8-10  of  1  per  cent.  In  non-personal  causes, 
specific  conditions,  such  as  disaster,  war,  tioods.  etc., 
accounted  for  20.9  per  cent,  of  all  failures. 

sj:        *  * 

Set  a  Proper  There  are  a  good  many  merchants 

Example.  who  are  very  inconsistent  in  the 

matter  of  home  trading.  They  e~- 
peet  every  one  else  to  buy  at  home  the  line  of  goods 
which  they  sell,  but  when  it  comes  to  another  line  of 
goods  and  themselves,  well  that's  a  horse  of  a  difPerent 
color ! 

The  writer  had  a  very  outstanding  example  of  this 
not  long  ago.  He  got  into  conversation  with  a  furni- 
ture man  in  a  small  town.  The  latter  had  an  awful 
howl  to  make  about  the  unloyal  people  in  his  town  who 
were  sending  away  to  the  mail  order  houses  for  furni- 
ture and  kindred  lines.  In  fact,  he  was  certain  that 
he  never  would  be  able  to  make  a  living  if  it  were  not 
for  the  undertaking  department  of  his  business.  The 
only  time  he  was  certain  of  getting  them  was  Avhen 
they  died.  The  mail  order  houses  have  not  yet  s'^ocked 
coffins  or  issued  a  book  for  home  use  on  the  art  of  em- 
balming, 


HoM^ever,  the  important  part  of  my  story  is  that  in 
talking  with  the  local  grocer  on  the  subject  of  mail 
order  trading  he  told  me  that  the  furniture  man  him- 
self sent  out  of  town  for  nearly  all  his  groceries.  So  I 
guess  there  is  room  for  a  good  many  retailers  to  follow 
the  golden  rule  and  practice  what  they  preach. 

*  *  * 

How  to  Keep  the  A  window,  no  matter  how  good, 
Public  Interested,  should  never  remain  exactly  the 
same  for  more  than  a  week  at  a 
time,  and  it  is  much  better  to  change  twice  a  week. 

If  people  become  accustomed  to  seeing  the  same  dis- 
play in  your  windows  for  days  (and  worse,  for  weeks) 
at  a  time,  they  will  not  form  the  habit  of  glancing  that 
way  when  passing ;  but  if  you  freciuently  change  the 
appearance  of  your  windows  and  show  something  new 
and  attractive  real  often,  the  passing  throng  will  make 
it  a  part  of  their  daily  life  to  watch  and  see  what  you 
will  spring  on  them  next.  Then  will  your  windows, 
filled  with  seasonable  goods,  attractively  displayed  and 
uroperly  priced,  begin  to  repay  jou  for  the  effort. 

A  good  Avindow  display  is  a  silent  salesman  which 
arrests  passing  attention,  aroiises  the  desire  to  buy  and 
pulls  customers  into  your  store.  Your  windows  could 
be  made  to  pay  your  whole  rent.  They  will,  if  you  de- 
vote a  little  time  and  attention  to  them. 

*  *  * 

Choosing  An  When  an  exeeiitive  is  to  be  chosen 

Executive.  for  a  store  there  may  be  one  man 

on  the  staff  specially  fitted  for  the 
position.  There  are  several  qualifications  which  must 
be  observed  and  probably  one  of  the  best  ways  to  ob- 
tain an  idea  of  these  is  to  learn  why  certain  people 
have  been  chosen  for  such  positions.  B.  C.  Forbes,  in 
a  recent  issue  of  the  American  Magazine,  tells  why 
Hubert  T.  Parson,  a  former  Canadian,  was  selected  to 
succeed  P.  "W.  Woolworth.  ns  president  of  the  great 
Woolworth  chain  store  organization.  Mr.  Parson 
started  in  as  a  $12  per  week  bookkeeper,  and  now  oc- 
cupies one  of  the  finest  offices  in  the  world.  Why?  B. 
C.  Forbes  answers: 

Why  was  ttiis  cx-hoolckeeper  chopen  as  head  of  ihe  most 
colossal  retail  business  in  the  world? 

Pecaiise  ho  was  unanimously  adjiulired,  both  by  Mr.  Wool- 
wni'th  and  the  hard-headed  board  of  direetors,  the  one  man  in 
nil  America  best  fitted  for  the  job. 

T  as]<ed  a  hifjh-np  Woolworth  executive  to  define  in  a  soil- 
ence  or  two  Mr.  Parson's  most  conspicuous  qualifications  and 
characteristics.    He  reflected  for  a  little  and  then  replied: 

"Parson  knows  more  about  the  five  and  ten  cent  business 
than  any  other  man  living;.  He  is  probably  without  a  iieer  as 
an  organizer.  He  is  a  master  of  system.  He  has  devised  sys 
tcms  of  bookkeeping  and  record-keeping  that  enable  him  to 
see  at  a  glance  what  every  store  in  every  locality  is  doing.  His 
forms  and  schedules  show  him  where  there  are  undue  leakages 
or  waste  or  losses  or  poor  management.  He  has  an  unoamiy 
memory;  he  carries  in  his  mind  a  complete  ])ieture  of  what  is 
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going  on  every  day  in  our  thousand  stores,  and  can  quote  al- 
most any  figure  or  fact  pertaining  to  the  business  without  con- 
sulting the  records. 

' '  Yet,  combined  with  this  mastery  of  detail,  he  has  as  much 
foresight  as  Mr.  Woolworth  had.  It  was  his  amazing  grasp 
of  detail,  his  wonderful  memory,  and  his  rare  foresight  that  led 
Mr.  Woolworth  to  make  him  his  right-hand  man  as  vice-presi- 
dent and  general  manager.  He  is  now  one  of  the  administrators 
of  the  Woolworth  estate. 

"No  man  in  the  organization  works  harder  than  Parson,  Mr. 
Woolworth  used  to  say  that  in  the  early  days  of  the  business 
Parson  worked  so  late  that  on  his  way  home  he  met  himself 
coming  back  to  work  in  the  morning.  Also,  and  perhaps  most 
important  of  all,  Parson  has  in  an  extraordinary  degree  what, 
for  want  of  better  term,  we  call  judgment — a  combination  of 
common  sense,  vision  and  insight  born  of  this  enthusiastic  de- 
votion to  the  business,  his  mature  experience." 

Later  on  Forbes  says  of  him : 

He  knows  everything  about  the  business.  In  that  one  short 
sentence  does  there  not  lie  the  explanation  of  Parson's  phenome- 
nal rise? 

And  that  is  the  right  way  to  qualify  for  a  big  position 
as  an  executive. 

*    *  * 

Huge  Fire  Canada's  fire  Icsses  in  1919  amount- 

Losses,  ed  to  the  huge  total  of  $23,500,000. 

Thismeans  a  waste  equal  to  $2.90 
per  capita  of  our  population,  which  is  a  record  in  com- 
parison with  other  countries  of  the  world,  but  a  record 
that  we  can,  by  no  means,  feel  proud  of.  It  is  a  costly 
expense  for  our  citizens  and  explains  the  high  rates  of 
fire  insurance  that  exist  in  the  Dominion.  It  is  of  spe- 
cial concern  to  business  men  who  find  it  a  big  item  of 
expense  to  keep  their  property  and  stock  adequately 
insured. 

One  of  the  chief  causes  of  our  huge  annual  fire  loss 
is  carelessness.  Merchants  should  exercise  greater  pre- 
caution and  teach  their  employees  to  do  the  same. 
Lack  of  care  in  regard  to  heating  apparatus,  allowing 
papers  and  other  rubbish  to  accumulate,  and  downright 
carelessness  in  the  handling  of  matches,  are  among  the 
commonest  sources  of  fires.  They  should  be  given  at- 
tention hy  all  business  men. 

*     #  * 

Time  Well  Some  dealers,  perhaps  those  who 

Spent.  are  too  biisy  to  read  trade  papers, 

neglect  their  window  displays,  be- 
cause they  think  they  have  no  time  to  attend  to  them 
properly.  As  a  matter  of  fact,  there  is  no  way  in  which 
they  can  spend  their  time,  measured  in  dollar.s  and 
cents,  more  profitably  than  in  dressing  their  windows. 
To  allow  a  window  to  go  vacant  or  unchanged  for  a 
long  period  is  as  expensive  and  foolish  as  it  would  be 
to  pay  for  blank  advertising  space  in  a  newspaper  day 
after  day  or  week  after  week.  A  window  does  or 
should  sell  goods,  and  should  be  on  its  job  night  and 
day  seven  days  a  week.  If  neglected  its  efficiency  is 
gone.  It  would  be  as  sensible  to  say  one  had  no  time  to 
wait  on  customers  as  to  say  he  had  no  time  to  attciul 
to  his  windows. 

:^        ^  4: 

False  Some  dealers  have  a  very  erroiie- 

Economy.  ous  opinion  of  the  I'cal  meaning  of 

economy.  For  example,  the  Avriter 
knows  one  dealer  who  is  saving  the  price  of  an  awning, 
but  as  a  result  is  compelled  to  keep  the  blind  in  his  dis- 
play down  during  the  entire  morning.  He  is  on  a  street 
that  is  traveled  a  great  deal  and  there  is  no  dotibt  that 
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he  loses  the  opportunity  to  secure  manj'  sales  by  having 
his  blind  down  for  this  long  period  every  morning  the 
sun  shines,  not  to  mention  the  unfavorable  appearance 
given  to  the  store. 

This  is  certainly  a  case  of  false  economy,  but  there 
are  others  just  as  bad  practiced  by  many  merchants. 
In  saving  money,  the  dealer  should  stop  to  consider 
whether  or  not  it  is  good  business. 

*    *  * 

Using  Consumer  In  a  window  display  of  goods  in- 
Advertising,  spected  by  the  writer  the  other 
day,  the  dealer  had  a  magazine 
opened  at  an  advertisement  of  the  goods  on  display.  It 
connected  his  store  up  with  an  article  that  the  people 
had  become  acquainted  with  by  consumer  advertising. 
'J'he  publicity  of  manufacturers  should  be  cashed  in  on 
to  the  full. 

Trade  at  An  article  by  E.  "SI.  Trowern.  Do- 

Home,  minion  secretary    of   The  Retail 

Merchants'  Association,  which  ap- 
pears in  this  issue,  deals  with  the  reasons  why  the  pub- 
lic should  patronize  the  merchants  in  their  home  town. 
It  gives  arguments  (hat  the  merchant  can  use  in  edu- 
cating those  people  who  are  inclined  to  send  away  to 
mail  order  houses  for  goods.  It  is  suggested  that  the 
local  ncAvspaper  in  which  you  advertise  would  be  glad 
to  make  itse  of  this  article  in  their  reading  columns. 
Take  it  up  with  the  editor.  Hp  is  naturally  interested, 
just  as  you  arc,  in  maintaining  the  pro.sperity  of  the 
town  in  which  he  is  located. 


What  About  an  Some  men  rise  to  such  heights  it  is 
Understudy?  impossible  for  them  to  have  under- 

.studies.  Julius  Caesar  and  Shak?.s- 
peare  are  examples.  The  average  business  man,  in  whom 
is  included  the  hardwai-e  dealer,  however,  doesn't 
belong  to  that  class,  even  if  he  thinks  he  does,  savs  an 
exchange.  It  is  well  that  everj'  establishment  should 
have  a  single  head,  one  boss  to  assume  the  final  respons- 
ibility, but  it  is  a  great  mistake  for  that  personality  to 
become  so  autocratic  that  he  is  unwilling  to  share  his 
knowledge  of  the  many  intricacies  of  the  business  with 
at  least  some  one  other  person.  Some  proprietors  have 
so  Avrapped  up  in  themselves  their  entire  business  that 
even  a  ehe(|ue  may  )iot  be  deposited  in  their  absence  and 
even  the  ehiof  clerk  would  be  afraid  to  order  an  extra 
barrel  of  nails.  Such  men  perhaps  derive  pleasure 
from  the  importance  they  give  themselves  l)ut  the.\ 
have  business  astigmatism  of  the  Avorst  kind.  They  tail 
to  realize  that  the  undertaker  next  door  within  twenty- 
four  hours  may  bo  filling  his  veins  with  embalming 
fluid.  What's  going  to  happen  Ihen?  Nobody  knows. 
But  this  is  pretty  sure.  lawy°rs  will  receive  from  ■•'r,' 
estate  a  lot  of  money  that  migli'  have  remained  in  it 
had  the  boss  had  n  competent  understudy. 


Change  of  The  Commercial  Press  Ltd.,  pub- 

Address,  lishers  of  The  Canadian  Funiiture 

Woi'ld.  have  moved  from  ^^2  Col- 
borne  Street,  and  are  now  located  at  51  Wellington 
Street  West,  Toronto,  where  we  have  several  thousand 
additional  scptare  feet  of  room. 

Subscribers,  advertisers  and  exchanges  please  cor- 
rect our  address  on  your  lists.   Thank  you. 
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NECESSITY  OF  TAKING  STOCK  IN  BUSINESS 
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Every  dealer  should  take  stock  at  least  once  a  year — Hdw  to  do  it — Some  don'ts — By  a  Retailer 
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YOU  have  asked  me  to  tell  retail  dealers  why  they 
should  take  stock  and  how  to  do  it.  I  can 
hardly  see  any  reason  for  telling  a  dealer  why 
he  should  take  stock  and  make  out  a  financial  statement 
at  the  end  of  each  year,  because  if  he  is  a  real  business 
man  he  will  realize  not  only  the  need,  but  the  necessity 
of  doing  so. 

Necessity  to  Find  Standing  of  Business 

No  business  man  should  go  on  for  longer  than  a  year 
without  knowing  what  progress  he  is  making,  and  this 
cannot  be  ascertained  with  any  degree  of  accuracy 
without  taking  an  inventory  of  his  stock  as  well  as  his 
other  resources  and  liabilities.  The  amount  of  busi- 
ness done  during  the  year  is  not  an  accurate  gauge  of 
progress  because  big  sales  do  not  always  mean  satisfy- 
ing progress.  This  is  a  particular  in  which  many  re- 
tailers fool  themselves  badly  every  year.  For  instance, 
I  know  a  brother  dealer  who  has  not  taken  stock  for  a 
number  of  years.  When  I  took  him  to  task  for  not 
doing  so,  he  said,  "Oh!  I  am  getting  on  alright.  My 
sales  show  an  increase  every  year."  Yet,  I  would 
be  willing  to  bet  dollars  to  doughnuts  that  he  is  not 
making  half  as  much  money  as  he  thinks  he  is.  If  he 
were  he  would  be  able  to  look  after  his  liabilities  bet- 
ter. He  is  doing  the  business  but  he  is  not  making 
very  much  money.  If  he  would  make  out  a  financial 
statement  each  year,  it  would  show  him  clearly  that  he 
is  not  making  as  much  net  profit  as  he  should  on  the 
business  done,  and  he  would  then  get  busy  and  rectify 
the  leaks  that  are  at  present  eating  up  his  profits.  As 
long  as  he  neglects  such  a  yearly  statement,  however, 
he  will  never  realize  just  how  little  money  he  is  mak- 
ing- 
Insist  on  Accuracy 

Now  as  to  the  work  of  stock-taking.  I  would  first 
like  to  impress  on  dealers  the  need  for  absolute  accuracy 
in  taking  the  inventory.  Unless  this  point  is  insisted 
on,  the  result  will  not  be  a  proper  indication  of  actual 
worth  of  stock  and  the  purpose  of  taking  stock  is  de- 
feated. Do  not  leave  the  question  of  quantities  or 
prices  to  guesswork.  Count  goods  and  make  certain 
that  prices  are  correct. 

It  is  better  to  underestimate  than  to  overestimate. 
A  man  can  always  afi'ord  to  be  a  little  better  off  than 
he  figures,  but  it  is  dangerous  to  believe  that  he  is 
better  fixed  than  he  really  is.  It  is  like  going  on  a 
"spree."  It  feels  alright  at  the  time,  but  the 
"morning  after"  is  not  likely  to  be  so  pleasant. 

How  to  Go  About  It 

I  find  it  the  best  plan  for  those  engaged  in  the  work 
of  stock-taking  to  divide  themselves  into  twos.  One 
man  calls  off  the  stock  as  he  counts  it,  and  the  other  in- 
serts the  quantity,  description  and  cost  price,  if  it  is 
known,  on  the  inventory  sheet.  A  little  system  will 
lessen  work.  For  instance,  goods  of  the  same  kind 
can  be  put  together  and  counted  in  one  sum,  or  space 
can  be  left  on  the  line  to  add  more  articles  of  a  similar 
nature  if  they  come  to  light  later.      This  saves  the 


work  of  writing  out  several  lines  for  the  same  article. 
Don't  jump  all  over  in  stock-taking.  Start  at  a  cer- 
tain place  and  cover  it  thoroughly.  Otherwise  you 
are  liable  to  miss  some  goods. 

Preventing  Duplication 

If  stock-taking  is  to  extend  over  a  considerable 
business  period,  precautions  will  have  to  be  taken  so 
that  articles  listed  and  afterwards  sold  will  be  de- 
ducted from  the  total  stock  showing.  Clerks  who  are 
selling  goods  may  make  a  note  of  checked  goods  sold  in 
a  book  for  the  purpose,  and  deduct  the  total  amount 
of  such  sales  from  the  total  stock.  Some  dealers 
leave  a  slip  on  each  line  of  goods  which  has  been  listed 
so  that  sales  may  be  noted  on  it.  It  is  not  necessary 
to  make  a  note  of  goods  sold  but  which  has  not  been 
listed,  as  they  will  appear  in  cash  on  hand  or  amount  on 
books  in  your  financial  statement. 

Once  the  goods  have  been  listed,  all  that  is  necessary 
is  to  make  extensions  and  add  up  totals  and  the  total 
amount  of  stock  on  hand  will  be  known.  Compare  it 
with  the  amount  of  stock  of  the  previous  year.  If 
there  has  been  any  large  increase,  look  into  the 
cause. 

Once  the  amount  of  your  stock  is  known,  you  are  in 
a  position  to  go  ahead  and  make  out  a  financial  state- 
ment that  will  show  the  exact  standing  of  your 
business. 


BE  SURE  GOODS  ARE  RIGHT 

The  first  great  problem  is  to  be  sure  the  goods  are 
right  and  that,  of  course,  is  a  buying  problem.  And 
to  that  old. saying  that  goods  well  bought  are  half  sold 
I  would  add  be  sure  of  the  quality  first. 

There  is  a  natural  curiosity  and  a  desire  to  know 
about  things,  even  things  of  every-day  use  and  you 
will  find  about  90  per  cent,  of  your  customers  are  in- 
terested in  information  about  the  goods  they  buy. 
They  want  to  know  how  they  are  made  and  where  they 
came  from. 

Every  interesting  idea  about  your  goods  that  you 
can  pass  to  a  customer  will  make  all  the  stronger  the 
hold  your  goods  will  have  on  that  customer  when  she 
buys.  And  it  is  not  difficult  to  get  people  to  absorb 
facts  about  your  goods  if  they  are  presented  in  the 
right  manner. 


There  is  a  greater  economic  waste,  more  wealth  lost, 
on  the  human  side  of  business  than  the  total  of  waste 
and  loss  of  materials.  After  our  economically  used 
working  hours,  we  should  build  up  reserve  by  recrea- 
tion and  by  rest.  There  should  be  recreation  of  phy- 
sical and  mental  and  spiritual  vigor  in  the  recreation 
period — not  dissipation.  And  the  rest  hours  should 
rest  us  most  effectively.  No  man  is  on  an  economic 
basis  in  his  business  if  he  shortens  his  life  while  in- 
creasing his  cash  wealth. 
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I  Increasing  Efficiency  in  the  | 
I  Sales  Force  I 

I  By  A  DEALER.  | 
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IDf)  not  know  any  place  where  the  Golden  Rule  will 
bring  greater  retm-ns  than  when  applied  by  the  deal- 
er to  his  sales  force.  The  dealt r  should  remember 
that  his  sales  force  is  made  up  of  men  and  women,  hu- 
man beings,  finely  Avoven  together  Avith  a  set  of  high 
tension  nerves,  adjusted  hy  the  hand  of  the  Creator, 
and  he  should  not  fail  to  remember  that  enthusiasm  is 
the  electrical  current  which  supplies  the  pulling  power 
of  this  human  mechanism.  It  is  all  very  much  like  the 
electric  battery  in  your  automobile.  You  must  con- 
tinually recharge  the  battery  if  you  expect  the  engine 
to  start  when  yon  press  the  button.  .  If  you  are  con- 
tinually drawing  off  the  current  and  fail  to  recharge, 
sooner  or  later  you  will  find  you  have  a  weak  battery 
which  will  not  respond  when  you  press  the  button. 

When  the  dealer  comes  into  the  store  in  the  morn- 
ing with  a  well-developed  grouch  and  fails  to  greet 
the  sales  force  Avith  a  pleasant  good  morning,  he  draws 
o&  a  little  of  the  current  of  enthusiasm.  Proceed  doAvn 
the  line  and  reprimand  before  the  entire  crew  one  who 
has  made  a  mistake  and  you  draAv  off  more  current; 
fail  to  give  praise  AA'here  praise  is  due  and  you  fail  to 
recharge  the  battery.  The  very  best  recharging  ma- 
chine on  earth  for  this  human  battery  in  the  sales 
force  is  a  cheerful,  kind,  good-natured  merchant — one 
who  believes  in  and  practices  the  great  fatherhood 
of  God  and  brotherhood  of  man. 

When  the  inventory  is  over  and  the  balance  sheet  is 
out,  and  the  shoAving  made  is  good,  tell  your  crew  about 
it.  Let  t'hem  knoAv  and  feel  that  they  have  helped  to 
make  it  so  and  that  because  they  made  last  year  good 
you  have  reason  to  expect  and  to  knoAv  that  they  will 
bend  every  effort  to  make  this  year  better.  Pin  your 
floAver  on  them  on  this  side  of  the  grave.  Make  each 
feel  that  he  or  she  is  a  part — an  important  part — of  the 
store  machinery ;  that  you  are  depending  on  him  to  do 
his  part  when  the  Avheel  turns  'round  to  his  cog,  and  he 
is  sure  to  respond  well,  if  you  have  used  care  and 
good  sense  in  selecting  the  raw  material. 

When  goods  are  to  be  bought,  consult  the  sales  force 
in  the  department  expected  to  deliver  the  goods.  In 
this  you  Avill  inject  into  them  that  quality  of  enthus- 
iasm which  is  very  necessary  in  the  selling  end.  If  it 
.should  happen,  and  it  most  surely  will,  that  when  your 
clerk  is  trying  to  make  a  sale,  you  pass  along  and  the 
customer  appeals  to  you  for  a  loAver  price,  never 
change  the  price  made  by  the  clerk,  at  least  do  not  do 
it  then.  To  do  so  injures  the  customer's  confidence 
in  the  clerk  as  Avell  as  the  entire  store  system.  It  injures 
your  own  influence  with  the  salesman,  and  can  only 
create  more  trouble  along  this  line  AA-hich  sooner  or 
later  must  be  elifninated  or  the  confidence  of  your 
trade  in  your  enlire  store  crcAV  is  ruined  and  reduces 
the  usefulness  of  your  clerks  to  the  minimum. 

On  the  other  hand,  when  so  appealed  to  for  a  better 
price  than  that  made  by  the  salesman,  let  your  reply 
be  that  the  price  named,  Avhieh  is  shoAvn  on  the  article 
in  figures  so  plain  that  "the  Avayfaring  man,  although 
a  fool,  need  not  err  therein,"  is  A\'hat  you  think  the 
article  is  worth;  otherAvise  it  Avould  .shoAV  a  different 
figure  and  th::t  the  salesman  lias  just  the  same  right 


to  change  it  that  .vou  have,  and  that  you  think  the  price 
is  right  not  only  for  him,  but  for  anyone  earing  to 
make  a  purchase. 

This  reply  Avill  recharge  the  .salesman  with  enthus- 
iasm for  the  confidence  in  him  shown,  and  confidence 
for  the  customer  in  the  salesman,  in  the  manager  and 
the  entire  store  .system,  for  the  customer  is  sure  to 
think  it  is  right,  simply  for  the  reason  that  it  is  right. 

In  conclusion,  T  Avould  sum  the  entire  matter  of  in- 
creasing the  efficiency  of  your  sales  force  in  these  few 
Avords :  Give  your  sales  force  exactly  the  same  treat- 
ment you  would  like  to  have  from  your  superior  ofificer 
under  the  same  conditions,  and  you  are  sure  to  in- 
crease your  business. 
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I  CO-OPERATION.  | 

I  To  accomplish  the  greatest  possible  results  as  in-  | 

I  dividuals  and  as  an  institution  co-operation  is  a  neces-  | 

I  sity.    Business  Avithout  co-operation  is   like    sound  | 

1  without  harmony.    Therefore,  vie  determine  and  agree  | 

I  to  pull  together,  and  fully  offer  and  work  with  that  i 

I  spirit  of  that  principle,  co-operation.    Differences  of  | 

I  opinion  shall  be  fully  and  fearlessly  expressed,  but  | 

1  we  shall  at  all  times  stand  ready  to  co-operate  with,  | 

I  and  heartily  support  the  final  judgment  in  all  mat-  | 

I  ters.  I 

I  SUCCESS  I 

I  As  each  movement  is  a  full  unit  in  each  hour  and  | 

I  each  hour  a  full  unit  in  each  day,  so  each  well  spent  | 

I  unit  of  thought  and  well  spent  unit  of  action  makes  | 

I  for  each  victory  and  the  final  success.   When  the  hour,  | 

I  the  day,  the  year  or  the  life  is  filled  with  well  spent  | 

I  ability,  and  an  institution  is  composed  of  individuals  | 

I  who  recognize  the  value  of  and  so  use  their  time,  | 

I  then  success  is  controlled  and  governed,  and  there  is  | 

I  no  longer  vagueness  and  uncertainty  or  a  blind  and  un-  | 

I  reasoning  hope,  | 

I  Recognizing  that  economy  is  time,    material    and  | 

I  energy  well  spent,  we  determine  to  make  the  best  use  | 

I  of  them;  thlis  so  shall  time,  material  and  electrical  | 

I  energy  become  our  servant,  while  we  become  the  mas-  | 

I  ters  of  our  destiny.  | 

I  ENERGY  I 

I  As  energy  is  the  power  back  of  action,  and  action  is  | 

I  necessary  to  produce  results,  we  should  determine  to  | 

I  energize  our  minds  and  hands,  concentrating  all  our  i 

I  powers  upon  the  most  important  work  before  us.  Thus  | 

I  intensifying  our  mental  and  physical    activity,    we  | 

I  .shall  "make  two  grow  where  one  was,"  well  knowing  | 

I  that  our  individual  and  commercial  crop  of  results  will  | 

1  yield  in  just  proportion  to  persistent  activity.    This  | 

I  power  of  human  energy,  plus  electrical  energy,  the  | 

I  product  of  our  minds  and  brains,  directed  exclusively  | 

I  toward  sound    and   vigorous  construction,  leaves  no  | 

I  room  for  destruction  and  reduces  all  forms  of  resist-  i 

I  ance. 

I  SERVICE 

1  Let  us  resolve  that  the  only  sure  and  sound  con- 

I  struction  of  success  as  an  individual  or  an  institution 

I  depends  upon  the  quality  and  quantity  of  service  ren- 

I  dered.    Quality  shall  always  be  the  first  element  of 

I  our  service  and  quantity  shall  ever  be  the  second  con- 

I  sideration.    Thus  shall  we  establish  in  the  public  mind 

I  not  only  the  reputation  but  the  character  of  serving 

I  best  and  serving  most.   Therefore,  by  serving  well  one 

I  shall  deserve  and  receive  proportionately  an  apprecia- 

I  tion  of  the  responsibility  which  rests  upon  every  in- 

I  dividual  and  group  in  the  electrical  industry  to  ren- 

0  der  to  the  public,  in  the  fullest  way,  the  great  service 

1  which  the  electrical  industry  alone  can  perform  in  de- 
I  creasing  .the  high  cost  of  living,  and  augmenting 
I  human  efficiency  and  comfort.  Here  I  believe  is  a 
I  supreme  purpose  which — like  the  winning  of  the  war 
I  —should  inspire  the  untiring  effort  and  earnest  co- 
1  operation  of  every  electrical  man  everjrwhere  until  the 
i  great  "job"'  of  electrifying  all  industry  and  all  the 
i  processes  of  living  is  accomplished. 
I  — W.  L.  Goodwin  at  the  Electric  Banquet. 
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PROSPEROUS  TOWNS  HELP  PROSPERITY 


By  E.  M.  Trowern,  Secretary  Dominion  Executive  Council,  The  Retail  Merchants  Ass'n  of  Canada 


THERE  are  very  few  people  in  Cauada  who  have 
not  heard  the  argument  used,  that  in  order  to 
pay  our  national  debt  we  must  produce  more 
goods,  whether  they  are  Irom  the  forest,  the  mine,  the 
fiield  or  the  sea.  itie  object  is  to  exchange  these  goods 
tor  other  goods  that  we  require,  but  which  we  cannot 
produce.  The  more  goods,  therefore,  that  Canada  can 
produce  the  richer  she  becomes,  and  the  richer  that 
she  becomes  tlie  better  business  place  it  is  for  those  who 
live  here.  It  the  above  argument  is  sound  for  Canada 
as  a  whole  it  should  also  be  sound  for  any  part  of 
Canada. 

Competition  among  nations  is  the  strongest  incentive 
toward,  progress.  The  Canadian  people  are  proud  of 
Canada  because  of  the  ideals  she  has  set  up,  and  she  is, 
therefore,  proud  of  her  flag  and  proud  of  her  race. 
This  is  the  incentive  for  higher  development.  To  build 
up  Canada  we  must  do  as  all  sane  men  would  do  in 
their  own  private  business;  they  must  build  up  their 
treasury,  and  so  we  must  build  up  the  Canadian  treas- 
ury. Hundreds  of  millions  of  dollars  in  the  treasury  of 
any  foreign  country  are  of  no  use  to  the  Canadian 
Treasury  unless  we  can  get  some  of  it  by  exchanging 
our  products  for  it.  If  the  world  was  one  great  com- 
monwealth and  there  was  only  one  treasury,  we  would 
become  dormant  through  want  of  competition,  and  we 
would  become  lost  through  enormity.  Competition  is 
the  mainspring  that  forces  us  on  toward  higher  ideals. 
This  is  true  in  every  position  in  life.  The  citizens  of 
every  city,  if  they  are  happy  and  contented,  take  a 
pride  in  their  surroundings.  They  want  their  city  to 
be  the  best  in  Canada,  and  they  strive  toward  that  end. 
This  produces  a  healthy  rivalry,  and  so  it  is  with  the 
towns  and  villages  of  Canada. 

Follow  the  argument  a  little  further,  and  competition 
among  the  citizens  for  better  homes  produces  a  variety 
and  style  that  lend  a  charm  to  life,  and  which  could  not 
be  found  where  every  house  was  built  after  the  same 
plan  and  of  the  same  style  of  architecture.  If  legitimate 
competition,  therefore,  is  an  advantageous  incentive 
among  nations,  cities,  towns,  villages  and  individuals, 
it  must  be  encouraged  and  not  destroyed,  providing 
it  receives  no  special  privileges  and  does  not  undertake 
to  take  advantage  of  its  position. 

Wherever  there  is  prosperity  there  is  usually  pro- 
gress. Prosperity  is  not  always  represented  in  dollars 
and  cents.  If  it  were  so  and  all  the  dollars  and  cents 
in  Canada  got  into  the  hands  of  two  people,  no  one 
could  say  that  Canada's  prosperity  was  impaired  if  the 
amount  this  year  remained  the  same  as  last  year,  or 
was  somewhat  greater,  but  if  this  condition  was  pro- 
duced we  would  begin  to  see  evidences  of  lack  of  pros- 
perity all  around  us. 

In  making  a  survey  of  all  the  towns  and  villages 
throughout  Canada,  can  any  one  say  that  they  see  great 
evidences  of  prosperity?  Can  they  see  more  stores  be- 
ing built  or  new  additions  to  old  ones?  Is  there  more 
paint  used  than  formerly  on  the  store  fronts??  Are 
the  stocks  doubling  up  or  keeping  pace  with  the  poi)u- 
lation?  Is  there  a  general  appearance  of  prosperity 
all  around?    Are  there  more  and  better  pavements, 


better  fire  fighting  appliances,  more  contented  civic 
employees,  better  paid  public  school  teachers,  etc?  If 
not,  why  not?  Could  it  be  because  of  the  lack  of  pride 
in  the  town  or  village  ?  Is  the  money  that  is  paid  to  the 
farmers  or  producers  passing  through  the  town  or  vil- 
lage and  circulating  so  that  all  engaged  therein  can 
have  an  opportunity  of  being  rewarded  for  their  ser- 
vices, or  is  the  money  going  direct  to  one  or  two  large 
mail-order  houses  hundreds  of  miles  away,  and  starv- 
ing the  trade  of  the  town? 

Take  the  actual  trade  and  business  out  of  a  town  and 
you  reduce  its  power  to  pay  taxes.  Taxes  can  only  be 
paid  by  those  who  have  money  to  pay  them.  Mendi- 
cants and  beggars  never  pay  taxes.  Every  retail  mer- 
chant who  has  a  store  in  a  town  should  make  it  a  rigid 
rule  to  buy  all  the  things  he  requires  from  his  fellow 
retail  merchants  in  the  town.  If  the  goods  you  want 
are  not  in  stock  leave  your  order  and  encourage  your 
fellow  retail  merchant  to  stock  them.  If  retail  mer- 
chants themselves  patronize  and  encourage  mail-order 
catalogue  houses,  how  can  they  complain  if  others  do 
the  same  thing? 

If  you  Avant  your  town  to  thrive  you  must  keep  your 
money  in  local  circulation.  You  must  constitute  your- 
self a  Town  Booster.  Canada's  continued  prosperity 
depends  upon  her  live  up-to-date  towns.  It  is  far  bet- 
ter to  have  eight  million  happy  and  contented  people 
in  Canada,  all  having  enough  work  to  keep  them  busy 
and  sufficient  salaries  to  enable  them  to  lay  something 
away  for  a  rainy  day,  than  it  is  to  have  thousands  out 
of  employment,  thousands  receiving  starvation  wages, 
thousands  in  the  poor-houses,  and  a  few  living  in 
luxury  and  abundance.  The  more  active,  energetic 
towns  that  we  have  the  more  equitable  will  be  the  dis- 
tribution of  wealth. 

Canada's  future  depends  upon  the  prosperity  of  her 
towns  and  villages.  If  the  towns  and  villages  of  Canada 
decline,  Canada  will  also  decline.  If  you  want  your 
town  to  die,  take  your  money  out  of  circulation  and 
send  it  away  to  a  mail-order  house.  If  you  want  a 
thriving,  up-to-date  place,  where  the  people  love  to 
congregate,  be  a  Town  Booster ;  take  an  interest  in  the 
stores  in  your  town ;  encourage  those  who  keep  clean, 
comfortable  hotels,  where  commercial  travelers  can 
stay  with  comfort  and  obtain  good  meals.  If  you  have 
a  local  paper,  weekly  or  daily,  subscribe  to  it,  and  if 
you  are  a  merchant  or  a  manufacturer  advertise  in  it 
and  see  that  the  proprietor  keeps  everlastingly  boost- 
ing your  town.  If  it  is  Avorth  living  in  it  is  worth 
boosting;  if  it  is  not  worth  living  in  we  would  advise 
you  to  move  out  as  quickly  as  possible  and  give  place 
to  better  men. 


"One  purpose  of  advertising,"  says  the  National 
Vigilance  Committee,  "is  to  sell  goods,  to  be  sure,  but  it 
must  go  further  than  that  before  it  can  pay  as  it  should. 
It  must  also  be  an  influence  toward  the  building  of 
goodAvill,  and  if  an  advertisement  helps  sell  goods  to- 
day on  such  a  basis  as  to  destroy  confidence,  it  is  a 
jioor  advertisement,  whatever  the  volume  of  sales 
created  to-day." 
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I  New  Ideas  for  Furniture  | 
1  Manufacturers  | 

I  Mesquite  as  Furniture  Wood  | 
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Tn  consequence  of  the  efforts  of  the  chamber  of  com- 
merce of  San  Antonio,  Tex.,  says  the  Express  of  that 
city,  to  interest  fni-nitnre  manufacturers  in  the  use  of 
mesquite  wood  for  making  furniture,  a  large  furniture 
factory  of  Chicago,  has  advised  the  chamber  that  it 
is  willing  to  make  the  experiment  if  San  Antonio  will 
provide  a  carload  of  mesquite  wood  for  the  work. 

In  order  to  make  the  test  the  mes(iuite  logs  must  be 
from  6  to  10  feet  in  length  and  8  to  12  inches  in  cir- 
cumference. The  factory  will  pay  all  freight  charges 
from  San  Antonio  to  Chicago,  according  to  the  an- 
nouncement from  the  chamber. 

The  owner  of  the  mesfjuite  timber  will  bear  the  ex- 
pense of  cutting  and  loading  the  logs.  However,  it  is 
pointed  out  that  the  freight  charges  on  a  carload  of 
mesquite  wood  from  San  Anton ia  to  Chicago  will  be  a 
considerable  item  an  addition  to  the  cost  of  experiment- 
ing, both  of  which  will  be  borne  by  the  factory.  The 
first  cost  of  manufacturi)ig  mesquite  furniture  will  be 
very  high,  since  it  is  an  entirely  new  process,  and  many 
tests  must  be  made  before  the  best  oils  and  varnishes 
are  found  for  successful  finishes. 

The  principal  difficulty  that  has  hindered  the  use  of 
mes(juite  wood  in  furniture  manufacture  is  the  r,mall 
size  of  the  logs  which  are  cut  from  mes(iuite  trees.  In 
addition  to  being  small,  many  of  them  are  crooked  or 
twisted. 

However,  the  wood  has  proved  a  highly  successful 
material  in  making  small  articles,  such  as  smoking 
sets,  taborets  and  panpietry.  Finished  me.sf|uite  wood 
possesses  a  texture  of  grain  and  a  natural  color  that  is 
almost  exactly  like  mahogany.  When  given  an  oil  fin- 
ish, or  even  plain  shellac  the  finished  article  would  be 
taken  for  mahogany  by  most  people.  In  view  of  this 
fact,  it  is  thought  that  the  new  wood  will  prove  very 
valuahle,  if  experiments  prove  successful,  for  the  man- 
ufacture of  larger  articles  of  furniture. 

There  are  thoiisands  of  acres  of  mesquite  timber  in 
Texas  which  heretofore  was  considered  valuable  only 
as  fire  wood.  It  is  thought  that  considerable  interest 
will  be  taken  in  the  new  project  by  large  landowners. 


RUBBER  FURNITURE  NEXT. 

"At  a  not  far  distant  date  we  will  be  making  furni- 
ture out  of  rubber,"  said  Professor  F.  E.  Lloyd,  head 
of  the  botanical  department  of  McGill  University. 
Montreal  in  a  lecture  on  "The  Cultivation 
and  Preparation  of  Rubber  in  the  Far  East,"  under  the 
auspices  of  the  Royal  Canadian  Institute.  Toronto,  a 
fortnight  ago. 

As  an  indication  of  the  increasingly  wide  use  of  India 
rubber,  he  stated  that  an  official  of  a  large  rubber 
firm  in  Montreal  told  him  recently  that  the  company 
had  used  6,700.000  i)ounds  of  rubber  last  year.  Pro- 
fessor Lloyd  has  made  an  exhaustive  study  of  rubber 
production  in  Java  and  the  Malay  Peninsula.  His  lec- 
ture was  illustrated  with  lantern  slides  showing  plant- 
ations in  the  Malay  States,  and  the  various  methods  of 
tapping  tree.s. 

The  speaker  stated  lluit  Ihc  rubber  industry  .was 
practically  in  its  infancy,  and  nredicted  tluit  its  de- 
velopment Avould  be  rajjid  and  successful. 


Teams  are  busy  at  present  hauling  lumber  for  the 
big  new  factory  at  Preston,  Ont.,  for  the  Preston  Fur- 
niture Co.  The  lumber  is  being  piled  on  the  opposite 
side  of  the  street  of  the  factory  site.  When  completed 
the  new  factory  will  be  quite  a  big  addition  to  the  pres- 
ent plant. 


SERBIA  RETURNS  TO  RUG  MAKING. 

Once  more  Serbians  are  taking  up  the  making  of 
rugs  and  tapestries,  which  Avas  one  of  the  principal 
occupations  before  the  war.  Serbian  rugs  have  ever 
been  noted  for  the  richness  of  their  color  and  design  as 
well  as  the  durability  of  their  dyes.  Though  the 
country  has  suffered  much  from  its  seven  years  of  war- 
fare and  pillage,  the  knowledge  of  weaving  and  dying 
has  been  carefully  preserved. 

Serbian  women  have  organized  a  school  of  weaving 
and  here  they  work  almost  entirely  at  hand  looms. 
Red  Cross  workers  who  by  feeding  and  clothing  the 
suffering  population  helped  them  to  re-establish  their 
normal  occupations,  are  bringing  back  samples  of  rugs 
and  tapestries  to  this  country.  In  making  a  market  for 
the  Serbian  wares  the  Red  Cros.s  Commission  is  fulfill- 
ing its  object,  which  includes  not  only  the  performance 
of  relief  work,  but  the  establishment  of  means  whereby 
future  relief  will  be  unnecessary. 


GETTING  AT  THE  NET  PROFIT 

Do  you  charge  up  rental  for  all  the  real  estate  that 
you  own  and  use  in  your  business,  just  the  same  as  you 
would  if  it  were  occupied  by  some  other  person? 

Do  you  charge  up  to  your  business,  a  salary  for  your 
own  services  equal  to  what  you  Avould  have  to  pay  any- 
one else  for  doing  the  same  work? 

Do  you  charge  up  a  salary  for  any  member  of  your 
family — wife,  daughter,  or  son,  for  instance,  who  may 
assist  you  at  times  in  conducting  your  business? 

Do  you  charge  up  at  the  beginning  of  your  business 
j^ear,  interest  on  the  amount  of  your  total  investment, 
excepting  of  course  your  real  estate? 

Do  you  charge  up  for  depreciation  on  your  fixtures, 
buildings,  general  equipment,  in  fact  anything  used  in 
your  business  that  may  suffer  from  wear  and  tear? 

Do  you  charge  up  for  taxes,  insurance,  water,  light, 
fuel,  delivery,  postage,  stationery,  telegrams,  tele- 
phones and  collection  expenses? 

Do  you  charge  up  for  all  donations,  allowances,  bad 
debts,  stolen  merchandise  and  merchandise  not  paid  for? 

After  you  have  found  the  total  of  all  the  foregoing 
items  make  sure  you  are  right  by  proving  the  figures 
with  your  books.  The  result,  if  correct,  will  be  your 
total  operating  expenses  for  the  year.  Then  divide  this 
amount  by  the  total  of  your  annual  sales  and  you  will 
have  the  per  cent,  that  it  cost  you  to  operate  yoxir  busi- 
ness. If  you  take  this  percentage  and  subtract  it  from 
the  price  of  any  article  you  have  sold,  and  then  subtract 
from  the  remainder  what  the  article  cost  (meaning  of 
course  the  invoice  price  plus  the  freight),  the  result  will 
be  your  net  profit  or  loss  on  the  sale. 


TAPESTRIES  SCARCE  TN  ENGLAND. 

G.  H.  Hardcastle.  furniture  dealer,  Chatham.  Ont., 
has  just  returned  from  a  ten -weeks'  pleasure  trip  to 
England.  He  stated  to  C-madian  Furniture  World 
that  he  found  prices  over  there  in  a  worse  condition 
than  here,  and  that  it  is  practically  impossible  to  get 
auv  furnituT'e  in  p'^riod  designs,  or  anv  tapestries  at 
all". 
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No.  167— Italian  Buffet— American  Burl  Walnut 


increasing 
demand  for 
North  American 
Furniture  during 
the  past  season  is 
a  gratifying  proof 
that  the  Canadian 
public  appreciate 
good  furniture, and 
strengthens  our 
determination  to 
produce  nothing 
but  the  best. 


The  North  American  Furniture  Co.,  Limited 

OWEN  SOUND        -  CANADA 


Correctly  designed  chairs  of 
pleasing  appearance  are  made 
in  our  factory  by  skilled  work- 
men using  the  best  materials 
available. 


DINING  CHAIRS,  BED  ROOM 
CHAIRS,  LIVING  ROOM 
CHAIRS,  OFFICE  CHAIRS, 
SPECIAL  CHAIRS  OF  ALL 
KINDS. 


No.  822— Windsor  Chair 
Walnut  Finish  on  Birch 


The  Owen  Sound  Chair  Company,  Limited 

OWEN  SOUND         -  CANADA 
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^  Bent  Wood  Chairs  made  by  The  North  American 
Bent  Chair  Company  are  Hght,  durable,  and  well 
finished.  They  are  extremely  neat  in  appearance, 
and  above  all  are  so  thoroughly  built  that  they  will 
stand  up  under  rough  usage. 

^  Then,  they  are  a  particularly  comfortable  chair  that 
"fits  in"  in  the  office,  the  home,  and  the  public 
building. 

^  Bent  Wood  Chairs  are  proba  bly  one  of  the  most 
profitable  lines  placed  before  the  public  to-day — both 
for  the  dealer  and  the  consumer.  For  the  dealer 
there  is  a  nice  margin  of  profit,  and  for  the  consumer 
a  long  period  of  satisfactory  service. 

^  These  chairs,  made  of  bent  wood,  by  the  most  expert 
workmen  in  the  North  American  factory,  have  be- 
come so  well  known  the  world  over  that  there  is  an 
enormous  demand  for  them. 


^  North  American  Bent  Wood  Chairs  have  outstand- 
ing merit  because  of  our  many  years  experience  in 
making  this  line  of  merchandise. 

Why  not  place  your  order  to-day? 


THE  NORTH  AMERICAN  BENT  CHAIR 

COMPANY.  LIMITED 

OWEN  SOUND      -      -      -  ONTARIO 
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The  Need  of  Knowing  Your  Business 


For  the 
Furniture  dealer's 
office 


That  the  percentage  of  merchants  who  know  how 
to  correctly  figure  profits  is  very  small,  was  the 
outstanding  statement  of  P.  W.  Stewart,  president  of 
the  Montreal  Publicity  As.sociation. 

Many  figure  on  the  invoice  price.  This  is  a 
verj^  dangerous  mistake,  as  it  frequently  lands  the 
merchant  in  the  hands  of  a  liquidator.  This  is  detri- 
mental to  other  merchants  because  of  the  bankrupt 
stocks  thrown  on  the  market  in  competition  with  them. 

As  a  remedy  he  suggested  that  jobbers  should  make 
sure  before  selling  or  giving  credit,  that  the  merchant 
who  was  purchasing  was  qualified  in  his  particular  line 
of  business. 

Should  be  Qualified 

"If  the  Retail  Merchants'  Association  and  tlie  Board 
of  Trade  would  get  together  and  discuss  plans  to  make 
it  necessary  for  any  man  to  be  qualified  before  any 
reputable  firai  would  sell  him  goods,  a  great  many 
failures  would  be  eliminated,"  he  said.  "I  am  of  the 
opinion  that  that  will  soon  be  done." 

Mr.  Stewart  told  of  one  man  who  added  fifty  cents 
to  the  cost  price  of  each  pair  of  shoes  he  sold,  regard- 
less of  whether  the  cost  was  $2,  $3  or  $4,  and  believed 
he  was  making  fifty  per  cent,  on  his  sales.  Another 
young  man  starting  in  business  for  himiself  had  sold 
three  suits  for  $30  each  and  the  first  week  he  was  in 
business,  and  thought  he  had  made  $90. 

Bigger  Percentage 

"Remember  that  331,4  per  cent  on  invoice  price  is  only 
about  25  per  cent,  on  selling  price,"  said  Mr.  Stewart. 
Very  few  merchants  who  owned  their  own  stores 
charged  anything  for  rent,  or  for  their  own  salary,  was 
another  point  he  made.  Both  these  items  should  be 
charged  up  as  expenses,  he  said. 

"Don't  forget  that  profits  must  come  out  of  the 
money  you  take  in,"  he  continued.  "Therefore,  if 
profit  is  to  come  out  of  selling  price  it  must  be  figured 
on  that." 

He  advised  that  every  store  be  departmentalized. 
"In  that  way  you  will  know  from  day  to  day  what  you 
are  making  or  losing.  You  will  also  know  Avhat  clerks 
are  making  money  and  which  are  losing.  Keeping 
books  is  necessary  to  know  what  progress  your  busi- 
ness is  making  and  what  profits  you  are  making." 

He  further  added  that  in  times  such  as  the  present, 
when  merchants  made  more  money  than  usual,  thej'^ 
should  put  it  away  where  it  would  be  available  when 
conditions  change  again.  "Don't  buy  an  automobile 
just  because  you  are  making  a  little  more  money  than 
usual,"  he  stated. 


TAKING  YOUR  DISCOUNTS. 

Money  can  often  bo  made  by  borrowing — that  is,  if 
a  man  is  known  to  be  one  who  toes  the  line.  That  is, 
borrow  money  from  the  man  who  is  in  that  business — 
th?  banker — and  make  mone.y  by  discounting  bills  of 
the  jobber.  All  .vou  have  to  do  is  to  buy  enough  goods 
and  take  your  little  1  per  cent,  or  2  per  cent,  discount, 
and  your  ])rofit  is  made.  Of  course,  it  is  necessary  to 
sell  the  goods  that  have  been  bought. 


Suppose  a  $500  bill  of  goods  carries  the  terms  of  2 
per  cent.,  ten  days ;  net  thirty  days.  If  it  is  paid  in  ten 
days  the  buyer  deducts  $10.  If  he  pays  it  in  thirty 
days  he  is  actually  paying  $10  for  the  use  of  $500  foV 
twenty  days ;  a  rate  of  36  per  cent,  a  year. 

Money  can  be  borrowed  at  a  rate  of  6  to  8  per  cent. : 
call  it  8.  It  means  that  $500  could  be  borrowed  for 
twenty  days  for  $2.22.  Net  saving  by  taking  the  dis- 
count, $7.78. 

If  the  store  buys  $30,000  worth  of  merchandise  dur- 
ing tke  year,  or  sixty  times  the  $500  bill,  it  gives  an 
added  net  profit  of  nearly  $500. 


SOME  TIMELY  SAYINGS. 

The  time  to  advertise  for  to-morrow's  business  is  to- 
day.   To  wait  till  to-morroAv  is  to  be  too  late. 

Wishing  for  it  never  yet  brought  a  store  any  increase 
in  business.   Put  a  good  big  push  behind  the  wish. 

Your  repi^tation  in  business  is  based  on  what  you 
have  already  done,  not  on  what  you  boast  you  are  go- 
ing to  do. 

The  successful  operation  of  a  store  is  dependent  upon 
the  successful  co-operation  of  the  employees  who  work 
there. 

If  you  are  giving  your  customers  no  better  service 
now  than  you  gave  them  a  year  ago  you  are  falling 
behind  the  procession. 

Don't  worry  about  what  you  will  do  when  you  have 
secured  all  the  business  in  sigkt  in  your  line.  That 
day  will  never  come. 

Talk  aboiit  luck  in  business !  If  you  want  luck  be 
cheerful  and  energetic  and  do  lots  of  advertising.  You 
can  make  luck. 

No  matter  how  much  you  know  about  your  business 
pretty  nearly  every  customer  can  tell  you  something 
about  it  that  you  don't  know. 

There  have  been  a  good  many  businesses  that  have 
proven  failures  just  because  the  man  at  the  head  did 
not  grow  as  fast  as  the  business. 

If  you  find  your  store  dropping  into  a  class  below 
where  you  think  it  belongs  you  may  'be  sure  the  fault 
lies  at  the  top  of  the  managing  force. 

If  your  big  interest  in  life  is  something  outside  of 
your  business  you  may  succeed  in  that  side  line,  but  you 
will  be  pretty  much  of  a  failure  in  your  business. 

Retail  store  success  is  built  upon  ideas.  If  you 
haven't  enough  ideas  of  your  own  to  build  successfully 
hunt  up  other  men's  ideas  wherever  you  can  find  them. 

Don  't  underrate  your  most  insignificant  competitor. 
Every  competitor  you  have  is  doing  some  business  and 
has  some  customers  who  might  be  buying  from  you. 

^'IIIIIIMIIIIMIIIIMIIIIIIMIIIIIIIMIIIMIIMMIIIIMIIIIIIIMIMMIIMMIIlillllllllMIIMIMIIIIIIIIIIIIIIIIIIIIIIIIMIIIIMIIIIIIIIIIIIIM 

I  A      DISEMBODIED  spirit  knocks  timidly  at  the  | 

I  J-^  pearly  gates.    He  was  immediately  confronted  1 

I  by  Peter,  who  Questioned  him  about  his  life  on  | 

I  earth.    Finally  he  asked:   "And  did  you  subscribe  i 

I  regularly  to  your  trade  paper.'  | 

i  "No,  not  always." 
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I        OPPORTUNITY  I 

I  By  NAPOLEON  HILL.  | 
TiiJiiiilllllllltliiJ  IJIIMIIIIIIII  Mini  iiiijiiiilliillllllllili  iillilliill  I  iiiiiiiiiiiiiiiiiiiiiiiiii  iMiiiiniiiiiP 

A LITTLE  old  stoop-sbonldered  woman  walked  into 
one  of  Pittsburgh's  department  stores  one  rainy 
day  and  wandered  up  and  down  the  aisles.  She 
did  not  look  like  "ready  money,"  therefore  the  clerks 
"didn't  see"  hei-,  none  except  one  of  them. 

This  young  man.  was  not  one  of  the  "regular"  clerks. 
He  had  only  been  with  the  store  a  few  days,  therefore 
he  hadn't  "wised"  up  yet.  He  stepped  up  to  the  old 
lady,  helped  her  with  her  purchase,  escorted  her  to  the 
door  and  raised  her  umbrella  for  her. 
As  she  left  she  asked  for  his  card  I 
Later  an  order  came  to  that  store  for  furnishings  for 
one  of  the  finest  mansions  in  the  world.  With  the  or- 
der came  the  request  that  this  same  young  man  may  be 
sent  to  oversee  the  installation  of  the  furnishings.  The 
manager  of  the  store  protested  that  the  young  man 
was  inexperienced  :  that  the  store  had  more  experienc- 
ed )non ;  but  the  customer  insisted  that  this  young  man 
was  the  one  she  wanted  to  oversee  the  work. 

The  customer  Avho  placed  that  order  and  requested 
the  services  of  that  young  man,  was  Mrs.  Andrew  Car- 
negie;  none  other  than  the  little  old  woman  whom  this 
young  man  had  shown  unusual  courtesy  while  all  the 
othei'  '^lerks  were  "looking  the  other  direction." 

Opportunity  knocked  at  that  young  man's  door  and 
found  him  in  ! 

Opportunity  never  comes  in  silks  and  satins,  nor  sel- 
dom is  it  heralded  with  the  blowing  of  horns  or  led  by 
a  brass  band.  It  usually  sneaks  up  to  us  when  we  are 
not  expecting  it. 

Opportunity  stands  at  our  side  from  morning  until 
night.  Every  time  a  little  old  lady  comes  along  near 
us  opportunity  comes  with  her — opportunity  to  at  least 
be  courteous  and  receive  happiness  for  our  et¥orts. 
Every  time  there  is  work  to  be  done  which  no  one  else 
wants  to  do,  opportunity  beckons  us  to  step  up  and 
embrace  her,  because  it  is  here  that  the  first  step  to- 
ward leadership  is  taken. 

The  poet  who  wrote  in  his  verse  that  opportunity 
knocks  but  once,  did  the  world  a  tremendous  damage 

Every  time  a  person  does  you  an  injustice  you  are 
face  to  face  with  opportunity — a  glorious  opportunity 
to  prove  to  yourself  and  the  world  how  big  you  are  by 
applying  the  Golden  Rule,  forgiving  and  forgetting. 

Every  time  you  have  a  chance  to  get  the  better  of 
your  fellowman  in  a  business  deal  you  are  face  to  face 
with  opportunity — opportvinity  to  increase  your  own 
self-respect  and  gain  the  confidence  of  your  fellowmen 
by  doing  the  unusual  thing  by  not  taking  advantage 
of  that  chance. 

It  makes  no  difference  what  may  be  your  calling  in 
life,  or  how  lowly  the  work  you  are  doing  at  present, 
you  have  a  glorious  opportunity  to  raise  yourself  into 
more  important  and  more  profitable  work  by  the  simple 
process  of  performing  more  service  and  better  service 
than  you  are  actually  paid  to  perform. 

You  know  where  your  neighbor  keeps  his  family 
skeleton.  You  could  drag  it  out  and  humiliate  him. 
What  a  wonderful  opportunity  stands  at  your  side  every 
moment  and  bids  you  be  big  enough  and  great  enough 
to  let  that  skeleton  remain  undisturbed. 

Your  competitor  "knocks"  you  and  tries  to  take 
away  business  that  you  are  entitled  to.   What  a  splen- 


did opportunit,y  you  have  to  remain  .silent  and  permit 
him  to  defeat  himself  with  his  own  weapon. 

The  Avorld  says  mean  things  about  you.  What  a  won- 
derful opportunity  you  have  to  prove  the  world  a  liar 
by  your  good  conduct,  your  kindness  toward  your 
neighbors,  your  fair  dealings  in  business,  your  splen- 
did example  of  forgiving  and  forgetting. 

Opportunity  is  always  and  everywhere  beckoning  to 
you  to  embrace  her.  When  you  are  alone  she  stanas 
by  your  side  and  bids  you  impress  upon  your  own  heart 
and  mind,  through  the  principle  of  auto-suggestion, 
that  you  are  an  honorable,  sympathetic,  just,  kind,  pro- 
gressive citizen,  and,  that  you  are  enjoying  happiness 
by  helping  j'our  fellowmen  find  it. 

What  greater  opportunity  than  this  could  one  want* 


PLATE  GLASS  INSURANCE. 

Your  plate  glass  windows  look  solid  and  safe  enough, 
but  one  never  knows  when  the  unexpected  may  hap- 
pen. Heavy  winds  are  liable  to  occur  at  am'  time  and 
you  have  no  control  over  motor  cars  that  may  run 
amuck.  Are  you  insured  against  loss  in  ease  of  dam- 
age '? 

"But  it  costs  money  to  carry  insurance,"  replies  the 
merchant.  It  also  costs  money  to  replace  plate  glass 
windows  these  days.  Have  you  bought  one  recently? 


PROFITS  ARE  OF  TWO  DIMENSIONS 

Profits  may  be  likened  to  a  piece  of  land.  If  a  man 
tells  you  he  has  a  piece  of  land  200  feet  long,  you  don't 
know  how  much  he  really  has  until  he  tells  you  how 
wide  it  is. 

In  the  same  way  if  you  say  you  are  making  a  profit 
of  22  per  cent,  it  realy  means  nothing  unless  you  arc 
making  that  profit  so  many  times  a  year.  In  short,  you 
have  to  sell  the  volume  of  goods. 

Turnover  is  the  thing  in  business  to-day,  but  of 
course,  profits  have  to  be  maintained.  It  is  the  number 
of  turnovers  you  get  on  your  investment,  and  on  your 
present  overhead  that  counts. 


DEALER'S  MOVIE  DAY. 

A  good  advertising  stunt  which  pays  its  OAvn  way 
through  direct  sales  is  to  have  your  own  movie  day 
at  one  of  your  local  picture  houses.  Take  over  the 
house  for  the  day  (preferably  some  dull  week  day 
when  the  owner  will  charge  less  for  it)  and  charge  the 
cost  to  advertising.  Then  advertise  that  a  certain  day 
next  week  will  be  your  store's  day,  and  that  tickets 
for  admission  will  be  given  with  each  purchase  of  $1.00 
(or  any  other  amount). 

The  day  wants  to  be  advertised  heavily,  and  be  sure 
that  the  theatre  gives  you  a  good  pietui-e.  It  Avill  bring 
you  many  sales  from  ncAV  customers. 


HAVE  SYSTEM  IN  YOUR  ADVERTISING 

That  system  is  an  essential  to  the  healthy  life  of  busi- 
ness,, is  a  proved  fact.  Advertising  should  be  done  in  a 
systematic  manner.  Delving  into  advertising  bv  chance 
01-  when  a  profitable  vein  comes  on  renders  the  effort 
spent  almost  worthless.  Like  the  proverbial  raindrops 
on  the  stone,  ;i  meager  but  persistent  policy  of  advertis- 
ing is  more  -effective  than  a  tew.  straggling  bursts  of 
pnthusiastic  advertising  and  an  abrupt  stoppage  be- 
-■au.«e  of  no  immediate  results. 
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ARITHMETIC  APPLIED  to  FURNITURE  STORE 

By  Frank  Farrington 


HOW  do  you  know  how  much  to  charge  for  a  chif- 
fonier? Do  you  make  the  price  on  the  basis  of  all 
the  ti-afific  will  bear,  or  does  competition  fix  it  for 
you?  Or  do  you  sit  down  and  figure  out  what  it  costs 
you  to  sell  the  goods,  and  then  add  that  cost  to  the 
wholesale  price  of  the  chitfonier,  with  an  extra  allow- 
ance for  the  net  profit  you  expect  to  get? 

There  are  plenty  of  furniture  dealers  who  do  not 
know  what  it  costs  them  to  do  business,  and  there  are 
some  who  do  not  know  how  to  find  what  their  per- 
centage cost  of  doing  business  is.  To  get  your  per- 
centage expenses  you  divide  the  total  expenses  by  the 
total  sales. 

If  .you  are  doing  a  business  of  $20,000  a  year  and 
j'our  aggregate  expenses  come  to  $4,000,  your  percent- 
age of  expense  is  20  per  cent.  That  figure  of  itself  will 
not  tell  you  how  much  to  mark  up  the  chiffonier,  be- 
cause that  percentage  is  based  on  the  retail  selling  price 
which  you  are  trying  to  find. 

You  must  know  what  percentage  of  j'our  cost  of 
goods  your  expenses  are  if  you  are  to  know  how  much 
to  add  to  the  cost  to  cover  those  expenses.  If  you  have 
found  as  above  that  your  cost  of  doing  business  is  20 
per  cent,  of  your  gross  sales,  that  means  that  they  are 
a  fifth  of  that  sum.  To  find  out  what  that  would  be 
if  estimated  as  a  percentage  of  cost  of  goods  instead  of 
selling  price,  subtract  a  fifth  of  the  sales  from  the  sales 
and  divide  that  fifth  by  the  remaining  four-fifths. 
Then  you  find  that  yoiir  expenses  are  25  per  een^  of 
the  cost  of  the  goods  sold.  This  is  without  taking  into 
consideration  the  net  profit  you  want  to  make.  If  that 
is  ten  per  cent,  of  your  sales,  .that  sum  should  be  added 
to  the  amount  of  expense  before  estimating  yonr  oer- 
centages,  and  then  your  net  profit  will  be  included  in 
your  expense  percentage. 

If  a  bed  costs  you  $40  and  you  have  to  add  to  that 
25  per  cent,  for  the  cost  of  doing  business,  that  means 
making  the  selling  price  $50.  To  that  sum  you  must 
add  the  desired  net  profit.  Suppose  yonr  total  ex- 
p-'nses  amount  to  20  per  cent,  of  your  total  sales  Add 
10  per  cent,  for  net  profit,  making  80  per  cent,  of  the 
sales  will  be  found  to  be  approximately  43  per  cent,  of 
the  cost  of  the  goods.  Then,  to  the  $40  the  bed  cost 
you  must  add  43  per  cent,  of  that  $40,  which  will  put 
the  retail  price  up  to  $57.20  to  cover  expenses  and  net 
return.  If  you  sell  for  less,  you  will  have  to  make  up 
the  shortage  on  some  other  items  or  your  expected 
total  net  return  for  the  year  will  be  short. 

These  figures  are  given  only  to  enable  you  to  see 
how  the  pei'centage  matter  is  to  be  handled,  and  are 
not  intended  to  be  representative  of  the  percentages 
you  should  adopt.  That  must  be  governed  by  your 
own  iudgment. 

It  is  simple  enough  to  subtract  the  cost  of  an  item 
from  the  selling  price,  and  thus  get  what  might  be 
called  the  gross  profit;  and  you  can  divide  that  gross 
profit  by  the  selline'  pi'iee.  and  you  will  have  a  percent- 
age. But  that  information  is  not  sufficiently  accurate 
to  be  very  valuable. 

Know  Cost  of  Goods  for  Year 

In  order  to  have  a  reliable  fis'ure  representing  tlie 
percentage  expense  of  the  whole  business,  you  must 


know  the  cose  of  the  goods  sold  in  the  year.  To  get 
this  latter  figure,  take  the  total  purchases  from  the  in- 
voices for  the  period.  If  the  inventory  at  the  end  of 
the  year  is  larger  than  at  the  beginning,  subtract  the 
difference  in  inventory  from  the  total  obtained  from 
the  invoices.  This  is  because  the  larger  inventory 
means  that  some  of  the  goods  bought  have  been  sold, 
but  are  in  stock.  If  the  inventory  is  less  than  at  the 
beginning  of  the  year,  for  the  same  reasons,  add  the 
difference  to  the  totals  of  the  invoices,  because  goods 
have  been  sold  from  stock  in  addition  to  what  were 
bought  during  the  period. 

In  this  way  you  get  the  cost  of  the  actual  goods  sold. 
With  this  as  a  basis  you  can  get  the  real  gross  profit 
for  the  year  by  subtracting  the  above  cost  of  goods 
from  the  total  receipts,  making  proper  allowance,  of 
course,  for  differences  in  the  store's  book  accounts. 
Add  your  cost  of  goods  sold  to  your  aggregate  expenses 
and  subtract  from  the  gross  receipts,  and  you  have  a 
figure  that  should  represent  your  net  return.  If  the 
expenses  and  the  cost  of  goods  together  amount  to  more 
than  your  gross  receipts,  then  you  have  a  net  loss  for 
the  year. 

You  want  to  be  able  to  determine  what  your  gross 
profit  percentage  of  the  cost  of  goods  is  when  you  are 
working  from  selling  price  figures.  Find  the  actual 
amount  of  the  gross  profit,  either  by  taking  the  cost  of 
the  goods  from  the  receipts  or  by  multiplying  the  gross 
sales  by  the  gross  profit  percentage.  Subtract  this  ac- 
tual gross  profit  from  the  total  sales,  and  then  divide 
the  actual  amount  of  gross  profit  by  the  remainder 
thus  secured. 

For  example:  Your  sales  are  $12,000.  You  have 
found  your  gross  profit  percentage  to  be  33  1-3  per 
cent.  A  third  of  $12,000  is  $4,000.  Subtract  the  $4  000 
from  the  $12,000  and  you  have  $8,000,  rou9:lily  com- 
puted to  be  the  cost  of  the  goods  sold.  Divide  the  $4,- 
000  by  the  $8,000,  and  you  get  50.  per  cent  as  a  result, 
which  shows  you  that  your  33  1-3  per  cent,  on  the 
gross  sales  is  equal  to  50  per  cent,  on  the  cost  of  the 
goods  sold.  If  these  figures  are  to  be  accurate  and  re- 
liable, the  cost  of  the  goods  must  be  estimated  with  due 
regard  to  the  inventories  of  the  beginning  and  end  of 
the  period.  The  inventory  is  the  foundation  of  all  ac- 
curate figures,  and  without  it  you  cannot  get  anywhere. 

If  you  are  going  to  use  the  figures  of  your  business 
for  comparative  purposes,  comparing  one  year's  busi- 
ness with  another,  or  your  own  business  with  that  of 
some  other  dealer,  it  is  necessary  to  use  the  same  basis 
all  through.  That  is  to  say,  all  percentages  should  be 
bcised  on  the  same  set  of  figui'cs.  To  compare  percent- 
ages based  on  selling  price  with  percentages  based  on 
cost  prices  would  be  futile. 

The  proper  way  to  fisriire  the  cost  of  doing  business 
rnd  other  percentaa'cs  is  unon  the  selling  nriee.  Tha^' 
is  the  customai-y  wav  and  the  wav  usu'illv  followed 
unless  stated  to  the  eontrarv.  When  a  man  savs  h's 
expenses  are  25  per  cent,  he  does  not  mean  25  ner  cent, 
of  the  cost  of  the  .<roods.  He  takes  it  for  granted  that 
you  uiulerstand.  as  he  does,  that  selling  prices  are 
meant. 

In  estimatino'  vour  cost  of  doing  business  you  should 
include,  in  addition  to  other  expenses,  the  salary  of  the 
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proprietor,  with  allowance  for  work  done  by  other 
members  of  the  family,  aiul  if  you  own  your  own  build- 
ing, don't  fail  to  include  a  proper  charge  for  rental. 
OtherA\'ise  you  are  not  getting  the  return  you  ought  to 
get  on  your  real  estate  investment.  It  is  not  enough  to 
include  merelj^  the  building  costs,  such  as  taxes,  ve- 
pairs,  insurance,  etc.  You  are  entitled  to  an  actual 
profit — to  a  return  on  your  investment — equal  at  least 
to  what  the  money  would  bring  in  a  savings  bank. 

Store  accounting  seems  to  have  something  aljout  it 
that  frightens  most  furniture  dealers.  They  hate  to 
dig  into  their  business  figures  for  fear  of  what  they 
may  discover — and  that  is  just  like  being  afraid  to  have 
the  doctor  look  you  over  for  fear  he  may  find  there  is 
something-  the  matter  with  you,  or  like  refusing  to  have 
your  automobile  engine  inspected  for  fear  something 
may  be  found  Avrong  about  it ! 

You  need  to  know  what  you  have  done  during  the 
year  of  business  in  order  to  know  how  and  whether 
to  continue.  You  ought  to  be  able  to  figure  each  de- 
partment separately,  so  you  can  tell  whether  you  have 
departments  that  are  not  paying  any  profit.  The 
modern  farmer  keejjs  track  of  the  output  of  each  cow 
in  his  dairy,  and  when  he  finds  one  that  is  only  a 
"boarder,"  he  gets  rid  of  her.  You  don't  want  to  carry 
along  "boarder"  dei^artments.  You  ought  to  be  as 
good  a  business  man  as  the  farmer. 

Keeping  Accurate  Track  of  Business. 

You  may  be  satisfied  to  go  along  without  keeping 
any  accurate  track  of  your  business.  You  may  be 
making  a  living,  and  perhaps  increasing  your  stock. 
You  may  be  morally  certain  that  you  are  getting  ahead, 
and  you  may  have  enough  money  most  of  the  time. 
Rut  moral  certainties  will  cut  very  little  ice  if  you 
want  to  sell  your  business.  As  for  settling  with  an 
insurance  company  on  the  "moral  certainty"  basis, 
you  will  find  absolutely  nothing  doing  there.  Only 
actual  figures  count  in  such  eases — ^figures  based  upon 
inventories,  invoices  and  sales  sheets. 

The  buyer  of  your  business  is  going  to  insist  upon 
seeing  just  what  you  have  done  and  how — unless  you 
catch  a  sucker.  He  will  want  to  see  your  bank  book, 
your  cheque  stubs,  your  expense  ledger,  your  invoices. 
The  fact  that  you  have  laid  up  some  money  as  you  went 
along  will  mean  nothing  unless  you  can  show  that 
money  from  your  business.  You  think  you  do  not  and 
will  not  want  to  sell  out.  Let  us  hope  you  are  right, 
but  men  with  as  long  expectation  of  life  as  you  and 
with  good  health  have  broken  down  unexpectedly,  or 
have  met  with  accident  and  have  had  to  sell  out  against 
their  wishes.  It  is  only  a  sort  of  accident  policy  to 
keep  your  business  in  such  shape  that  it  would  sell  to 
advantage. 

In  figuring  your  expenses  and  in  taking  your  in- 
ventories, don't  forget  depreciation  on  property,  ecpiip- 
ment,  fixtures,  apparatus  and  goods.  If  you  neglect 
such  things  as  these  along  with  the  neglect  to  include 
proper  figures  for  family  salaries  and  rental  of  your 
own  building,  you  may  deceive  yourself  but  you  will 
not  fool  your  hank  account  or  your  banker. 

Of  course  the  store  must  pay  you  a  net  return  above 
the  salary  it  allows  you,  and  a  fair  interest  on  the 
money  invested;  or  else  you  might  a  good  deal  bet- 
ter be  working  for  someone  else  for  that  salary,  letting 
the  other  fellow  take  the  risks  and  carry  the  respons- 
ibilities and  experience  the  worries.  Your  money 
brings  a  certain  net  income  anvway  if  securely  invest- 
ed. 

Inspect  your  stock  frequently  and  carefully  for  de- 


preciation, and  the  moment  you  find  any  over  stock 
?ceumulating  or  any  items  depreciating,  make  them  sell 
without  waiting  to  take  a  bigger  lo.ss  on  them.  If  you 
keep  all  depreciations  written  up  to  the  last  minute 
you  avoid  taking  a  bigger  loss  in  a  lump  sometime  later. 
You  will  save  yourself  some  unpleasant  surprises.- 

A  delivery  truck  might  look  as  sound  to-day  as  it 
did  a  year  ago  and  no  signs  of  wearing  out  appear, 
but  you  know  mighty  well  that  there  should  be  some- 
thing written  ofi'  for  depreciation.  You  know  what 
would  happen  if  you  were  to  try  to  sell  it  for  what  it 
cost  It  is  the  same  with  other  equipment,  display  fix- 
tures, cash  register,  etc.  Try  valuing  these  things  as 
new  in  getting  your  estimate  past  the  insurance  man. 
No  matter  how  little  depreciation  is  apparent  in  such 
thiiigs,  you  ought  to  write  off  a  liberal  allowance. 

When  it  comes  to  borrowing  money  at  the  bank, 
the  modern  banker  wmU  insist  upon  knowing  what 
your  business  is  doing.  If  you  have  little  or  no  obvious 
assets,  the  banker  is  sure  to  want  to  know  all  about  the 
figures  of  your  business;  both  percentages  and  actual 
amounts.  If  you  have  large  assets,  he  still  wants  to 
know  that  they  are  all  they  are  represented  to  be.  The 
banker  is  not  going  to  take  any  chances  on  a  business 
that  is  managed  by  guess.  He  insists  upon  being 
shown. 

You  cannot  know  what  you  are  doing  unless  you 
have  the  business  figures  down  in  black  and  white,  and 
you  cannot  show  anyone  else  what  yoi;  are  doing  unless 
you  have  the  figures  right  there. 

Bankers,  prospective  purchasers  of  the  store,  in.sur- 
ance  men,  and,  in  the  end,  the  executors  of  your  estate, 
perhaps  your  wife,  all  want  figures.  The  actual  stand- 
ing you  hold  in  the  business  world  is  ba.sed  not  on  what 
you  think  you  have  been  doing,  but  on  what  you  have 
actually  done  and  can  prove  by  figures. 

'Cut  out  the  guesswork  and  get  down  to  arithmetic. 
You  may  get  your  own  eyes  opened.  Your  business 
figures,  if  not  already  familiar,  will  be  pretty  certain 
to  contain  some  surprises  for  you. 


MERSEREAU  CO.  MAKING  "WAY"  SAGLESS 
SPRING. 

Announcement  has  been  made  that  the  Canadian 
rights  and  ownership  of  the  Way  Sagless  Spring  has 
passed  into  Canadian  hands.  The  Parkhill  Bedding, 
Ltd.,  of  Winnipeg,  have  secured  the  rights  for  the 
Western  Provinces ;  the  Canadian  Mersereau  Co.,  Ltd.. 
of  Toronto,  become  sole  owners  of  the  Wav  Sagl"ss 
trade-marks,  name  and  rights  for  Eastern  Canada,  and 
have  already  hegun  addition  to  their  present  factory 
for  the  manufacture  of  this  spring. 

The  capital  of  the  Mersereau  Co.  has  been  increased 
to  provide  for  an  aggressive  policy  for  marketing  and 
distributins-  this  product — with  the  Mersereau  metal 
beds.  The  Way  Sagless  Spring  is  one  of  the  most  wide- 
ly advertised  "  articles  of  household  furnishings  pro- 
duced in  the  States,  and  the  "Way"  trade-mark,  with 
its  man  and  child  reclining  contentedly  on  a'bed  spring 
appears  in  a  score  or  more  of  magazines  of  national 
and  international  circulation.  J.  E.  Newton,  who 
founded  the  Canadian  Mersereau  Co., Ltd.,  is  the  manag- 
incr  director,  under  whom  the  company  will  conduct  its 
enlarged  operations. 


First  Rooster:  "What's  the  matter  with  Mrs. 
Brahma?" 

Second  Ditto:  "Shell  shock.  Ducks  came  out  of  the 
eggs  she  was  setting  on." — Transcript. 
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The  Value  of  Proper  Cost  Accounting 

By  THE  MERCHANDISCNG  EDITOR.  | 
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THE  man  in  any  line  of  business  to-day  cannot 
afford  to  operate  along  haphazard  lines.  If  he 
hopes  to  reach  the  Port  of  Success  he  must  keep 
headed  in  the  right  direction  all  the  time.  The  com- 
pass that  will  keep  the  business  man  off  the  shoals  of 
failure  is  system.  He  must  know  at  all  times  in  what 
direction  he  is  progressing  and  w^hether  his  progress  is 
sufficient.  Proper  cost  accounting  will  give  him  the 
necessary  information. 

It  makes  no  diff'erence  how  small  a  place  of  business 
a  man  conducts,  he  needs  a  business  system  just  as 
much  as  the  larger  establishment.  There  are  scores  of 
smaller  retail  merchants  who  go  on  from  year  to  year 
with  no  knowledge  of  their  business  or  progress  ex- 
cept that  they  know  at  the  end  of  the  year  how  much 
money  they  have  in  the  bank  and  this  is  frequently 
conspicuous  by  its  absence. 

Do  Not  Mix  Business  and  Personal  Funds. 

Every  man  should  conduct  his  business  on  a  business 
basis  and  entirely  separate  from  his  own  personal  af- 
fairs. So  many  men  mix  business  and  personal  funds 
and  accordingly  are  never  in  a  position  to  tell  exactly 
how  much  money  they  are  making.  All  money  and 
transactions  should  be  kept  separate  along  with  an  ac- 
count of  the  money  which  the  dealer  takes  out  of  busi- 
ness funds  for  personal  use.  The  best  policy  is  for  the 
dealer  to  arrange  a  regular  drawing  allowance  for 
himself. 

To  conduct  his  affairs  on  a  real  business  basis  eve?i 
the  small  dealer  should  keep  an  account  of  all  his  ex- 
penses and  charge  them  up  against  gross  profits.  The 
balance  gives  him  his  net  profits, or  the  amount  of  monej 
the  business  itself  has  earned. 

Include  All  Expenses  in  Statement. 

In  figuring  hi,s  expenses  he  should  make  certain  that 
all  the  items  are  included.  A  good  many  dealers  add 
up  the  amount  of  their  rent  and  Avages  and  another  odd 
item  or  so  and  seem  to  be  under  the  impression  that 
ihey  have  the  total  of  expenses.  This  is  certainly  a 
mistake,  ."^ome  of  the  items  that  should  be  charged 
up  in  the  expense  account  are  : 

1.  Rent. 

2.  Fixed  expense — taxes,  light,  fuel,  insurance,  tele- 
phone. 

3.  Wages,  including  a  salary  to  himself. 

4.  Advertising — newspaper,  cards,  posters,  novelty 
letters,  circulars. 

5.  Miscellaneous — printing,  stationery,  postage 
cleaning. 

6.  Losses  of  bad  debts,  breakage,  shrinkage,  leakage, 
destruction,  spill  of  gasoline  or  oil.  This  enters 
into  the  cost  of  doing  business. 

7.  Depreciation — e(|uipment.  stock,  etc. 

8.  Charge  for  what  capital  would  earn  if  invested  in 
good  bonds. 

Include  Reasonable  Salary  for  Self. 

A  man  should  always  include  a  I'casona^^le  salary  for 
himself  in  expenses.  If  he  hired  someone  else  to  run 
the  business  he  would  have  to  pay  him  a  salary.  Simi- 


larly, if  he  has  a  son  w^orking  for  him,  even  at  odd 
times,  a  sufficient  sum  should  be  charged  up  for  the 
services  rendered. 

In  the  same  w^ay,  if  a  man  owns  his  own  building  he 
should  make  a  charge  against  the  business  for  rent  just 
as  if  he  were  renting  it  from  someone  else.  If  he  had 
the  money  otherwise  invested  he  w^ould  be  drawing 
from  5  to  6  per  cent  on  it. 

The  balance  after  the  total  of  all  tl'jese  items  of  ex- 
pense is  deducted,  gives  the  net  profit — which  is  the 
profit  w^hich  the  business  earns  and  the  returns  which 
the  business  man  receives  for  the  chances  which  he 
takes  in  engaging. 

Expenses  Reduced  to  Percentage. 

In  order  to  arrive  at  the  proper  retail  price  for  goods, 
expenses  must  be  figured  out  on  a  percentage  basis.  To 
do  this  the  dealer  must  know  his  cost  of  doing  business 
over  a  certain  period  and  his  sales  for  the  same  time. 
If  your  cost  of  doing  business  for  a  year  is,  say  $1,800 
and  your  sales  were  .$10,000,  then  your  percentage  of 
cost  of  doing  business  is  18  per  cent.  Here  is  how  it 
is  figured : 

On.  $10,000  cost  of  doing  business  is  $1,800. 

r^  ^    i    •         t.      •  .      100   X  1800 

On  $1.00  cost  of  doing  business  is  ,  — 

10,  DUO 

Equalling  18  cents. 
Therefore,  cost  of  doing  business  is  18  per  cent 
The  only  way  to  make  sure  of  success  is  to  make 
certain  that  you  are  actually  making  a  profit  on  each 
department  and  on .  each  transaction.     Proper  cost 
accounting  will  assist  yon  in  making  certain  of  this. 


BUSINESS  SURFACE  ONLY  SCRATCHED. 

That  "the  surface  of  the  talking  machine  industry 
has  only  been  scratched"  is  the  opinion  of  R.  Kras- 
berg,  president  of  the  Krasberg  Engineering  &  Mfg. 
Co.  According  to  him  "bringing  home  the  new  record 
vvil]  always  be  classed  with  the  thrills  that  come  once 
in  a  lifetime,  and  the  hand  of  opportunity  is  reaching 
out  to  him  who  can  capitalize  his  selling  and  merchan- 
dising abilities  and  profit  by  the  taste  and  love  for 
music  which  seem  to  have  touched  every  human  being 
of  the  present  day." 
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Upholstery  Springs  | 

Highest  quality  Upholslery  Springs.  .  = 

made  from  the  finest  grade  High  Car-  | 

bon  Steel  Wire,  oil  tempered  after  1 

the   coihng  operation,  thus  insuring  | 

uniform  strength  and  "No  Set."    Re-  | 

member,  the  quality  of  your  High-  = 

Grade  Upholstering  depends  entirely  | 

on  the  quality  of  the  springs  you  are  | 

using.  I 

HELICAL  SPRINGS  | 

for  spring  bed  and  mattress  fabrics.  i 
Get  the  habit  ;   buy  Ccnadian  springs  | 

James  Steele,  Limited  1 

~U9  Guelph,  Canada  i 
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An  article  pointing  oat  the  value  of  making  the  store  smile— How  it  makes  the  cash  register  sing 


SHOW  us  a  man  with  soul  so  dead  that  he  doesn't 
enjoy  a  smile — be  it  his  smile  or  your  smile.  Show 
lis  a  store  that  doesn't  smile  and  look  pleasant — ■ 
inside  and  out — and  we  will  show  you  a  man  and  a 
store  that  are  not  inviting. 

Who  wants  to  come  in  contact  with  the  unpleasant 
man  or  to  buy  goods  at  the  uninviting  store? 
Nobody. 

The  moral :— SMILE. 

And  smile  hard.  The  fabled  Cheshire  cat  had  the 
right  idea. 

Just  stop  and  think  of  a  few  of  the  people  you  know 
who  are  smilers — every  time  you  picture  them  in  your 
mind  the  outstanding  feature  is  their  smile.  You  just 
can't  help  enjoying  their  smile  even  then,  but  you  do 
realize  that  the  enjoyment  you  get  out  of  their  smile 
is  due  to  the  fact  that  you  smile  with  them  when  they 
smile?  Someone  once  said,  "Smile  and  the  world 
smiles  with  you."  He  knew  what  he  was  saying.  A 
smile  is  more  contagious  than  a  yawn. 

Start  the  Day  With  a  Smile. 

When  yoia  come  down  in  the  morning  start  your 
clerk  with  a  great  big,  likeable  smile.  He  smiles.  The 
cashier  is  watching  and  she  is  smiling  when  you  greet 
her  with  an  extra  pleasant  "good  morning"  and  the 
delivery  boy  shuffles  in  and  he  too  smiles  when  you 
bid  him  an  unexpected  "good  morning, "  and  instead  of 
shuffling  out  again,  starts  in  to  Avork  with  a  whistle. 
Encourage  that  Avhistle,  it  reflects  a  smiling  mind. 

Now  that  you  have  started  the  day  Avith  everyone 
smiling,  take  a  look  at  your  store.  Take  a  good  look. 
Go  out  on  the  sidewalk  and  look.  Step  across  the  street 
and  take  a  long  look. 

Does  Your  Store  Smile? 

Does  that  one  coat  of  dull  colored  paint  that  you  put 
on  three  seasons  ago  smile?  Does  the  glass  in  the  win- 
dows smile?  Does  that  brass  sign  dazzle  in  the  sun? 
Does  that  AvindoAV  dressing  your  clerk  put  in  several 
AA'eeks  ago  smile?  Does  you  canvas  aAvning  smile? 
Does  that  dirty  old  Avooden  bench  out  in  front  smile? 

Looking  that  list  over  again,  hoAv  many  can  you 
answer  "yes"  to? 

Not  manv  (if  anv^l. 

The  ansAver  :-^ET  BUSY. 

And  get  busy  fast. 

Remember,  the  same  people  pass  your  store  in  the 
morning  on  their  way  doAvn  town  to  their  places  of 
business,  day  in  and  day  out.  six  days  a  week.  Later 
in  the  day  other  members  of  their  families  pass  your 
store.  Prol5ably  less  than  half  of  these  people  are  your 
customers,  but  are  you  losing  sight  of  the  fact  that 
CA'ery  single  one  of  them  could  be  made  a  customer  of 
yours  if  you  had  the  right  kind  of  an  invitation? 

Brighten  Up  the  Store. 

Two  or  three  dollars'  worth  of  paint  would  be 
mighty  Avell  spent  if  it  only  brought  you  one  good  per- 
manent customer  per  year. 

Think  it  over. 


Better  tell  the  delivery  boy  to  improve  his  muscle 
on  the  brass  sign  every  morning.  Ten  minutes  a  day 
and  a  bottle  of  polish  a  month. 

A  good  investment. 

Better  tell  the  head  clerk  to  dress  his  windows  once 
a  Aveek,  say  Friday  night  after  hours,  ready  to  smile 
invitingly  on  Saturday. 

Watch  the  results. 

Take  away  the  old  Avooden  bench ;  if  you  must  haA-e 
one  there,  be  sure  it  is  clean  and  freshly  painted. 

Clean  the  AvindoAvs  regularly,  on  a  set  day  every 
week — not  just  ''Avhen  they  need  it."  If  your  awning 
is  old  and  dirty,  get  a  ncAv  one ;  a  dirty  awning  is  like 
a  dirty  collar. 

Nobody  likes  dirt. 

NoAv  look  around  inside  the  store.    Noav  go  outside 
and  look  in  through  the  AvindoAvs. 
Does  the  inside  smile? 

Do  those  clerks  look  Avell  in  their  shirt  slecA'es?  Are 
their  aprons  clean?  Are  their  hands  clean?  Are  the 
floors  clean?  Are  the  shelves  and  stock  Avell  dusted? 
Are  the  electric  bulbs  and  fixtures  clean  and  sparkling? 
Are  your  brass  scoops  and  scales  polished?  Have  you 
enough  scoops?   Is  yoiir  refrigerator  .spotless? 

HoAv  many  "yes-es"  for  this  list? 

Not  manv? 

The  answer:— GET  BUSY, 
To-day. 

Many  Ways  to  Brighten  Up. 

Make  your  telephone  service  smile  for  you.  Make 
the  girl  that  ansAvers  your  customers  on  the  'phone 
smile.  Make  her  smile  "Yes,  Madam,"  or  "Yes,  sir"; 
do  not  forget  that  probably  half  your  customers  know 
you  OA'^er  the  'phono  only.  Make  sure  the  order  girl 
speaks  properly  to  the  most  troublesome  customer  on 
the  'phone.  If  necessary,  ttnknoAA-n  to  her.  go  outside 
to  another  'phone  and  call  your  oaa-u  store,  ask  for  some 
particular  brand  of  goods  AA'hich  you  knoAv  you  do  not 
carry  in  stock,  and  see  how  she  handles  your  inquiry. 
If  necessary,  correct  and  instruct  her.  Many  a  custom- 
er has  said.  "I  just  hate  that  order  girl  that  answers 
the  'phone  at  Smith's."  Be  sure  you  are  not  losing 
customers  in  this  way.   Preach  the  gospel  of  .smiling. 

Inside  and  out,  make  your  store  smile. 

Then  your  customers  Avill  smile,  and  you  can — 

SMILE— probably. 


HOUSECLEANING  LINE  SEASONABLE. 

In  housecleaning  lines  there  should  be  good  business. 
The  spring  is  the  season  of  renoA'ation  in  the  home. 
Furniture  is  changed,  carpets  cleaned,  draperies  Avash- 
ed  and  ironed.  The  houscAvife  gets  the  habit  of  buying 
new  things  for  the  kitchen,  so  its  time  for  the  dealer 
to  get  in  some  suggestions  for  changes  in  the  home 
fittings. 


April,  1920 
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I     Exchange — An  Explanation  j 

I  By  W.  R.  Yendall  | 
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During  the  Ontario  Retail  Hardware  Convention 
recently  at  Hamilton  the  (|uestion  of  the  present  "ex- 
change" situation  came  up,  and  Mr.  Yendall  of  Rich- 
ards-Wilcox  Canadian  Co.  was  asked  to  give  an  explan- 
ation of  the  subject.    This  is  what  he  said: 

According  to  the  law  of  all  civilized  nations,  real 
money  is  gold  and  nothing  else  is.  Bills  and  cheques 
repre^ient  gold  and  pass  at  par  as  long  as  they  are  re- 
deemed in  gold  promptly.  If  not  redeemed  promptly 
the  question  of  credit  and  probable  time  of  payment 
determines  the  rate  of  exchange. 

For  example — gold  moves  constantly  between  Chi- 
cago azid  New  York  to  settle  balances  between  banks. 
But  it  costs  something  to  ship  gold — express,  insurance 
and  interest  while  in  transit.  As  debit  balances  accrue 
in  Chicago  the  rate  of  exchange  on  New  York  rises  un- 
til the  "shipping  point"  is  reached  Avhere  it  becomes 
more  profitable  to  transfer  the  gold  from  Chicago  to 
New  York  rather  than  pay  higher  exchange.  But  if 
Chicago  could  not  or  would  not  ship  gold  to  settle  bal- 
ances in  New  York,  or  vice  versa,  the  exchange  rate 
would  rise  to  5  per  cent,  or  10  per  cent,  or  more  ixist 
as  in  the  foreign  exchange. 

In  normal  times  exchange  between  New  York  and 
Montreal  might  be  50  cents  on  $100  either  way,  but 
when  that  point  was  reached,  gold' would  move  across 
the  boundary  to  settle  balances  and  exchange  would 
decline.  In  normal  times  exchange  between  New  York 
and  London  fluctuated  between  $4.83  and  $4.89  for  the 
pound  sterling.  When  either  extreme  was  reached, 
gold  would  move  one  way  or  the  other  to  settle  bal- 
ances. 

At  the  present  time  gold  is  moving  from  United 
States  to  the  Argentine  to  settle  balances,  which  are 
favorable  to  the  Argentine,  because  they  are  export- 
ing more  goods  than  they  are  importing.  If  the  United 
States  could  not  or  would  not  ship  gold.  New  York  ex- 
charge  would  be  at  a  discount  in  the  Argentine  iust  as 
Canadian  exchange  is  at  a  discount  in  the  States. 

The  only  reason  foreign  exchanges  have  gone  so  hisjh 
is  that  Canada,  England.  France  and  other  countries 
are  not  shipping  gold.  They  are  all  holding  thte  yellow 
metal  so  as  to  have  some  basis  for  their  paper  cur- 
rency. The  exchange  rate  indicates  that  in  thte  minds 
of  experts,  it  will  be  four  or  five  years  before  England 
can  pay  her  way.  twice  that  long  before  France  can 
pay  her  way,  and  in  the  ease  of  Germany,  perhaps 
twenty  years. 

Canadian  exchange  is  higher  than  that  of  any  other 
nation  in  the  world  that  is  not  shipping  gold.  Our 
position  is  not  unsound.  But  we  have  been  buying 
heavily  in  the  States  on  short  time  and  shipping  heav- 
ily abroad  on  long  time  credits.  If  England  would 
settle  with  us,  we  could  i|uiekly  settle  with  the  United 
States. 

The  remedy  is  to  cut  down  our  purchases  in  the 
States  as  far  as  possible,  to  use  great  care  in  further 
credits  on  long  time  and  especially  to  produce  as  heav- 
ily as  possible  of  food,  commodities  and  everything 
else  so  that  we  may  have  something  to  sell  in  exchange 
for  what  we  want  to  buy. 
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Gift  Furniture 


Our  line  of  fine  furniture  con- 
tains a  large  selection  of  Gift 
Pieces  in  period  designs.  Your 
Gift  Department  should  be 
well  stocked  at  this  season  of 
the  year. 

Novelty  Pieces 
Tea  Wagons 
Library  Tables 
Smoking  Cabinets 

Write  to-day  for  gift  catalogue  and  price  list 

The  F.  E.  Coombe  Furniture 

Company,  Limited 
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WHAT  CONSTITUTES  good  WINDOW  DISPLAY 
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Window  Trim  should  induce  people  to  enter  store— Create  interest  in  goods— Convey  a  message 
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ONE  oi  the  chief  problems  that  faces  the  retail 
storekeeper  is  this:  How  can  1  induce  people 
to  come  into  my  store? 
There  are  many  ways — advertising  in  local  news- 
papers — circularizing  the  householder — cutting  prices 
— and  so  forth.  But  probably  one  of  the  most  success 
iul  ways  to  get  the  public  into  your  store  is  to  have  an 
appealing,  enticing  window  display. 

A  well-dressed  window  does  something  more  than 
arrest  the  attention  of  those  who  pass  by.  In  a  great 
many  cases  it  makes  them  interested  enough  to  come  in 
and  enquire  further  about  your  goods — and  often  buy 
the  very  articles  they  .see  in  the  window.  Once  inside 
the  store,  it  is  up  to  you  and  your  salesmen  to  induce 
them  to  buy  other  goods. 

There  are  certain  elements  a  window  display  must 
have  in  order  to  be  effective  as  a  business  builder. 

Of  course,  it  must  command  attention,  first  of  all. 
Unless  it  does  this — unless  it  has  a  "something"  about 
it  which  catches  and  arrests  the  eye  of  the  passer-by- — 
it  fails  at  the  outset.  Moreover,  it  should  attract  the 
attentioii  not  of  a  few  only,  but  of  practically  every- 
body who  is  anywhere  near  it. 

Should  Convey  Definite  Message. 

It  should  convey  a  definite  message.  Attention-get- 
ting is  only  one  step.  When  the  passer-by  has  stopped 
to  look  at  your  window,  he,  or  she,  must,  at  a  quick 
glance,  be  able  to  receive  the  message  you  are  anxious 
to  convey.  It  must  tell  them  something.  It  musn't  be 
a  conglomerate  assortment  of  goods  all  clamoring  for 
attention,  but  rather  there  must  be  some  definite  idea 
back  of  it  all  which  will  tell  the  prospective  custom. er 
what  you  want  him  or  her  to  know.  It  must  go  to  the 
point. 

Then,  too,  it  must  be  in  good  taste.  Your  whole  plan 
of  display,  your  color  scheme,  your  central  idea,  m,nst 
so  harmonize  that  the  whole  exhibit  forms  a  pleasing 
combination  likely  to  appeal  to  the  good  taste  of  the 
prospect.  If  there  is  clashing  of  colors,  an  inartistic 
grouping  of  products  or  a  discordant  featu.re  of  any 
kind,  the  result  will  be  displeasing  and  a  bad  impres- 
■sion  will  be  created.  Study  color  combinations  and  the 
arrangement  of  all  goods  in  the  window  so  that  the  gen- 
eral effect  is  pleasing  to  the  eye. 

The  best  window  display  invariably  appeals  along 
some  definite  line.  It  may  be  an  appeal  to  the  eye,  or 
to  the  taste,  or  to  the  economical  instincts  of  the  buyei'. 
but  whatever  line  of  appeal  you  decide  on,  stick  to  it 
and  make  it  the  dominating  note  of  your  display. 

If  you  are  showing  high-priced  goods,  drive  home  the 
idea  of  nuality  and  goodness.  When  you  are  display- 
ing goods,  arrange  them  in  such  a  way  that  the.y  look 
their  best  and  make  the  most  of  their  good  qual- 
ities. If  you  are  selling  an  inexpensive  line,  convey  the 
idea  of  economy  and  saving.  Whatever  the  particular 
line  of  appeal  may  be.  feature  that  and  that  alone. 
Don't  try  to  snv  too  many  things  at  once. 

Value  of  Originality. 

Another  goorl  point  to  aim  at  in  window  display  is 
oritrinalitv.    We  don't  mean  freakishness.    Don't  at- 


tempt the  carrying  out  of  fantastic  ideas,  which  have 
no  other  effect  than  to  make  people  smile.  Remember, 
above  all  things,  that  your  window  is  for  the  purpose  of 
making  people  want  to  come  into  your  store  and  hny, 
and  unless  your  display  can  do  that,  it  is  useless,  no 
matter  how  wonderful  it  may  be  from  a  window-dress- 
ing standpoint.  Originality  should  go  hand-in-hand 
with  simplieily.  Sometimes  the  simplest  display  has 
the  greatest  effect.  A  little  thought  before  you  put  in 
your  display  is  better  than  a  brain  storm  after  it  is  all 
in.  Strike  an  original  note  if  you  can,  but  don't  aim 
at  Aveird,  uncanny,  grotesque  effects  which  have  no 
selling  value. 

Need  of  Freshness. 

Lastly,  be  sure  and  give  your  window  display  a  note 
of  freshness.  Make  the  goods  look  fresh  and  clean,  tht 
surroundings  dustless  and  spotless.  No  dust — no  dead 
flies — no  soiled,  thumb-marked  showcards — nothing 
but,  absolute  cleanliness  everywhere  should  be  the  rule. 
Women  are  quick  to  notice  little  things  like  these  and  a 
little  speck  of  dirt  Avill  often  spoil  a  sale. 

Your  window  is  a  silent  salesman — able  to  bring  you 
in  business — able  to  persuade  people  to  come  into  your 
store.  Don't  you  think  it's  worth  while  giving  careful 
thought  to  the  question  of  window  dressing  when  so 
much  can  and  does  depend  on  it?  Your  windoAv  is 
either  working  lOr  you  or  working  against  you.  Which 
is  it? 


COMBINATION  BILLS  PAYABLE 
BANK  BOOK. 


AND 


A  Canadian  retailer  has  a  combination  Bills  Payable 
and  Bank  Book,  that  allows  these  accounts  to  be  kept  i.i 
concise  form  and  with  a  minimum  of  Avork  and  yet 
gives  at  all  times  the  desired  information  as  to  current 
finances  and  approaching  obligations.  A  double  page 
is  used  for  each  month,  one  page  being  devoted  to  the 
"Bills  Payable"  account  and  the  other  to  the  "Bank" 
account.  As  each  draft  or  other  obligation  is  signed, 
a  notation  of  the  due  date,  name  of  firm  and  amount,  is 
made  on  the  page  for  the  month  it  comes  due.  When 
that  date  arrives  it  is  charged  up  in  the  bank  account 
on  the  opposite  page.  Deposits  are  noted  as  made  so 
that  the  dealer  has  his  bank  balance  before  him  at  all 
times,  and  on  the  opposite  page  can  also  see  the  obliga- 
tions that  Avill  become  due  during  the  balance  of  the 
month. 


A  teacher  trying  to  impress  on  her  pupils  the  Tight- 
ness of  kindness  toward  all  animals  took  them  for  a 
walk  to  bring  the  lesson  home  to  them. 

Hearing  a  scream  from  little  Johnny,  she  asked, 
"What's  the  matter,  Johnny?" 

"I've  lieen  sitting  on  a  hornet,"  was  the  tearful  re- 
sponse, "and  I'm  afraid  I've  hurt  the  poor  thing." 
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1  When  the  Day's  Work  is  Done  J 
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Hubb :  I  just  read  an  account  of  iwo  girls  getting  lost 
in  the  Alps  in  midwinter. 

Wife:  Terrible'    Were  they  frozen  to  death? 

Ilubb :  No,  they  warmed  themselves  on  the  mountain 
ranges ! 


^    ^  'fi 


"Mr.  John  Grouse  shipped  a  carload  of  hogs  to  Kan- 
sas City  last  week.  Three  of  his  neighbors  went  in  with 
him  to  make  up  the  load." 

*  «  * 

Ruined  the  Book-keeping  Department. 

"Fire  do  much  damage  in  our  store  last  night?" 
asked  one  of  the  boys  of  Uncle  Eben  Sander,  the  village 
storekeeper. 

"Didn't  hurt  my  stock  or  the  building  much,"  re- 
plied the  old  man,  "but  them  gosh  dinged  firemen  turn- 
ed the  hose  on  my  slate  and  I  dunno  where  I  stand  this 
morning." 

*  *  * 

Suspicious  at  That. 

Old  Jenkins  was  mad  with  rage.  For  twelve  months 
he  had  taken  the  plate  around  at  the  local  church  every 


those  old-fashioned  fathers." 


up-to-Date. 

"The  old-fashioned  boy  used  to  respect  every  word 
his  father  said." 

"Yes,"  replied  the  rather  cynical  youth,  "but  you 
must  remember  that  the  old-fashioned  boy  had  one  of     Sunday.     Now  someone  else  had  been  asked  to  perform 

the  duty. 

"I  consider  I  have  been  grossly  insulted,"  he  said  to 
a  friend. 

"But,"  said  the  latter.  "I  don't  think  there  is  any 
bad  feeling  toward  you." 

"I  don't  know  about  that,"  roared  Jenkins,  "but  it 
looks  very  suspicious.  The  fellow  they  have  asked 
to  do  the  job  has  only  got  one  arm." 

*    *  * 

The  Latest  Attachment. 

"Briggs  is  always  seeking  new  attachments  for  his 
motor  car." 

"He  has  one  now  that  Avill  hold  him  for  a  while." 
"What  kind  is  it?" 
"One  furnished  bv  the  sheriff." 


No  Argument  Here. 

"Yes,  sir,  I  fell  over  the  side  of  the  ship  and  a  shark 
'e  came  along  and  grabbed  me  by  the  leg." 

"Good  gracious!  And  what  did  you  do?" 

"Let  'im  'ave  the  leg  o'  cour.se.  T  never  argues  with 
sharks." 

Why  the  Editor  Left  Town. 

He  saw  the  following  in  his  paper: 
"Mrs.  Johnson  read  a  paper  for  the  women's  club 
entitled:  'Personal  Devils.'     Seventeen  were  present. 
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FURNITURE  BUYERS 


This  Trade  Mark  is  your  absolute  guarantee  that 
your  cushions  are  filled  with  Marshall  Springs. 

Marshall  Ventilated  Mattress  Co.,  Limited 

Chicago,  111.  TORONTO,  CAN.  London,  Eng. 


62 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER 


ApriL  1920 


±;UI|;MlillU!MniMIMIIIMIIIMnillli:iMllllllllllllinMIIIIIMIIIIIIIIMIMIMIMIIMIIMIIIIMIIIIMIIIMIIIIMIirMIMIMMIIIIIIMIIMIMIM 

I  Canadian  Furniture  Trade  Notes  | 

fllllllllllllllMIIIIIIIIIIIIIIIIIIIIIMIIIIIIIIMIIIIII  IIIIIIIIIIIIIIIIIIIIMIIMIIIIIIIIMIIIIMIIMIIIIIIIIMIIIIIIIIIIIMIIIIIMIMIIMMIIIIIIIIIMIIIIh'B 

W.  Girard,  furniture  dealer,  Montreal,  has  been  reg- 
istered. 

The  Verdun  (Que.)  House  Furnishings,  Ltd.,  has 
been  registered. 

The  Havana  Upholstering  Co.,  Waterloo,  Ont.,  has 
been  registered. 

The  New  York  Furniture  &  Trading  Co.,  Montreal, 
has  been  registered. 

A  Citizens'  Association  has  been  formed  among  the 
merchants  of  Paisley,  Ont. 

Clarence  H.  Peppier  has  discontinued  his  upholster- 
ing business  at  Kitchener,  Ont. 

Wm.  Ruhel's  undertaking  parlors  at  Dresden,  Ont., 
were  damaged  by  fire  recently. 

H.  J.  Umbach  has  purchased  McGillivray 's  under- 
taking business  at  Castor,  Alta. 

J.  C.  Marlatt  has  sold  his  furniture  and  undertaking 
business  at  Grimsby,  Ont.,  to  Kitching  &  Co. 

T.  Meadows  &  Son.,  Woodstock,  Ont.,  have  greatly 
altered  and  improved  their  funeral  premises. 

McGillivray  &  Co.  have  sold  their  furniture  and  un- 
dertaking business  at  Castor,  Alta.,  to  H.  J.  Urabaeh. 

The  A.  Lippert  Retail  Furniture  Company  at  Kitch- 
ener, Ont.,  is  selling  its  stock  to  devote  itself  wholly 
to  undertaking. 

The  Lifelong  Furniture  Co.,  Tngersoll,  Ont.,  of  which 
J.  P.  Albrough  is  proprietor,  is  reported  to  be  going 
out  of  business. 

Simmons,  Ltd.,  Montreal,  have  purchased  and  taken 
over  Hutchings  &  Co.'s  mattress  factory  and  busines.s 
at  St.  John,  N.B. 

The  Standard  Bedding  Co.,  Toronto,  ixnder  the  di- 
rection of  Jas.  Burrell,  are  building  a  greatly  enlarged 
factory  on  Davies  Avenue. 

Angus  Campbeli,  superintendent  of  the  Canada  Fur- 
niture Co.'s  factory  at  Woodstock,  Ont.,  dropped  dead 
at  his  work  a,  few  days  ago. 

'  The  funeral  directing  business  of  the  late  Sidney  C. 
Richardson,  at  Port  Arthur,  Ont.,  has  been  sold  by 
the  estate  of  Cameron  &  Jenkins. 

H.  J.  Taylor,  furniture  dealer,  who  was  located  at 
250  Danforth  Avenue,  Toronto,  has  moved  across  the 
street  to  a  new  and  larger  store. 

A.  Lippert  (Mrs.  E.'i  is  giving  up  the  furniture  end 
of  the  business,  at  Kitchener,  Ont.  The  establishment 
will  in  future  be  devoted  wholly  to  undertaking. 

Mr.  Washington  of  the  Washington-Fleury  Burial 
Co.,  has  opened  up  a  store  under  the  name  of  the  Dan- 
forth Bedding  Co..  on  Danforth  Avenue,  Toronto  . 

Jno.  L.  Bartholomew,  furniture  dealer  at  Victoria, 
B.C.,  has  moved  into  new  and  larger  quarters,  some 
ishort  distance  away  from  his  old  stand  on  Fort  Street. 

The  Luxury  Upholstering  Co,  has  been  formed  at 
Victoria,  B.C.,  to  make  upholstered  furniture,  using 
Canadian  raw  materials  almost  exclusively.  W.  Vise 
is  manager. 

President  Freiman  of  The  Canada  House  Furnishing 
Co.,  Ottawa,  suggests  that  the  R.  M.  A.  form  a  buying 
committee  and  send  a  purchasing  agent  to  Britain  to 
obtain  goods  usually  purcl>as(;4  IJl  the  U.S. 


MUSICAL  ALARM  CLOCK. 

Clarence  L.  Bull,  of  Rochester,  X.Y.,  has  invented  a 
combination  phonograph  and  alarm  clock,  which  he 
has  named  a  "musiclock."  The  "Musielock"  can  be 
set  not  only  to  whatever  time  is  desired  but  also  to 
whatever  tune.  Upon  going  to  bed  at  night  the  owner 
can  select  his  favorite  record,  place  it  in  the  machine, 
set  the  alarm  for  the  hour  at  which  he  wishes  to  be 
awakened,  - and  retire.  When  .the  hand.s  of  the  clock 
have  reached  the  time  the  alarm  is  set  for  a  spring  is 
released  and  the  record  begins  to  play. 

Mr.  Bull  is  a  veteran  of  the  world  war  and  during  his 
service  he  became  accustomed  to  arising  to  the  reveille 
call  of  the  bugler.  It  was  this  experience  that  turned 
his  thoughts  to  the  path  which  led  finally  to  the  inven- 
tion of  the  "Musiclock." 


CHANGE  IN  FURNITURE  BUSINESS. 

A.  L.  Oatman,  furniture  dealer  and  undertaker.  Till- 
sonburg,  Ont.,  has  sold  his  busine.s,s  to  James  Kellara 
and  H.  Ostrander,  Simcoe,  Ont.  Mr.  Oatman,  it  is  un- 
derstood, will  eventually  go  into  business  in  the  West, 
though  for  a  time  he  is  retaining  his  talking  machine 
</nd  piano  business  at  Tillsonburg. 

The  two  new  principals  are  not  new  to  the  furniture 
trade.  James  Kellam  has  been  for  some  time  a  mem- 
ber of  Austin  &  Kellam,  furniture  dealers  and  under- 
takers at  Simcoe ;  and  H.  Ostrander  has  been  manager 
for  Wallace  &  Walsh's  furniture  business  also  at  Sim- 
coe. The  new  owners  assume  their  business  on  Aoril 
19. 


MUSICAL  TRADE  NOTES. 

The  A'^ictor  Talking  Machine  Co.  is  suing  John  Wan- 
amaker.  New  York,  for  infringement  of  the  Johnson 
tapered  tone  arm  patents  and  for  unfair  competition 
in  imitating  the  dress,  appearance,  ornamentation  and 
other  distinctive  characteristics  of  its  machines. 

A  news  note  from  New  York  in  the  daily  press  reads: 
"A  '^canned'  debate  on  the  League  of  Nations  featured 
a  meeting  of  the  Central  Republican  Club  in  Harlem. 
Rival  statesmen,  through  the  medium  of  the  talking 
machine  record,  expounded  their  attitudes  on  the  ques- 
tion.  No  decision  was  announced. 

The  Canadian  idea  of  free  service  to  customers  in 
the  purchase  of  any  make  of  talking  machine  records 
is  quite  unknown  in  the  French  capital.  If  one  wishes 
to  hear  a  record  before  purchasing  the  only  way  is  to 
pay  for  the  privilege  at  the  rate  of  a  franc  for  five 
records  on  week-days  and  a  franc  for  four  records  on 
Sundays.  You  step  up  to  the  cashier  and  purchase  as 
many  metal  tokens  as  you  wish  to  hear  records  and 
enter  a  special  listening  room. 

GOOD  RULES  FOR  BUSINESS  MEN. 

Don't  worry;  don't  overbuy;  don't  go  security. 
Keep  a  high  vitality;  keep  insured;  keep  sober;  keep 
cool. 

Stick  to  chosen  pursuits,  but  not  to  chosen  methods. 

Be  content  with  small  beginnings  and  develop  them. 

Be  wary  of  dealings  with  unsuccessful  men. 

Be  cautious,  but  when  a  bargain  is  made  stick  to  it. 

Keep  down  expenses,  but  don't  be  stingy. 

Make  friends,  but  not  favorites. 

Don't  take  new  risks  to  retrieve  old  losses. 

Stop  a  bad  account  at  once. 

Make  plans  ahead,  but  don't  make  them  in  cast  iron 
Don't  tell  what  you  are  going  to  do  until  you  have 
done  it. 
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m  u  nrnuinuiriiin: 


The  above  is  a  cut  of  our  Model  Princess,  a  marvel  in  lone  production,  with  it  a  free  swinging 
tapered  tone  arm  and  Aluminum  Angelus  reproducer,  which  feeds  across  the  record  perfectly. 
The  Phonola  is  the  only  instrument  in  Canada  equipped  with  these  accessories,  plays  all  makes  of 
records  perfectly  by  simply  turning  the  reproducer  to  right  or  left. 

The  Phonola  Cabinets  are  all  made  in  our  own  factory  by  skilled  cabinetmakers,  who  have  been 
making  Phonolas  for  thirteen  years.  If  you  want  to  build  up  a  permanent  Phonograph  business, 
don't  you  think  it  wise  to  connect  up  with  people  who  know  hoM*^  to  build  a  Phonograph  ? 

Phonola  Co.  of  Canada,  Limited 


Head  Office— Elmira,  Canada 


Toronto  Office — 53  Yonge  Street 


64 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER 


April,  1920 


The  Standard  Vault 

THE  MAXWELL 


\  — — ^  

Manufactured  Exclusively  of  Copper  Bearing  Steel 

This  material  is  now  acknowledged  quite  generally  to  be  the  most  rust- 
resistant  steel  or  iron  available  for  the  manufacture  of  steel  vaults. 

Its  Superiority 

authoritatively  proven  by  recent  comparative  tests,  has  been  acknowledged 
by  the  many  manufacturers  who  have  adopted  it. 

We  were  among  the  first.  Many  others  will  follow. 

We  Are  Pleased  to  Announce 

that  all  our  goods  are  now  constructed  exclusively  of  this  material,  and 
that  recent  reductions  in  the  cost  of  same  will  enable  us  to  do  this  with- 
out any  advance  over  our  regular  list.    Write  your  dealer  for  prices. 

As  we  have  been  using  Copper  Bearing  Steel  for  the  pa't  five  years  in 
our  Tvell-known  and  justly^  celebrated  Copper  Alloy  Vault,  i»e  are  now 
in  a  position  to  use  it  exclusively. 

We  are  offering  it  in  our  Regular  Aluminum  and  Gold  Finish  at  our 
regular  list  price.  If  desired  in  the  Copper  Bronze  Finish  with  White 
Enamel  Interior,  there  will  be  an  extra  charge  of  three  dollars  for  the 
adult  sizes.    Carried  in  stock  by  all  leading  jobbers.    Write  for  prices. 

Manufactured  by 

MAXWELL  STEEL  VAULT  COMPANY,   ONEIDA,  N.Y. 
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Undertakers'  Department 


Problems  affecting  the  Undertaking  Profession  are  here  discussed  and  readers  are  incited  to  send  letters 
expressing  their  views  on  any  of  the  subjects  dealt  With — News  of  the  profession  throughout  Canada. 


TORONTO  UNDERTAKERS'  Funeral  PARLORS 


IMIIIHIIMIMIIIIMIIIIIIIMIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIMIIIIIIIM  IMIIK: 


Up-to-date  establishment  of  The  E.  Hopkins-Burgess  Co. — Business  built  up  on  modei  n  methods 


ANO'iHER  01  Tor()n;:o's  prominent  funeral  homes 
is  that  conducted  by  Colin  E.  Burgess,  under  the 
firm  name  of  The  E.  Hopkins-Burgess  Co.,  at  529 
Yonge  Street.   This  enterprise  dates  back  to  its  estab- 
lishment by  Mr.  E.  Hopkins  in  1885,  succeeded  bv  the 
Hopkins  Burial  Co.  in  May,  1907. 

The  outward  appearance  of  this  funeral  home  pleases 
the  eye,  being  a  Gothic  structure.  From  the  street  door 
one  comes  into  a  pleasant  reception  room  of  golden 
oak  and  stucco  plaster,  and  burlap  trimmings,  making 
one  feel  at  home.  The  office  is  of  the  same  finish  with 
comfy  furniture  and  fittings.  The  Hopkins-Burgess 
chapel  is  one  of  the  finest  in  the  city,  being  a  com- 
bination chapel  and  show-room.  Mr.  Burg?ss,  the  pres- 
ent proprietor,  was  born  in  Toronto  in  1875,  educated 
in  Upper  Canada  College,  and  is  a  member  of  the 
Masonic  order  of  the  Scottish  Rite. 


Recently  thei'e  was  added  to  the  already  large  motor 
equipment  a  double-deck  hearse,  built  by  Cunningham 
of  Rochester,  on  a  Reo  six  chassis,  the  first  of  its  kind 
in  Toronto. 

Mr.  Burgess  is  a  strong  opponent  of  the  secret  epm- 
iuission,  and  he  does  not  believe  in  questionable  means 
of  getting  business. 

For  a  year  or  more  his  advertisement  in  the  dailj^ 
I  ress  contained  this:  "People  who  are  bereaved  should 
not  be  taken  unawares  by  hospital  runners  or  under- 
takers" agents  who  are  to  be  found  all  over,  as  their 
fee  or  commission  would  be  charged  to  your  account 
and  you  would  not  be  aware  of  it.  We  pay  no  such 
agents  and  use  no  questionable  means  to  secure  busi- 
ness. A  word  to  the  wise."  When  first  announced 
this  message  brought  many  letters  of  commendation 
from  doctors,  nurses  and  clergymen. 


- 'IMMlllli:illlll'l'll'nill.lllllK:'i:i|:llllllllllll|i|.  lllllilllllMIIMIMMIIIIMIIIIIIIIIMIIIIIIIMIIMMIillllllllllMIIIIUIMIIIIMMIIMIIIIMIMIIIIIIMIIIIIMIIIIIIIIIIMIIMMIIIIIIIMMIIMIIIIIIMIMII  l"nh''IPMIIII'|:i  IIII|I|<:MII:I|IIIIIII!IIIII,I|: 


COLIN  E.  BURGESS,  the 
active  head;  ar.d  the  lay- 
out of  ground  floor  of  fu- 
neral parlors  of  Hopkins- 
Burgess  Co. 


NO 


3  C 
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INFLUENZA  AN  OLD  DISEASE. 

MEDICAL  historians   seeking  traces  of  influenza 
epidemics  back  through  the    centuries,  have 
gone  back  to  412  B.C.,  when  there  was  an  epi- 
demic described  by  Hippocrates  and  Livius. 

After  that  time,  however,  there  is  a  long  break  in 
the  history  of  the  disease,  if  it  is  the  same  malady  which 
caused  the  old  epidemics,  and  the  next  authentic  record 
is  dated  11 7o  A.D.  In  that  year  the  illness  spread  over 
England,  Germany  and  Italy.  For  fifty  years  the  dis- 
ease existed  only  in  sporadic  form  or  in  mild  epidemics, 
for  it  is  not  until  1239  that  another  severe  epidemic 
occurred.  Since  that  time  there  have  been  frequent 
visitations  in  every  century  and  recorded  in  the  his- 
tories of  many  nations. 

In  the  chronicles  of  1510  we  find  the  first  mention  of 
a  pandemic,  which  spread  all  over  Europe.  It  had  its 
apparent  origin  in  Africa,  and  the  illness  of  that  year 
took  only  a  mild  form. 

Started  in  America  in  1557. 

In  1557  occurred  the  ejjidemic  in  the  history  of  which 
is  found  the  first  mention  of  the  spread  of  the  disease 
to  America.  In  1580  there  was  another  pandemic  of 
special  virulence.  There  were  several  epidemics  in 
the  sixteenth,  seventeenth  and  eighteenth  centuries. 
One  of  them  ceased  in  1737,  and  it  was  currently  re- 
ported that  the  cessation  was  due  to  earthcjuakes  and 
volcanic  eruptions. 

In  the  seventeenth  century  the  disease  acquired  the 
name  by  which  it  is  best  known  "influenza."  The  de- 
signation is  of  Italian  origin  and  means  simply  "influ- 
ence." The  Italian  ascribed  the  disease  to  the  influence 
of  certain  malign  stars.  The  French  name,  "la 
grippe,"  came  into  use  in  1743,  and  the  names  "petite 
poste"  and  petit  courier"  in  1762.  Later  in  1780,  the 
wide.spread  character  of  the  epidemic  gave  it  the 
name  "general."  Ancient  and  mediaeval  medical 
works  contain  accurate  descriptions  of  the  disease, 
with  its  symptoms,  course  and  spread. 

Outbreaks  at  Sea. 

A  curious  fact  that  is  recorded  in  the  histories  of  in- 
fluenza is  in  its  occurrence  at  sea,  on  ships  and  in  fleets 
that  had  no  recent  communication  with  land.  In  1782 
the  English  squadron  commanded  by  Admiral  Richard 
Kempenfelt,  the  sailor  who  went  down  with  the  Royal 
George,  had  to  return  from  the  French  coast  to  Eng- 
land because  the  influenza  disabled  so  many  members 
of  the  crews. 

Medical  history  says  that  the  disease  never  disap- 
pears. It  exi.sts  always,  somewhere  on  earth,  but  some 
of  the  epidemics  are  far  more  severe  than  others.  Prob- 
ably the  one  that  is  best  remembered  by  the  present 
generation,  before  the  one  that  is  now  scourging  the 
United  States  and  is  probably  a  contimiation  of  1918, 
was  that  of  1889-90,  which  spread  itself  all  over  the 
globe. 

The  disease  was  rife  also  in  1893-94  and  in  1905,  and 
some  authorities  say  that  these  later  visitations  were 
ordy  recrudescences  of  the  epidemic  of  1889-90,  not  new 
epidemics.  Between  1890  and  1891  there  was  a  break 
which  was  caused,  it  is  believed,  by  the  summer 
weather. 

The  great  pandemic  of  1889  and  the  subsequent  years 
was  often  called  "the  Russian  epidemic,"  because  it 
began  its  course  in  Bokhara,  in  Asiatic  Russia.  From 
Bokhara  it  spread  to  Siberia,  and  then  went  eastward. 
It  aj)peared  in  many  cities  simultaneously. 


SOLDIERS  BODIES  BROUGHT  TO  CANADA? 

A  (j^uestion  bearing  on  the  subject  of  removing  bodies 
of  Canadian  soldiers  buried  in  France  or  in  Belgium 
was  asked  in  the  House  of  Commons  at  Ottawa,  by  H. 
C.  Hoeken  (Toronto)  a  few  days  ago.  His  (lue.stion 
read:  Does  the  British  Graves  Commission  still  forbid 
the  removal  of  the  bodies  of  Canadian  .soldiers  buried 
in  France  or  in  Belgium;  if  ,so,  is  it  the  intention  of  the 
Government  to  accept  this  decision  as  final;  if  oppo.si- 
tion  comes  from  France  or  Belgium,  will  the  Govern- 
ment take  steps  to  .secure  from  the  French  and  Belgian 
Governments  permission  for  Canadian  parents  to  get 
possession  of  their  dead,  and  what  assistance,  if  any. 
will  the  Government  give  in  the  way  of  tran.sportation 
i-nd  other  removal  expenses,  to  Canadian  parents  who 
wish  to  have  their  dead  brought  home  for  burial  ? 


A  BOBSLEIGH  FUNERAL. 

A  Chesley,  Ont.,  undertaker,  according  to  the  Tor- 
onto daily  papei's,  was  engaged  for  the  funeral  of 
Robert  Kincaid.  in  the  country,  but  found  the  roads  so 
bad  that  he  could  not  take  his  hearse  to  the  house  of  be- 
reavement. Neighbors  of  the  bereaved  family  placed 
the  colfin  on  a  bobsleigh  and  hauled  it,  by  hand,  sev- 
eral miles,  till  they  met  the  undertaker,  who  hitched 
a  horse  to  the  bobsleigh,  hut  had  to  abandon  the  at- 
tempt, as  the  snow  was  too  deep  and  soft.  So  the  rest 
of  the  journey  to  Chesley — six  miles  in  all — was  made 
on  foot  by  the  mourners,  who  hauled  the  sleigh  and 
coffin. 


A  RUNAWAY  FUNERAL. 

A  shocking  and  deplorable  accident  occurred  at 
iGuelph  recently,  when  a  street  car  crashed  into  the 
hearse  which  was  conveying  the  body  of  the  late  Mrs. 
Wesley  Simpson  to  the  Church  of  Our  Lady  for  Re- 
quiem High  Mass. 

When  the  car  .struck  the  hearse  all  the  heavy  glass 
in  the  vehicle  was  smashed  to  atoms,  the  driver,  Ed. 
Tovell,  was  thrown  to  the  pavement,  and  the  horses  at- 
tached to  the  hearse  bolted  and  ran  away  iip  Mac- 
donnell  Street.  A  few  feet  beyond  the  Regent  Theatre 
the  hearse  toppled  over  against  the  curb,  and  the  casket 
was  thrown  out  on  the  pavement,  the  body  leaving  the 
casket  Avhen  it  fell. 

The  horses  were  brought  to  a  .standstill  hei'e  and 
kind  hands  arranged  the  body  in  the  casket  again.  The 
pall-beai-ers  lifted  the  damaged  coffin  and  carried  it  to 
the  church,  where  the  service  was  proceeded  with. 

An  investigation  is  being  held  with  a  view  to  fixing 
the  blame. 


ENGLISH  AS  SHE  IS  SPELLED. 

W.  Smith  &  Son,  funeral  directors,  of  Leamington. 
Ont.,  have  sent  Canadian  Furniture  World  and  The 
Undertaker  a  curio  from  their  archives  in  the  shape 
of  a  label  -w^hich  was  attached  to  an  outside  box  shipped 
to  them  for  burial  nearly  a  (juarter  century  ago.  As 
nearly  as  possible  the  label  reads  as  follows : 

W.  F.  BARNES  &  CO. 
Dealers  in  Furniture,  Stoves  and  Wall  Paper. 
Undertaking  a  Specialty. 

Corning,  Ark..  Aug.  21.  1898. 
this  Body  herein  has  Bin  Propely  iuBamed  adcord- 
ing  to  the  Lawys  of  the  stait  of  ark  it  des  not  cone- 
tane  any  contages  Deseas.         W.  F.  BARNES, 

undertaker. 
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I  President  of  Dominion  Manufacturers  Ltd.  f 
I         Appointed  to  Canadian  Senate  | 

TlMMMIIIMIMIMIIMIMIMIIIIMIMMIMIIIIMIIIIIIIIIIIIIIIIIIMIIMMHIIIIMUIMnilllMIMIIilMIMIMIIIIMIUIIIIMIIMMIMIillllln 

WHEN  Lorne  C.  Webster,  President  of  Dominion 
Manufacturers,  Ltd.,  and  capitalist  generally, 
of  Montreal,  was  recently  appointed  to  the 
seat  in  the  Senate  of  Canada  formerly  held  by  the  late 
Senator  Landry  of  Quebec,  it  was  really  as  a  Quebec 
man  that  he  was  chosen,  and  thus  for  all  that  Montreal 
now  looks  upon  him  as  her  very  own,  the  City  of  Que- 
bec can  claim  some  forty  years  of  a  life  that  has  not 
yet  reached  the  fift.y  mark.  For  he  was  boim  there ; 
he  started  business  there:  he  learned  French  there,  to 
speak  it  fluently ;  and  when,  with  a  friend  associated 
with  him  in  many  business  connections,  he  recently 
visited  that  city,  he  met  scores  of  old  companions,  who 
greeted  him  with  evident  keen  satisfaction  at  the  ap- 
pointment that  had  been  made. 

Few  l)usiness  or  financial  men  in  Canada  have  had 
conferred  upon  them  so  many  responsible  positions  in 
»,the  last  two  or  three  years  as  Lorne  Webster.  And  he 
accepts  them  as  a  part  of  the  day's  work;  and  the  next 
month  or  week,  his  name  figures  as  one  of  the  "lead- 
ing" men  eonnected  with  this  new  organization,  or 
that. 

It  is  less  than  a  year  since  the  death  of  Sir  Rodolphe 
Forget,  President  of  Q-uebee  Railway,  Light,  Heat  and 
Power  Company,  found  the  only  name  suggested  as  a 
successor  was  Lorne  C.  Webster's;  the  Merchants 
Bank  of  Canada  added  him  to  the  Board;  he  became  a 
director  of  the  Montreal  Tramways  Company;  he  was 
chosen  as  president  of  an  entii-ely  new  line  of  activity, 
Holt,  Renfrew  &  Co. ;  and  this  week  his  name  figures 
on  the  directorate  of  the  Canadian  Fur  Auction  Sales 
Ltd — and  there  is  a  foot-note  appended  to  the  effeict 
that  Lorne  C.  Webster  has  been  the  "leading"  spirit 
in  the  organization  of  this  movement  to  make  in  Can- 
ada a  great  world  fur  centre,  as  it  was  the  first  fur-trad- 
ing centre  of  the  world  in  the  olden  days.  Nor  must 
he  be  forgotten  as  one  of  the  most  active  of  the  direc- 
tors of  the  Nova  Scotia  Steel  &  Coal  Company,  as  he 
is  the  man  who  puts  through  the  big  sales  of  the  com- 
pany in  the  district  of  Montreal.  But  that  is  harking 
back  to  his  first  venture. 

Started  in  Coal  Business. 

This  was  in  the  coal  business  in  the  city  of  Quebec, 
where  hi.s  father  was  a  coal  merchant.  That  the  busi- 
ness grew  under  the  unusuall,y  keen  business  instincts 
of  the  young  son  would  be  apparent  to  those  who  can 
witness  the  aftermath  of  his  business  career.  It  was 
there  he  made  the  intimate  connection  with  "Scotia," 
which  broadened  out  when  he  moved  to  Montreal  only 
a  few  years  ago.  It  was  there  he  first  became  connect- 
ed Avith  the  Quebec  Railway,  whose  assets  he  is  now 
consolidating.  He  also  established  a  freight  line  of 
steamers,  the  naming  of  which  reveals  anotber  char- 
acteristic of  the  new  Senator  as  a  home  man,  but  of 
that  more  later. 

An  intimate  friend  of  Senator  Webster  describes  him 
as  a  man  of  "national  business";  as  a  man  anxious  to 
develop  the  wealth  of  the  country;  a  man  with  an  un- 
usual capacity  for  work;  one  who  seldom  forgot  any- 
thing; a  maji  of  action,  who,  in  the  many  executive 
meetings  that  he  attends,  always  showed  himself  bent 


on  reaching  the  desired  point  by  the  shortest  route  that 
was  consistent  with  efficiency:  and  withal,  a  man  of 
keen  vision  in  a  constructive  sense,  and  of  remarkably 
correct  judgment. 

As  the  financial  life  of  Montreal  fairly  revels  in  its 
various  groups,  the  C.P.R.,  with  the  Bank  of  Montreal 
closely  allied,  the  Royal  Bank  group,  the  Tramways 
group,  and  so  on — often  made  strange  bedfellows  in 
the  exigencies  of  interests  that  run  together  and  force 
mutual  partnerships  at  times  that  surprise  even  them- 
selves, pro'bably — so  Lorne  Webstei'  is  gradually  be- 
coming associated  with  definite  financial  interests.  In 
his  case,  an  individual  rather  than  a  group  is  sug- 
gested, that  of  J.  W.  McConnell ;  for  he  is  a  director  of 
St.  Lawrence  Sugar  Refineries  where  Mr.  McConnell  is 
the  astute  president ;  he  is  vice-president  of  Goodwins, 
Limited,  where  "J.W."  is  president;  and  he  is  a  direc- 
tor of  Montreal  Tramways,  where  the  other  is  vice- 
president  ;  and  the  Senator  is  the  president  of  Holt, 
Renfrew  &  Company,  where  his  partner  is  a  director. 

One  of  the  "Big  Three" 

But  one  must  .step  aside  to  a  new  sphere,  that  of  the 
Church,  to  see  this  association  exemplified  most  defin- 
itely. There  is  a  trio  connected  with  Douglas  Method- 
ist Church,  who  give  liberally  of  their  means  and  their 
time  and  efforts :  Senator  W^ebster,  J.  W.  McCoiniell. 
and  W.  H.  Goodwin,  general  manager  of  Goodwin's, 
Limited.  They  are  sometimes  referred  to  as  the  "Big 
Three"  of  this  chiarch.  Lorne  Webster  goes  to  the 
Sunday  School  every  Sundav  he  is  in  town,  and  year 
after  year  there  is  no  name  suggested  other  than  his 
as  the  superintendent  of  the  Sunday  School.  When  he 
came  to  Montreal  and  joined  that  church,  the  letter 
he  carried  from  a  church  in  Quebec  must  have  referred 
to  his  qualities  as  a  S.S.  superintendent,  for  in  the  An 
cient  Capitol  he  had  shown  these  to  the  evident  satis- 
faction, especially  of  the  minister  of  the  church  there. 
Then,  when  the  Sunday  School  Association  of  Quebec 
Province  had  to  choose  a  new  president,  that  man 
was  the  superintendent  of  Douglas  Methodist  Church 
Sunday  School. 

More  work  for  Lorne  C.  Webster,  Montreal  capital- 
ist. Indeed,  none  of  the  offices  he  accepts  are  sinecures. 
He  works  in  all  of  them,  and  gets  the  work  done  in 
the  shortest  space  of  time  possible — and,  incidentally, 
conserves  some  of  his  own  to  attend  to  other  things. 

Old  Brewery  Mission. 

There  is  one  institution  in  Montreal  that  manv  peo- 
ple are  prone  to  declare  stands  among  the  noblest  of 
her  philanthropies.  That  is  the  Old  Brewery  Mission. 
What  the  Jerry  McAuley  Mission  is  to  New  Y(n'k,  the 
Old  Brewery  Mission  is  to  the  "Down-and-Outs"  of 
Montreal.  And  Lome  C.  Webster  heads  the  Old 
Brewery  Mission — and  talks  there,  and  works  there 
and  has  gathered  together  as  earnest  a  band  of  social 
workers  also  as  can  be  found  in  the  city  of  Montreal. 

And  once  more,  he  stands  at  the  head  of  the  Charity 
Organization  Society  of  Montreal.  Every  yeai-,  just 
before  Christmastide,  an  evening  paper  in  Montreal 
devotes  a  goodly  share  of  its  front  page  space  to  listing: 
Case  No.  1,  and  2  and  8.  and  many  more,  of  the  needv 
ones,  who  may  want  for  Christmas  cheer  if  the  public 
does  not  come  to  the  aid  of  the  dharity  Organization 
Society,  in  money  or  clothes  or  food  or  gifts,  one  or  all, 
it  may  be.  And  in  the  schools  the  children,  on  a  certain 
day  near  to  Christmas,  bi'ing  of  their  toys  and  clothes 
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for  other  "eases."  And  behind  this  better  .distribu- 
tion of  the  world's  goods  in  gift  form  is  the  Cbarity 
Organization  Society. 

For  years  also  Lorne  Webster  has  pi'esided  at  the 
New  Year's  rally  at  St.  James'  IMethodist  Church.  And 
with  it  all,  Lorne  C.  Webster  accepts  an  appointment 
that  it  is  safe  guessing  he  will  take  just  as  seriously  as 
he  has  all  tlie  other  activities  outlined  very  briefly 
above. 

Called  After  His  Children's  Name. 

Mention  was  made  of  his  steamship  line.  It  is  called 
the  Webster  Transportation  Company.  And  the  name 
of  one  of  his  boats  is  "Erie  W.'",  and  of  another  "Colin 


W."'  and  of  a  third,  "Stewart  W."  and  the  others. 
' '  Howard  W. ",  "  Muriel  W. ' ',  and  ' '  Marion  W. ' '  And 
these  are  the  names  of  his  six  children.  "He  is  a  great 
family  man,"  said  a  close  friend  of  his.  "and  a  great 
chum  of  his  children  in  his  beautiful  home.  And  when 
he  isn't  having  a  romp  with  his  children,  he  enjoys  a 
game  of  golf  almost  as  much  as  the  Prince." 

But  no  one  who  knows  the  capacity  of  the  new  Sena- 
tor believes  that  he  has  reached  the  limit  of  his  activi- 
ties in  the  financial,  religious  or  philanthropic  life  of 
Canada.  Whether  this  will  extend  to  politics  mu.st  re- 
main a  sealed  book  for  the  present.  Lorne  Webster 
has  been,  and  is.  a  good  many  persons  in  one,  but  he 
has  never  evinced  a  desire  to  l)e  a  politician. 
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I  Secretary  of  C.  E.  A.  Makes  1 
I  Flying  Trip  to  California  | 
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Fred.  W.  Matthews.  Toronto,  secretary  of  the  Cana- 
dian Embalmers'  Association,  recently  made  a  flying 
trip  to  California  looking  for  new  ideas  for  the  com- 
ing Convention. 

He  left  Toronto  on  February  14,  via  C.P.R.,  and  ar- 
rived in  Chicago  next  morning,  spending  a  couple  of 
days  in  the  Windy  City.  On  the  16th  he  boarded  the 
Santa  Fe  and  arrived  in  Pasadena,  Cal.,  on  the  20th. 

Spending  a  short  time  in  that  beautiful  city  of  mil- 
lionaires' homes,  Mr.  Matthews  was  entertained  to  a 
sight-seeing  trip  around  the  city  and  suburbs  by  Ken- 
yon  Warren,  one  of.  the  prominent  funeral  directors  of 
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V.  W.  MATTHEWS 
C.E.A.   Secretary,  Toronto. 

Pasadent,  and  a  man  of  great  executive  ability.  They 
were  not  new  ac(|uaintances,  Mr.  Warren  having  visit- 
ed Mr.  Matthews  at  Toronto  two  years  ago. 

On  February  2o  Mr.  Matthews  went  to  Santiago  to 
find  J.  B.  and  Mrs.  Mclntyre  of  St.  Catharines,  Ont., 
comfortably  ensconced  at  the  U.S.  Grant  Hotel.  Mr. 
Mclntyre  was  found  to  be  on  the  road  to  recovery, 
which  will  be  pleasing  news  to  all  aecjuaintances  of  the 
"dean"  of  the  Canadian  profession. 


Spending  the  balance  of  the  week  with  this  enjoy- 
able company,  Mr.  Matthews  returned  to  Long  Branch, 
where  during  the  balance  of  his  stay  he  enjoyed  his 
morning  dip  in  the  Pacific.  He  returned  to  Toronto 
about  the  middle  of  March,  reporting  the  climate, 
flowers  and  scenery  as  both  beautiful  and  wonderful. 
One  deterrent  Mr.  Matthews  found  was  the  rather  con- 
gested state  of  Los  Angeles,  which  rendered  it  not  too 
comfortable  for  visitors.  Many  Toronto  friends  were 
found  to  be  wintering  in  that  city. 

"The  United  States  is  a  great  country,"  said  Mr. 
Matthews  in  his  interview  with  Canadian  Furniture 
World,  "but  I  am  fully  convinced  that  the  people 
across  the  border  have  nothing  whatever  on  the  Land 
of  the  Maple  Leaf. 

The  funeral  establishments  throughout  California  in 
general  are  more  elaborate  than  those  found  in  Can- 
ada or  in  the  Eastern  States.  This,  of  course,  is  neces- 
sary, because  of  the  fact  that  90  per  cent,  of  the  fun- 
erals are  held  from  these  establishments,  necessitating 
more  spacious  accommodations  for  their  patrons.  The 
equipment  everyAvhere  is  altogether  of  the  motor 
variety,  and  colored  caskets  are  almost  universally 
used.  From  inquiries  made  there  is  a  great  deal  of 
money  spent  on  furnishings. 


PARAGRAPHS  'WISE  AND  OTHER'WISE. 

Statistics  prepared  by  Dr.  Dubief.  of  the  French 
Health  Department,  show  that  196.500  persons  died  in 
Paris,  between  October  last  and  the  end  of  February, 
from  influenza  and  diseases  resulting  therefrom.  In 
November  alone,  when  the  disease  was  at  its  height. 
37,637  deaths  were  recorded  in  that  city. 

After  the  age  of  fifty  j^ears  the  cells  of  the  body  are 
decreased  in  number  and  hence  the  body  deteriorates 
or  atrophies. 

•   •  • 

Husband:  "Whj^  is  a  cook-book  like  an  exciting 
novel?" 

Wife:  "You  got  me." 

Husband:  "Because  it  contains  so  many  stirring 
events." 

^    ^  ^ 

A  fond  mother  in  Valparaiso,  hearing  that  an  earth- 
(juake  was  coming,  sent  her  boys  to  a  friend  in  the 
country,  so  that  they  migh  escape  the  danger.  In  a 
few  days'  time  she  received  a  note  from  the  friend  say- 
ing, "Take  your  boys  away  and  send  along  the  earth- 
quake; we  prefer  it." 
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Buy  Your  Caskets  Upholstered  Inside 

SATISFACTION 

Get  the  benefit  of  our  service  department,  save  all  confusion  and  worry — eliminate  all  dirt  and 

untidiness — no  overstocking,  etc. 


No.  651 — Upholstered,  including  Pillow 

Many  customers  obtain  their  caskets  from  us  **  trimmed  complete  " — because — 

We  manufacture  our  own  hardware,  and  our  experienced  help  knows  the  style, 
especially  designed  to  harmonize  with  each  design  of  casket  we  make. 

Our  "interiors  and  pillows"  are  certain  to  match  the  puffing. 

Curability  to  supply  a  "completely  trimmed  casket,"  that  harmonizes  in  all  its 
elements,  is  one  of  the  strongest  links  of 

DOMINION  SERVICE 


"  Our  line  is  complete — Our  organization  is  at  your  service." 

Dominion  Manufacturers^  Limited 

Head  Office  and  Showrooms: 

« 

109  Niagara  Street     -      Toronto,  Canada 
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Saccara  Concentrated  Embalming  Fluid 

GUARANTEED 

So  we  say  to  you — try  Saccara  Fluid — once.    We  are  willing  to  have  you  base  your 

judgment  of  its  value  by  the  trial. 


Choice  of  Shades:  "Spartan"  Gold,  Silver,  Copper,  or  Bronze. 
"Spartan  Hardware"  is  most  appropriate,  and  will  not  tarnish  —  Guaranteed. 

OUR  BRANCHES  ARE  AT  YOUR  SERVICE 


National  Casket  Co.,  Toronto,  Ont. 

The  Globe  Casket  Co.,  Limited 
London,  Ont. 

Girard  &  Godin,  Limited 
Three  Rivers,  Que. 


The  Semmens  &  Evel  Casket  Co., 
Hamilton,  Ont.  Limited 
Christie  Bros.  &  Co.,  Limited 
Amherst,  N.S. 
The  Semmens  &  Evel  Casket  Co., 
Winnipeg,  Man.  Limited 


The  D.  W.  Thompson  Co.,  Limited 
Toronto,  Ont. 
Girard  &  Godin,  Limited 
Montreal,  Que. 
Vancouver  Casket  Co. 
Vancouver,  B.C. 


"  Quality — Style — Finish — Guaranteed  " 


Dominion  Manufacturers,  Limited 

Head  Office  and  Showrooms  : 
109  Niagara  Street  -  Toronto,  Canada 
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[      Treatment  of  Heart  Failure  | 

I  By  HOWARD  S.  fiCKELS,  Ph.C.  | 

I  Dean  of  Eckels'   College  cf  Embalming.  | 

=         Written  for  Canadian  Furniture  World  and  The  Undertaker.  | 
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( Continued  from  last  issue ) 

IN  our  last  issiie  we  reached  the  point  Avhere  we  dis- 
posed of  the  preliminaries  and  T  said  the  extra  bur- 
den on  the  undertaker  would  be  the  cost  of  a  capil- 
lary wash — about  50  cents  on  each  body. 

That  certainly  is  a  small  enough  sum  to  pay  to  have 
the  assurance  of  good  work. 

T  am  speaking  now  of  the  use  of  a  capillary  wash 
and  blood  solvent  on  all  bodies.  There  can  be  no  ques- 
tion whatever  of  the  advisability  of  using  it  on  the 
special  cases,  the  care  of  which  is  particularly  outlined 
in  my  latest  book,  "Embalming  by  a  New  Principle 
and  a  New  Method." 

These  so-called  "difficult  eases"  really  require  a 
blood  solvent  if  they  are  lo  be  effectively  and  efficiently 
embalmed.  Tt  is  almost  impossible  to  secure  a  satis- 
factory result  without  it. 

T  know  it  is  easy  for  us  to  excuse  ourselves  when  we 
fail  to  avail  oui'selves  of  the  latest  and  best,  but  really, 
there  is  no  good  excuse  at  all.  Tf  we,  as  a  profession, 
are  to  progress,  it  must  be  at  some  sacrifice,  bv  hard 
work,  and  b.v  adopting  every  expedient  which  Avill  lead 
to  better  results. 

Many  undertaker.s  have  adopted  the  plan  of  mix- 
ing a  capillary  AVash  with  the  first  bottle  of  fluid,  they 
inject,  and  have  achieved  very  satisfactory  cosmetic 
effects. 

Usually,  T  prefer  to  inject  the  capillarv  wash  alone, 
.vet  in  some  cases  T,  too.  add  a  bottle  of  it  to  my  first 
half-gallon  of  fluid  and  thereby  produce  a  softening 
effect  and  a  clarity  of  complexion  which  I  never  have 
been  able  to  produce  with  fluid  alone. 

A  better-looking  body  means  a  more  satisfied  family, 
a  better  reputation  for  the  undertaker,  and  very,  very 
frequently,  a  better  casket  purchased.  There  are  busi- 
ness considerations  which  should  not  be  overlooked, 
but,  at  the  same  time,  the  embalmer's  personal  satis- 
faction at  producing  a  perfect  body  is  the  greatest  in- 
ducement he  can  have  for  "Embalming  by  a  New  Prin 
oiple  and  a  New  Method." 

A  copy  of  this  cloth-bound  book  of  130  pages  is  sen* 
with  my  compliments  to  every  user  of  this  eapin-ir\- 
wash  and  blood  solvent.    Have  you  a  cop*^'? 

Almost  every  season  of  the  year  furnishes  some  pai'- 
ticular  class  of  cases  which  present  mor?  thnn  ordinarv 
difficulties  to  the  embalmer.  Tt  may  be  pneumonia  in 
winter  or  drownings  in  the  summer  mnnth.s,  but,  what- 
ever the  season,  it  is  sure  to  present  a  series  of  "diffi 
cult"  cases  which  undertakei-s  have  le-n-ned  to  look 
forward  to  with  anticijjation  mixed  with  dr'^ad. 

There  is  one  class,  however,  which  we  have  with  us 
the  .vear  around  and  which  is  responsible  for  more 
"failures"  perhaps  than  any  other  s'ngle  disease.  Pour 
out  of  five  of  the  cases  which  produce  enough  trouble 
lo  cause  the  undertaker  to  M'rite  to  me  on  the  subject 
are  en('()untered  where  death  has  resulted  fi-om  heart 
disease. 

Recentl.y,  T  wrote  some  few  lines  regarding  one  of 
these  cases,  but  on  consideration  it  seems  to  be  well 
worth  while  to  devote  a  special  article  Id  the  combina- 
tion of  cau.ses  which  so  often  prf)duce  unsatisfactory 
results  in  these  cases. 


To  arrive  at  a  thorough  understanding  of  the  un- 
derlying causes  of  our  failure  to  produce  preservation 
on  the  one  hand  and  a  satisfactory  cosmetic  effect  on 
the  other,  it  will  be  necessary  for  us  to  go  back  to  first 
principles  and  start  at  the  very  elements  of  arterial 
embalming. 

To  secure  either  preservation  or  cosmetic  effect, 
every  undertaker  realizes  that  it  is  necessary  for  the 
fluid  after  death  to  traverse  the  body  in  exactly  the 
v^a,y  in  which  the  arterial  blood  traverses  it  in  life,  and 
that  it  is  by  this  route  only  that  a  thorough  saturation 
of  the  tissues  of  the  body  with  embalming  fluid  may 
be  obtained. 

In  life,  the  contraction  of  the  muscles  of  the  heart 
furnish  the  necessary  force  to  propel  the  blood  through 
the  arteries,  capillaries  and  veins.  The  blood,  on  be- 
ing forced  from  the  heart,  traverses  first  the  aorta  and 
then  its  various  branches  and  sub-branches,  the  valves 
of  the  heart  preventing  its  i^eturn  by  any  other  route 
than  by  M^ay  of  the  capillaries  and  veins. 

In  life,  when  these  valves  fail  to  thoroughly  perform 
their  duties,  there  is  a  slight  backward  flow  of  the 
blood  into  the  heart,  called  regurgitation.  The  result 
of  this  is  that  the  circulation  of  the  blood  is  much  im- 
paired and  the  person  becomes  subject  to  "heart  at- 
tacks." 

Almost  all  sudden  deaths  from  heart  disease  are 
caused  by  the  total  failure  of  the  semi-lunar  valve  to 
fulfil  its  function  of  preventing  the  regurgitation  of 
the  blood,  the  consequent  les.sening  of  the  force  of  the 
systematic  circulation  and  the  back-flooding  of  the 
heart  and  the  pulmonary  circulation  caused  by  the  re- 
gurgitation of  the  blood,  which,  after  having  been  forc- 
ed out  of  the  heart  by  its  muscular  contraction,  re-en- 
ters or  "backs  \ip"  through  the  leaky  valve,  the  same 
athromic  conditions  of  the  mitral  valves  between  the 
auricle  and  the  ventricle  allowing  the  leakage  into  the 
pulmonary  circulation. 

Now,  this  was  the  condition  of  the  heart  at  the  mo- 
ment of  death,  because  these  conditions  themselves  pro-- 
duced  death. 

Naturally,  these  valves  still  remain  weak  or  open, 
and  when  the  body  comes  into  the  hands  of  the  em- 
balmer tliere  is  trouble. 

When  the  embalmer  begins  to  inject  fluid  in  normal 
cases,  he  first  fills  the  artery  he  injects  and  quickly  the 
aorta  receives  fluid,  the  semi-lunar  valve  of  the  heart 
having  close'd  and  remaining  closed,  and  thus  forming 
a  "water  back,"  so  that  the  aorta,  once  filled  with 
Huid  and  the  injection  being  continued,  there  is  no 


I'lililic  hnieral  nf  Iwii  (irciiu-M  :(t  Stratfnrd,  Oiil.,  scinio  time  ago, 
conducted  by  (ireenwdod  Is.  Vivian. 
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avenue  of  escape  for  it  except  through  the  branches 
and  sub-branches  of  the  aorta  just  as  the  blood  in 
health  flows  through  the  living  body.  This  is  the  way 
in  which  the  fluid  is  distributed  to  the  body  in  normal 
cases,  the  semi-lunar  valve  at  the  beginning  of  the 
aorta  furnishing  the  necessary  back-pressure  to  pre- 
vent leakage  and  forcing  the  fluid  through  the  na- 
tural blood  channels. 

In  heart  disease  eases,  however,  the  semi-lunar  valve 
fails  to  fulfill  its  functions  and  the  embalmer  is  work- 
ing much  as  if  he  were  pouring  the  fluid  into  a  bottom- 
less can. 

NoAv.  the  average  embalmer  figures  that  when  he  has 
injected  between  one-half  gallon  and  a  gallon  of  fluid 
into  the  arteries,  that  he  has  done  his  work  and  done  it 
thoroughly,  and  if  he  fails  to  secure  preservation  or 
if  the  cosmetic  effect  is  not  satisfactory,  he  is  apt  to 
throw  the  entire  weight  of  blame  upon  his  fluid. 

As  a  matter  of  fact,  it  is  quite  possible,  and,  indeed, 
usually  is  the  case,  that  he  has  not  begun  to  secure  cir- 
culation when  he  has  injected  a  gallon  of  fluid,  because 
the  fluid  has  simply  passed  through  the  aorta,  and 
instead  of  backing  up  there  and  flowing  through  the 
systemic  circulation,  it  has  gone  through  the  leaking 
semi-lunar  and  mitral  valves  and  passed  into  the.  pul- 
monary circulation,  suffusing  the  lungs. 

The  result  is  mystifying  for  two  reasons: 

In  the  first  place,  the  embalmer  knows  that  he  has 
injected  into  the  artery  enough  fluid  to  preserve  the 
normal  case,  and  yet  he  finds  in  this  body  none  of  the 
symptoms  of  embalming.  The  result  is  that  he  becomes 
paviic-stricken  instead  of  giving  the  case  the  careful, 
scientific  consideration  Avhich  it  needs. 

Two  courses  are  open  to  him.  One  is  to  continue  the 
injection  of  fluid  until  signs  of  embalming  are  pre- 
sent all  over  the  body.  These  finally  Avill  apear,  be- 
cause the  lungs,  being  filled  with  fluid,  will  themselves 
form  the  water-back  which  the  semi-lunar  valve  Avould 


have  furnished  in  the  beginning  had  it  been  in  normal 
conditions.  Therefore  to  secure  circulation  through- 
out the  body,  all  that  would  be  necessary  would  be  to 
continue  to  inject  fluid  until  its  effects  were  appar- 
ent throughout  the  entire  bodJ^ 

But  this  will  not  ahvays  solve  the  embalmer 's  difB- 
culties,  for  he  is  apt  to  find  a  few  cases,  even  after  he 
has  injected  from  a  gallon  and  a  half  to  two  gallons  of 
fluid  and  drained  a  large  proportion  of  the  blood  as 
seems  possible,  that  the  face  is  still  dark,  and  there 
is  not  sufficient  evidence  of  the  presence  of  fluid 
through  the  facial  tissues. 

Sinee  it  is  quite  as  important  that  he  secure  a  good 
cosmetic  effect  as  that  preservation  be  aecompli.shed. 
he  is  likely  to  become  panic-stricken  for  the  .second 
time. 

A  moment's  reflection  will  show  him  that  the  im- 
mense quantity  of  fluid  which  ha.s  been  injected  into 
the  lungs  would  have  brought  about  an  expan.sion  of 
the  lungs  and  surrounding  tis.sue  that  would  have  pro- 
duced a  pressure  on  the  veins  which  drain  the  neck 
and  face,  so  that  the  pressure  through  these  veins 
would  be  greater  upon  the  blood  which  they  contained 
to  force  it  back  into  the  face  tissue  than  Avould  be  the 
pressure  upon  the  capillaries  of  the  face  from  their 
arterial  side. 

There  would  then  seem  to  be  no  adequate  remedy 
except  the  raising  of  the  carotid  arteries  and  the  in- 
jection of  fluid  by  direct  pressure  with  sufficient  force 
to  drive  out  this  blood  from  the  capillaries  of  the  face. 

The  head  and  shoulders  should  be  elevated,  and  a 
constant  massage  should  be  kept  on  the  face,  neck 
and  ears.  Personally,  T  prefer  to  use  a  capillary  wash, 
or  if  1  have  none  in  my  grip  diluted  fluid  for  this  caro- 
tid injection,  so  that  we  would  run  no  risk  of  sealins 
up  and  fixing  this  discoloring  blood  in  the  capillaries' 
and  facial  tissues. 


TO  VISIT  EUROPEAN  BATTLEFIELDS. 

R.  U.  Stone,  Toronto,  is  sailing  from  New  York  on 
April  24th  on  the  "Mauretania"  for  England  and 
France,  on  behalf  of  the  Overseas  Mortuary  Associa- 
tion. He  is  accepting  some  commissions  regarding  the 
i-emoval  of  bodies  of  soldiers  from  the  Old  Country 
and  the  battlefield.s  of  Belgium  and  France  to  Canada, 
and  will  attend  to  these  while  away,  as  well  as  con- 
sult with  E.  Teysseyre  at  Paris,  France,  relative  to 
the  Avork  of  the  association. 

Mons.  Teysseyre  was  in  Toronto  recently,  in  connec- 
tion Avith  his  and  Mr.  Stone's  arrangements,  and  re- 
turned to  France  some  couple  of  weeks  ago.  Mr.  Stone 
expects  to  return  to  this  side  of  the  AtHntic  about  the 
middle  of  June,  sailing  from  Liverpool  on  June  7th  on 
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I  LAST  MONTH'S  PUZZLE  PICTURE.  | 

1  The  first  eorrect  answer  of  the  personality  depicteJ  | 

I  in  our  puzzle  picture  last  issue  was  received  on  March  | 

I  2'2nfl,  from  C.  A.  Down,  of  Down  &  Fleming,  Strat-  | 

I  ford,  Ont.    He  noticed  the  strong  resemblance  of  the  | 

I  lady  pictured  to  C.  N.  Greenwood  of  his  town.  | 

I         Perhaps  Mr.  Down   also  figured  in   the   event  in  | 

I  which  the  men  dressed  as  women  and  the  ladies  as  | 

I  men   in   a  baseball  competition   last  summer.     How  i 

I  aT)out  it  C.  A.?    Could  yoii  send  on  your  picture?     .  ; 
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the  Royal  George.  While  aAvay  Herb.  BroAvne  Avill  be 
in  charge  of  the  Stone  business,  as.sisted  by  ]\I.  J. 
Naughton,  lately  of  Pittsburgh,  as  second  embalmer. 

Mr.  Stone  is  having  a  neAv  child's  hearse  built  for  his 
OAvn  and  community  Avork.  and  expects  to  have  it  ready 
early  in  May.  Tt  is  being  built  by  Wattman,  Stratford. 
Ont.,  and  is  finished  in  pearl  grey. 


HE  SCREAMED  ALL  RIGHT. 

At  a  Western  hotel  a  lady  came  doAvn  from  upstairs 
and  asked  the  manager  if  she  could  get  a  glass  of 
water. 

"Why.  certainly,  madam,"  said  he,  filling  up  a  glass 
for  her. 

Tavo  minutes  later  she  Avas  back  at  the  office  again. 

"T  don't  like  to  trouble  you,"  she  said,  "but  could 
T  get  another  glass  of  Avater?" 

"No  trouble  at  all,  madam,"  said  the  manager,  hand- 
ing her    another  glass. 

Two  minutes  later  she  appeared  again. 

"Certainly,  madam,"  said  the  affable  manager,  "but 
may  T  inf|uire  Avhat  you  are  doing  Avith  so  much 
water?" 

"T  knoAv  you'll  just  scream  AA'hen  T  tell  you,"  said 
the  lady;  "I'm  trying  to  put  out  a  fire  in  my  room!" 
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I  THE  LADY  ASSISTANT  | 

I  Paper  read  at  W aahington  State  Convention  | 

I  By  Miss  Hazel  M.  Davis  | 
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The  war  brought  to  the  American  people  new  condi- 
tions. It  upset  our  old  way  of  doing  things,  it  has  al- 
tered our  ideas. 

Women  having  beeji  forced  into  the  commercial 
world,  and  having  professions,  demand  more  service 
and  know  what  they  want  to  pay  for. 

To-day  there  are  probably  no  less  than  twelve  million 
women  gainfully  employed  in  the  United  States.  This 
is  alone  a  change  in  the  L^ndertaking  Profession,  as  wo- 
men notice  the  little  things,  therefore  it  is  up  to  \is  as 
undertakers  to  keep  our  stock  up  to  the  prevailing 
styles  and  to  use  the  popular  colors  and  materials. 

Granted  that  men  are  efficient  judges  of  textiles  and 
materials  of  a  case ;  but  it  requires  a  woman  to  give 
the  natural  touches  to  the  hair  and  dress  of  the  body. 

Parents  losing  a  small  child,  having  to  buy  every- 
thing in  which  to  dress  it,  feel  a  great  relief,  when  after 
arranging  for  the  services  and  burial  to  have  a  lady 
ask  them,  if  she  might  not  make  the  necessary  pur- 
chases for  them.  They  are,  as  a  rule,  undecided  as  to 
what  they  wish  to  dress  the  little  one  in  for  the  last 
time,  and  dread  going  in  search  of  the  little  garments, 
while  so  undecided.  Then,  in  nine  cases  out  of  ten, 
what  they  purchase,  with  every  thought  of  giving  the 
child  the  best  to  be  had.  does  not  make  the  child  look 
natural  when  they  see  it  for  the  last  time  and  they 
think  the  undertaker  is  at  fault. 

The  lady  assistant,  if  she  makes  a  study  of  the  family 
while  they  are  giving  her  the  necessary  information 
for  the  death  certificate  can  tell  just  about  how  the 
child  was  usually  dressed  and  can  with  little  effort  se- 
lect garments  becoming  to  the  child. 

Here  again  in  ordering  flowers  she  will  choose  some- 
thing dainty  and  yet  effective,  which  will  leave  an  im- 
pression of  beauty  to  those  attending  the  service,  when 
really  it  is  just  harmony. 

As  to  earing  for  a  woman,  we  all  know  that  the 
family  usually  try  to  have  her  dressed  in  the  clothing 
she  espeeially  prized  whether  they  ever  saw  her  dress- 
ed in  the  clothing  or  not,  and  again  a  wedding  dress 
may  be  thought  of  which  will  neither  fit  her  nor  go 
well  with  the  casket  selected.  Now  is  the  time  when  a 
little  tact  on  the  part  of  some  woman  is  needed  and 
the  ladjf  assistant  can  come  to  them  with  a  few  sugges- 
tions, which  an  hour  from  then  they  think  were  their 
own,  and  sell  thein,  or  select  a  dress  from  the  deceased's 
wardrobe  which  is  suitable.  My  experience  has  been 
in  a  lai'ge  majority  of  cases  I  have  sold  them  the  dress 
and  it  is  admired  by  all  when  seen  on  the  body.  This 
not  only  pleases  the  family  but  gives  your  firm  a  small 
profit  aiid  the  family  in  turn  give  you  a  little  free  ad- 
vertising. 

This  is  only  a  very  small  part  of  the  lady  assistant's 
responsibility  in  the  undertaking  profession,  for  she 
must  be  a  friend  to  whom  the  grief  stricken  family 
may  turn  for  advice,  in  nearly  everything  from  how 
to  drape  a  veil,  to  what  means  shall  be  taken  to  secui^e 
the  funds  from  the  United  States  Government  due  the 
widowed  wife  of  a  soldier. 

To  do  the  work  right  a  woman  must  be  a  good  ein- 
balmei-,  have  some  knowledge  of  business  as  a  whole,  be 
hamlv  with  a  needle  in  order  to  ])ut  a  few  touches 


to  a  dress  used  that  may  not  be  just  suitable,  and  a 
woman  should  know  something  about  arranging  flow- 
ers to  make  the  most  of  them,  for  a  three  dollar  bou- 
quet with  a  little  eare  on  yowv  part  can  be  made  to 
take  the  place  of  a  five  dollar  one  when  the  case  de- 
mands it,  but  above  all  tact  is  needed  and  to  be  suc- 
cessful she  must  be  a  good  judge  of  human  nature. 
The  lady  assistant  should  be  able  to  play  an  instru- 
ment if  possible  so  that  the  services  are  not  delayed 
when  the  organist  fails  to  put  in  an  appearance  and 
you  ai'e  out  on  a  small  town  or  country  funeral. 

Here  I  might  add,  that  what  may  seem  like  a  very 
trivial  part  of  the  work  and  yet  one  that  counts  for  a 
good  deal  is  to  have  the  home  rearranged  after  the 
service  so  that  upon  the  return  of  the  mourners  they 
find  nothing  to  remind  them  of  the  service  just  held 
there.  This  can  be  accomplished  very  easily  if  you 
take  note  of  the  larger  pieces  of  furniture  when  you 
call  the  first  time,  then  when  the  assistant  calls  for 
the  pedestals,  chairs,  etc..  you  can  soon  see  that  the 
larger  pieces  are  in  their  usual  places  and  you  can 
have  the  maid  do  her  part  with  but  very  little  trouble 
when  she  sees  you  mean  business. 

There  are  times  when  you  are  called  upon  to  have 
children  cared  for  during  the  services  and  you  may 
also  be  called  upon  to  buy  clothing  for  little  folks 
who  eventually  are  to  be  sent  to  some  orphan's  home. 
This  may  not  appear  to  be  a  lady  assistant's  work  but 
nevertheless  she  may  be  the  one  looked  to  at  the  time, 
and  if  she.  can  fill  the  bill  so  much  the  better  as  her 
firm  will  be  spoken  of  in  the  terms  of  a  friend  when 
any  one  is  in  need. 

Another  little  thing  which  means  so  much  to  the 
young  mothers,  is  to  take  all  of  baby's  clothes,  which 
were  removed  when  the  baby  was  prepared  at  the  par- 
lors, no  matter  if  they  do  appear  absolutely  Avorthless 
to  you,  carefully  fasten  them  together  with  a  tag  ready 
to  be  delivered  to  that  mother  who  prizes  them  above 
everything  else,  as  they  were  the  last  little  garments 
she  put  on  her  baby. 

There  are  times  when  a  few  first  aid  remedies  are 
very  necessary  and  they  should  be  a  part  of  the  lady 
assistant's  equipment.  Ice  water  given  the  mourners 
at  an  oppoi-tune  time,  not  only  (pienches  their  thirst 
but  leaves  a  feeling  with  them  of  your  thoughtfulness 
for  their  comfort. 

A  neat  and  effective  way  of  advertising  in  the 
homes,  while  aiding  a  great  many  families,  is  to  send 
out  the  floral  announcements  for  all  flowers  received 
from  their  friends  for  the  service. 

There  was  a  time  when  the  demand  for  service  Avas 
not  so  great  and  we  did  not  need  to  use  the  same  care 
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CANICULA 


EMBALMING 
FLUID 


i  That  velvety-flow  fluid  that  is  different; 

I  does  not  burn  or  shrivel  the  arteries, 

I  allowing  the  operator  to  inject  as  often 

I  as  he  likes  and  obtain  that  desired  effect. 

I  CANICULA  CHEMICAL  COMPANY  | 

I  366  Bathurst  Street       -        TORONTO,  CANADA  | 
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and  precaution,  for  then  the  undertaking  bnsiness  Avas 
not  thought  of  as  a  profession.  For  instance,  when 
death  calls  a  mother  from  the  home  and  you  are  re- 
quested to  care  for  her  there,  then  is  the  time  when 
you  will  be  reriuired  to  use  a  great  deal  of  care  in  see- 
ing that  the  family  are  well  satisfied  and  yet  not  allow- 
ed to  spoil  your  business  reputation  by  their  various 
ideas  and  dif¥erence,s  of  opinion.  When  the  home  is 
left  with  all  satisfied  the  next  trial  is  at  the  service, 
when  as  every  undertaker  knows  to  have  it  a  success 
everything  must  go  like  eloelvwork  and  yet  not  appear 
as  such. 

Even  after  everything  may  have  gone  smoothly  at 
the  service  you  still  may  need  to  deal  with  a  hysterical 
member  of  the  family  at  the  grave,  who  wants  to  jump 
in. 

You  feel  upon  your  return  to  the  office,  if  all  Avent 
wtII,  that  yours  surely  is  a  profession  to  be  listed  with 
any  other.  It  is  an  interesting  one,  too,  and  one  Avhich 
requires  a  great  deal  of  study  if  you  wish  to  push  it 
to  the  top  of  the  ladder. 

Just  as  women  are  proving  themselves  indispensable 
in  recent  years  in  practically  every  business  and  pro- 
fession, so  in  the  vmdertaking  profession  she  has  a 
definite  task  to  perform  that  essentially  belongs  to  her. 

The  lady  assistant,  to  fill  her  place  as  she  should 
must  be  feminine  and  not  get  so  engrossed  in  the  busi- 
ness end  of  the  work  that  sbe  loses  the  very  claim  she 
has  in  the  profession. 

Actions  speak  louder  than  works  in  a  time  of  grief 
and  the  lady  assistant  can  give  a  kind  of  comfort  and 
satisfaction  that  a  man  never  can  give  and  thus  by  her 
assistance  the  firm  gains  a  friendly  feeling  from  all 
whom  it  serves. 


The  most  serious  objection  to  cremation  is  when  the 
professional  embalmer  becomes  the  "business'  em- 
balmer. " 


Layout  of  pround  floor  of  Wasliinglon  &  Tolinstone's  funeral  estab- 
lishment at  Toronto,  descriln'd  in  a  recent  issue  of  Canadian  Furni- 
ture World  and  The  Undertaker. 
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I     After  the  Blinds  are  Drawn  | 
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The  Boy  Who  Scored. 

After  a  ruthless  process  of  rejection  there  were  five 
applicants  for  the  post  of  errand  boy  left  for  the  head 
of  the  firm  to  interview.  It  was  one  of  his  flippant 
mornings,  and  he  sought  to  amuse  himself  by  asking 
the  eager  boys  puzzling  and  quite  irrelevant  (juestions 
to  test  their  general  knowledge. 

"How  far  away  from  the  earth  is  the  North  Star?" 
was  the  question  he  fired  at  the  third  shiny-faced 
youngster. 

"I'm  sorry  I  cannot  give  you  the  exact  figure  ot¥- 
hand,  sir,"  was  the  reply,  "but  on  a  rough  estimate  I 
should  say  that  it  is  far  enough  away  not  to  interfere 
with  me  running  errands." 

He  got  the  post. 

*    *  * 

A  Regular  ToflF. 

Two  young  w^omen  at  the  cinema  Avere  discussing 
their  personal  affairs. 

"Got  a  chap  yet,  Liz?"  inquired  one. 

"Yes,"  returned  her  companion.  "And  he's  a  regu- 
lar toff.   He's  working  at  Johnson's." 

"You  don't  say  so!  Why,  they  tell  me  he's  real  re- 
fined." 

"Rather!  Why,  he  took  me  to  a  restaurant  las* 
Aveek,  and  Avhen  Ave  had  coffee  he  poured  it  into  a  sau- 
cer to  cool  it ;  but  he  didn't  bloAV  it  like  common  people 
would — he  fanned  it  with  his  hat!" 


Second  Thought. 

A  woman  lost  her  husband,  and  AAnshing  to  pay  a  last 
tribute  to  the  splendid  husband  he  had  been,  she  order- 
ed a  stone  for  his  grave  Avith  some  suitable  inscription 
upon  it. 

As  time  Avent  on,  neighbors  began  to  talk  of  the  de- 
ceased, and  the  Avife  soon  learned  that  he  had  not  been 
true  to  her  as  she  had  fondly  imagined. 

She  Avas  annoyed,  and  hurried  to  the  stonemason,  but 
found  that  the  stone  Avas  completed,  and  the  inscrip- 
tion Avas  "Rest  in  Peace." 

The  woman  eyed  the  inscription  for  a  moment,  then 
said  to  the  mason:  "Never  mind,  just  put  underneath, 
'Till  I  come.'  " 

*    *  * 

Opened  With  Prayer. 

Surgeon. — The  operation  must  be  performed  immedi- 
ately. 

Sandy  (kirk  elder)— Weel,  send  for  a  minister  at 
yince,  then. 

Surgeon — Oh,  the  operation's  not  serious  enough  for 
such  anxiety. 

gaudy — I'm  no  parteeklarly  anxious,  but  if  I'm  to 
be  opened,  I'll  be  opened  wi'  prayer. 

No  Longer  Deaf. 

Officer:  "Is  your  brother,  Avho  Avas  so  deaf,  any  bet- 
ter?" . 

Bridget:  "Sure,  he'll  be  all  right  in  the  morning.  ■ 
Officer:  "You  don't  say  so." 

Bridget:  "Yes,  he  Avas  arrested  yesterday  and  gets 
his  hearing  in  the  morning." 
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Vincent  Kelly,  undertaker  at  Colgan,  Ont.,  is  dead. 
H.  McGregor  has  joined  the  Allen  statf  at  Avlmer, 
Ont. 

Sam  Hewitt  has  a  new  motor  hearse,  built  on  a  Mc- 
Laughlin chassis. 

Mrs.  N.  B.  Cobbledick,  of  Toronto,  lost  her  mother 
by  death  recently. 

W.  F.  Slimgerfeldt  has  purchased  the  Singer  busi- 
neiss  at  Thedford,  Ont. 

The  Poplar  A^alley  Cemetery  Co.  has  been  incorpor- 
ated at  Laeordaire,  Sask. 

J.  H.  Penfound,  furniture  dealer  and  undertaker  of 
Oil  Springs,  Ont.,  died  recently. 

Frank  Ford,  of  Blenheim,  Ont.,  lost  his  daughter, 
Geta,  through  the  "flu"  recently. 

The  Province  of  Quebec  has  lifted  its  ban  against 
Ontario  on  the  smallpox  quarantine. 

B.  "Wright's  furniture  store  and  undertaking  parlors 
at  Chesley,  Ont.,  was  burned  a  month  ago. 

Miss  Alfreda,  daughter  of  Harry  A.  and  Mrs.  Comp- 
ton,  of  Summerside,  P.E.T.,  was  married  recently  to  Al- 
bert E.  MePhail. 

The  Lippert  Furniture  Co.,  Kitchener,  Ont.,  are  dis- 
posing of  their  stock  and  devoting  themselves  exclu- 
sively to  funeral  directing. 

Mr.  Bonsteel  is  selling  off  hy  auction  his  undertak- 
ing and  livery  business  at  Tngersoll,  Ont.  Mitchell  & 
Co.,  are  •  taking  over  his  premises  for  their  carriage 
factory. 

Lome  C.  Webster.  Montreal,  president  of  Dominion 
Manufacturers,  Ltd.,  has  been  called  to  the  Canadian 
Senate  to  take  the  seat  held  by  the  late  Senator  Landry 
of  Quebec. 

Ernie  Williams  had  a  hard  time  during  the  recent 
"flu"  epidemic.  Not  only  was  he  sick  himself,  but  the 
disease  took  down  his  whole  household^ — mother,  wife 
and  cbildren. 

The  mother  of  Joe  Saint  of  Wallaeeburg,  Ont.,  was 
found  dead  at  Winghara.  The  good  woman  had  started 
to  walk  to  visit  one  of  her  sons  and  died  shortly  after 
leaving  her  home. 

Harry  Sproule,  assistant  to  Wm.  Speers,  undertaker, 
Dundas  Street  West,  Tor.onto,  has  been  dangerously 
ill  Avith  pneumonia.  He  is  under  the  care  of  Dr.  G.  H. 
Gardiner,  Annette  Street. 

The  Lindsay  Roman  Catholic  Cemetery,  Ltd.,  has 
been  incorporated  at  Ijindsay,  Ont.,  to  establish  and 
maintain  a  cemetery.  Rich.  Kielly,  Peter  Kennedy 
and  L.  V.  O'Connor  are  directors.    Capital,  .$40,000. 

Fire  caused  by  defective  stove  pipes,  which  broke  out 
in  the  garage  of  J  D.  McGill,  undertaker,  on  Bloor 
Street  West,  Toronto,  recently  caused  $7,700  damage  to 
the  contents  and  building.    Two  autos  were  damaged. 

Ai'mand  Schreiter,  of  Kitchener,  Out.,  has  had  bother 
with  his  teeth,  and  underwf>nt  an  operation  recently 
for  their  extraction.  It  came  about  the  time  of  his 
annjuil  birthday  party  on  March  17.  The  party  was 
held,  but  Armand  was  only  an  onlooker  this  year. 

While  somewhat  late  in  reporting,  the  death  occur- 
red earlier  in  the  year  of  Mr.  (!aulfleld,  for  30  years 


traveling  representative  for  the  Globe  Casket  Co.  He 
was  well  known  and  much  thought  of  by  the  profes- 
sion in  Western  Ontario  and  the  Niagara  Peninsula. 
He  retired  over  a  year  ago.  Jack  McLaughlin  is  now 
covering  his  territory. 

Mrs.  McLaughlin,  mother  of  Jack  McLaughlin, 
traveling  representative  of  the  Globe  Casket  Co.,  died 
a  few  days  ago  at  her  home  in  Ottawa,  Kansas,  after 
a  short  illness.  Mr.  McLaughlin  returned  a  few  weeks 
ago  after  paying  a  Christmas  visit  to  his  people,  whom 
he  had  not  seen  for  many  years.  The  sympathy  of  the 
profession  will  go  out  to  Mr.  McLaughlin  in  his  be- 
reavement. 

W.  R.  Greenwood,  late  of  Blenheim,  but  now  of  Chat- 
ham, Ont.,  after  a  year's  business  has  his  establish- 
ment and  ecjuipment  in  first-class  order.  His  office, 
chapel  and  casket  showroom  are  up-to-date,  and  he  has 
just  put  into  commission  a  new  motor  hearse,  painted 
a  battleship  gre.y.  A  new  motor  ambulance  is  also  part 
of  the  e(|uipment.  Tt  is  built  on  a  Studebaker  six 
chassis. 


STAGE  YOUR  BUSINESS. 

The  impression  that  is  made  by  the  appearance  of  a 
dealer's  store  and  by  his  manner  of  showing  goods  is 
of  the  utmost  importance  in  drawing  and  holding  cus- 
tomers. If  the  store  looks  like  all  the  others  in  the 
block,  has  no  particular  character  of  its  own,  it  makes 
no  appeal  to  the  passerby.  He  may  come  in  if  he  wants 
wall-papers  and  yours  is  the  first  store  he  comes  to 
'i^he  store  that  has  impressed  him,  however,  by  its  ap- 
pearance as  the  most  up-to-date  in  tlie  town,  is  likely 
to  draw  him  past  the  other  stores. 


Using 

CaranaC  Embalming  Fluid 
Adds  to  Your  Prestige 

''Those  who  use  CaranaC 
Fluid  do  not  believe  there 
is  a  Better, ' ' 

In  these  days  when  so  much  depends 
on  the  high  quaHty  of  the  fluid  used, 
it  will  be  to  the  interest  of  those  who 
have  not  used  CaranaC  to  accept 
no  other  the  next  time  they  order. 

Your  orders  will  receive  prompt  attention. 

CaranaC  Laboratory 

"The  All- Canadian  House" 

Peterborough     -    Ontario    -  Canada 
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CATECHISM  ON  MEASLES. 

By  PROF.  A.  H.  WORSHAM. 

Q. — What  is  measles? 

A. — Measles  is  an  eraptive  febi-ile  contagioiis  disease 
whose  special  contagion  is  not  known  at  the  present 
time. 

Q. — How  do  we  know  that  measles  is  contagions? 

A. — Because  it  occurs  in  epidemics,  and  children  usu- 
ally come  down  with  it  a  stated  time  after  exposure. 

Q. — Why  is  measles  a  dangerous  communicable  dis- 
ease ? 

A. — Because  it  is  often  followed  by  pneumonia, 
bronchitis,  tuberculosis,  caiLsing  death,  or  by  deafness 
or  weak  eyes,  and  it  should,  therefore,  be  restricted  as 
a  dangerous  disease. 

Q. — How  is  measles  spread? 

A. — By  direct  contact  with  the  person  who  has 
mea.sles ;  by  the  secretions  from  the  nose  and  throat; 
by  clothes,  letters  or  any  other  articles  coming  from 
the  infected  room  and  containing  the  fomites. 


FUNERALS  IN  PETROGRAD. 

A  correspondent  writing  from  Petrograd  says:  "Ap- 
parently the  death-rate  from  downright  starvation  is 
not  considerable,  but  there  is  heavy  mortality  from  ill- 
ness caused  by  bad  food,  anxiety,  and  hardships. 

''Jolting  through  the  streets  of  Petrograd  may  often 
be  seen  a  cart  containing  eight  or  ten  coffins — one  serv- 
ing the  driver  for  a  seat.  Scrawled  in  chalk  on  each 
lid  is  the  name  of  the  deceased.  The  interment,  which 
takes  place  in  a  communal  grave,  is  associated  Avith  no 
religious  ceremony.  For  these  are  Government  burials, 
open  to  everybody,  and  involving  no  expense  to  "the 
individual.  Persons  who  retain  private  means  are  per- 
mitted to  pay  for  special  funerals." 


A  GOLD-TRIMMED  COFFIN. 

Miss  Lillian  Russell  (Mrs.  A.  P.  Moore),  the  popular 
comedy  star,  was  the  recipient  of  one  of  the  most  valu- 
able presents  she  has  received  from  admirers.  She  was 
standing  on  the  steps  of  her  hotel  in  Atlantic  City 
some  little  time  ago  when  a  friend  introduced  a  grey- 
haired  man  accompanying  liim. 

The  grey-haired  man,  whose  name  is  Schuyler,  told 
Mi.ss  Russell  that  he  had  been  an  admirer  of  her  art  for 
many  years,  and  would  like  to  .show  his  appreciation 
by  a  little  gift.   "It's  worth  $10,000,"  he  added. 

"That  will  be  lovely,"  replied  Miss  Russell  graci- 
ously. 

"1  think  you  will  like  it,"  said  Mr.  Schuyler.  "It's 
the  most  beautiful  and  costl.y  article  in  my  establish- 
ment. T  am  very  proud  of  it,  and  my  desire  is  that  it 
should  go  to  one  whose  artistic  temperament  can  recog- 
nize its  fine  craftsmanship." 

"Please  tell  me  what  it  is,"  begged  the  actress,  in 
happy  expectation. 

"It's  a  gold-trinuned  coffin,"  replied  Mr.  Schuyler, 
who  is  Philadeljjliia 's  leading  undertaker. 


EMBALMERS'  CONSULTING  DEPARTMENT. 

Answered  by  W.  H.  ITohenschuh. 

Had  a  case  of  gunshot  in  the  left  side  in  the  tbird 
intercostal  space  and  it  came  out  in  the  right  side  in 
the  seventh  intercostal  space,  going  through  both 
Intigs.  T  in.iected  IV.  gallons  of  fluid  and  took  out 
about  the  same  amount  of  blood.  T  used  two  kinds  of 
fluid  in  the  arteries.    T  left  the  body  at  1  p.m.  and  re- 


turned at  8  p.m.  to  dress  the  body  and  found  it  with  a 
badly  discolored  face.  What  could  T  have  done  to  have 
prevented  it?  What  could  I  have  done  to  have  cleared 
it  up,  and  did  the  two  kinds  of  fluid  cause  the  discol- 
oration?   What  is  the  formula? 

Gunshot  wounds  nearly  always  leave  the  body  in  bad 
condition,  with  a  tendency  toAvard  discoloration  on 
account  of  the  coagulation  of  the  blood  from  contact 
with  the  air.  If  both  carotids  had  been  injected  up- 
wards, this  condition  might  have  been  prevented,  but 
as  it  was  not  looked  for,  this  treatment  would  not  have 
been  thought  of.  This  injection  might  have  helped 
after  discoloration  had  taken  place,  and  it  would  have 
been  worth  trying,  for  this  would  have  brought  the 
fluid  in  direct  contact  with  the  blood.  The  tAvo  kinds 
of  fluid  Avould  hardly  have  been  the  cause  of  it.  In 
cases  of  this  kind,  it  Avould  ahvays  be  safe  to  inject  the 
face  separateh^,  as  there  Avould  be  break  enough  in  the 
circulation  to  prevent  a  good  circulation  in  the  regular 
Avay. 


WHAT  IS  THE  CORRECT  DRESS? 

A  subscriber  asks  the  folloAving  questions,  a  discus- 
sion of  Avhich  our  readers  Avould  probably  be  interested 
in : 

"Would  appreciate  from  the  readers  of  this  journal 
their  opinion  as  to  the  correct  dress  of  an  undertaker 
for  funeral  work?  What  kind  of  black  cloth  is  most 
desirable  in  a  Prince  Albert  .suit?  My  experience  in 
the  profession  has  not  been  A'ery  long  and  1  am  gi'eatly 
interested  in  learning  all  the  details."  A.E.N. 


FUNERAL  PARLORS  IN  BARBADOES. 

W.  H.  Leacock,  a  citizen  of  Toronto,  and  a  great 
friend  of  W.  K.  Murphy,  has  sent  along  a  copy  of  The 
Barbadoes  Herald,  in  Avhich  he  has  marked  for  penisal 
a  paragraph  or  tAvo  anent  the  profession  in  that  far- 
of£  clime. 

"In  these  parts,"  says  IMr.  Leacock,  "people  by  rea- 
son of  force  of  circumstances  must  be  A-ersatile.  For 
example  I  secured  an  excellent  shave,  hair-cut  and 
shampoo  at  the  hands  of  a  black  man  Avho  under  the 
same  roof  conducts  a  restaurant,  undertaking  estab- 
lishment, curio  emporium  and  keeps  on  hand  quit  a 
collection  of  pet  monkeys,  the  latter  being  disposed 
of  principally  to  sailors  Avho  haA'e  hit  the  rum  shops 
extensively  earlier  in  the  day." 

The  Barbados  undertaker,  after  solemnly  declaring 
"The  dead  must  be  buried, "advises  all  to  "Look  for  the 
hearse  Avith  the  golden  angel,"  and  launches  into  a 
poetic  advertisement  that  has  "vers  libre"  and  all 
other  atrocities  entirely  eclipsed,  as : 

"Why  are  his  horses  such  a  reliable  lot? 

Because  they  are  ahvays  fine  on  a  trot ! 

His  staff  of  men  are  very  polite. 

And  never  have  time  to  think  about  a  strike. 

His  carriages  are  ahvays  bright. 

That  one  always  cares  to  have  them  in  sight,"  etc. 

There  .seems  to  be  plenty  of  "color"  in  many  Avays 
doAvn  in  Sunny  Barbados. 

MILITARY  FUNERALS  IN  THE  MARITIME 
PROVINCE 

Gun  carriages  are  to  be  supplied  to  the  Great  War 
Veterans'  Association  at  Sydney,  Glace  Bay  and  Ncav 
Waterford,  N.S.,  for  military  funeral  piirposes..  The 
provincial  command  some  time  ago  recpiested  gun  car- 
riages and  rifles  from  the  Military  Department  at  Ot- 
tawa.   The  grant  of  rifles  is  still  being  considered. 
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ONTARIO 

BoTDcaygeon —  ♦ 
Byng,  G.  C. 

Bowmanville,  Ont.— 

Morris  &  Son,  L.  'Phone  10. 

Brantford — 

Thorpe  Bros. 
Funeral  Directors. 
Successors  to  H.  S.  Peirce. 

Both  phones,  200. 

Dungannon  — 

Sproul,  William 

Elmira — 

Dreisinger,  Chris. 

Hamilton — 

Blachford  &  Sons. 
57  King  Street  West 

Dodsworth,  A.  H. 
59  King  St.  W. 
Rotinson,  J-  H-  &  Co., 
19-21  John  St.  N. 


Ingersoll — 

Mclntyres. 
F.  W.  Keeler,  proprietor 

Kingston — 

Corbett,  S.  S- 

Eeid,  Jas-,  254  Princess  St. 

London — 

Ferguson's  Sons,  John 
174  to  180  King  St. 

North  Bay — 

F.  J.  Martyn. 

Orillia — 

D.  Clark.  Tel.  159. 

Mundell,  J.  A.     Phone  126. 
150  Mississaga  St 

Oshawa — 

Luke  Burial  Co. 

Schomberg — 

F.  Skinner. 

St.  Catharines — 

Grobb  Bros. 

144-146  St.  Paul  St- 


St.  Thomas — 

William,  P.  R-,  &  Sons,  519 
Talbot  St. 

Stratford — 

Greenwood  &  Vivian,  Ltd. 
88-92  Ontario  St. 
White  &  Co.,  80  Ontario  St. 
Downs  &  Fleming. 

Toronto — 

C  obble  dick,  N.  B. 

1508  Danforth  Ave.,  and 

2068  Queen  St.  E. 
Auto    equipment    for  all 

branches  of  service. 
Phone  Beach  73. 

J.  A-  Humphrey  &  Son, 
463  Cburch  St. 

W.  N.  Knecihtel. 

1202  Yonge  St. 
Motor   equipment  for  all 

branches  of  service. 
Motor  ambulance. 
Phone  North  4400. 

Washington,  Fleury  Burial 
Co.,  685  Queen  St.  E. 

Washington  &  Johnston, 
707  Queen  St.  E. 
Corner  of  Broadview. 

Wallaceburg — 

Cousins,  Burlington  &  Saint 

Welland— 

J.  J.  Patterson  &  Sons. 
Sutherland,  G.  W- 


Woodstock — 

Mack,  Paul. 

Whitby— 

Nicholson  &  Seldon. 

QUEBEC 
Montreal — 

Tees  &  Co.,  912  St.  Catherine 
St.  West. 

NEW  BRUNSWICK 

Moncton — 

Tuttle  Bros.,  164  Lutz  St. 

MANITOBA 

Brandon — 

Campbell  &  Campbell. 

Dauphin — 

Farrel'I,  A.  F. 

Winnipeg — 

Clark-Leatherdiale  Co.,  Ltd, 
232  Kennedy  St- 

Thompson  Co.,  J.,  501  Main 

SASKATCHEWAN 
Moose  Jaw — 

Broadfoot  Bros. 

ALBERTA 

Banff- 
las.  A.  Reiid 
346   Otter  Street. 
P.O.  Box  53.      Phoue  99. 


MY  REPUTA  TION  is  under  the  Cork  of  Every  Bottle  of 

DC  rriWrTKITD  a  TCn  ninVIW        ^  y®"     Realize  Three  Thoughts  in 

l\l!i-\^Ulll/Lll  i  IVA  I  EiU  1/lUAlll     this  Connection  I  shall  be  Satisfied. 


THE  FIRST  THOUGHT 

Is  that  I  stake  the  reputation  which  I  have 
heen  struggling  to  obtain  during  the  past 
twenty-six  years  on  the  perfection  and  sat- 
isfaction-giving qualities  of  my  latest  pro- 
duct. RE-Concentrated  Dioxin,  the  Per- 
oxide of  Hydrogen  Fluid. 


THE  SECOND  THOUGHT 

Is  that  I,  heing  one  of  the  inventors  and 
the  patentee  of  the  Eckels-Genung  Axillary 
Method,  used  by  more  than  12,000  em- 
balmers  in  the  United  States  and  Canada, 
would  not  do  this  did  I  not  know  it  to  be 
the  best  and  most  modern  fluid  made. 


THE  THIRD  THOUGHT 

Is  that  I  would  not  dare  to  offer  to  Pay 
Freight  Both  Ways  and  to  make  no  charge 
for  fluid  used  in  tests  if  I  was  not  sure 
that  Dioxin  would  give  satisfaction  far 
beyond  that  possible  with  any  other  fluid 
known  to  science. 


These  are  Broad  Statements,  but  they  are  borne  out  by  the  experience  of  thousands  of  high-class  embalmers  who  have 
compared  the  Cosmetic  Effects  and  Preserving  Properties  of  DIOXIN— the  Peroxide  Fluid — with  those  of  other  fluids. 


One  sixleen  ounce  bottle  KE-Concentrated  Dioxin  will  make 
a  gallon  of  Peroxide  of  Hydrogen  Embalming  Fluid  of  standard 
strength  for  arterial  embalming,  or  it  will  make  one-half  gallon 
of  extra  strength  Formaldehyde  Fluid  for  bad  cases  or  for  cavity 
work 

The  quantity  of  water  you  add  determines  whether  it  shall 
be  a  Formaldehyde  Fluid  or  whether  Peroxide  of  Hydrogen  shal) 
predominate. 

RE-Concentrated  Dioxin,  therefore,  aside  from  being  the  only 
"pint-to-the-gallon"  fluid  ever  manufactured  and  the  most  econo- 
mical fluid  ever  placed  on  the  market  by  a  responsible  chemist,  is 
really  two  fluids  in  one. 

DOUBLE  DISINFECTING  BASE. 

This  is  because  RE-Concentrated  Dioxin  has  a  double  disin- 
fecting base.  One  of  these  bases  of  Formpchloral,  a  purified  form 
of  Formaldehyde  in  which  the  Formaldehyde  is  robbed  of  its 
gratest  disadvantages  while  retaining  all  of  its  virtues.  The 
other  base  is  a  substance  which  combines  with  the  water  you  add 
in  the  right  proportion  which  makes  it  a  Peroxide  of  Hydrogen 
Fluid. 

Peroxide  of  Hydrogen  is  composed  of  two  parts  of  Hydrogen 
and  two  parts  of  Oxygen.  Its  chemical  symbol  Is  H2  02.  Water 
is  two  rarts  of  Hydrogen  and  one  part  of  Oxygen.  Its  symbol  is 
H20.    The  chemicals  in  RE-Ooncentrated  Dioxin  combine  with  the 


water  you  add  and  supply  to  the  water  the  extra  atom  of  Oxygen 
needfd  to  transform  it  all  into  the  kind  of  Peroxide  of  Hydrogen 
which  makes  the  Best  Embalming  Fluid  ever  discovered. 

RE-Concentrated  Dioxin,  containing  as  it  does  and  in  an  ex- 
tremely concentrated  form  enough  disinfecting  and  preserving  chem- 
icals to  make  one  gallon  of  fluid,  is  the  strongest  and  most  power- 
ful fluid  in  the  world  to-day,  yet  it  combines  with  its  Titanic 
strength  the  marvellous  softness  and  delicacy  which  it  is  so  de- 
sirable to  use  on  delicate  complexions  or  those  in  which  the  very 
highest  degree  of  cosmetic  effect  is  desired.  It  is  two  fluids  in  one 
bottle.  This  leaves  you  in  a  position  to  make  the  choice  at  the 
moment  of  embalming. 

There  are  times  when  you  want  a  strong  fluid.  In  RE-Con- 
centrated Dioxin  you  have  it. 

There  are  times  when  you  desire  a  soft,  mild  and  delicate  fluid. 
In  RE-Conccntrated  Dioxin  you  have  it. 

By  its  use  a  large  proportion  of  blood  can  be  withdrawn  and 
especially  in  dropsy  and  .iaundice  cases  its  effects  are  magical. 
Dioxin  is  good  in  all  cases,  but  it  is  marvellous  on  the  very  class  of 
bodies  where  other  fluids  are  weakest. 

SEND  FOR  A  TRIAL  SHIPMENT. 

Order  a  shipment  of  RE-Concentrated  Dioxin — TO-DAY — and 
use  it  on  your  next  important  case. 


H.  S.  ECKELS  &  COMPANY,  221  Fern  Avenue,  Toronto,  Ontario,  Canada 
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Meaford    Mfg.    Co   19 

Mnrlock   Bros   28 


N 


N.    A.   Furniture   Co   51 

North  American  Bent  C'liair  Co.   ...  52 

O 

Ontario   Siiring   Bed   Co   .  .  28 

Owen  Sound  Chair  Co.   51 

P 

I'hiinola    Co..    The    63 

Philips  Mfg.  Co  i.f.c. 

Q 

Qiality  Mattress  Co  12-13 

S 

Shafer  &  Co.,  D.  L,  .  ij 
Simmons   Limited  ...t)  c 

Sidway  Mercantile  Co  -  IG 

Steele   cS:   Co..   .Jas   57 

Stratford  Chair  Co   6  7 

Stratford   Mfg.  Co   10 

W 

Walter  &  Co..  B                               .  12 

Watson,   .1.   B  '.  .  .  28 

Woeller,  Bolduc  Co   11 
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The  Original 
Patented 
Concentrated 
Fluid 


Patented  Formula 
Strongest  and  Best 


Essential  Oil  Base,  com- 
bined with  Alcohol,  Glycer- 
ine, Oxidized  Formaldehyde 
and  Boron-Dioxide. 

Ask  others  for  their  Formnla 


Special  Canadian  Agents 

National  Casket  Co. 

Toronto,  Oot. 
GLOBE  CASKET  CO. 
Loodoii.  Ont. 
SEMMENS  &  EVEL  CASKET  CO. 
Hamilton,  Ont. 
GIRARO  &  GODIN 
Three  Rivers,  Que. 
JAS.  S.  ELLIOTT  &  SON 
Prescott,  Ont. 
CHRISTIE  BROS. 
Amherst,  N.S. 


Larger  Bottles  tilled  up  with  watery 


I  Egyptian  Chemical  Co.  Boston,  u.s.a  I 

^MiiiiiMiiiiinMiMiiMiiiiiiiiiiiiiiiiiiinnHiiniiiiiiiiiiniiinninMiiiiaiiiniiiiiMiiiiiiiiiiiiiiMiM<Mii:::iiiiMiMMiiiiii^ 


For  Sale 
Wanted 


TERMS  OF  INSERTION 

50  cents  per  inscition  up  to 
twenty-five  words.  Each  additional 
word  twocentSt  If  Bex  is  re<iuired 
5  cents  extra  to  cover  postage, etc. 
Cash  must  accompany  each  order 
— no  accounts  book-;  d. 


'TiiiiiiiiiiiiiiiiiMiMiiiiiiiiiiiiMiiiiiiiiiiiiiiiiiitiiiiiiiiiiiiiiiiNii'iiiiiiiiiMiiiiiHiniiininiuiiiiMiiitniiiMMiiniMiiHi^^^ 

FURNITURE  ami  Undertaking  Business  Wanted  in  town  of 
5()()().  Must  be  going  concern.  Send  full  jtavticulars  to  Box 
57  Canadian  Furniture  World  and  The  Undertaker,  ~A  Well- 
ington Street  West,  Toronto.  A 


LICENSED  EMBALMER,  married,  2  years  exjierience,  desires 
)>osition  at  once;  has  previous  pxi)erienee  with  furniture,  akso 
handle  motor  cars.  Reply  Box  58,  Canadian  Furniture  World 
and  The  Undertaker.  A 


SALESMAN  covering  Western  Ontario.  Toronto,  Hamilton,  ami 
the  niflin  line  to  Windsor,  the  old  main  line  to  Sarnia.  nnrth 
as  far  as  Owen  Sound,  including  Southampton,  Wiarton.  Kin 
cardine,  and  Teeswater  branches,  also  the  Niagara  Peninsula, 
ami  all  south  and  west  to  St.  Thomas,  calling  at  all  towns — 
wants  a  line  of  any  kind  of  furniture,  to  carry  with  present 
line.  15  years'  exjierience  on  this  territory.  Al  connection. 
ConunlsBion  only.  Ajiply  Box  56,  c.o.  Canadian  Furniture 
World  and  Undertaker. 


Mr.  Merchant  or  Manufacturer. 

Li\e  Houscfurnishing  Man  would  like  to  sell  a  line  of  Jne- 
dium  furniture  on  commission.  I  have  an  established  house- 
furnishing  business  paid  for  and  turned  present  stock  five 
times  during  past  year.  I  can  show  you  a  good  guaranteed 
profit  on  money  invested,  and  a  fair  turnover. 

Applications  strictly  confidential.  Apply  Box  43,  Canadian 
Furniture  World.  ^ 
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IPdter  fromi^our  FdUCel 

and  Chdmpion 

Mdke  the  highest  qudliti^and 

most  economical  embalminq  fluid. 


CRATTIPIOTI  IS  UIIEQUALED  as  a  pre- 
seruatiue  in  the  most  extreme  cases,  and 
produces  that  much  desired  life-^like 
appearance  that  means  prestige  for  the 
Undertaker. 

CHAmPIOTl  IDILL  PROTECq*  ijour  rep- 
utation and  saue  needless  u?ornj 

ORDER  A  CASE  TO-D^IJ^ 

Chdmpion  Chemicdl  Co., 

Dr.  q.  IP.  FERQUSOn,  Canadian  manager, 
38  Leutij  Jive.,  Keu;  Beach,  Toronto. 

Cancidian  Manufdcturing  Plant,  IPINDSOR 


A\  Years  irs  Busmess- Mear\s- Satisfied  Embalrcsers 


l!:;il!!iill< 


Many  Furniture  Men  Who 
Sell  Twin  Beds  are  Prepared  to 
Recommend  them  Authoritatively 

THERE  are  vital  reasons  for  the  sale  of  Twin  Beds — 
reasons  why  everyone  should  insist  upon  sleeping  in  a 
separate  bed  —  reasons  that  dealers  and  furniture  sales- 
men should  knov^  about. 

Knowledge  of  these  matters  is  helpful  in  discuss- 
ing the  question  of  sleep.  The  ability  to  discuss 
them  ifitelligently  and  authoritatively  frequently 
results  in  the  sale  of  two  beds  instead  of  one. 

For  this  last  reason,  if  no  other,  we  believe  that 
every  dealer  in  the  Dominion  will  welcome  the 
booklet  containingthelatest  authoritative  thought 
on  the  all-absorbing  question  of  sleep. 

This  fund  of  specific,  practical  and  instructive 
facts  in  a  convenient,  pocket-size  booklet  is  now 
ready  for  distribution.  A  copy  will  be  mailed 
to  every  dealer  and  furniture  salesman  upon  re- 
quest.   Simply  address: 


S!_MM_DN_S  I  IMITED 

Executive  Offices,  Montreal,Canada 


Canadian 

Furniture 

World 

and  The  Undertaker 


MAY  1920 
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THE  GENDRON  MFG.  COMPANY 

LIMITED 

Makers  of 


Spinal 
Carriages 


Invalid,  Wheel 


and 


Rolling  Chairs 


THE  GENDRON  MFG.  CO.,  LIMITED,  TORONTO 


k 


No.  40200 — Combination  Picture — Hand-colored  photogravure  in  toned  antique  frame. 

What  more  appropriate  gift  for  the  June  bride  than  a  pretty  framed  picture,  or  as  second  choice,  a  serving  tray  or  art 
mirror?    If  you  carry  the  Phillips'  line,  selection  should  be  easy.    We  offer  the  suggestion  for  your  June  customers. 

Phillips  Manufacturing  Company,  Limited  ^^^^^^loSf/a  oA^*""* 


'inni>n'""i"i"TTr  l 
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KROEHLER 


Short  and  Long 
Davenos 
Lhfing  Room 
Suites. 


Bed  Chesterfields 

The  subtle  difference  in  line  and 
finish  of  Kroehler  Bed  Chester- 
fields is  evident  not  only  in  appear- 
ance but  is  emphasized  by  a 
stability  and  reliability  that  is 
apparent  to  any  experienced  buyer. 


Distinguished  style,  superior  work- 
manship, highest  grade  of  materials, 
comfort  and  long  service,  are 
exquisitely  portrayed  in  Kroehler 
Bed  Chesterfields,  with  Chairs  to 
match.  Measured  in  worth  and 
wear  this  furniture  will  abundantly 
justify  your  enthusiastic  support. 
Indeed  it  is  a  most  profitable  and 
popular  line  all  the  year  round. 
Priced  most  reasonable  when  con- 
sideration is  given  to  the  quality 
predominating. 

Place  Your  Order  Now 

THE  KINDEL  BED  COMPANY,  LIMITED 

Stratford         -  Ontario 
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STUXATflPOli  ID 


Exquisite  Gi 


2628  — Mahogany  and 
Walnut 


The  patrician  elegance  of  finish 
and  design  which  has  always 
cnaractenzed  the  McLAGAN 
creations  is  admirably  portrayed 
in  these  exquisite  gift  suggestions 
for  the  June  bride.  Every  piece 
is  of  the  same  intrinsic  value, 
due  to  its  beauty,  excellence, 


The  McLAGAN 


2632— Mahogany  and  Walnut 


Stratford 


8407— Mahogany  and  Walnut 


2397— Quarter  Cut  Oak 


May,  1920 
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for  June  Brides 


and  symmetry  of  line.  This  in- 
dividuality of  the  McLAGAN 
production  is  the  result  of  the 
painstaking  effort  of  the  work- 
men at  the  McLagan  shops — 
craftsmen  who  know  and  under- 
stand the  masters'  art. 


FURNITURE  CO. 


LIMITED 


Ontario 


31 


6705 — Oak,  Mahogany,  and 
Walnut 


8415    Quarter  Cut  Oak 


2734— Mahogany  and  Walnut 
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Reed  and  Rattan  Furniture 


mwmwsm 


1 


The  Imperial  line  of  Reed 
and  Rattan  Furniture  has  a 
reputation  for  durability  and 
consistent  service;  furniture  of 
quality — that  reveals  itself  in 
symmetry  of  line  and  finish, 
beauty  and  strength ;  that 
appeals  to  refined  taste  and 
good  judgment. 


IMPERIAL  RATTAN  COMPANY,  LIMITED 

STRATFORD         -  ONTARIO 


Refinement 

Farquharson-Gifford  Furniture  is 
built  for  those  who  take  pride 
in  their  personal  possessions,  and 
demand  the  fullest  degree  of 
luxury  without  extravagance. 
The  superior  workmanship  of 
our  productions  is  shown  in  re- 
finement of  line  and  finish  which 
makes  for  distinctiveness  and 
excellence. 


The  Farquharson-Gifford 

Company 


No.  821 


STRATFORD 


ONTARIO 
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1691-5— Arm  Diner 
Leather  Slip  Seal 


Dining  Room 
Furniture 


That  gives  customer  satisfaclion  by 
reason  of  outstanding  excellence  in  all 
its  features,  in  service,  in  utility,  con- 
venience^and  economy. 


374 — Extension  Table 


Quartered  Oak 
Only. 

Fumed, 
Golden,  or 
Old  English 
Finish 


1691-1— Diner 
Leather  Slip  Seat 


679— Buffet 


422— China  Cabinet 


THE  STRATFORD  CHAIR  COMPANY 

STRATFORD         -  ONTARIO 
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Swings  and  Folding  Chairs 

For  Cottages,  Verandahs  and  Lawns 

Neat  profits  will  be  realized  during  the  summer  months  by  dealers  who  are  featuring  the 
Stratford  line  of  furniture  lor  camps  or  lawns.  It  is  built  for  comfort,  is  light  in  weight,  and 
of  durable  construction.    Get  in  touch  with  us  to-day  if  your  line  is  not  complete 


Lawn  Swings 

Camp  Stools  and  Cots 

Suspended  Verandah  Swings 


Folding  Chairs 
Folding  Tables 
Adjustable  Lawn  Chairs 


Baby  Swings 
Children's  Furniture 
Folding  Extension  Gates 


No  15. 


The  Stratford  Manufacturing 


THE   ONLY    COMPREHENSIVE    AND    PRACTICAL    WORK    AT  A    REASONABLE  PRICE 


THE  PRACTICAL  BOOK  OF 

Period  Furniture 


By) 

HAROLD  DONALDSON  EBERLEIN 
and 

ABBOT  McCLURE 

With  250  illustrations  that  illustrate 
RIGHT  FURNITURE 

This  book  will  be  welcomed  by  all 
dealers  in  Right  Furniture,  (An- 
tique or  Reproduced},  and  those 
who  wish  to  buy  it,  and  by  all 
makers  of  Correct  Reproductions. 


Here  is  the  book  you  need 
to  give  you  complete,  concise 
furniture  information. 

Whether  you  are  a 

Salesman  ManDfactnrer 
Dealer  Designer 
or  Connoiisenr 

you  shouldbuy  this  handsome 
and  practical  volume. 


In  the  Furniture  business,  the  (act  is  becoming  more  and  more  important  every  day,  that  the  demand  for  "  Period  '  furniture  is  becoming  the  rule 
rather  than  the  exception,  and  the  customer  naturally  looks  to  the  man  in  the  store  to  give  them  what  information  on  the  subject  they  may  lack 
themselves.  We  wonder  how  many  of  the  dealers,  in  smaller  cities  and  towns,  or  their  clerks  could  go  into  one  of  the  large  city  showrooms  where 
a  line  of  "  Period  "  furniture  is  displayed,  and  coitectly  pick  out  the  various  pieces  belonging  to  the  different  periods  and  explain  to  a  customer 
just  what  constituted  the  different  characteristics  of  each.  You  cannot  help  but  see  what  advantage  it  would  be  to  you  to  know  all  about  furniture, 
and  here  at  last  is  a  book,  praclically  an  encyclopedia,  at  a  reasonable  price,  which  tells  you  all  you  need  to  know  about  period  furniture. 

SENT  POSTPAID  TO  YOUR  ADDRESS,  $6.10 


CANADIAN  FURNITURE  WORLD,  51  Wellington  St. ,  West,  Toronto 
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Woeller-Bolduc  Furniture 


The  decided  preference  of  those 
who  through  the  possession  of 
good  taste  and  experience  have 
learned  how  to  enjoy  the  better 
things  of  Hfe,  for  Woeller,  Bolduc 
creations  would  show  that  they 
completely  satisfy  the  instinct  for 
the  right  thing.  Their  individuality 
of  design  is  a  little  more  evident, 
their  fine  quality  a  little  more 
obvious,  they  gratify  the  feelings, 
possess  an  atmosphere  of  refine- 
ment that  only  a  master  craftsman 
can  impart. 


WOELLER,  BOLDUC  &  COMPANY 

WATERLOO      -  ONTARIO 


Snyder  Desks  are  built  in  the  most  conven- 
ient sizes  to  give  efficient  service.  They 
are  durably  constructed  by  skilled  workmen 
from  the  best  materials,  and  are  recognized 
as  being  of  a  particularly  high  quality. 
Their  distinguished  appearance  add 
prestige  to  any  office. 


Snyder  Desk  and  Table  Company 

Limited 


WATERLOO 


ONTARIO 


May,  1920 
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Snyder  upholstered  creations  make  resistless  appeal  to 
those  who  seek  furniture  of  unusual  quality  and  character. 
Beautiful  in  appearance,  its  superior  quality,  style  and 
durability,  bespeaks  a  rare  combination  of  artistic  design- 
ing and  fine  workmanship,  which  is  characteristic  of  all 
Snyder  productions. 

Snyder  Bros.  Upholstering  Company 

Limited 


11 
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THE                                                                                                    „ii,                  WE  ARE  | 

SLIDE  SPECIALISTS  | 

Having  manufactured  SLIDES  | 

exclusively — for  30  years  1 

Many  Canadiao  Table-maker<  u»e  | 

WABASH  SLIDES-  j 

Because  | 

We  furnish  Better  SLIDES  at  | 

Lower  Cost.  | 

Made  by  | 

B.  WALTER  &  COMPANY  1 

Factory  St.       WABASH,  IND.  I 

Canadian  Repretentative  :  | 

A.  B.  Caya,  28  King  St.  E.,  Kitchener,  p 


HEART 

OF  YOUR  EXTENSION 
TABLE  IS  THE 

SLIDE 

YOUR  TABLE  IS 
CONDEMNED  IF  THE  SLIDE 
DOES  NOT  WORK 
PROPERLY 

WABASH  SLIDES 

INSURE 
SATISFIED  CUSTOMERS 


B.WALTER^CO. 

WABASH 
iND. 


WABASH  SLIDES  I 


HELP  SELL  TABLES. 


ELIMINATE  SLIDE  TROUBLES     OnU,  successor  to  Frank  A.  Smith 
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OUR  TRAVELLERS  WILL  BE  OUT  .18  USUAL  WITH 

OUR  FALL  SHOW  OF 

Artistic  Framed  Pictures 

Do  not  fail  to  see  their  samples  as  they  are  the  best  produced  and  we  will  not  fail  to  make 
DELIVERIES  FOR  THE  HOLIDA  Y  TRADE 

MATTHEWS   BROS.,  LIMITED 

THE  BIG  CANADIAN  MOULDING  HOUSE 

1906  DUNDAS  STREET  WEST  TORONTO,  CANADA 
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SHAFER 

CEDAR 

CHESTS 


Into  Shafer's  Red  Cedar  Chests  go  many  little 
niceties  of  workmanship  and  material.  Separately 
they  are  of  relatively  small  importance,  but  col- 
lectively they  make  Up  the  difference  between 
mediocrity  and  quality. 

Illustrated  catalogue  on  request 

D.  L.  Shafer  &  Co. 

St.  Thomas,  Ontario 
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^a  There's  : 


The  Weather  Profit 

J      May — and  summer's  nearly  here.    Time  to  get  ready  for 
I       garden  parties,  lawn  and  verandah  teas,  camping  trips 
and  picnics.    Fine  weather  brings  a  substantial  profit  to 
the  seller  of  the 

WPEERLE55 

'    FOLDING  TABL& 

At  every  outdoor  event  there  is  a  genuine  need  for  this 
handy,  versatile  folding  table.  Its  uses  are  so  many 
and  varied  that  you  will  have  no  difficulty  in  selling  a 
"Peerless  '  with  every  outdoor  outfit.  Now  is  the  time 
to  get  stocked  up. 

Hourd  &  Co.,  Limited  ^"y^j^&r"' 


There '.s  a  profitable  gross  lot  offer  that  you'd  like  to  know 
about.    Write  us  for  particulars. 
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ARISTOCRAT 
WELLWORTH 

T^HESE  two  grades  of  Kapok  Mattresses  of 
Standard  manufacture  are  built  for  long 
service.  The  longer  they  are  used  the  more 
they  show  their  worthiness  —  they  combine 
comfort  and  service.  Covered  with  good- 
quality  art  ticking,  perfect  in  every  detail,  the 
really  noteworthy  characteristic  of  these  Stan- 
dard Kapok  Mattresses  are  their  pronounced 
and  unrivaled  value. 

When  you  sell  goods  of  known  quality  and 
value  sales  come  easier  and  more  often — there- 
fore mattresses  made  by  The  Standard  Bedding 
Company  sell  quickly — and  what  is  more,  they 
stay  sold. 

PLACE  YOUR  ORDER  EARLY 


THE  STANDARD  BEDDING  COMPANY 

LIMITED 

27-29  DA  VIES  AVE.,  TORONTO,  ONTARIO 


Builders  of  the  Hygienic  Mattress 


]4 
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Necessities  for  the  Baby 


Wheel  Bassinettes 
Cribs  and  Cradles 
Baby  Walkers 
Play  Yards 
Porch  Gates 
Reed  Doll  Carriages 


THESE  LINES  ARE  LEADERS  IN  ANY  FURNI- 
TURE STORE,  AND  CREATE  SALES  UPON  SIGHT 


Place  your  orders 
to-day  for  this  line 
of  quick-selling  mer- 
chandise. 


Quick  Delivery 


Prices  Right 


THE  GEM  CRIB  &  CRADLE  CO.,  OF  CANADA 


8  Queen  Street  North 


Kitchener,  Ontario 


May,  1920 
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Chamber 
Furniture 

of  Character 


For  those  who  have  furniture 
ideals,  whether  simple  or 
elaborate  in  character,  each 
Meaford  production  is  subtly 
permeated  with  an  impres- 
sion of  fine  design  and  crafts- 
manship which  achieves 
much  grace  and  symmetry 
of  hne. 

Each  piece  is  a  sincere  ex- 
pression of  the  ideals  of  the 
Meaford  shops. 

Meaford  furniture  is  built  to 
satisfy  your  fastidious  cus- 
tomers who  demand  perfec- 
tion, and  who  by  habit  will 
take  the  trouble  to  obtain  it. 


The 

Meaford  Manufacturing 

Co.,  Limited 
Meaford    -  Ontario 


nrinriTiriniiiiiiiiiitiiii[i[iiiii!i[iiriiiiirTrmrmmniirnniiiiiiii  liiiii.  trrrilIllllI.l.imniTTInmima: 
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G.  L.  IRISH 


Manufacturer  and 
Importer  of 

FRAMED  PICTURES 
MOULDINGS,  STATUARY 
SERVING  TRAYS 
FLOOR  and  TABLE  LAMPS 
and  SILK  SHADES 


Quality  goods  that  will  prove  quick 
movers  and  profit  producers.  Send 
to-day  for  a  sample  order,  or  write 
us  for  catalogue  illustrating  our 
complete  line.  Prices  are  particu- 
larly attractive. 


Shipments  made  promptly 


GI       II?  IQI-I  Queen  St.  West 

•   Li*   ilxiOll    Toronto   -  Ontario 
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Dining  Room  Suite  No.  348 


Knechtel  Furniture 

This  beautiful  William  and  Mary  Suite  has  quickly  won  its 
way  everywhere  into  the  high  esteem  of  people  who  are  par- 
ticularly discriminating.  It  is  classed  not  with  the  nondescript 
many  but  with  the  excellent  few  among  dining  room  suites. 

Posts  and  frames  are  solid  walnut,  case  tops,  fronts  and  gables 
are  five  ply  veneer,  walnut  veneer  drawer  bottoms  with  one 
drawer  lined. 

Place  Your  Order  Early 

THE  KNECHTEL  FURNITURE  CO. 

LIMITED 

HANOVER  ONTARIO 
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QUALITY 

These  days  people  are  considering  quality 
before  price.  They  have  learned  that  it 
pays  to  look  for  quality.  Our 

Kapok  Mattresses 

are  the  acme  of  quality.  Filled  with  1 00% 
pure  Japara  Kapok,  they  are  built  for  com- 
fort and  long  service.  You  are  asked  to 
pay  much  more  for  a  mattress  that  perhaps, 
may  be  compared  with  the  "  Kapok,"  and 
cheap  mattresses  sell  for  but  little  less.  "Why 
not  have  the  best?"  The  best  is  the 
cheapest ;  the  most  economical  in  a  money 
sense  too — because  quality  always  pays. 

Catalogue  on  request. 

The  Canadian  Feather  &  Mattress  Co. 

LIMITED 

TORONTO  OTTAWA 
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INDISPENSABLE  to  BUYERS  of  AMERICAN  PRODUCTS 


THE  ELEVENTH  EDITION  (PUBLISHED  MARCH,  1920) 

Thomas'  Register  of  American  Manufacturers 

(LISTS  ONLY  PRODUCTS  OF  UNITED  STATES  MANUFACTURERS) 

NEARLY  25,000  IMPORTANT  CONCERNS  IN  THE  UNITED  STATES,  CANADA, 
AND  ABROAD  HAVE  BOUGHT  RECENT  EDITIONS  OF  THOMAS'  REGISTER 
AND  REFER  TO  IT  TO  FIND  SOURCES  OF  SUPPLY  AS  INSTINCTIVELY  AS 
THEY  LOOK  AT  THE  CLOCK  FOR  THE  TIME  OF  DAY. 

The  Registmr  is  in  Three  Sections,  with  Complete  Index 

First  Section — Manufactuieis  classified  according  to  product,  under  more  than  70,000  classifica- 
tions, listing  300,000  names.  No  matter  what  you  want,  it  will  instantly  lay  before  you  all  sources 
of  supply,  and  a  capital  or  size  rating  of  each  concern. 

Second  Section — If  you  know  the  trade  name  or  brand  of  any  article,  but  not  the  manufacturer, 
this  section  will  furnish  the  information  as  quickly  as  you  can  find  a  word  in  the  dictionary. 

Third  Section — This  gives  one  continuous  list  of  the  names  of  manufacturers  in  alphabetical  order 
from  A  to  Z.  You  may  have  merely  the  name  of  a  manufacturer,  and  require  the  address  of  the  home 
office,  branches,  names  of  officers,  etc.  This  section  enables  you  to  secure  the  information  as  easily 
as  you  would  find  the  telephone  number  of  a  name  in  the  telephone  directory. 


4,500  pages,  9x12  inches 


"Should  a  butineii  firm  line  the  walls  of  a  room  with  filing  cabinets,  and  fill 
every  cabinet  with  cards,  the  probability  is  that  this  fund  of  information  would 
fall  far  short  of  that  contained  in  a  single  volume  of  Thomas'  Register.  * 
This  mammoth  work  is  amazingly  complete,  and  is  an  indispensable  aid  to 
economy  and  efficiency." — Sciantific  American. 


PRICE 


IT  OFTEN  SAVES  MORE  IN  A  MINUTE 
THAN  ITS  COST  FOR  TEN  YEARS 

Express  and  Duty  Prepaid,  to  any  Canadian  Address. 
Canadian  Price  will  be  $20.00  after  June  30,  1920 


$17.50 


Advertising  Rates  or  Specimen  Pages  on  request  from  the  Canadian  Agents: 


CANADIAN  BUYERS  REGISTER  CO.  :  94  Constance  Street,  TORONTO 
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A  Good  Display 
Means  More  Sales 


PUT  Fab  rikoid  before  your  customers  in  an  attractive 
way  and  the  results  will  be  gratifying.    The  correct 
display  of  the  lines  you  carry  immediately  links  your 
store  up  with  our  advertising. 

To  help  you  do  this  we  will  supply  you  with  our  dis- 
play rack — just  the  right  size  to  accommodate  rolls  of  Fabri- 
koid,  and  designed  to  save  you  time  and  labor— an  effective 
"silent  salesman." 

Now  is  Fabrikoid  time — the  season  when  your  custom- 
ers are  re-upholstering  their  furniture.    Make  the  most  of 
it  and  our  efforts  to  help  you  increase  your 
sales.    Ask  us  about  our  dealers*  helps. 


Most  oj  the  Motor  Cars 
in  Canada  are  Topped  or 
Upholstered  in  Fahrikpid. 


Canadian  Fabrikoid  Limited 

Head  Office,  Montreal 

Halifax  Toronto  Sudbury 

Winnipeg  Vancouver 
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PRIDE 


You  can  demonstrate  with  pride  the 
"Tilt-top  Twin"  to  your  most  partic- 
ular customers.  The  ease  by  which  the 
"Twin"  can  be  handled  when  moving 
or  housecleaning  makes  a  strong  appeal 
to  every  woman.  Just  tilt  the  top,  it 
balances  perfectly,  and  can  be  conveni- 
ently moved  through  narrow  passages. 

Most  women  wish  to  own  not  only  that 
which  is  best,  but  that  which  is  known 
to  be  best — a  natural  pride,  the  heritage 
of  every  real  woman. 

"Twins"  create  trade  for  you.  Their 
stately  dignity  and  outstanding  quality 
command  attention  wherever  they  are 
shown. 


:llllllMIIIIIIIIIIIIIIIIIIIIII:niMIIIIMIIIIIIMIIIi;ililllMI!!IIU 

1  The" Twin" Pedestal  i 
I      Built  for  Service  | 

niiiii;!:iiiiiiiiiiiiiiiiiiiiiiiii>!iiiiiiiiiiiiiiiiMiiiiiiiiiiMMr 


CHESLEY  FURNITURE  CO.,  LIMITED 

CHESLEY      -  ONTARIO 
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WORLD'S  ADVERTISING  CONVENTION 


The  One  Great  Problem 
of  Business  To-day 

is  the  problem  of  markets — the  problem  ot  finding,  of  creat- 
ing, an  outlet  for  the  goods  we  make  or  buy  to  re-seli. 

Markets  for  desirable  goods  are  all  about  us,  for  markets  are 
in  human  minds,  and  can  be  created  through  skillful,  per- 
sistent advertising. 

The  convention  will  show  you  how  to  find  these  markets 
710W.  The  program  vvili  be  built  around  this  idea:  "Adver- 
tising, How  and  Now." 

Every  progressive  business  man  and  woman  is  invited  to 
attend  the 

SIXTEENTH  ANNUAL  CONVENTION 
of  the 

ASSOCIATED  ADVERTISING  CLUBS 
Indianapolis,  J une  6  — 10 

and  to  embrace  this  remarkable  opportunity  to  obtain  facts, 
ideas,  and  impressions  pertaining  to  better  advertising. 

Truthful,  well-planned,  constructive  advertising  is  the 
greatest  single  force  in  the  modern  business  world.  But  to 
use  it  with  success,  you  must  keep  up  to  date. 

Again  this  year,  the  business  man  or  woman  who  desires  to 
actend  may  do  so  without  holding  membership. 

For  further  facts  and  hotel  reservations  please  write  or  wire 


ASSOCIATED  ADVERTISING  CLUBS 

110  West  40th  Street  New  York  City 


INDIANAPOLIS 
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The  Wheel-Locking 
Device  permits  the  easy 
removal  of  Sturgis  Luxury 
Carriage  Wheels  by 
simple  releasing  of  a  trig- 
ger, located  within  the 
hollow  axle. 


The  Sturgis  Automat- 
ic  Hood  Adjuster, 

located  conveniently 
the  body  of  the  carriage, 
permits  easy  adjustment 
of  the  shade  for  Baby's 
sensitive  eyes.  Simple 
pressing  of  a  push  button 
regulates  the  hood. 


Sturgis  Luxury  Carriages 

with  the  Push  Button 

Are  Now  Built  in  Canada 

In  response  to  Canadian  demand,  Sturgis  Luxury  Carriages,  famous  for  the  Push  Button  Hood  Adjuster, 
Positive  Brake,  Wheel-Locking  Device  and  Luxury  Springs,  are  now  being  built  at  Toronto,  Canada. 

This  beautiful  Hne,  which  leads  in  convenience  for  mother,  comfort  and  safety  for  hahy,  is  now  more 
easily  available  to  our  Canadian  dealers. 


Sturgis  Luxury  Car- 
riages are  hand  woven 
from  imported  genuine 
reed.  The  finishes 
are  inimitable. 


You  want  this  line  for 
your  particular  trade. 
Write  now  for  your 
copy  of  our  latest 
catalog. 


The  Sturgis  Positive  Brake 

operates  on  the  motor  car  principle 
against  the  hub  of  the  wheel,  saving 
wear  on  the  tires,  and  assuring  in 
its  action  baby's  safety. 


STURGIS  STEEL  GO-CART  COMPANY 

60  SUMACH  STREET  -         -  TORONTO,  CANADA 
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ROCKERS  AND  CHAIRS  FROM  THE  ELMIRA  LINE 
MAKE  FINE  GIFTS  FOR  THE  JUNE  BRIDE 


These  Living  Room  Sets 
are  made  up  from  the 
same  selected  materials, 
the  best  workmanship  and 
same  high-class  finish  as 
our  large  line  of  Dining 
Room  Chairs. 


000 


No.  459— Rocker 
In  Mahogany  only,  Upholstered 
Spring  Cushion  Seat  and  Back. 


The  Elmira  Furniture  Co., Ltd. 
ELMIRA   :  ONTARIO 


No.  B-103— Rocker 

Quartered  White  Oak,  Upholstered 
Spring  Seat  and  Back. 


A KNOWLEDGE  of  the  Products  of  Early  American  Arts  and  Crafts 
is  absolutely  essential  to  the  up-to-date  Furniture  salesman  and 
dealer.  Heretofore  it  has  been  necessary  to  secure  the  information  either 
throug^h  experience  in  handling  the  objects  or  in  numerous  books.  All 
that  it  is  necessary  to  know  about  the  subject  can  now  be  found  in 

THE  PRACTICAL  BOOK  OF 

EARLY  AMERICAN  ARTS  and  CRAFTS 

By  Harold  Donaldson  Ebcrlein  and  Abbot  McClure. 

232  illustrations ;  handsome  cloth ;  octavo;  in  a  box.    $6.10  postpaid 


1 


THE  PRACTICAL 
BOOK  OF 
EARLY  AMERICAN 
ARTS  AND  CRAFTS 


There  are  chapters  on  American  glass,  Mexican  majolica,  American  ironwork,  copper,  brass,  lead  and  tin, 
needlework,  silverplate,  goldsmithing,  pewter,  pottery,  decorative  painting  in  household  gear,  portraiture 
and  allegorical  painting,  coverlets  and  carpets,  illumination,  handblock  printing,  carving  and  lace.  Our 
forefathers  were  artists  in  many  spheres.    They  made  a  vast  variety  of  beautiful  and  interesting  objects. 

The  antique  makes  so  powerful  an  appeal  now-a-days  to  all  people  ot  taste  that  a  knowledge  of  the  arts  and 
crafts  of  our  ancestors  is  essential  to  the  dealer  unless  he  is  to  fall  behind  his  customers  in  appreciation  and 
knowledge.  Many  of  these  objects,  or  reproductions  of  them,  have  become  of  established  demand  and  others 
might  well  be  added  by  the  wide-awake  dealer  or  decorator. 

The  long  article  on  American  Silver  is  the  latest  word  on  this  subject  and  may  be  found  of  great  profit. 
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GETTING  AFTER  JUNE  BRIDE  BUSINESS 
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Prepare  now  for  the  June  Weddings— Profitable  trading  when  properly  planned — Wedding  gifts 
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JUNE — the  month  of  Roses  and  of  Brides — should  be 
a  splendid  furniture  selling  month  for  the  alert 
dealer.  Despite  the  high  cost  of  living  and  the  very 
high  prices  on  all  articles  of  commerce,  there  will  be 
just  as  many  weddings — perhaps  more — as  in  any 
June  of  the  recent  past.  It  behooves,  therefore,  the 
furniture  dealer  thinking  over  schemes  and  laying  out 
plans  for  the  new  business  that  should  come  to  him. 

June,  the  Wedding  Month,  means  new  homes,  the 
chief  essential  of  which  also  means — furniture  and 
furnishings.  The  local  dealer  will  certainly  be  called 
on  for  some  articles  without  any  efit'ort  on  his  part,  but 
how  much  more  trade  he  gets  will  depend  a  great  deal 
on  the  etforts  made  and  helps  suggested  for  inducing 
the  newly-weds,  their  relatives  and  friends  to  come 
and  look  over  the  dealers'  stock. 

Just  now  is  the  time  to  prepare  for  this  trade.  Now 
is  the  time  that  some  buying  is  being  done.  Now  is 
the  time,  certainly,  that  dealers  should  suggest  wed- 
ding gifts  and  housekeeping  needs  in  whatever  plans 
they  are  making  for  capturing  some  part  of  this 
business.  The  two  old  and  well-tried  means — adver- 
tising and  window  displays — are,  of  course,  essential ; 
but  there  are  numerous  methods  applicable  to  various 
localities  that  dealers  themselves  know,  or  should 
know,  much  about. 

As  To  Wedding  Gifts. 
Every  wedding  to  which  any  local  social  importance 
attaches  is  heralded  days,  it  may  be  weeks,  in  advance 
by  the  home  papers.  Every  function  of  this  sort 
surely  leaves  the 
happy  couple  rich- 
er by  enough  dol- 
lars, possibly,  to 
establish  a  fitting 
home.  And  yet. 
could  the  presents 
have  been  given  in 
cash,  their  value 
would  have  been 
greatly  enhanced  to 
the  recipients.  Not 
that  they  are  so 
mercenary  as  to  ex- 
actly regret  the 
situation.  By  no 
means.     Everv  ar- 


A    wind.iw    <lis|)liiy   uf   I'll  rii  it  urc    willi    .'i    '■•liiiic    I'.i-idr''  srlliii;;, 
only  attract  attention,  Imt  will  as  vvi'll  lirinj;  business. 


tide  carries  with  it  the  loving  thought  which  renders  it 
in  a  certain  sense  priceless.  And  yet,  there  comes  the 
practical  point  of  view  when  the  elegant  chair,  with 
which  there  is  nothing  else  at  all  in  correspondence, 
is  finally  placed  in  the  only  corner  at  all  fitting.  The 
incongruity  becomes  so  painfully  apparent  that  one 
can  well  pardon  the  young  couple  for  secretly  wishing 
that  Aunt  Emaline  had  happened  to  send  something 
more  in  line  with  their  needs.  And  as  they  view  the 
heterogenous  collection,  it  is  hard  to  keep  back  the  re- 
gret that  half  the  amount  Avhich  the  gifts  represent 
could  not  have  been  gathered  into  things  fitted  to  them 
and  to  each  other. 

Just  here  is  the  dealer's  opportunity  to  build 
up  a  feature  in  his  business  of  professional  home-mak- 
ing. Specialize  among  the  varied  articles  suitable  for 
wedding  presents.  Place  your  foundation  on  a  firm  and 
yet  esthetic  basis.  Show  your  willingness  to  confer 
and  plan  with  customers  in  the  way  which  will  serve 
them  most  efficiently.  Study  the  subject  of  the  pres- 
pective  home  in  which  they  are  interested.  Be  it  man- 
sion or  cottage,  aim  at  co-operation  with  the  givers,  and 
help  them  to  a  decision  which  will  be  helpful  as  well 
as  beautiful.  Just  now  there  comes  to  mind  a  case  in 
which  the  bride  was  made  happy  on  receipt  of  a  sew- 
ing machine  from  her  four  aunts.  Neither  alone  could 
have  given  so  expensive  a  present.  Without  co-opera- 
tion, each  might  have  been  tempted  to  give  sonip  small- 
er article,  perhaps  already  duplicated,  or  at  best  filling 
the  home  with  less  important  things.  This  plan  of  work- 
ing together  can 
be  just  as  easily 
carried  out  on  a 
larger  scale,  the 
fnrniture  dealers 
aiding  largely  in 
the  plan.  Since  you 
specialize  a  1  o  n  g 
home-making  lines, 
be  ready  always 
with  helpful  sug- 
gestions, whether 
the  new  home  is  to 
be  one  of  luxury  oi' 
plain  means.  Make 
it  a  part  of  your 
business  to  allow  no 


will  not 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER 


May,  1920 


lit.      More,  make 
jnt  feature  in  the 
iggesitioiis  that  will 
.   The  cuckoo  clock 
one  person  seldom 
there  is  the  trouble 
and  the  duet  bird 
solo.    The  popular 
as  it  is  to-day  will 
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I                 TO  THE  TO-BE-WEDS  I 

I  Dear  Mr.  Jackson,  | 

I       Will    it  be  alright  if  we  mix  pleasure  | 

I  and  business?    We  just  want  to  pass  on  | 

I  our  congratulations  and  best  wisihes  to  you  | 

I  and  the  young  lady  who  is  to  become  vour  i 

I  life  partner.    May  every  day  be  sunshine  | 

I  and  happiness.  | 

I       Naturally,  being  in  the  furniture  busir  i 

I  ness,  we  want  to  help  you  get  your  new  i 

I  home  furnished.    We  believe  that  we  car.  1 

I  help  you  make  selections  from  our  stock  or  i 

I  from  catalogues  which  will  enable  you  to  | 

I  spend  your  money  very  wisely.  Most  young  i 

I  people  start  out  to  spend  so   much,    and  e 

I  wind  up  by  having  some  salesman  pre-  e 

I  vail  upon  them  to  increase  their  appro-  | 

I  priation.  i 

I       You  come  to  us  and  tell  us  what    yoa  | 

I  have  to  spend,  and  we  will  figure  out  somt  | 

I  way  just  what  you  can    get    for    that  | 

I  amount.    If  we  can  make  suggestions  to  I 

I  help  you  save  some  of  it  for  things  you  I 

I  may  have  forgotten,  you  may  be  sure  that  | 

I  we  will  do  so.  i 

I       Make  up  your  list  and  come  in.    Ask  I 

I  for  me  personally,  and  I'll  give  you  all  the  1 

1  time  you  need.    We  want  you  to  become  i 

I  a  very  satisfied  customer  of  this  store.  | 

=;j|iliiiiiiliiilliiiiiiiiiiiiiiiiiiiiiiiiiliiiiiMiiiii  iiiliiMiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii  mil  I? 

(A  suggestion  lutter.) 


about  to  be  made. 
3  for  wedding  gifts, 
ivail  themselves  of 
;hen  when  the  next 


to  help.  Jn  the  centre  of  this  page  is  a  suggestion  let- 
ter which  was  published  recently  in  the  Marshall  Bed 
Post.  It  might  easily  serve  as  the  basis  of  a  similar 
letter,  changing  here  and  there  wherever  necessary,  for 
furniture  dealers  in  differing  and  different  localities. 
As  to  Individual  Gifts. 
The  dealer  who  caters  to  the  wants  of  his  community 
will  always  find  some  people  who  wLsh  to  make  their 
own  selections  as  to  wedding  presents;  and  for  the.se 
it  is  always  well  to  provide  some  section  where  their 
tastes  may  roam  at  will.  For  these  there  is  no  reason 
why  a  furniture  gift  department  should  not  be  opened 
for  wedding  presents  or  for  other  seasonable  gifts. 

In  arranging  the  store  for  such  a  section  the  conveni- 
ence of  the  customer  should  be  considered.  It  will 
pay,  for  it  should  be  remembered 
that  persons  who  are  buying  wed- 
ding presents  are  very  often  will- 
ing to  spend  a  fair  sum  for  the 
article  chosen. 

While  it  is  true  that  some  fur- 
niture dealers  make  a  special  ef- 
fort to  reach  wedding  gift  buy- 
ers it  is  doubtful  whether  all 
dealers  fully  realize  their  oppor- 
tunity and  make  the  most  of  it. 
The  (piestion  is  not  do  they  get  a 
fair  percentage  of  the  busines.s, 
but  do  they  get  all  that  legiti- 
mately belongs  to  them,  and  all 
that  they  might  secure  with  a 
reasonable  degree  of  effort.  Is 
their  advertising  half-hearted,  in 
the  belief  tha*:  most  persons  have 
but  a  limited  amount  of  monej' 
to  si:)end  and  will  seek  cheaper 
goods;  do  they  bring  foi'ward 
the  smaller  articles  and  give 
them  sufficient  prominence  in  the 
advertising  put  forth  at  the  right 
time  ? 

The  successful  furniture  deal- 
er realizes  that  in  order  to  get 
the  most  out  of  his  business  he 
must  not  only  have  the  goods, 
but  must  show  them  and  let  the 
people  know.  He  must  further,  induce  them  to  come 
to  his  store. 

Any  dealer  who  goes  after  the  June  Bride  business 
will  find  his  efforts  well  rewarded. 
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duplicates  from   your  establishme 
the  idea  of  unification  a  proiniin 
work.   Study  to  be  able  to  make  si 
prove  harmonious  as  well  as  artistic 
is  an  excellent  thing  in  itself,  but 
cares  for  two  of  these  timepieces,  as 
of  keeping  them  in  perfect  unison, 
song  IS  no  more  attractive  than  the 
picture  just  now  of  the  Coliseum 
always  find  a  welcome  in  the  artisi 
it  comes  to  finding  place  for  two 
identical  save  that  one  may  be  in  i 
in  black  and  white — that  is  anothei 
A  party  of  several  may  unite  on 
library  table ;  you  can  easily  sugges 
the  acceptability  of  a  library 
ehair  or  lamp.    Of  if  the  choice 
be  a  dining  table,  a  china  closet 
or  sideboard  to  match  will  be 
appropriate,  being  safe  to  as- 
sume that  there  will  be  enough 
pieces  of  china  furnished  by  sin- 
gle donors  to  furnish  it  respect- 
ably. 

Catering  to  Tastes. 

Keep  in  mind  the  known  tastes 
of  the  recipients.  The  bride  may 
have  a  preference  for  golden 
oak.  Some  of  her  intimate 
friends  will  post  .you  as  to  the 
upholstery  of  the  davenport  sent 
by' her  uncle,  and  jou  can  figure 
from  this  to  avoid  any  jar.  When 
once  you  have  gained  the  reputa- 
tion for  skill  in  matching  to- 
gether the  needed  home  furnish- 
ings, you  will  be  sought  by  those 
looking  for  wedding  presents.  It 
may  cost  you  some  patience, 
some  extra  work,  some  watchful 
scanning  of  the  locals. 

When  a  wedding  of  special 
importance  is  announced,  make 
it  a  point  to  get  to  the  front 
with  some  special  attraction 
which  would  be  fitting  in  the  home  i 
Advertise  it  as  among  your  specials 
and  the  invited  guests  will  readily  i 
your  goods  and  your  advice.  And  1 
party  enters,  be  ready  with  its  complement,  stating  that 
the  first  article  has  already  been  contracted  for  the 
Blank-Blank  wedding.  Your  skill  in  the  mosaic 
art  of  house  furnishing  will  surely  receive 
due  recognition,  and  friends  will  be  grateful  that  you 
have  helped  them  to  intelligently  choose  their  contribu- 
tions to  the  new  home :  the  bride  and  groom  will  feel 
more  than  grateful  that  you  have  assisted  their  friends 
systematically. 

The  Calgary  Fnrniture  Store,  Ltd.,  some  little  time 
ago  issued  a  booklet,  giving  some  furniture  sugges- 
tions to  engaged  couples.  They  advertised  in  this  a 
complete  model  home  fumi.shed  for  $475,  Of  course 
this  price  could  not  be  offered  to-day,  but  the  sugges- 
tion was  there,  and  many  other  dealers  throughout  the 
Dominion  have  used  the  arguments  in  this  little  book- 
let, showing  the  furniture  and  furnishings  for  a  four- 
room  suite — kitchen,  diningroom,  bedroom  and  livinsr- 
room.  An  attractive  illustration  on  the  cover  of  the 
booklet  made  it  sought  after  and  kept. 

There  are  many  little  suggestions  that  might  be  used 


A  GENERAL  GIFT  DEPARTMENT. 

The  successful  furniture  dealer  has  been  realizing 
for  some  time  that  in  order  to  get  the  most  out  of  his 
business  he  must  not  only  carry  the  staple  lines  of  fur- 
niture which  have  been  required  for  the  home  from 
time  immemorial,  but  also  the  numerous  items  which 
are  available  as  gifts.  Many  stores  have  found  that 
the  establishment  of  a  "gift  section"  is  a  paying  de- 
partment, and  that  they  are  thus  enabled  to  set  the 
trade  of  those  who  are  on  the  lookout  for  goods  to  be 
used  as  gifts,  and  to  eliminate  the  dull  spots  by  stimu- 
latincr  demand  for  the  relatively  low-priced  but  ex- 
tremely attractive  articles  in  the  gift  department 

The  class  of  goods  which  can  go  into  a  gift  section  is 
so  extensive  as  to  make  one  wonder  why  more  dealers 
have  not  taken  them  up.  Desk  ornaments  and  bric-a- 
bae  are  not  immediately  related  to  furniture,  and  yet 
they  sell  just  as  readily  as  electroliers,  which  many 
dealers  carry  and  make  quite  a  feature  of. 
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called  cash  stores  will  sell  furniture  on  four  to  sis 
months'  time  if  the  customer  has  a  good  credit  rating. 

The  installment  system  was  started  by  the  Cowperth- 
waites  in  New  York  City  at  the  close  of  the  Civil  War. 
Since  then  it  has  proved  the  greatest  help  to  man.  The 
average  famil}^  could  not  borrow  enough  money  from 
a  bank  or  other  institution  to  pay  for  a  home  full  of 
furniture,  but  with  a  small  initial  paj^ment  it  can  fill 
the  home  with  good  furniture  through  the  generous 
policy  of  the  furniture  stores. 


VALUE  OF  WEDDING  GIFT  DEPARTMENT. 

An  indication  of  the  value  of  the  gift  department, 
and  the  way  in  which  it  is  favored,  w^as  shown  recentlj^, 
in  the  advertising  campaign  of  a  Western  store.  This 
firm,  not  satisfied  to  devote  a  few  paragraphs  in  their 
regular  announcement  to  the  gift  goods  they  were  of- 
fering, took  a  whole  page  in  the  leading  pa;per  of  their 
town  and  featured  gift  furniture  and  wedding  gift  dec- 
orations alone,  to  the  exclusion  of  everything  else.  And 
they  report  that  the  large  expenditure  required  for  this 
advertising  space  was  more  than  met  in  the  surprising 
sales  it  brought  to  their  gift  department. 

Without  a  doubt,  therefore,  the  wedding  gift  de- 
i:)artment  is  a  factor  to  be  reckoned  with  in  every  up- 
to-date  establishment,  featuring  at  this  time  decorative 
interior  furnishings.  And  the  dealer  who  neglects  to 
stock  up  with  sufficient  merchandise  of  this  kind  is 
neglecting  a  splendid  opportunity  for  increased  busi- 
ness of  a  profitable  type. 

"We  have  just  apportioned  off  a  section  of  our  main 
floor,"  advertises  this  firm,  "with  the  exclusive  dis- 
play of  novelties  suitable  for  wedding  gifts  which  we 
would  like  you  to  see.  Our  assortment  includes  brass 
candlesticks,  book  ends,  book  racks,  waste  baskets, 
serA'ing  trays,  pictures,  pedestals,  sewing  cabinets,  tea 
wagons,  cedar  chests,  dinner  gongs,  lamps,  statuary, 
etc. 

"Our  new  gift  department  is  overflowing  with  useful 
gifts.  Remember  you  are  always  welcome  to  come  and 
look,  if  you  wish  to  buy  or  not,  and  meet  your  friends 
in  our  rest  room  on  the  main  floor.  We  have  four- 
teen complete  rooms  all  furnished  with  the  newest  de- 
signs of  furniture.  Ideal  gifts  for  every  room  in  the 
home." 

':MllIlllllllllllltlllllllllllllllllillllllMiMlllll:MIIIIIIIIIIIII<ll:IIIIIIIIIIIIIIIIIIIIIIIIIMIIIIIIIIII  linilllMIMIIIIIIIIIIIIMIMIIIIIIIIMIIIIIIMIIIIMIIIIMIIMIMMIMIIMIIIIIIIIIMIIIIIIMIIIIIIMIMIIIIIIIMIUIIIIIIIIIIIIMIIiaillll  IIIIIIIMIM!IMMIIIIIIIIIIIIII!IMIMIIIIIIIII!IIIIIIIIIIIIIIIIIIIIIIIIIIIINIj£ 


I  Made  in  ouk,  njaliogany  and  walnut.  Made  in  Mahogany  and  walnut.  Made  in  walnut  only.  = 

=  Three  neat  pieces  for  the  June  Bride  from  the  line  of  The  McLagan  Furniture  Company,  Stratford.  1 

?iilllllHllMlMiniMiiiiHMijniiiiniMiMiiiiiiniiniiiiiiiuiiiiuiuiniiijiinMiiiiMiiMiiiMMinijiMiiJnjiMiMiiiiMiiiiiiiMiiiiiiii:>:Mijiijijiij 


|!ll:illlllMI|!IIMMIIIIIIIII!IIMIII:IIIM|lillMIM;illMIMIMMMIMIIIIIIIIIIIIMMIIIIMIMIIMMIMIMIMIIIIIIIIIIIMtlMIIIMIMIIIMIIIIIIIMIIMMrMIII^ 

I  Furniture  Dealers  Give  Newly  | 
I  Weds  Their  Start  I 

^nilllMIMIMIIIIIIIIIIIIIIMIIIIMIIIIIMIMIIMIIIIMIIIIIMIMIIIIIIIIMIMIIIMMIIMIMIMMIIIIIMIIIMIIIIIIIII.'MIIIIIIIIIIIIIMIMIIlMM! 

FURNITURE  dealers  are  really  bankers,  says  the 
Furniture  Record.  They  sell  goods  on  more  liberal 
credit  terms  than  any  other  class  of  business  men. 
One  of  their  chief  functions  is  giving  newly-weds  a 
chance  to  start  home  making.  If  the  furniture  business 
was  conducted  on  the  same  basis  as  other  lines  of  busi- 
ness, 30  to  60-days'  credit,  only  one-third  of  these  homes 
would  be  fully  furnished.  But,  thanks  to  the  liberal 
terms  the  home  furnisher  grants,  these  homes  today  eon- 
tain  millions  of  dollars  worth  of  furniture. 

The  furniture  merchant  is  more  than  a  distributor  of 
home  needs.  He  is  just  as  much  a  banker  as  the 
institution  which  pays  you  interest  on  your  savings 
and  loans  you  money.  Few  people  appreciate  the  great 
service  this  class  of  men  is  doing  for  humanity.  Many 
look  upon  the  banker  as  a  public  benefactor,  but  in  the 
final  analysis  the  furniture  merchant  is  a  greater  bene- 
factor than  the  banker,  because  the  banker  loans  you 
other  folks'  money,  while  the  furniture  merchant  loans 
you  his  own  money  when  he  sells  you  a  house  full  of 
furniture  on  more  than  '60  days'  credit. 

Banks  pay  3  and  4  per  cent,  interest  for  the  use  ot 
savings,  while  the  furniture  merchant  pays  10  per  cent, 
by  granting  that  .discount  if  you  pay  cash  in  advance 
for  merchandise.  Most  banks  charge  6  per  cent,  for 
the  use  of  money,  while  the  furniture  man  charges  no 
interest.  Banks  will  only  accept  notes  signed  by  your- 
self and  another  on  real  estate,  while  the  furniture 
merchant  will  take  your  word  and  your  signature  on  a 
contract.  Unless  the  furniture  is  paid  for  in  full  the 
furniture  man  loses  because  he  never  takes  back  furni- 
ture unless  an  account  is  long  overdue  and  there  is  no 
possibility  of  his  collecting  the  remainder  of  the  bill. 
The  returned  furniture  then  is  sold  for  the  actual 
amount  due  on  it,  so  the  furniture  merchant  loses  money 
becau.se  he  must  sell  this  furniture  again  and  deliver  it 
a  second  time  without  profit. 

The  furniture  stores  in  this  country  which  sell  actu- 
ally for  cash  are  very  few  in  number.    Even  most  so- 
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Suggestions  from  the  Methods  of  Other  Dealers 

I  PeterhoTo  store  maizes  big  drive  on  kitchen  cabinets.  | 

?MIIMMIinMIMMIIIMIMIIMMIIIMIIIIMIMIMIIIIIMIMIIIIIIIIIIMII!IIIMIMIIIIMIIMIIIIIIIMIIIIMIIIMMMIIIIIIIIIIIIIMIIMIIIIIMIMIIMIMIilll^ 


The  J.  C.  Turnbull  Company,  of  Peterboro,  Ont.,  be 
lieve  that  in  order  to  attain  the  greatest  success  in  a 
drive  for  business  that  it  should  be  approached  in  a  big 
manner.    Size,  massiveness  and  numbers  always  im 
press  the  public.   It  was  for  this  reason  that  in  opening 
their  bedding  department  last  year  they  put    on  a 
''Bedding  Exhibition"  for  a  Aveek  with  extensive  ad-, 
vertising  and  display  in  window  and  interior.    And  it 
was  for  the  same  reason  that  in  making  a  special  drive 
for  business  in  kitchen  cabinets  recently  that  they  put 


OHtfl  Om>.  I  HMk  im»       I  CfTCHIX  C 


i^GRANDGARiOAD 
LOT  SALE 

Kitcten  Cabinets 


Club  Terms  Ik  Bel  Sem«  o(  llic  Hogsi 


To  Bt  Grn  Ahit  ntS 

Eftn  Gtdn  ^ 

Una 


The  J.  C.  TURNBULL  Co..  ltd. 


Advertising  circular  used  to  introduce 
sale  and  bring  club  members. 

on  a  big  week's  sale,  arranged  an  unusual  range  of  win- 
dow displays  devoted  to  this  line  and  did  extensive  ad- 
vertising on  it  in  the  local  papers. 

One  of  the  big  features  was  window  display.  Dur- 
ing the  week  of  the  sale  nobody  could  pass  the  store 
without  having  kitchen  cabinets  brought  to  his  or  her 
attention.  No  less  than  five  large  windows  and  three 
.smaller  ones  were  used  during  the  duration  of  the  sale 
to  impress  upon  the  public  that  this  line  was  a  real  de- 
partment in  the  store  and  to  herald  the  advantages  of 
the  cabinet.    The  features  that  were  hrought  out  were 

Saving  of  time      1     t-.    .^i  c     ^  x. 

r,    •  °    p  ,      ,1        By  the  use  of  a  kitchen 

Saving  ot  trouble  r  .  >>•  t 

Saving  of  energy.] 
Plenty  of  show  cards  were  used  in  the  display,  while 
to  emphasize  the  free  articles  of  groceries  given  witli 
the  cabinet,  attractive  displays  of  these  lines  were  made 
in  the  windows  along  with  the  cabinets. 

Mr.  Hodgins,  the  manager  of  the  store,  stated  to  The 
Canadian  Furniture  World  that  the  effort  was  a  great 
sueee.ss  both  in  actual  sales  and  the  interest  aroused. 


SEEING  BEFORE  BUYING. 

The  following  from  -'Wheeler  Store  News."  publish 
ed  by  the  Wheeler  Brothers  Furniture  Company,  In- 
dianapolis, is  an  f-xcellenc  argument  to  use  agains*^  the 
mail  order  house  trade,  and  is  worth  wide  circulation. 


''It  does  not  pay  to  buy  anything  but  the  simp^e.«t 
articles  of  furniture  by  mail.  One  can  safely  buy  h 
mattress,  bed  springs,  cheap  chairs,  kitchen  tables,  in 
expensive  iron  beds  and  goods  of  this  character  by  mail 
if  they  are  accurately  described  in  the  printed  matter, 
but  disappointment  usually  I'e.sults  when  one  attempts 
to  buy  the  better  grades  of  furniture  by  mail  even 
though  the  goods  are  carefully  described  and  illus- 
trated. 

"The  only  satisfactory  way  to  buy  furniture  is  to 
see  what  you  are  buying.    A  picture  cannot  give  yo;] 
more  than  a  mere  outline  of  the  article,  it  cannot  shov 
the  finish,  the  coloring,  nor  can  it  display  the  workma." 
ship. 

"Buy  furniture  of  a  dealer  in  whom  you  have  con- 
fidence and  go  to  his  store  to  make  your  selection.  Those 
living  in  the  smaller  towns  should,  if  possible,  make 
their  purchases  of  their  local  dealers.  When  the  stocks 
are  not  large,  or  when  the  quality  of  merchandise  offer- 
ed is  not  up  to  standard, it  will  pay  you  to  visit  Wheel- 
ers' Indianapolis  store  where  one  of  the  greatest  assort- 
ments of  dependable  furniture  ever  gathered  in  In- 
diana awaits  your  inspection.  Railroad  and  traction 
fare  are  refunded  to  out-of-town  buyers  and  all  fur- 
niture for  shipment  to  neighboring  cities  is  carefully 
crated,  without  additional  charge,  and  guaranteed  to 
reach  your  home  in  good  condition.  If  you  canno* 
secure  the  things  you  want  in  your  town,  come  to 
Wheeler's." 


MADE-IN-CANADA  SALE  WEEK. 

The  retal  merchants  of  London,  Ont.,  recently  held 
a  "Made  in  Canada"  sale  week,  and  as  usual,  the  fur- 
niture dealers  were  foremost  in  the  campaign.  Here 
is  the  form  of  invitation  which  the  Thomas  Furniture 
Co.  sent  out  to  their  customers  and  friends  to  come  to 
see  their  wares,  and,  incidentally,  assist  at  a  little  party 
function  : 

v;!:ll{illll|IIMIIIIIIIIIMIIIIIIIIIIIIIIIIIIMIIIIIIUIIIIIIIIIIIIIIIIIIIHIIIIIIIIIIIIIIIIII  llMIIIIIIIIIIIIIIMIIIIIIirilllllllllllllllllllllllirilMIIJIt: 

I  London,  Ont.,  A])ril  19,1920.  | 

I  Dear  Mailamr — Will  you  comie  to  our  party  Wed-  | 

I  nesday  afternoon,  from  2  to  5  o'cloek.  | 

1  As  a  patriotii:  Canadian  of  discriminating  taste  your  | 

I  interest  will  run  high  in  the  display  of  Canadian-made  | 

I  articles  for  the  home.  | 

I  This  (special)  invitation  is  not  being  generally  ad-  | 

I  vertisod,  as  a  direct  apjieal  to  artistically  appreciative  | 

I  Londoners  is  the  order  of  the  afternoon.  | 

i  A  veritable  shower  of  dainty  breakfast  suites,  pr£>.  | 

I  tentious   dining  suites,  gorgeous    Chesterfields,     and  | 

I  little  odds  and  ends — ^^all  made  in  Canada.  | 

1  Honor  of  your  visit  will  be  aiipreciated  to  the  ox-  | 

1  tent  that  you  will  not  be  worried  to  buy — just  look.  | 

I  Anticipating  your  visit,  we  are  | 

I  THOMAS  ^UE^^TURE  CO.,  | 


P.S.- 


By  W.  D.  Thomas. 
-There  will  also  be  music  and  a  little  tea  party 


-iMMIIIMIIMMIIIMIJMJIIIIIIIMIIIIMIMMIIIIIIIIIIMIIIIIIIIIIIIIIIIIIIIMIIIIIIIIIinilllllllirillMIIIIIIIIIIJIIIIIIIIllMIMIillI'll  iiikmiimii- 

If  you  want  a  Ihing  well  done,  don't  do  it  yourself 
unless  vou  know  how. 
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BUILDING  A  BIGGER  MARKET  for  FURNITURE 
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An  advertising  lecture  delivered  before  Furniture  Manufacturers' Association  at  Toronto  meeting 
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By  G.  W.  GIBBARD,  Gibbard  Furniture  Ccmpany,   Ltd.,   Napanee,  Ont. 


ANY  nation  whose  citizens  are  home  lovers  is 
bound  to  be  prosperous,  as  the  population  would 
be  contented  and  happy.  We  as  members  of  the 
Furniture  Manufacturers"  Assn..  have  a  unique  oppor- 
tunity to  help  solve  the  problem  in  both  rural  and  ur- 
ban centres,  by  educating-  the  people  of  Canada  to  the 
importance  of  having  comfortable  and  well  furnished 
homes.  An  attractive  house  cannot  help  but  be  an  in- 
fluence and  help  solve  the  rural  problem  which  is  so 
much  talked  of  to-day. 

At  the  same  time  we  have  an  opportunity  to  do  our- 
selves a  good  turn.  When  we  realize  that  the  annual 
per  capital  expenditure  of  Canadians  for  furniture  is 
less  than  $1.50,  or  approximately  $7.50  per  family,  we 
can  realize  that  a  great  field  for  cultivation  is  available. 
This  applies  more  particularly  to  the  smaller  towns  and 
rural  districts.    Young  people  are  more  certain  to  be 


keep  our  factories  busy,  even  should  there  be  the  period 
of  depression  which  many  people  predict  will  corae 
next  year. 

I  would  suggest  that  our  association  proceed  at  once 
to  organize  for  a  campaign  to  be  started  in  September 
next.  If  we  do  this,  benefits  should  begin  to  show  them- 
selves by  the  spring  of  1921,  and  results  woiild  become 
greater  and  greater  as  the  campaign  continued.  It 
would  be  unwise  to  delay  our  plans  until  there  is  a  real 
slackening  of  business.  The  creating  of  a  new  market 
cannot  be  accomplished  quickl.y.  We  must  work  at 
least  a  year  ahead  and  we  should  frame  a  policy  ex- 
tending over  at  least  three  years.  If  we  do  this  w;- 
will  undoubtedly  achieve  results  that  will  repay  the 
investment  over  and  over  again. 

In  order  to  appeal  to  the  imagination  of  the  people  of 
the  rural  districts  of  Canada,  we  would  suggest  offer- 


Brides  and 
Brides -to-Be 

Mould  Visit  Our  Store 


Halifax  Furaishing  Company; 

^62  Ealllmu  St  I'liit  imiE  (aminii;.  ptggi  755 


Furnish  Your  Dining  Room 
For  $33.00 


SpecieJ  June  Sale 
Dining  Room  Suite 


The  NovaSco!ia  Furnishing  Cc.ltd., 

71-76  B»rrington  Street,  Uvlifai 


Brag 


Get  Married  in  June 


On  Our  Easv  Payment  Plan 


room  SoiUt,  Hill  Bickj,  Cup«t(  und  Oililuih],  Kii<:beQ  Fur- 
niture, Betni(i.Tiitor*,  SUivea,  sic.  

EV££YTUlNa  YOU  NEED. 

COME  IN  AND  LOOK  AROUND 
•3*'  &  H3  A  i:)lf  St,         M4  A  146  HamtjElon  M 
3  N^w  E/CTy   CvrninS  Unlit  Further  Nofice 


I  Now-is-tbe-lline-aiul-i's-is-tbe-PlaGe 


EAST 

rami 


To  Select  Your  Home  Outfit 
At  a  Great  Saving 

Just  a  Few  of  tiie  Gieat  Many  AttractiODS 

$30.00  -.V ■ .  $54.75 

";i;;;.;::r.r„',"";' $95.00  .  jiecso 

r™""         $40.75  $60.75 

'?,;Tri?.v.,  $35.00  ■"" '■■"•-$32.75 

r™:."-"-'     $26.00  -^'ir;,::-;;...'.*- $28.95 

".r--""-"    $16.00   •I'^x---'   $24.50 

-"''"■""■"""'■"""■"'$26.00   „.^i;,:;;;vz-v;^v,»  •  ■■ 

YOUR  CREDIT  IS  GOOD 

The  Windsor  Home  Furniture  Co. 


WEDDING  GIFTS 


50WARD  RODGERS 

Comolete  House  Fufnisher,  King  St.,  Frederlcton. 


Furnish  Your 
Home  Here 


1  tlut  thi.  is  the  pUc« 


Furniture 


Ru;t 


Beds  and  Bedding 


Linoleums 


WRiaHT'S  LIMITED 


How  sonio  Maritime  furniture  dealers  advertised   last  .vear  for  June  Bride  business. 


kept  on  the  farin.s  if  home  conditions  are  attractive. 
In  this  respect  thore  is  room  for  great  improvement  in 
Canada.  To  accomplish  this  we  must  follow  the  funda- 
mental law  of  selling.  Get  all  the  people  thinking 
about  the  same  thing  at  the  same  time. 

There  arc  several  ways  to  create  a  much  larger  mar- 
ket for  furniture  in  the  rural  districts  of  Canada  and 
in  the  snudlef  towns,  [f  we  manufacturers  will  study 
this  problem  and  map  out  a  program  of  a  comprehen- 
sive character.  While  it  is  true  that  this  means  the 
spending  of  a  considerable  sum  of  money,  which  the 
amount  necessary  for  an  advertising  campaign  is  based 
on  the  out|)ut  of  onr  Pact')ries,  the  assessment  pei-  thous- 
and dollars  would  be  a  men-  trifle,' and  T  think  Avould 
assure  the  industry  of  a  .^teadv  demand  which  would 


ing  a  comprehensive  list  of  prizes  J'or  essays  or  articles 
on  subjects  that  would  stimulate  interest  in  house-fur- 
nishing.   We  suggest  subjects  like  the  following : 

"Influence  of  a  Well-furnished  House  on  Keeping 

the  family  at  Home." 

''How  a  Farm  Home  Ought  to  be  Furnished." 
"Tlie  Relation  of  Well-furnished  Homes   to  the 
Community." 

By  advertising  in  farm  magazines  and  local  papers 
reaching  farmers,  the  competition  can  be  brought  to 
the  attention  of  the  public  in  all  the  rural  districts 
of  ('anada.  But  Ave  would  liot  advise  confining  ai1- 
vcrtising  to  the  boosting  of  the  competition  alone.  From 
the  very  first  we  would  make  the  advertisements  of 
such  a  character  that  thev  would  stimulate  interest  ir 
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home  furnishing.  By  means  of  the  competition,  whieii 
should  probably  be  spread  over  a  period  of  three  or 
four  months,  a  lot  of  interesting  matter  would  be  gath- 
ered together,  and  new  material  for  advertising  will  no 
doubt  be  received. 

It  might  dwindle  to  smaller  proportions  after  the 
ojiening  of  spring  and  either  drop  or  run  on  a  very 
small  scale  throughout  the  summer.  Then  it  should  be 
talien  up  again  in  the  fall  on  fresh  lines  for  the  second 
year. 

The  propaganda  should  not  be  confined  to  newspaper 
advertising.  As  many  forces  as  possible  should  be 
brought  into  sympathy  with  the  movement  from  a  pat- 
riotic standpoint.  The  co-operation,  and  articles  on 
home  furnishing  should  be  prepared  to  be  read  all 
over  the  country  at  meetings  of  Women's  Institutes. 
The  patriotic  appeal  should  be  used. 

The  importance  of  the  campaign  might  also  be 
brought  to  the  notice  of  the  rural  school  teachers 
whose  sympathy  in  the  movement  for  better  furnished 
homes  would  be  very  useful. 

If  the  movement  is  properly  handled  a  great  deal  of 
very  interesting  editorial  matter  can  be  secured,  free 
of  charge,  in  many  rural  newspapers  as  well  as  in  the 
farm  magazines  and  similar  publications. 

One  of  the  first  moves  should  be  to  stir  up  furniture 
dealers  in  the  smaller  centres  of  Canada  to  the  im- 
portance of  Avhat  Ave  are  attempting  to  accomplish, 
Every  local  furniture  dealer  should  be  stimulated  to 
boost  the  campaign  in  his  local  advertising.  A  suitable 
propaganda  for  stirring  up  the  interest  of  dealers 
should  be  organized. 

There  is  no  question  but  that  advertising  can  be  used 
by  our  association  in  such  a  way  as  to  increase  the  out- 
put of  furniture  in  Canadian  rural  districts. 

We  have  many  examples  of  great  industries  that 
have  been  built  up  by  the  power  of  publicity.  The 
automobile  industry,  for  instance,  has  been  developed 
by  the  heavy  advertising  carried  on  bj^  so  many  strong 
companies.  Advertising  has  made  the  phonograph  in- 
dustry. There  are  examples  from  many  that  might  be 
mentioned.  Everyone  wants  to  do  the  popular  thing 
iiud,  if  you  can  focus  attention  on  the  better  furnish- 
ing of  homes,  we  are  bound  to  reap  rich  results. 


No.  824 — Living  Room  Chair,  made  of  Canadian  birch  and  finished  in 
chrome  walnut  or  mahogany;  upholstered  in  a  fine  grade  of  tapestry.  By 
the  Owen  Sound  Chair  Company,  Limited. 


The  secret  behind  many  of  the  succes.sful  patriotic 
campaigns  that  have  been  carried  on  Avithin  the  past 
few  years  has  been  the  fact  that  raeaas  Avere  taken  to 
get  all  the  people  thinking  about  the  same  thing  at 
the  same  time. 

A  recent  example  of  success  by  following  this  funda- 
mental law  is  the  PorAvard  Movement  of  the  churches. 
They  used  neAvspaper  and  magazine  advertising,  as 
Avell  as  other  forms  of  publicity.  I  had  the  privilege  of 
watching  the  results  from  a  point  of  vantage  in  a  large 
rural  community.  Many  farmers.  Avho  Avere  consider- 
ed hard-shells  and  never  gave  away  more  than  five 
dollars  before  in  their  lives,  contributed  one  hundred 
dollars  and  Avithout  any  persuasion,  to  the  great  .sur- 
prise of  the  whole  community.  Moreover,  our  memor- 
ies of  1914-15  should  still  be  fresh  enough  in  our  minds 
to  remind  us  how  quickly  good  times  can  change  to 
hard  times.  The  experience  of  the  piano  manufacturers 
at  that  time  is  an  example  of  what  can  be  done  in  a 
rural  community.  They  Avere  slack  for  a  short  time, 
then  adopted  advertising  to  influence  rural  communi- 
ties, and  were  very  busy  long  before  the  furniture  trade 
had  recovered  to  normal. 

Many  examples  can  be  quoted  to  shoAv  that  the  sound- 
est method  of  creating  a  demand  is  by  advertising.  As 
one  example  out  of  many,  Ave  might  take  cheAving  gum, 
the  annual  sales  of  which  noAV  amount  to  over  thirty 
millions  of  dollars.  Gramophones  are  another  example 
of  wAmt  trade  advertising  Avill  do. 

I  Avrote  to  several  associations  as  to  the  success  they 
had  had  in  their  advertising,  and  the  folloAving  asso- 
ciations have  assured  me  that  their  advertising  cam- 
paign has  been  successful  and  A'ery  profitable  to  them: 
American  Face  Brick  Association,  Southern  Cypress 
Mfrs.  Association,  Oak  Floor  Mfrs.  A.ssociation.  Na- 
tional Canners'  Association,  West  Coast  Lumbermen's 
Association,  the  Irish  Linen  Society,  Paint,  Varnish, 
Save  the  Surface  Committee,  Birch  Mfrs.  Association. 

The  Sunkist  orange  campaign  Avas  such  a  success  that 
nOAV  they  advertise :  Sunkist  Lemons,  Seaside  Lima 
Beans,  Sun  Maid  Raisins,  Diamond  Brand  Walnuts. 


THE  RIGHT  ADVERTISING  POSITION. 

Many  furniture  dealers  are  sloAving  doAvn  on  their 
advertising,  probably  because  business  is  very  good, 
furniture  hard  to  get,  and  they  feel  that  they  might  as 
Avell  "save"  some  money. 

One  man  told  me  during  the  July  market  "The  news- 
papers did  not  get  a  cent  of  my  money  during  Febi'u- 
ary  and  verj^  little  of  it  during  March — still  I  had  two 
good  months."  He  probablj^  did  not  consider  hoAv 
much  better  the.se  two  months  might  have  been  if  he  had 
kept  up  his  advertising.  , 

It's  a  dangerous  thing  to  lose  contact  Avith  your  pub- 
lie.  In  these  days  of  excitement  Ave  are  soon  forgot- 
ten. The  buying  public  too  often  consider  only  the 
store  that  is  telling  its  story  at  the  time  they  are 
buying. — Pullman  Service. 


HER  RETORT. 

As  the  husband  and  Avife  were  walking  home  from 
church  one  Sunday  morning,  the  latter  made  some  re- 
mark concernino-  the  kind  of  clothing  some  of  the  mem- 
bers of  her  sex  among  the  congregation  Avere  Avearing. 
"Oh,"  replied  her  husband,  "the  finest  garment  a  wo- 
man can  Avear  is  the  mantle  of  charity."  "Yes,"  she 
snapped,  "judging  by  the  fuss  they  make  over  the  bills, 
it's  about  the  only  dress  some  husbands  Avant  their 
wives  to  wear." 
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FURNITURE  BUSINESS  BUILT  on  CHARACTER 
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Reputation  for  fair  dealing  makes  for  success  of  Bowmanville  firm — History  of  L.  Morris  &  Son 
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CHARACTER  stamps  business  as 
it  also  stamps  men,  and  on  this 
reputation  is  built.  When  Levi 
Morris  forty  years  ago  first  opened 
his  furniture  store  at  Bowmanville, 
Ont.,  he  had  not  too  much  of  this 
world's  goods,  but  he  had  character, 
and  he  made  its  imprint  on  his  busi- 
ness so  strong  that  now  his  children 
are  conducting  the  business  he  has 
left  for  them — a  business  with  a 
reputation — and  it  is  pleasing  to 
state  that  the  present  members  of 
the  firm  have  just  as  strong  as  the 
founder  a  rejiutation  for  charaetfr. 

The  L.  Morris  &  Son  business  has 
grown  steadily  since  its  establish- 
ment, 40  years  ago.  as  may  be  judged 
by  a  glance  at  the  illustrations.  The 
pi'esent  premises  take  in  two  three- 
story  stores,  the  ground  floor  of  one 
store  being  rented  for  other  than 
furniture  business.  Although  only 
one  store  window  is  thus  available 
for  display  purposes  much  use  is 
made  of  it,  and  changes  are  made 
weekly. 

F.  F.  Morris  now  in  charge  ("Levi  Morris,  the  father, 
having  died  nearly  two  years  ago),  says  that  he  finds 
that  by  displaying  whole  suites  he  more  nearly 
touches  the  taste  of  his  community.  He  finds,  too,  that 
instead  of  individual  pieces  of  furniture  being  sold 
many  of  his  customers  call  for  suites,  and  of  the  bet- 
ter grades  at  that. 


F.  F.  MORRIS, 
Head   of   Morris   ]'''urniture  Co 


Situated  on  the  main  street  of  Bow- 
manville, near  the  principal  corner, 
the  Morris  furniture  store  attracts 
the  attention  of  all  visitors  and  pros- 
pective customers.  The  building  is  a 
double  three-story  brick  strnctnre, 
though  only  one  shop  front  is  utiliz- 
ed at  present.  Over  both  stores,  how- 
ever, are  furniture  showrooms. 

The  ground  floor  of  the  main  store 
is  used  to  set  oflf  samples  from  the 
dinin groom  stock,  with  buffets  down 
the  centre,  and  tables  on  racks  on 
one  side.  The  walls  are  covered 
with  framed  pictures,  this  being 
quite  a  big  line  with  the  store. 

On  one  side  of  the  main  aisle  are 
many  fancy  pieces — china  cabinets, 
floor  and  table  lamps,  and  gramo- 
phones. Talking  machine  records  are 
a  big  line  with  the  firm,  Miss  Morris 
giving  much  time  and  attention  to 
this  department.  So  big  are  the 
sales  that  records  have  to  be  ordered 
twice  a  Aveek. 

Bedroom  samples  are  on  display 
down  the  other  side  of  the  store,  with  iron  and  brass 
l^eds  at  the  back.  Speaking  of  the  line  of  brass  beds 
Mr.  Morris  told  a  .story  of  co-operation  between  manu- 
facturer and  dealer  that  is  well  worth  repeating. 

One  of  the  local  ministers  had  arranged  to  leave  for 
South  Africa  as  a  missionary,  and  noticing  an  adver- 
tisement'of  Simmons,  Ltd.,  in  a  local  paper,  wrote  that 
company  asking  them  to  direct  him  regarding  the  pur- 


Bowmanville. 


Front  of  L.  Morris  &  Son  store  at  Bowmanville. 


Front  of  the  Morris  branch  store  at  Orono. 
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chase,  crating  and  shipping  of  his  beds  and  some  other 
pieces  of  furniture.  Some  correspondence  developed, 
the  result  of  which  was  that  the  minister  was  directed 
to  call  on  Mr.  Morris  who  would  arrange  the  details, 
the  company  offering  to  attend  to  the  shipping.  Copies 
of  the  correspondence  were  sent  Mr.  Morris,  with  the 
result  that  when  the  minister  called  he  knew  just  what 
was  required  to  be  done.  Not  only  was  the  shipping 
attended  to,  but  Mr.  Morris  sold  a  $500  bill  of  goods 
which  the  missionary  intended  to  purchase  in  South 
Afi'ica. 

There  is  another  point  to 
the  story.  The  minister  wrote 
the  Simmons  company  because 
of  the  wording  of  the  com- 
pany's advertisement.  He  was 
in  a  quandary,  and,  as  he  ex- 
plained to  Mr.  Morris,  did  not 
know  on  whom  to  call.  Had 
he  known  his  local  furniture 
dealer  could  attend  to  his 
wants  he  said  he  would  not 
have  taken  up  the  matter 
with  the  manufacturers  at  all. 
But  the  story  is  a  good  one 
and  worth  repeating,  as  man- 
ufacturer, dealer  and  custom- 
er are  all  satisfied. 

On  the  two  upper  floors  of 
the  Morris  store  are  the  up- 
holstered stocks,  with  mat- 
tresses, bed  springs,  couches, 
library  tables,  sectional  book- 
cases, all  grouped  in  separate 
rooms.  The  top  floor  is  fully 
stocked  with  go-earts,  baby 
carriages,  children's  cots, 
baby  goods,  toy  sets  and  toys. 
These  latter  were  big  sellers 
during  the  recent  Christmas 
season. 


One  of  the  rooms,  too,  is 
filled  with  a  surplus  stock  of 
diners  and  rockers,  and  an- 
other with  fancy  parlor  tables, 
tabourettes,  pedestals  and 
such  like  gift  lines. 

Kitchen  cabinets,  kitchen 
tables  and  chairs,  and  refrig- 
erators have  a  separate  de- 
partment, as  also  have  reed 
and  rattan  goods. 

At  fhe  time  of  our  repre- 
sentative's visit  a  window  dis- 
play of  office  furniture  was 
made.  This  seemed  a  strange 
thing  for  a  small  country 
town,  but  the  strangeness  was 
dissipated  Avhen  Mr.  Morris  told  of  a  sale  of  such 
goods  to  a  farmer  customer  and  also  of  the  inquiries 
made  by  local  manufacturers. 

Other  large  sales  were  in  the  line  of  Chesterfields, 
which  in  the  vicinity  of  Bowmanville  are  seemingly 
very  popular  articles  of  furniture,  most  of  the  farm 
houses  rounfiabout  having  at  least  one  of  these  Ches- 
terfields. 

Another  incident  which  proves  that  high  prices  are 
no  detriment  to  sales  was  told  by  Mr.  Morris  in  con- 
nection with  a  $500  walnut  diningroom  suite  which  he 


Your  Opportunity 

To  Purchase  really  up-to-date 
Furniture  of  Dependable  Quality 
Is  Right  NOW 


Having  bought  Thousands  of  Dollars  worth  of  goods 
last  March  and  April,  when  we  learned  that  prices 
would  be  going  .sky  high  a  little  later,  which  they  did, 
we  are  now  in  a  position  to  offer  goods  at  50  per  cent, 
below  Factory  prices  of  to-day. 

These  goods,  bought  last  spring  and  early  summer 
are  arriving  daily  and  more  to  come.  Our  stores  are 
full,  as  well  as  our  warehouses,  and  the  people  of 
Durham  may  have  the  benefit. 

Our  Distinctive  Dining  Room  Furniture  only  re- 
quires to  be  seen  for  you  to  appreciate  what  we  say. 
We  have  them  in  T'umed,  Golden  or  English  Blown  or 
Walnut  .finishes. 

Our  Bedroom  Furniture  includes:  Dressers  and 
Stands,  Chiffoniprs,  Dressing  Tables  in  woods  from 
Elm  to  Solid  Walnut.  Also  Bedsteads  in  Wood,  Iron 
or  Brass,  all  sizes  and  prices.  Mattresses,  Springs, 
Pillows,  Cribs,  etc. 

Den  and  Library  Furniture  to  meet  every  require 
ment. 

Chesterfields.  Dav.3nports,  Couches,  Parlor  Suites, 
Easy  Chairs  of  high  grade  construction  and  best  qual 
ity  of  Mat»ria's.   Workmanship  and  Finish. 

Hall  Furniture — Seats,  Mirrors,  Stands,  Oak  ard 
Walnut. 

Kitchen  Cabinets  by  all  the  best  known  mal;ei-.s. 
Kitchen  Chairs  from  $7. .50  a  set  of  6  up.  Kitchen 
Tal)les  with  drawer  from  $5.7.5  up. 

All  kinds  of  Chairs  to  meet  every  need,  well  de- 
signed and  moderately  priced. 


displayed  in  his  window  recently.  The  day  after  it 
was  put  in  he  had  two  customers  in  the  .store  looking 
to  buy  one  in  the  office  waiting  and  hoping  that  the 
one  outside  Avould  not  bu.y,  but  give  him  a  chance  to 
make  a  deal. 

The  automobile,  said  Mr.  Morris,  has  greatly  broad- 
ened the  farmer  and  made  him  a  better  prospective 
buyer.  He  is  able  to  get  about  the  country  more  fre- 
(juentlj'  and  rapidly ;  is  giving  his  Avife  more  home 
helps  in  the  way  of  washing  machines,  kitchen  cabinets, 

  refrigerators,  etc.,  and  takes 

more  pride  in  his  home  and 
its  comforts,  hence  the  bigger 
.sales  of  Chestei-fields  and  up- 
holstered furniture  lines.  In 
fact  the  farmer  to-day  has  ad- 
vanced more  rapidly  than  has 
the  townsman  in  some  of  these 
respects. 

Mr.  Morris  instanced  this 
particularly  in  his  funeral  di- 
recting. Not  a  farmer  round- 
about but  must  have  a  motor 
funeral,  because  so  many  far- 
mer friends  have  autos,  but  in 
the  town  the  horse  funeral  is 
still  the  mainstay. 

Besides  the  window  dis- 
plays L.  Morris  &  Son  believe 
in  advertising.  The  circular 
reprinted  herewith  is  com- 
piled from  some  of  the  firm's 
newspaper  advertising  That  it 
iid  good  work  is  vouched  for 
by  Mr.  Morris.  The  circular 
was  printed  on  colored  stock 
and  sent  by  post  to  all  names 
on  the  voters'  list  in  Durham 
County.  The  result  was  felt 
for  weeks  afterward  in 
creased  business.  It 


Important ! 


You  don't  have  to  pay  for  the  goods  a  week 
or  two  before  you  get  them,  you  don't 
have  to  conduct  a  lengthy  correspondence 
with  us.  and,  what  is  most  important,  you  don't 
have  to  buy  goods  from  a  picture,  when  you  deal 
with  us.  Buy  from  your  home  town  merchant 
where  you  carj  see  what  you  are  getting,  where 
you  can  disp.jnse  with  red  tape,  where  you  get 
your  fiirniture  the  day  you  buy  it,  and  who  is 
able  and  ready  and  on  the  .lob  to  ad.iust  any 
breakage,  shortage,  or  errors  that  may  arise. 

L.  Morris  &  Son 

are  "at  your  service". 


was 


m- 
one 


Advertising  circular  which 
Morris  fu 


brought  big  business 
rniture  store. 


to  the 


of  the  best  business  boosters 
the  firm  had  ever  undertaken. 

Another  advertising  stunt 
was  a  card  appealing  to  cus- 
tomers to  buy  in  the  home 
market.    It  read: 

An  Appeal  to  Citizenship. 

Ontario  the  best  Province — 
Durham  the  best  County. 

Make  your  market  town  the 
best  town  in  Canada,  and  the 
best  will  come  back  to  you. 

The  Home  Market  is  the  Best 
Market. 


Its  development  means  busy 
stores,  factories  and  prosperous  farms,  a  bi;sier  and 
better  town  to  do  business  in. 

Bigger  home  industries  mean  more  employees  and 
create  a  greater  demand  for  goods  produced  on  the 
farms,  and  time  saved  in  selling  your  products. 

It  means  better  chances  of  employment  for  our  men, 
boys  and  girls,  better  wages  with  less  expense. 

It  means  better  living  conditions,  social,  moral  and 
sanitary,  better  homes,  schools,  churches  ,and  a  cleaner 
community. 

C  Continued  on  page  55 ) 
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STORE  CELEBRATES  GOLDEN  JUBILEE 
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Special  sales,  souvenir  newspaper,  and  orchestral  concerts  inaugurate  function  of  Ottawa  firm 

llllllnilllllMMIIMIMIIIIMIIIIMMinilllllllMIIMIIIIIIIMIIIIIMIMIIMIIIIMIMIIIIIIIMIIIIMIMIIMIMIIilllMIIMIIIMlllllilillMIIIIMIIIIIH   lllllllllillllllllMllllllllllillilllllMIMIIIIIIIIIIIIil  


^_THE  OTTA^^lYMNG  CITIZEN 


BRYSOX-GRAHAM.  Ltd.,  Ottawa,  Ont.,  are  this 
year  celebrating  their  Golden  Jubilee,  and  recently 
that  firm  held  a  week's  special  sale  commemorative 
of  the  event.  The  Ottawa  Citizen  issued  a  special 
"Golde}i  Jubilee"  edition  of  32  pages  as  a  souvenir,  and 
an  orchestra  gave  musical  concerts  on  the  opening 
day.  While  not  a  strictly  furniture  store,  furniture 
holds  a  big  place  in  the  business  of  the  concern,  and 
during  the  celebration  furniture  displays  were  import- 
ant features  of  the  week. 

The  history  of  the  firm  is  an 
interesting  one.  Fifty  years 
ago,  the  little  lumbering  town 
of  Ottawa  witnessed  the  estab- 
lishment of  a  modest  little  busi- 
ness that  in  general  respects 
Avas  much  different  from  the  or- 
dinary run  of  stores.  To-day 
the  business  is  represented  by  a 
firm  whose  store  needs  no  in- 
troduction to  the  people  of  the 
Capital  City.  The  record  of 
Bryson-Graham,  Limited,  is 
one  of  which  both  the  firm  itself 
and  the  Ottawa  public  are 
proud,  for  such  accomplish- 
ments as  are  to  the  credit  of 
the  company  are  in  themselves 
testimony  of  a  sound  policy,  ad- 
vantageous to  both  the  busi- 
ness and  its  clientele. 

In  1864  Charles  Bryson,  then 
a  country  lad,  decided  to  ven- 
ture from  his  home  in  Rich- 
mond, and  endeavor  to  make 
for  himself  a  career  in  the  busi- 
ness life  of  Bytown.  The  Ot- 
taAva  of  those  davs  was  but  a 


small  place  that  bore  few  indications  of  becoming  the 
busy  city  of  1920.  Its  chief  activity  was  provided  by 
the  lumbering  industrj^,  which  was  in  a  primitive  stage 
as  compared  with  to-day.  But  to  the  country  hoy;  it 
was  big,  and  offered  the  opportunity  he  desired. 

"Charles"  Bryson  said  good-bye  to  father  and 
mother  and  the  little  communitj^  that  was  largely  made 
up  of  the  families  of  British  officers  on  half-pay  pen- 
sions.   He  had  little  difficulty  in  finding  employment 

with  T.  Hunt  and  Son  and  Com- 
pany. There,  he  learned  his 
trade — and  learning  a  trade  in 
those  da.ys  was  not  the  eight- 
hour-day  proposition  that  the 
youth  of  this  age  enjoys;  it 
was  an  "early  in  the  morning 
and  late  at  night"  affair,  with 
something  to  do  in  every  mo- 
ment of  the  long  day. 

His  apprenticeship  served, 
Mr.  Bryson  entered  the  employ 
of  Fingla'nd  and  Draper,  whose 
store  was  located  on  Sussex  St. 
— which  was  expected  to  be- 
come one  of  the  principal 
streets  of  the  city  that  those 
Avith  vision  dreamed  of  for  the 
future. 

During  these  years,  Mr.  Bry- 
son's  ambition  was  to  get  into 
business  for  himself.  He  had 
confidence  in  his  ability,  and 
was  saving  what  he  could,  as 
well  as  establishing  a  reputa- 
tion that  would  serve  him  in 
good  stead  Avhen  the  opportun- 
ity came. 

The  actual  founding  of  what 


Above  is  illustration  of  front  page  of  The  Ottawa  Citizen's  32  page  souvenir  issue,  showing  original  store  and  present  premises. 
Below  a  characteristic  furniture  window  display  made  by   Fred.    Ashficld.,    the    cppipany's    window  dresser. 
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nOAV  is  the  firm  of  Bryson-G-raliam,  Limited, 
took  place  in  the  year  that  "old-timers"  will  recall 
as  that  of  the  great  Carleton  fire,  which  devastated 
a  large  area.  On  September  9,  1870,  the  firm  of  Pat- 
terson and  Bryson  *began  business  at  53  Sparks  Street. 
This  partnership  was  comprised  of  Joseph  Patter.son 
and  Mr.  Bryson.    The  building  was  a  three-story  one. 

Patterson  and  Bryson  catered  to  an  Ottawa  that  was 
as  diflt'erent  from  the  Capital  of  to-day  as  their  .store 
was  different  from  the  Bryson-Graham  store  of  the 
present.  The  city  largely  comprised  what  is  now 
termed  Lower  Town ;  Sparks  Street  was  but  little  fre- 
quented. Rideau,  Sus.sex  and  Wellington  being  the 
principal  business  streets  of  the  little  country  town 
where  everyone  knew  everyone  else.  Sandy  Hill  was  a 
pasture;  a  sappers'  bridge,  built  as  a  military  precau- 
tion, provided  one  means  of  crossing  the  canal  where 
the  Plaza  is  to-day.  At  nights,  the  lamplighter  went 
his  rounds,  lighting  the  gas  lamps,  which  were  few  and 
far  between,  as  compared  with  Ottawa's  street  lighting 
of  1920 ;  horse-drawn  ears  provided  the  means  of  trans- 
portation from  New  Edinboro  to  the  Chaudiere. 

The  partnership  existed  for  about  a  year  and  a  half, 
and  then  was  dissolved,  after  which  Mr.  Bryson  con- 
tinued in  business  for  himself  until  1879.  Old  records 
indicate  that  the  young  merchant  found  the  going 
rough;  competition  was  very  keen,  and  he  was  not 
located  in  the  shopping  district.  To  cap  his  difficulties, 
there  came  a  serious  accident,  and  he  quit  business  for 
a  short  time. 

This  experience  did  not  daunt  Mr.  Bryson,  and  upon 
his  recovery,  he  decided  to  re-enter  the  retail  merchan- 
dising field.  Fortune  favored  him,  and  in  1880  he  se- 
cured a  better  location  than  the  previous  one — at  152 
Sparks  Street. 

Another  Country  Lad  Enters. 

In  1881  there  began  the  association  of  the  two  men 
whose  names  the  store  of  to-day  bears.  Frederic  J. 
Graham — ^another  country  boy  who  had  come  to  Ot- 
tawa to  make  his  way — Avas  engaged  in  the  sale  of  ag- 
ricultural implements,  but  he  did  not  find  it  to  his  lik- 
ing, and  decided  to  try  his  fortune  in  another  field. 
While  he  considered  himself  rather  old  to  be  starting 
to  learn  another  business,  he  applied  to  Mr.  Bryson  for 
a  position,  got  it,  and  settled  down  to  master  the  M^ork 
in  so  thorough  a  manner  that  he  would  be  compensated 
for  the  lost  time.  The  business  hours  were  from  7  in 
the  morning  until  11  at  night. 

From  the  very  outset,  the  association  was  a  pleasant 
one.  Each  of  the  two  young  men  possessed  oualities 
which  eogimanded  the  respect  of  the  other,  and  it  was 
onh^  a  year  later  that  Mr.  Graham  was  admitted  to  the 
business  as  a  partner,  and  the  name  Bry.son-Graham 
came  into  being.  From  that  time  on,  it  gradually  came 
to  bear  the  meaning  it  now  possesses. 

The  partners  devoted  themselves  wholeheartedly  to 
their  undertaking,  and  had  been  in  business  only  a 
short  time  when  they  decided  upon  a  policy  that  for  a 
time  was  resented  by  the  public,  but  which  afterAvards 
became  popular  and  generally  adopted.  This  policy 
was:  "One  price  to  all." 

In  1882  the  firm  leased  adjoining  nremises,  and  in 
1887  the  firm  opened  its  house  furnishings  department, 
acquiring  for  this  purpose  the  entire  furniture  .store 
and  stock  of  Shonlbred  &  'Co.,  Avhich  adjoined  the  en- 
larged Bryson-Graham  store. 

The  venturp  was  a  success,  and  the  house  furnishing 
department  quickly  became  an  important  phase  of  the 
extending  activities  of  the  partners,  whose  association 
was  proving  both  congenial  and  profitable. 


Year  after  year  further  additions  Avere  made  and  in 
1895 — the  date  of  the  firm's  "silver  jubilee" — a  new 
block  Avas  built  to  house  all  departments. 

Silver  Jubilee  Celebration, 

In  connection  Avith  the  silver  jubilee  it  is  interesting 
to  recall  that  Mr.  Bryson  at  that  time  received  many 
mementoes  of  the  occasion.  Among  these  was  one 
which  he  prized  very  highlA' — a  five-cent  piece ! 

The  coin  was  sent  Mr.  Bryson  by  his  first  associate  in 
business.  Mr.  Joseph  Patterson,  and  represented  the 
first  money  taken  in  by  the  firm  of  Patterson-Bryson, 
from  AAdiich  has  developed  the  present  firm  of  Brvson- 
Graham,  Ltd. 

The  manner  of  presenting  the  coin  Avas  as  novel  as 
the  gift  itself,  for  it  was  in  the  first  of  a  sei'ies  of  twen- 
ty-five envelopes,  each  representing  a  year  in  the  his- 
tory of  Bryson-Graham.  The  euA'elopes  ranged  in  size 
from  a  small  coin  envelope,  in  Avhich  repo.sed  the  five- 
cent  piece,  to  a  much  larger  one,  Avhich  contained  the 
tAventy-four  smaller  ones — one  inside  the  other. 

After  opening  twenty-four  envelopes,  Mr.  Bryson 
came  to  the  one  eojitaining  a  souvenir  which  he  treasur- 
ed. 

In  1917  Mr.  Bryson  died  and  Mr.  Graham  became  pre- 
sident, with  Chas.  Bryson  vice-president. 

Of  the  many  factors  contributing  toAvards  making 
Bryson-Graham  the  successful  business  institution  it  is 
to-day,  none  Avere  more  important  than  the  part  played 
by  the  late  Charles  Bryson.  The  position  now  enjoyed 
by  the  store  is  largely  due  to  his  untiring  efforts,  his 
forceful  personalit.A'  and  his  integrity.  On  the  occa- 
sion of  the  celebration  of  the  Silver  Anni'i-ersary  of  the 
founding  of  the  business  the  employees  of  the  store, 
then  numbering  103,  presented  Mr.  Bryson  Avith  an  illu- 
minated address  and  a  gold-mounted  ebony  Avalking 
stick. 

Employees  Grow  Up  With  Firm. 

Of  the  firm  to-day,  Wm.  M.  Graham  and  Jame?  B. 
Bryson,  sons  of  the  founders,  are  folloAving  in  their 
fathers'  footsteps.  But,  as  well,  there  are  many  em- 
ployees Avho  joined  the  firm  in  the  old  days,  who  are 
still  Avith  the  company — fifteen  "A^eterans"  haAdng  a 
record  of  over  20  years,  duo  to  the  fine  "store  spirit" 
which  prevails.  Among  these  is'  C.  Rosetter,  in  charge 
of  the  firm's  upholstering  and  subcontracting  work, 
Avho  became  an  employee  in  1887.  Among  Mr.  Roset- 
ter's  accomplishments  is  that  of  being  a  linguist,  all 
correspondence  other  than  English  or  French  being 
handed  to  him. 

Fred.  Ashfield.  the  AvindoAV  dresser,  is  also  an  old 
employee.  He  joined  the  company  in  1896.  The  value 
of  his  displays  are  recognized  by  all  OttaAva  people,  the 
accompanying  illustration  being  a  sample  of  his  Avork 
in  this  regard.  Mv.  Ashfield  has  won  many  prizes  in 
windoAv  dressiner  contests  against  trimmers  both  in 
Canada  and  the  United  States.  He  is  holding  his  first 
berth  yet,  having  gra dilated  from  school  into  the 
Bryson-Graham  employ. 

Making'  Success  of  Furniture  Department 

James  Malloy.  manager  of  the  furniture  department, 
has  a  record  Avith  the  firm  dating  from  1897.  To  him  is 
greatly  due  the  success  attained  by  the  Bryson-Graham 
company  in  its  furniture  department.  Bryson 's  sIioaa'- 
ing  of  furniture  is  as  complete  as  its  display  of  goods 
in  other  departments  of  the  big  store,  the  exhibit  being 
a  most  comprehensive  one,  ranging  from  modest  pieces 
to  expensive  period  designs. 

Mention  here  should  be  made  of  the  carpet  and  house- 
furnishings  department  under  the  care  of  R.  A. 
f  Continued  on  page  55  ) 
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EVOLUTION  o/  PETERBORO  FURNITURE  FIRM 
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Belleghem  Furniture  Company  evolves  from  manufacturing  to  large  retail  concern  in  Peterboro 
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ESTABLISHED  in  1878,  D.  Belleghem  is  one  of  the 
largest  and  foremost  furniture  dealers  in  Peter- 
borough. The  firm's  billhead  read:  "Manufac- 
turer of  and  dealer  in  furniture  for  the  home  and  office, 
upholstering  and  interior  finish."  The  manufacturing 
and  interior  finish  ends  of  the  business  have,  however, 
been  discontinued,  for  the  time  being  at  least,  but  the 
description  fits  well  the  qualifications  of  Mr.  Belleg- 


A  livingroom  display  made  by  D.  Belleghem. 

hem,  who  has  handled  furniture  from  the  chopping  of 
the  trees,  trimming  the  logs,  driving  them  down  the 
river,  cutting  them  in  the  mill,  making  the  lumber  into 
furniture,  upholstering  the  fixrniture,  to  the  selling  and 
delivering  of  it — truly  an  experienced  furniture  man. 

The  Belleghem  store  is  at  188-190  Hunter  Street,  and 
while  Mr.  Belleghem  is  unable,  because  of  advancing 
age,  to  give  the  personal  attention  he  once  gave  to  his 
store,  the  business  is  capably  handled  by  his  two  sons, 
Arthur  and  Walter. 

The  store  has  two  display  windows,  both  of  which 
were  dressed,  one  with  a  mahogany  dining  suite,  the 
other  with  a  livingroom  suite  of  upholstered  rattan 
goods. 

An  elevated  platform,  a  continuation  of  the  window 
elevation  extends  back  into  the  store,  making  possible 
a  good  view  of  the  goods  on  display  from  the  centre 
aisle  of  the  store.  The  main  floor  is  given  up  to  dis- 
playing diningroom  suites,  kitchen  cabinets,  buffets  and 
tables.  In  the  front  of  the  store  were  also  shown  a 
few  fancy  bookcases,  china  cabinets  and  cedar  chests. 
Interspersed  through  the  goods  on  the  floor  were  some 
floor  lamps,  the  lights  from  tlie  colored  shades  of 
which  gave  a  nice  touch  to  the  appearance  of  the  gen- 
eral display. 

The  second  floor  is  a  showroom  for  upholstered  goods 
beds,  cribs,  library  and  bedroom  stocks.  A  framed 
picture  department  is  also  on  this  floor.  The  top  floor 
is  given  over  to  baby  carriages,  couches  and  general 
store  room  purposes. 

There  are  also  storerooms  at  the  bac'k,  with  repair- 
room,  driving  shed,  etc.,  all  under  one  roof.  The  old 
factory  is  still  e((uipped  with  machinery,  but  the  room 
is  used  for  storing  the  crates  which  have  been  receiv- 
ed with  furniture  and  which  are  still  in  good  condi- 
tion. .  These  are  again  iised  to  pack  furniture  for 
county  and  out-of-town  deliveries.  .. 


Many  of  the  country  deliveries  solve  themselves,  as 
many  of  the  rural  customers  load  their  auto  or  dray  at 
the  door  and  drive  home  with  their  own  purchases. 

As  in  other  country  towns  the  farmers  about  Peter- 
borough are  good  spenders  when  it  comes  to  comforts 
in  the  home.  One  of  the  Belleghem  boys  told  of  a  farm- 
er who  a  few  days  previous  had  come  into  the  store  and 
bought  a  desk,  office  chair,  chesterfield  and  fancj^  chair, 
loaded  them  into  his  w^agon,  paid  for  them,  and  was 
off,  the  whole  transaction  lasting  not  longer  than  ten 
minutes.  It  reminded  him  of  the  old  da^s  when  a  quick 
sale  was  made  to  the  Simpson  House,  Lindsay,  of  fif- 
teen loads  of  furniture,  which  were  handled  by  his 
father  as  a  matter  of  ordinary  business. 

The  chief  form  of  publicity  used  is  fence  signs 
throughout  the  county,  and  especially  on  the  roads 
leading  into  Peterborough.  By  test  Arthur  Belleghem 
says  these  have  paid  well,  customers  coming  from  all 
parts  of  the  county  to  buy. 

High  prices  seemed  to  be  a  detriment,  but  Mr.  Belleg- 
hem acknowledged  the.v  did  not  afi^ect  sales.  He  in- 
stanced kitchen  chairs  which  have  increased  300  per 
cent.,  but  M^hich  now  are  sold  in  half  and  dozen  lots, 
where  formerly  only  single  chairs  were  a.sked  for. 

The  older  Mr.  Belleghem  and  the  founder  of  the 
business  was  born  in  Quel)ec  about  75  years  ago,  but 
has  been  a  resident  of  Peterborough  since  he  was  three 
years  of  age.  He  is  a  Presbyterian,  a  Masonic  past- 
master,  an  Oddfellow  and  a  Forester.  Meeting  with  an 
accident  in  his  youth  made  him  cast  about  for  city 
Avork,  and  he  was  given  a  place  by  Mr.  Turner,  his  pre- 
decessor in  business,  a  hard  task  master,  but  a  thorough 
one. 

Mr.  Belleghem  relates  how  he  challenged  Mr.  Turner 


A  diningronni  display  niadr  iiy  1).  Bp]le^;iicrn. 

to  an  upholstering  contest  and  beat  him.  After  that 
the  attention  of  Mr.  Turner  towards  his  apprentice 
was  somewhat  milder. 

The  death  of  Mr.  Turner  occurring  about  40  years 
ago,  the  proj)erty  and  business  came  into  the  hands  of 
the  late  Si'iiator  Cox,  then  a  resident  of  Peterborough 
and  a  large  property  owner.  Mr.  Cox  asked  Mr.  Bel- 
leghem to  buy  the  place,  but  young  Belleghem 's  reply 
was  that  he  had  W  capital,    Mr,  Cox  informed  him 
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that  no  capital  was  required.  Thinking  it  over  young 
Belleghem  considered  that  as  he  had  nothing  to  lose 
he  would  make  the  plunge,  and  from  the  then  small 
beginnings  has  arisen  the  business  of  to-day. 

Manufacturer  in  the  Early  Days. 

In  the  heyday  of  his  manhood,  D.  Belleghem,  like  so 
many  other  furniture  dealers  throughout  the  country, 
made  quite  a  bit  of  the  furniture  he  sold,  and  he  also 
made  and  installed  office  and  bank  fittings,  his  work  be- 
ing well-known  in  his  own  and  adjacent  counties.  Many 
banks  from  Port  Hope  to  Lindsay  still  show  his  handi- 
work. Forty  men  were  emploj^ed  in  his  factory  at  that 
time — 30  years  ago. 

Funeral  directing  is  also  an  important  department 
of  the  Belleghem  business.  The  e<iuipment  of  the  firm 
in  this  regai'd  being  first-class.  There  is  a  motor  and 
two  horse  hearses,  motor  and  horse  ambulance  and 
motor  delivery.  Many  calls  come  to  the  firm  from  all 
parts  of  the  county.  It  is  the  intention  of  the  firm  in 
the  future  to  bjiild  and  equip  one  of  the  best  funeral 
chapels  in  Canada.  At  present  the  firm  are  making 
"Caranac"  embalming  fluid,  one  of  the  best  known 
fluids  on  the  miarket,  selling  from  coast  to  coast, 
throughout  Canada. 

A  casket  showroom  is  an  important  part  of  the  firm's 
business,  about  50  sami^les  being  on  the  floor.  These 
samples  are  never  used,  as  a  large  stock  is  also  carried. 
Peterborough  is  a  summer  resort,  and  it  has  been  found 
advisable  to  carry  both  a  large  and  a  varied  stock. 


ANOTHER  INDUSTRIAL  CONGRESS  IN  WEST. 

The  Industrial  Congress  held  in  Calgary  last  year, 
will  this  year  be  held  in  conjunction  with  the  Province 
of  British  Columbia,  on  a  more  comprehensive  scale. 
This  will  be  attended  by  the  members  of  the  Canadian 
Manufacturers'  Association  whose  annual  meeting  will 
be  held  in  the  West  immediately  following  the  congress 
sessions. 

The  delegates  to  this  great  Canadian  Industrial  Con- 
gress will  assemble  at  Medicine  Hat,  Alberta,  on  June 
2nd,  and  will  proceed  under  the  folloAving  program  • 

Av.  Medicine  Hat  8  a.m.     WednesdaA'  June  2nd. 


Lv.  Medicine  Hat  1  p.m. 
Ar.  Lethbridge  .5.00  p.m. 
Lv.  Lethbridge  l.'SO  a.m. 
Ar.  Calgary       7.00  a.m. 
Lv.  Calgary     12.30  a.m. 
Ar.  Edmonton     8.45  a.m. 
Lv.  Edmonton     8.00  p.m. 
Ar.  Vancouver   12.30  a.m. 
Lv.  Vancouver    10.30  a.m 
Ar.  Victoria     4.30  p.m. 


Wedne.sda3^  June  2nd. 
Wednesday,  June  2nd. 
Thursday,  June  3rd. 
Thursday,  June  3rd. 
Friday,  June  4th. 
Friday,  June  4th. 
Saturday,  June  5th. 
Monday,  June  7th. 
Thursday'  June  10th. 
Thursday,  June  10th. 
Fridav.  June  11th. 


Lv.  Victoria     2.30  p.m. 

At  each  stop  visits  will  be  paid  to  the  industrial  es- 
tablishments in  operation  at  the  respective  points  and 
at  Calgary,  Edmonton  and  Vancouver  sessions  will  be 
held  where  addresses  will  be  presented  and  exhibits 
of  an  informative  nature  will  be  available. 

In  spite  of  the  prosperity  which  has  attended  the 
growth  of  Alberta  and  British  Columbia  in  the  past,  it 
can  safely  be  said  that  the  resources  of  these  provinces 
have  been  barely  touched.  The  enormous  areas  of 
vahiable  agricultural  land  are  well  known,  but  in  Al- 
berta the  great  coal  deposits,  forming  as  they  do  some 
12t'2  per  cent,  of  the  world's. visible  supplv,  have  as  yet 
received  little  attention.  The  great  supplies  of  natural 
gas  and  the  undoubted  existence  of  large  bodies  of 
petroleum  provide  great  opoortunities  for  commercial 
development,  as  well  as  the  large  deposits  of  clay,  iron, 
shale  and  other  commercially  valuable  natural  pro- 
ducts. 

The  Province  of  British  Columbia  with  its  equable 
climate  and  beautiful  scenery  also  presents  great  po- 
tential wealth.  Mineral  deposits,  precious  and  other- 
wise are  abundant;  the  great  world's  reserA-e  of  tim- 
ber and  fisheries  as  well  as  the  agricultural  and  fruit- 
growing resources  have  onlv  commenced  to  develop. 

It  will  be  the  object  of  the  Industrial  Congress  to 
place  all  these  facts  in  a  thorough  and  vivid  manner 
before  the  delegates  who  attend.  These  possibilities 
have  been  in  the  past  but  too  vaguely  appreciated  by 
the  business  men  of  Eastern  Canada  and  it  is  unfor- 
tunatel.v  true  that  their  attention  has  often  been  direct- 
ed upon  undesirable  channels  in  connection  Avith  West- 
ern affairs.  There  is  great  need  of  a  closer  understand- 
ing between  the  East  and  th^  West,  and  a  united  policy 
of  development  on  broad  national  lines.  One  of  the 
chief  purposes  of  this  Industrial  Congress  is  to  bring  to- 
gether the  business  men  of  the  East  and  the  West  to 
discuss  problems  of  national  concern. 


No.  375 — Quaint  novelty  art  mirror, 
made  by  the  Phillips  Mfg.  Co..  Toronto, 


IN  THE  UPPER  BERTH. 

A  little  boy  who  had  to  be  on  the  train  over  night 
.slept  in  an  upper  berth  in  the  sleeping  car.  In  the 
night  he  awakened  and  sat  up. 

"Do  you  know  where  you  are,  Bobby?''  asked  h's 
mother. 

"Course  I  do,"  answered  Bobby  promptly.  "I'm  in 
the  top  drawer." 
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What  Is  Your  Window 
I  Worth?  I 

I  Some  Window  Dressing  Helps  | 


A  drapery  window  dressed  by  W.  A.  Andrews  for  furni- 
lure  department  of  The  Anderson  Co.,  St.  Thomas,  Ont. 


^nniMnNIMMIMMUIIMIUI.IIIIIMMIIinMMIIMMIIMMJIMIMMIIMIMIIMMIMIMIMIJIIMUIMIIlMHIilNIUIMIIIMinMlllirillniMIMIIIIIIininillNIIHIMIinini; 


MONEY  sewed  up  in  a  mattress  or  hidden  in  a 
sock  earns  nothing.  Neither  do  store  windows 
which  are  not  kept  working  as  "silent  sales- 
men." Various  estimates  have  been  made  in  judging 
the  cash  value  of  windows  as  sales  stimulators. 

At  least  one  firm  in  each  of  the  three  largest  U.S. 
cities,  New  York,  Chicago  and  Boston,  values  its  win- 
dows at  $150,000  per  year.  A  St.  Louis  firm  says  its 
windows  are  worth  $25  per  day,  and  a  hardware  con- 
cern in  Minneapolis,  charges  the  department  using  the 
display  windows  a  rental  of  $50  per  month.  Canadian 
business  houses  place  a  high  value  on  their  windows, 
but  we  have  not  yet  seen  it  figured  out  in  dollars  and 
cents. 

The  vote  is  unanimous  that  windows  are  an  effective 
means  for  getting  a  selling  appeal  to  the  people  in  the 
street.    So  why  not  use  them  to  the  fullest  extent? 

In  cases  where  display  material  is  supplied  by  the 
manufacturer  and  used  by  the  dealer  simultaneously 
with  the  popular  advertising  of  the  manufacturer  the 
benefits  to  the  manufacturer  and  the  dealer  are  mutual. 

We  have,  on  different  occasions,  attempted  to  deter- 
mine the  value  of  window  space  by  dealers  and  manu- 
facturers of  various  products,  and  find  that  in  every 
case  the  value  of  the  window  is  appreciated,  that  is,  all 
realize  that  the  window  is  valuable  as  a  "silent  sales- 
man," though  some  place  a  greater  proportional  value 
upon  it  than  others. 

One  thing  the  dealer  must  realize  in  order  to  make 
his  window  effective  is  that  it  must  be  given  serious 
attention  and  the  view  made  attractive  from  the  out- 
side. Window  trimming  is  not  the  office  boy's  job.  It 
is  generally  recognized  that  the  high-class  store  has 
high-class  windows ;  and  vice  versa,  the  high-class  win- 
dows have  high-class  stores  behind  them  to  back  up  the 
promises  made  by  the  windows. 

All  dealers  are  of  the  opinion  that  much  good  can 
be  done  along  the  lines  of  better  window  display  by 
reprodiicing  pictures  of  the  better  window  trims ; 
though  the  excellence  of  many  a  window  display  has 
been  lost  in  the  photograph  because  of  poor  photo- 
graphy. To  get  a  good  window  photograph  isn't  at  all 
difficult.  There  are  no  "tricks"  in  the  task.  If  the 
photographer  observes  the  simple  rules  of  the  art  his 
photograph  will  show  yowv  display  favorably. 

TO  PHOTOGRAPH  A  WINDOW  DISPLAY. 

Take  the  picture  at  night.  Have  all  lamps  except 
those  lighting  the  window  put  out  while  taking  the 
picture. 

Have  the  window  well  lighted.  Replace  temporarily 
all  25-watt  and  50-watt  lamps  used  in  the  top  of  the 
window  with  75-watt  and  100-watt  lamps. 


If  reflections  from  street  lights  or  from  windows 
across  the  street  appear  in  the  window  glass,  arrange 
to  have  such  lights  put  out  or  shielded  while  the  picture 
is  taken. 

See  that  no  glare  from  lamps  in  the  window  enters 
the  lens  of  the  camera.  Glaring  lights  cause  large 
rings  or  "ghosts." 

Never  use  flash-light ;  it  shows  in  the  picture. 

Use  portrait  film  for  the  picture  if  possible. 

Set  the  camera  solid  and  level  in  front  of  the  window. 

If  the  window  is  well  lighted  the  average  camera 
should  be  stopped  down  to  at  least  32  to  get  a  sharp, 
clear  picture. 

The  smaller  the  top  the  longer  the  exposure  neces- 
sary. Usually  an  exposure  of  at  least  15  minutes  is 
required. 

Make  the  print  on  glossy  paper. 

Dirty  windows  look  "sloppy."  No  argument  about 
it  at  all.  Make  some  person  responsible  for  keeping 
your  windows  clean  and  have  your  store  the  brightest 
on  the  street. 

The  inside  surfaces  of  windows  are  easily  cleaned 
with  tepid  water  applied  with  a  chamois  skin,  then 
dried  and  polished  with  cheese  cloth.  However,  to  get 
a  brilliant  surface  on  the  outside,  a  cleaning  solution, 
applied  after  the  surface  dirt  has  been  removed  with 
water,  is  usually  necessary.  A  mixture  of  a  pint  of 
water,  an  ounce  each  of  liquid  ammonia,  grain  alcohol, 
and  pulverized  whiting,  applied  with  a  soft  cloth  and 
rubbed  off  after  being  allowed  to  dry,  will  have  a  last- 
ing brilliant  surface  that  shows  up  well  during  the  day 
and  when  the  window  is  lighted.  Clean  windows 
attract  attention  and  trade ;  people  notice  such  things. 


WINDOWS  INDEX  THE  STORE. 

No  surer  indication  of  a  lack  of  progressive  methods 
in  a  store  can  be  found  than  in  a  window  that  is  ne- 
glected, or  which  is  quite  as  bad,  a  window  that  shows 
no  change  in  the  design  of  its  displays.  The  window 
has  often  been  said  to  be  the  "index"  to  the  store,  says 
a  writer  in  "The  Keystone." 

The  index  of  a  book  is  prepared  to  show  the  reader 
the  contents  of  the  book.  The  more  carefully  it  is  ar- 
ranged the  more  clearly  the  reader  may  tell  at  a  glance 
what  the  contents  are.  The  window  is  the  index  to  the 
contents  of  the  store.  If  it  is  filled  with  a  miscellaneous 
assortment  of  merchandise  it  is  still  an  index.  If  the 
important  items  of  merchandise  are  emphasized  by  the 
arrangement  of  the  display,  it  is  an  index  that  tells  at 
a  glance  the  kind  of  a  store  it  is  and  by  (daiferenee  the 
contents  of  its  cabinets  and  caaQ^aitq  Y'iKfiioni'.. 
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THE  WINDOW  INVITATION. 

No  retailers  have  the  time  to  stand  out  on  the  side- 
walk and  invite  people  to  come  in.  Your  window  should 
do  that  for  you,  ui'ging  trade  to  buy  at  your  store.  You 
can't  personally  talk  with  each  passerby,  but  the  v;in- 
dow  can,  and  speak  so  loudly  that  peojDle  from  across 
the  street  will  be  brought  over. 

Take  anyone  of  the  standard  magazines,  look  over 
the  ads.  and  cheek  what  you  have  in  stock  of  nationally 
advertised  merchandise,  then  make  a  window  trim 
featuring  them.  Many  sources  of  supply  will  send  3'ou 
plenty  of  display  material  which  Avill  help  to  "dress" 
your  window,  and  make  them  so  attractive  that  the 
passerby  will  want  to  come  in. 


UNIQUE  WINDOW  PICTURE. 

A  unique  window  display  may  be  seen  in  the  north 
show  window  of  a  Missouri  furniture  and  carpet  con- 
cern, says  an  exchange.  A  miniature  house  and  lawn, 
Avith  garage,  sunken  garden  and  .shrubbery,  reproduced 
in  detail.  The  house  has  eight  rooms,  all  furnished 
with  shades  and  lace  curtains,  and  is  electrically  light- 
ed throughout.   There  is  a  large  front  porch  with  cus- 


THE  SCIENCE  OF  COLOR. 

The  importance  in  decoration  of  the  right  applica- 
tion of  color  i-s  often  the  subject  of  comment  as  it 
affects  the  interior  and  exterior  decoration  of  the 
home,  but  its  influencing  power  in  places  of  business 
and  of  public  entertainment  is  not  so  often  considered. 
Some  practical  suggestions  on  this  subject  may  not  be 
out  of  place.  The  correct  combination  of  color,  says 
a  writer  in  an  English  exchange,  is  based  on  natural 
law.  just  like  everything  else  in  the  universe,  and  it 
re(piires  only  little  knowledge  to  interpret  and  apply 
this  law  intelligently. 

The  full  appi-eciation  of  the  beauty  of  color  harmonj^ 
is.  of  course,  one  of  the  marks  of  civilization,  just  as 
much  as  the  appreciation  of  harmony  in  music.  In  the 
esthetic  sense  beauty  in  color  consists  in  harmony  of 
hue  or  analogous  color  combined  more  or  less  with 
great  or  limited  variety  of  tone.  Color  is  perceived  by 
a  peculiar  function  of  the  retina  of  the  eye.  The  wave 
lengths  of  the  different  colors  excite  the  optic  nerve 
and  through  it  the  sensation  is  conducted  to  the  brain. 

Light  is  also  an  important  agency  which  stimulates 
the  sensation  of  sight  and  also  color.  The  light  rays 
are  a  series  of  rays  of  the  hypothetical  ether,  which  is 
everywhere  present  in  space.  The  eye  is  so  constructed 
a.s  to  be  .sensitive  to  the  light  rays,  like  the  ground  glass 
behind  the  lens  in  a  camera.  Color  is  most  acceptable 
and  pleasing  to  the  human  vision  when  waves  in  dif- 
ferent lengths  are  transmitted  together  and  in  the  pro- 
per proportiom;./'  I  : 

The  elementary  prinKW?y  colors — red,  blue  and  yellow 


tomary  porch  furniture.  A  cement  driveway  leads 
from  the  front  gate  to  the  garage,  and  cement  walks 
surround  a  Japanese  sunken  garden.  Even  the  shrub- 
bery and  trees  are  reproduced  in  miniature,  and  at  the 
back  of  the  house  is  a  pergola  and  a  table  lot  garden. 
It  required  many  days  of  tedious  work  to  complete  the 
reproduction,  which  may  be  considered  a  work  of  art. 


WINDOW  DRESSING  HINTS. 

The  progressive  display  manager  realizes  the  import- 
ance of  the  seasonal  factor  in  window  and  interior  dis- 
play. Originality  in  the  display  of  your  merchandise 
in  your  locality  is  the  keynote  of  success  in  your  win- 
dow and  floor  decorations. 

The  matter  of  lighting  your  windows  is.  perhaps, 
even  more  important  than  the  way  in  which  they  are 
trimmed.  You  cannot  simply  put  in  enough  lights  to 
see  the  furniture ;  you  must  figure  on  the  amount  of 
light  your  neighbors  use,  for  your  window  must  not  be 
darker  than  theirs ;  the  light-absorbent  qualities  of 
your  goods,  the  economy  of  one  type  of  lighting  over 
another,  the  regulation  of  the  lights  according  to  the 
goods  you  show  and  a  dozen  other  things  of  the  kind. 


iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii^ 


Another  drapery  window 
dressed  by  W.  A.  Andrews 
for  the  Andrews  Co.,  of 
St.  Thomas,  to  attract  at- 
tention. 
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— are  the  bases  or  standard  of  all  other  coloi's  and 
shades.  In  order  to  produce  perfect  harmony  in  decor- 
ative effects  these  colors  must  be  mixed  so  as  to  neu- 
tralize one  another.  The  proportions  are :  three  parts 
yellow,  five  parts  red,  and  eight  parts  blue.  The  col- 
ors then  become  soft  and  restful.  Yellow  being  near- 
est to  the  color  of  the  .sun's  rays  brings  light  and  cheer 
to  the  dark,  inside  room.  Red  excites  passion  and  de- 
stroys restfulne.ss  when  used  on  large  surfaces.  Red 
can  be  used  in  public  rooms  where  there  is  gaiet,v  and 
excitement.  Blue  is  calm,  cool  and  restful,  and  is  es- 
pecially desirable  for  bedrooms  in  warm  climates  and 
summer  resorts. — The  Decorative  Furnisher. 


IF  I  HAD  A  NEW  STORE 

I  would  have  an  attractive  form  letter  printed,  ex- 
plaining in  very  few  words  that  I  had  just  opened  up 
in  the  neighborhood  and  would  appreciate  a  call.  An 
"inducement  coupon"  attached  to  the  letter  would 
offer  a  popular  item  at  a  bargain  price  if  the  coi;pon 
were  presented  with  the  buyer's  name  and  address. 

These  letters  and  coupons  would  be  enclosed  in  en- 
velopes of  exceptional  quality-  and  placed  in  the  letter- 
boxes or  under  the  doors  of  every  home  in  the  neigh- 
borhood. In  this  way  T  would  at  least  get  many  of  the 
neighboring  residents  into  my  place  of  business  and 
have  their  names  for  future  advertising  campaigns. 
It  would  be  up  to  me  to  please  them  with  c|uality  of  my 
goods  and  the  service  so  that  they  would  return  as  reg- 
ular customers. — Pacific  Furniture  Trade. 
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MANUFACTURERS  DISCUSS  PUBLICITY 
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Advertising  and  motion  pictures  subjects  of  addresses— Unfilled  oiders  a  lopic— Advancing  costs 
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AT  the  general  meeting  of  the  Furniture  Manufac- 
turers' Assn.  held  last  month  in  Toronto,  a  recom- 
mendation from  the  executive  that  the  amount 
of  unfilled  orders  on  hand  at  the  different  factories 
should  be  ascertained  month  by  month,  was  discussed 
and  the  Secretary  and  Mr.  Ferguson  were  instructed 
to  take  steps  whereby  an  index  of  the  state  of  unfilled 
orders  in  the  furniture  industry  may  be  ascertained 
each  month.  The  upholstered  section  expressed  a  de- 
sire that  if  possible  a  report  should  be  prepared  show- 
ing the  unfilled  orders  for  upholstered  goods  apart 
from  the  general  bulk. 

Mr.  Ferguson  gave  detailed  information  obtained 
from  the  various  factories  that  he  had  visited,  regard- 
ing the  advancing  costs,  resulting  from  the  advances 
in  lumber,  materials  and  wages.  The  advances  that 
had  taken  place  very  recently,  in  lumber  particularly, 
were  unprecedented.  Mirror  plate,  besides  advancing 
rapidly  was  difficult  to  obtain.  The  meeting  was 
strongly  of  the  opinion  that  it  was  inadvisable  to  ac- 
cept orders  for  future  delivery  otherwise  than  at 
prices  prevailing  at  time  of  shipment,  and  members 
were  recommended  to  closely  follow  the  information 
given  them  from  the  Cost  Accounting  Department  and 
regulate  their  prices  accordingly. 

Mr.  Ferguson,  who  attended  a  meeting  of  the  Na- 
tional Association  of  Upholstered  Furniture  Manufac- 
turers held  recently  in  Buffalo  stated  that  the  labor 
situation  there  was  much  the  same  as  in  Canada  and 
that  Mr.  D.  D.  Fennell,  who  addressed  the  meeting, 
stated  that  the  general  public  wa.s  tired  of  strikes,  and 
that  he  looked  forward  to  their  gradual  abolition,  be- 
cause the  employers  of  labor  and  the  workmen  were 
getting  closer  together,  and  also  becaiase  no  section 
of  the  community  were  studying  labor  conditions  as 
much  as  the  employers  themselves.  Manufacturers 
have  awakened  to  the  fact  that  they  must  introduce 
conditions  which  will  be  both  favorable  to  labor  and 
themselves. 

Opposed  to  Continuing  Tax. 

The  committee  appointed  to  make  a  report  on  the 
Business  Profits  War  Tax  Act  recommended  that  a 
resolution  be  sent  to  Sir  Geo.  E.  Foster,  Acting  Prime 
Minister,  and  to  Sir  Henry  L.  Drayton,  Minister  of 
Finance,  placing  themselves  on  record  as  opposed  to 
the  reenactment  of  such  legislation.  This  was  carried 
unanimously. 

The  reasons  given  for  opposing  the  measure  were 
that  the  Business  Profits  War  Tax  Act  was  introduced 
in  the  first  place  only  as  a  temporary  and  emergenc.v 
war  measure ;  that  it  checks  enterprise  and  depletes 
capital  in  niany  cases  when  such  capital  is  badly  need- 
ed for  the  expansion  of  business ;  that  it  is  unfair  and 
un.iust  in  its  application  and  particidarly  so  as  to  new 
businesses  and  to  firms  with  a  low  basis  of  pre-war  pro- 
fits; that  it  has  resulted  in  increasing  prices  right  up 
from  the  raw  material  to  the  distributor;  and  that  the 
withdrawal  of  the  tax  would  lead  to  an  expansion  of 
business,  a  lowering  of  prices,  and  an  increased  revenue 
for  the  Government  through  the  operation  of  the  in- 
come tax. 


At  the  previous  executive  meeting,  G.  W.  Gibbard, 
of  Napanee,  Out.,  was  asked  to  obtain  information  re- 
garding general  advertising  and  address  this  meeting. 
Mr.  Gibbard  stated  that  he  had  looked  into  the  matter 
as  much  as  the  time  at  his  disposal  would  permit,  and 
then  gave  the  paper  that  ai>pears  elsewhere  in  this 
issue. 

Educational  Motion  Pictures. 

At  the  conclusion  of  Mr.  Gibbard 's  address.  Secretary 
Cawkell  Avas  asked  to  speak  regarding  educational 
motion  pictures,  and  he  gave  an  outline  of  what  could 
be  done  in  that  wa^'.  Mr.  Cawkell  said  the  Canadian 
Manufacturers'  Association  are  interesting  themselves 
in  connection  with  educational  industrial  motion  pic- 
ture movement,  and  several  groups  of  the  CM. A.  have 
already  shown  active  interest  in  the  motion  picture 
proposal. 

An  educational  film  wotild  be  produced  at  a  cost  of 
not  more  than  $2,000.  This  would  be  shown  in  all  the 
towns  of  Canada  with  a  population  of  over  four  thous- 
and. This  means  that  these  pictures  would  be  shown 
in  about  one  hundred  and  twent.y-five  towaiis  on  an 
average  of  from  two  to  three  days  in  each  town.  As 
they  will  be  put  through  as  educational  films,  it  would 
be  necessary  to  show  the  whole  process  of  manufactur- 
ing from  the  tree  to  the  finished  product.  Care  should 
be  taken  to  show  the  different  processes  of  production 
in  proportion  to  their  interest  and  educational  value. 
The  idea  that  it  is  desirable  to  create  in  the  minds  of 
the  public  is,  that  furniture  making  is  a  high-grade 
technical  occupation  turning  out  works  of  art. 

Swing  saws  and  the  rougher  machine  work  should 
not  be  unduly  dwelt  upon,  but  special  care  should  be 
shown  in  the  processes  where  a  large  amount  of  man- 
ual labor  and  skill  is  recjuired.  For  instance,  all  the 
different  processes  and  work  in  connection  with  design- 
ing, machining,  cabinet  work,  finishing  and  polishing, 
should  be  fully  given,  so  that  the  audience  will  be  im- 
pressed with  the  wonderful  amount  of  skilled  labor  and 
time  that  is  spent  on  furniture  before  it  is  fit  to  be 
placed  as  a  finished  article  in  a  dining-room  or  bed- 
room. It  is,  therefore,  desirable  that  these  pictures 
should  show  the  manufacture  of  the  higher  grades  of 
furniture,  which  demands  the  greatest  amount  of  tech- 
nical skill  in  its  construction. 

The  whole  idea  of  these  pictures  is  to  enlighten  the 
public  and  show  them  what  an  amount  of  labor  is  i-e- 
(piired  to  turn  out  desirable  fui'iiiture,  and  the  many 
different  processes  it  goes  through,  so  that  thoso  seeing 
these  pictures  will  realize  the  value  of  well-inade  fur- 
niture. 

Besides  educating  the  genei'al  j)ublic,  which  these 
I)ictures  Avould  certainly  do,  they  will  be  far  more 
valuable  in  another  wa.y.  The  school  authorities  are  in 
agreement  as  to  the  educational  value  of  Industrial 
Motion  Pictures.  At  the  present  time  there  are  not 
more  than  sixty  educational  films  in  existence,  and  any 
additional  films  produced  at  this  time  will  be  eagerly 
snapped  up  by  the  school  authorities,  so  that  these  pic- 
lures  would  be  shown  in  nearly  all  the  provinces  of 
Canada,  and  in  showing  them  to  these  school  children. 


40 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER 


May,  1920 


you  are  appealing  strongly  to  the  children  of  to-day. 
who  will  be  the  women  and  men  of  to-morrow.  The 
importance  of  creating  a  taste  for  furniture  in  these 
youthful  and  impressionable  minds  can  hardly  be  over- 
estimated and  you  may  be  sure  that  even  as  children 
they  will  talk  at  home  about  these  furniture  pictures 
after  they  have  seen  them. 

In  conclusion,  he  suggested  that  the  furniture  manu- 
facturers give  the  advertising  of  furniture  very  care- 
ful consideration,  and  if  they  did  so,  he  felt  sure  that 
this  scheme  of  the  educational  industrial  motion  pic- 
ture, would  be  one  which  Avould  appeal  strongly,  al- 
though, of  course,  they  would  also  have  to  consider 
other  methods  of  advertising  at  the  same  time,  as  no 
one  form  of  advertising  is  complete  or  sufficient  bv  it- 
self. 

Publicity  Committee  Formed. 

J.  R.  Shaw,  in  recommending  that  this  matter  be 
carefully  considered,  pointed  out  that  Mr.  Cawkell  had 
omitled  an  important  feature,  viz.:  the  great  influence 
that  these  pictures,  showing  the  different  operations, 
would  have  in  helping  to  determine  the  avocation  of 
the  boys  who  Avould  see  them.  The  furniture  indus- 
try needs  brainy,  well  educated  youths  fresh  from 
school,  and  he  thought  that  showing  these  pictures 
would  help  to  get  them.  Other  industries  are  going 
to  take  this  matter  up,  and  he  thought  that  we  should 
co-operate,  for  this  and  other  reasons. 

Upon  conclusion  of  the  addresses,  which  were  very 
favorably  received  by  the  members  present,  it  was 
decided  to  form  a  Publicity  Committee  composed  of  the 
following:  G.  W.  Gibbard  (chairman),  J.  H.  Baetz, 
Geo.  Hughes,  A.  A.  Schreiter  and  Wra.  Cawkell. 

Mr.  Hughes  and  Mr.  Cawkell  will  specialize  regai^d- 
ing  motion  pictures  while  the  other  gentlemen  will  con- 
sider the  general  advertising. 

Those  in  Attendance. 

Besides  those  already  mentioned  the  following  mem- 
bers were  present :  W.  H.  Anderson,  Stratford  Ohair 
Co.,  Ltd.,  Stratford;  H.  0.  Bell.  Bell  Ftirniture  Co., 
Ltd..  Southampton;  Jas.  Baird,  Baird  Bros.,  Platts- 


A  nt';il  carriage  <lesi;;n  from  tlic  line  of  tlie  Sulway  Merc;intile  Cci.. 
Toronto. 


ville ;  W.  G.  Durst,  Chesley  Furniture  Co.,  Ltd.,  Ches- 
ley;  J.  G.  Dunlop,  Thomas  Organ  &  Piano  Co.,  Wood- 
.stock;  Thos.  Dillon,  Ehnira  Furnirure  Co.,  Ltd.,  El- 
mira;  J.  H.  Eaton,  J.  R.  Eaton  &  Sons,  Ltd.,  Orillia. 
Ont.;  E.  R.  Eaton,  J.  R.  Eaton  &  Sons,  Ltd.,  Orillia, 
Ont. ;  G.  A.  Gruetzner,  Hespeler  Furniture  Co.,  Ltd., 
Hespeler;  W.  G.  Hay,  X.  A.  Bent  Chair  Co.,  Ltd.,  Owen 
Sound:  P.  R.  Hilborn,  Preston,  Furniture  Co.,  Ltd. 
Preston ;  Wm.  Krug,  Krug  Bros.  Co.,  Ltd.,  Chesley ;  W. 
G.  Krug,  Chesley  Chair  Co.,  Ltd.,  Chesley ;  J.  S.  Knech- 
tel,  Knechtel  Furniture  Co.,  Ltd.,  Hanover;  G.  J.  Lip- 
pert,  Geo.  J.  Lippert  Table  Co.,  Ltd..  Kitchener;  Geo. 
Lippert,  Lippert  Furniture  Co.,  Ltd..  Kitchener;  A. 
Moss,  Crown  Furniture,  Ltd.,  Preston;  John  G.  Mor- 
lock,  Morloek  Bros.,  Ltd.,  Hanover;  W.  Meades,  Meades 
Upholstering  Co.,  Ltd.,  Hanover ;  Chas.  A.  Moore,  Strat- 
ford Mfg.  Co.,  Ltd.,  Stratford ;  W.  H.  Merritt.  National 
Table  Co.,  Ltd.,  Owen  Sound;  J.  H.  Mincher,  X.  A. 
Furniture  Co.,  Ltd.,  Owen  Sound;  Alf.  McEwen.  Can- 
ada Furniture  Mfrs.,  Ltd.,  Woodstock;  X.  Peppier. 
Peppier  Bros.,  Ltd.,  Hanover;  H.  M.  Snyder.  Snyder 
Bros.  Upholstering  Co.,  Ltd.,  Waterloo ;  J.  R.  Shaw. 
Canada  Furniture  Mfrs.,  Ltd.,  Woodstock;  A.  H. 
Smyth,  Strathroy  Furniture  Co.,  Ltd.,  Strathroy :  J.  J. 
Spiesz,  Spiesz  Furniture  Co.,  Ltd.,  Hanover;  W.  L.  P. 
Seyler,  Schierholtz  Furniture  Co.,  Ltd..  X"ew  Hamburg ; 
J.  C.  Woeller,  Woeller,  Bolduc  &  Co.,  Waterloo;  J.  H. 
Woolner,  Art  Furniture  Co.,  Ltd..  Kitchener. 


SIMMONS  LIMITED  EXTENDING. 

Simmons  Limited,  Montreal,  announce  that  thej'  have 
taken  over  the  business  of  Messrs.  Hutchings  Company, 
limited,  of  St.  John,  X^.B.,  and  will  continue  same  under 
the  management  of  J.  W.  Cassidy,  who  has  carried  on 
the  business  for  so  many  years  on  Mr.  Hutchings'  be- 
half. Hutchings  &  Company  are  one  of  the  few  bed- 
ding concerns  in  Canada  who  have  carried  on  an  un- 
interrupted business  for  over  two  generations  and  have 
always  jealously  guarded  their  reputation  for  "good 
goods  and  a  square  deal."  It  will  be  our  object  to  main- 
tain their  excellent  reputation  and  to  improve  our  ser- 
vice to  the  trade  of  the  Maritime  Provinces. 

Mr.  Hutchings  has  been  an  invalid  for  some  years 
and  his  retirement  from  the  activities  and  worries  of 
business  becomes  possible  through  the  sale  of  his  in- 
terest to  Simmons,  Limited.  J.  W.  Cassidy  will  be  the 
official  manager  of  St.  John  plant. 

SALES  OFFICERS  CANADIAN  FABRIKOID,  LTD. 

Through  the  absorption  of  many  new  companies 
Canadian  Explosives,  Ltd.,  which  controls  Canadian 
Fabrikoid,  Ltd.,  and  other  concerns,  have  been  retiuir 
ed  to  make  extensive  readji;stments  of  sales  forces  an'? 
make  announcement  of  the  following  changes  at  head 
office  and  at  other  points: 

Winthrop  Brainerd,  vice-president,  and  in  charge  of 
all  sales ;  E  W.  Monk,  general  director  of  sales ;  W.  A. 
Cotton,  director  of  sales,  Canadian  Fabrikoid,  Ltd.;  J. 
J.  Riley,  director  of  sales,  Flint  Varnish  &  Color  Works 
of  Canada,  Ltd. ;  J.  B.  Moriarty.  general  sales  manager 
for  all  companies,  Montreal  district :  J.  W.  Holmes 
general  sales  manager,  Toronto  district;  H.  M.  Wylde. 
general  sales  manager,  Halifax  district;  R.  T.  Stewart 
general  sales  manager,  Sudbury  district;  A.  C.  Wilson 
general  sales  manager,  Toronto  district;  P.  H.  Austor, 
general  sales  manager.  Vancouver  district. 

A.  W.  Purtle  has  been  appointed  district  sales  m<in- 
ager  at  Toronto  for  Canadian  Fabrikoid.  Ltd..  with  C 
W.  Campbell,  district  sales  manager,  Montreal:  and  W. 
J.  Corbett,  district  sales  manager,  Winnipeg. 
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A  THRIFT  REQUEST 

To  Our  Subscribers: 

About  your  subscription  receipt: — Instead  of  send- 
ing you  a  receipt  for  your  renewal  subscription,  we 
ask  you  to  watch  the  expiry  date  on  your  next  copy. 
By  it  you  will  see  your  remittance  has  been  received — 
it  will  be  advanced  accordingly. 
Thanking  you,  we  are 

Gratefully  yours, 
THE  COMMERCIAL  PRESS,  LIMITED. 

51  Wellington  St.  W.,  Toronto. 


The  June  The  month  of  June  has  become  re- 

Wedding  Trade,  nowned  as  Cupid's  harvest  .season, 
and  each  year  we  find  an  increas- 
ing number  of  matrimonial  unions  being  staged  during 
this  month  throughout  the  length  and  breadth  of  the 
land. 

The  furniture  dealer  must  put  forth  real  aggressive 
efforts  to  cash  in  on  the  opportunities  presented.  It 
gives  chances  for  sales  in  appropriate  lines  for  wedding 
gifts,  and  also  brings  new  people  to  the  store,  with 
whom  an  acquaintance  can  be  made.  This  should  be 
gone  after  strongly  at  the  proper  time.  It  is  desirable 
to  make  each  the  subject  of  a  separate  etfort.  a  differ- 
ent appeal  for  each  being  necessary  for  the  best  promot- 
ing of  sales. 

Prepare  now  to  maintain  this  campaign  throughout 
the  month  of  June. 

*    *  * 

A  Word. on  Now,  this  is  not  going  to  be  a  ser- 

Partnership.  mon  on  matrimony  or  anything  of 

that  sort.  We  simply  have  in  mind 
to  voice  our  opinion  in  reference  to  business  partner- 
ship. 

A  very  large  percentage  of  partnerships  are  framed 
up  on  the  spur  of  the  moment  and  without  due  con- 
sideration, says  the  Credit  Men's  Journal.  The  result 
is  that  the  majority  of  partnerships  are  unsatisfactory. 
Many  times  partners  find  only  too  late  that  they  are 
unsuited  to  one  another,  but  they  continue  in  business, 
notwithstanding  the  disagreements  and  the  bickerings 
that  come  up  from  time  to  time  beeaiise  they  find  it  diffi- 
cult to  dissolve.  It  is  a  mighty  hard  thing  to  un- 
scramble eggs. 

We  have  in  mind  a  recent  case  of  a  partnership  that 
proved  to  be  i;nsatisfactory.  A  young  man  with  know- 
ledge of  the  particular  business  entered  into  a  partner- 
ship with  an  older  gentleman  with  money  but  Avith 
absolutely  no  knowledge  of  the  business.  It  was  mutu- 
ally agreed  that  the  young  man  with  the  experience 
would  be  the  active  manager  and  that  his  partner 
would  refrain  from  butting  in — would  be  a  "silent" 
partner.  Everything  would  have  come  out  all  right  if 
this  part  of  the  agreement  had  been  lived  up  to,  hut  the 
older  gentleman  with  the  coin  could  not  refrain  from 


interfering  in  matters  of  which  he  had  absolutely  no 
knowledge.  Result,  the  partnership  was  dissolved."  The 
fortunate  thing  about  this  partnership  was  that  it  con- 
tinued only  a  very  few  months;  hence  the  job  of  un- 
scrambling the  eggs  was  not  a  difficult  one.  Moral- 
be  sure  you  are  well  acquainted  with  the  other  fellow 
before  you  hook  up  with  him  in  the  same  business  har- 
ness. 

*    *  * 

Maintaining  Retailers  have  had  a  sales  record 

Sales  Volume  set  up  for  them  by  increased  prices 

during  the  past  few  years  that 
will  require  real  aggressiveness  in  sales  making  to  main- 
tain in  the  face  of  lowering  prices  which  can  be  ex- 
pected during  the  period  ahead. 

It  is  a  worthy  ^ambition  at  this  time  to  endeavor  to 
keep  sales  during  the  next  year  on  a  par  with  those  of 
the  past  twelve  months.  In  many  instances  it  is  going 
to  be  pretty  difficult  to  do  this,  but  with  the  natural  in- 
crease that  one  expects  in  a  progressive  business  from 
year  to  year,  it  should  be  easily  possible  in  the  majority 
of  cases. 

Push  the  Furniture    dealers    Avho  handle  a 

Advertised  Line.  number  of  trade-marked  and  ad- 
vertised lines  will  find  it  to  their 
advantage  to  make  the  customer  recognize  these  as  a 
standard  for  comparison  with  all  lines.  It  will  be  found 
that  practically  all  advertised  lines  have  all  the  vir- 
tues of  unbranded  and  unadvertised  lines,  as  Avell  as 
man.y  that  the  latter  do  not  possess.  The  handling  of 
the.se  lines  gives  the  furniture  dealer  a  prestige  that  he 
cannot  ac(juire  in  any  other  way.  The  sale  of  these 
brands  usually  means  a  general  satisfaction  to  the  cus- 
tomer and  a  friendly  disposition  to  deal  with  the  seller. 

Manufacturers  are  eager  to  assist  the  dealer  in  mak- 
ing his  campaign  a  success  if  the  dealer  means  business. 
In  the  larger  stores  it  may  be  possible  to  secure  "dem- 
onstrators" for  the  week.  In  the  smaller  ones  good 
advertising  literature  and  windoAv  display  decorations 
will  be  freely  forthcoming. 

Any  furniture  store  can  carry  out  this  idea.  Ever}- 
help  the  manufacturer  will  supph^  should  be  used  to  the 
utmost. 

'Z.MIIIIIMMIIIIIIIIIMIIIIIIIIIIIMMIIIMIIIIIIIIIIMIMMMIMIIMIIIMIMIMIMIIIIMIIIIIIIMMIMIMIIIIIIMMIIIIIIIIIIIIIIIIIIIUIIIMIIIIMMIM 


What  is  a  failure?    It's  only  a  spin- 
To  a  man  who  receives  it  right, 
.\iirl  it  makes  the  spirit  within  him 
stir 

To  go  in  on'Ce  more  and  fight. 

If  you  never  have  failed,   it's  an 

even  guess 
You  never  have  won,  a  high  success. 

—From  "Forbes." 
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FURNITURE  MANUFACTURER  DEAD. 

The  death  occurred  suddeuly  on  April  15  at  St.  Pet- 
ersburg, Florida,  of  William  B.  Jennings,  one  of  St. 
Thomas  (Ont.)  oldest  and  most  .  prominent  busi- 
ness men.  IMr.  Jennings,  who  was  born  at  Bruce  Mines, 
Algoma  District,  in  1858,  went  to  St.  Thomas  in  1885, 
and  started  the  furniture  business  on  Talbot  Street, 
still  conducted  under  his  name.  He  had  not  been  in  the 


Tile  late  Win.  B.  -leniiings,  manufacturer, 
of  St.  Thomas,  Ont, 


best  of  health  for  some  years,  and  had  gone  soutli  in  the 
hope  of  recovei'v.  For  some  time  prior  to  coming  to 
St.  Thomas  he  was  engaged  with  the  Oshawa  Furniture 
Company  as  traveling  salesman. 

The  funeral  took  place  on  Saturday,  April  24  at  St. 
Thomas,  and  was  private,  interment  being  made  at  the 
mausoleum.  A  large  wreath  from  the  St.  Thomas  re- 
tail furniture  dealers  and  several  floral  designs  from 
manufacturer  friends  being  among  the  tokens  on  the 
casket. 

The  business  will  be  carried  on  by  three  sons,  William 
Albert,  for  several  years  manager  of  the  firm,  has  been 
with  the  firm  fifteen  years ;  Harry  Bruce,  formerly 
with  father,  later  city  editor  of  St.  Thomas  Journal, 
recently  returned  from  three  years'  overseas  service 
C.E.F. ;  Wilfred  Walter,  several  years'  experience  with 
the  firm,  served  with  C.E.F.  two  years. 


ANTHES  BAETZ  FURNITURE  COMPANY,  LTD. 

Public  notice  has  been  given  that  letters  patent  are 
issued  incorporating  John  C!hrLstian  Breiihoupt,  Jacob 
H.  Baetz  and  Charles  Joseph  Baetz  manufacturers, 
Harvey  James  Sims,  barrister-at-law ;  and  Caroline 
Catherine  Breithaupt,  married  woman,  all  of  Kitchener, 
Ontario.  To  manufacture,  buy,  sell  and  deal  in  furni- 
ture, boxes,  metal,  metal  work,  plated  ware,  articles 
made  in  whole  or  in  part  of  wood,  metal  or  paper,  cast- 
ing dies  and  fittings,  furnishings  and  supplies  for 
offices,  vaults,  schools,  churches,  halls,  theatres  and 
other  public  and  private  buildings,  and  to  manufac- 
ture, buy,  sell  and  deal  in  Ihe  raw  materials  re(|uired 
by  the  company  in  eonnoetion  with  the  above  mention- 
ed objects. 

The  operations  of  the  company  are  to  be  carried  on 
throughout  the  Dominion  of  Canada  and  elsewhere  by 


the  name  of  "'Anthes  Baetz  Furniture  Companv.  Ltd."' 
with  a  capital  stock  of  $500,000  divided  into  5.000 
shares  of  ($100)  dollars  each,  and  the  chief  place  of 
business  of  the  company  is  to  be  at  Kitchener. 


FURNITURE  FACTORY  AT  COBOURG. 

The  vote  taken  at  Cobourg,  Ont.,  on  April  16  on  the 
Longslow-Fowler  Furniture  Company  by-law  resulted 
in  the  by-law  being  cai'ried  by  a  large  majority,  579 
ratepayers  voting  for  it  and  only  38  against  it. 

The  Longslow-Fowler  Company  of  Rochester  is  es- 
tablishing a  branch  of  its  factory  at  Cobourg,  and  will 
manufacture  furniture  and  wood  products,  school 
desks,  etc.  By  the  terms  of  the  by-law  the  town  loans 
the  firm  $50,000,  $38,500  of  which  is  to  be  repaid  in 
twenty  equal  consecutive  annual  installments,  with  in- 
terest not  less  than  6  per  cent.  The  plant  is  to  oc- 
cupy the  .site  formerly  occupied  by  the  Crossen  Car 
Works. 


MILLIONS  FOR  AN  INVENTION. 

The  news  story  published  in  Canadian  Furniture 
World  and  other  furniture  papers  anent  Marshall  B. 
Lloyd's  invention  of  a  new  method  for  weaving  baby 
carriages  and  other  furniture  by  machinery,  has 
brought  to  the  inventor  at  his  home  in  Menominee. 
Mich.,  quite  a  large  fortune.  A  new  York  representa- 
tive of  LiLsty  &  Sons,  London,  Eng.,  mani;facturers. 
read  the  story  in  one  of  these  papers,  investigated  and 
reported  to  his  clients.  They  came  across  the  Atlantic 
and  left  with  Mr.  Lloyd  $1,500,000.  This  huge  sum 
entitles  them  to  exclusive  Briti.sh  Empire  rights.  Per- 
mits to  use  the  Lloyd  loom  process  have  been  sold  by 
the  inventor  in  Canada,  New  Zealand  and  Australia  as 
well. 

MARSHALL  MATTRESSES  MADE  IN  WINNIPEG. 

The  Marshall  Ventilated  Mattress  Co..  Ltd..  Toronto, 
have  completed  arrangements  Avhereby  the  Parkhill 
Bedding,  Ltd.,  Winnipeg,  will  manufacture  ''Marshall'" 
mattresses  and  cushions  for  customers  west  of  Port 
Arthur.  Heretofore  .shipments  have  been  made  direct 
from  Toronto,  sometimes,  owing  to  slow  transporta- 
tion, to  the  detriment  of  trade.  The  new  arrangements 
mean  that  the  Parkhill  company  will  carry  a  stock  of 
"Marshall"  products  so  as  to  obviate  any  delay. 


R.M.A.  DO  NOT  WANT  S  HOUR  DAY. 

In  view  of  the  widespread  interest  that  surrounds  the 
subject  of  a  proposed  Dominion-wide  8-hour  day,  it  is 
worthy  of  note  that  at  a  recent  meeting  of  the  Domin- 
ion Board  of  the  Retail  Merchants'  Association  of  Can- 
ada, held  in  Ottawa,  a  resolution  Avas  unanimously 
adopted  opposing  the  move  and  agreeing  that  the  pres- 
ent system  under  which  we  are  operating  is  a  perfectly 
fair  and  sound  one,  and  quite  in  keeping  with  good 
democratic  government. 


ONE  TRAVELER  SAVED. 

Jack  Chown,  traveling  representative  for  the  INEc- 
Lagan  Furniture  Co.,  had  a  narrow  escape  in  the  recent 
hotel  fire  at  Windsor.  He  lost  his  samples,  and 
escaped  by  sliding  down  a  fire  ladder  in  his  nightshirt. 
The  railroad  condiictor  loaned  him  his  coat  to  wear 
over  this,  allowing  him  to  get  back  to  Stratford  for 
more  clothes. 
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The  Johnston  Furniture  Co.,  Toronto,  has  been  regis- 
tered. 

The  Svvanson  Furniture  Store,  Waterville,  Que.,  has 
been  incorioorated. 

Cleophas  Lanrin  (Reg.)  furniture  dealer,  Montreal, 
has  been  incorporated. 

H.  Raymond,  St.  Urbain  St.,  Montreal,  upholsterer, 
is  increasing  the  size  of  his  plant. 

Arrow  Bedding,  Ltd.,  Toronto,  was  recentlj^  incor- 
{)orated  to  make  beds,  bed  springs,  etc. 

MeKilloj)  &  Orr.  furniture  dealers,  Portage  le  Prairie. 
iVTan.,  have  had  their  business  incorporated.  Capital. 
;|^50.000. 

H.  J.  Beuglet.  furniture  dealer  at  Tilbury,  Ont.,  is 
the  happy  father  of  another  little  girl — the  sixth  which 
he  has  named  Marie. 

A.  L.  Oatman  of  Tillsonburg,  Ont.,  has  purchased 
Hunter  &  Beam 's  business  at  London,  Ont..  and  took 
possession  on  May  1. 

Winnipeg  has  a  hardware  store.  Falconer's,  which, 
during  the  dull  season  for  builders'  hardware,  displays 
and  sells  beds  and  bedding. 

The  St.  Lawrence  Framing  &  Glass  Co.,  Montreal, 
lias  been  registered. 

Lennie  &  Co. 's  furniture  business  at  331  Pender  St. 
W.,  Vancouver,  B.C.,  has  been  incorporated  as  a  limit- 
ed liability  company  with  $10,000  capital. 

The  Bellamy  Furniture  Co.,  Moose  Jaw,  Sask.,  were 
recently  authorized  by  supplementary  letters  patent  to 
increase  their  capital  stock  to  $200,000. 

The  Otterville  Manufaetui-ing  Co.,  Ltd.,  Otterville, 
Ont..  have  been  authorized  by  supplementary  letters 
to  increase  their  capital  stock  from  $20,000  to"  $50,000. 

James  A.  Tlicks.  furniture  dealer  at  Essex,  Out.,  lost 
his  wife  by  death  on  April  22.  The  funeral  was  held 
at  Kingsville.  Mrs.  Hicks  was  64  years  of  age;  death 
was  due  to  heart  failure. 

Henry  Guthrie,  assistant  to  Arthur  Hanna,  manager 
of  the  furniture  department  of  Austin's,  Ltd.,  Chatham, 
Ont.,  lost  his  Avife  by  death  on  April  24.  The  funeral 
took  place  at  St.  Catharines  on  April  27. 

Montana  has  passed  a  law  at  the  instance  of  the 


Montana  Trade  Commission  making  it  obligatory  upon 
every  merchant  to  tag  every  article  offered  for  sale 
with  the  invoice  and  retail  prices.  The  merchants  are 
bitterly  resentful,  and  are  taking  a  defiant  attitude. 

The  Alexandra  Furniture  Co.,  217  Amherst  Street, 
Montreal,  of  which  S.  Caplin  is  president  and  manager, 
are  making  extensive  alterations  to  their  premises. 
They  will,  when  changes  are  completed,  conduct  a  fur- 
niture repair  department  in  connection  with  their 
business. 

The  Parlor  and  Library  Table  Manufacturers  met  in 
Chicago  recently  and  voted  to  change  the  name  of 
their  association  to  the  Association  of  Living  Room 
Table  Manufacturers.  Thirty-one  joined  under  the 
new  organization.  M.  Wulpi  will  conduct  the  work  as 
commissioner. 

O'Donnell  &  Morrissette,  Limited,  iShetfbrooke,  P.Q. 
were  recently  incorporated  to  manufacture  and  deal 
in  furniture,  musical  instruments  and  other  wood  pro 
ducts.  Capital  $99,000.  J.  F.  O'Donnell  and  Chev- 
alier, merchants  of  Sherbrooke,  P.Q.,  are  two  of  the 
incorporators. 

The  Dominion  Store  &  Office  Fixture  Co.,  Limited, 
Montreal,  P.Q.,  have  been  granted  a  provincial  charter 
to  manufacture  and  deal  in  furniture,  sashes,  doors, 
and  other  articles  of  wood.  Capital  $10,000.  Two  of 
the  incorporators  are  B.  Shulman  and  S.  A.  Shulman, 
both  of  Montreal. 

The  Malcolm  &  Hill,  Limited,  Kitchener,  Ont.,  have 
been  incorporated  to  manufacture  and  deal  in  furniture 
and  all  kinds  of  upholstering  goods  and  to  acquire  and 
carrv  on  the  business  of  the  D.  Hibner  Ftirniture  Co., 
Kitchener,  Ont.  Capital  $600,000.  G.  H.  Sproat,  and 
C.  H.  Kemp,  of  Toronto,  Ont.,  are  two  of  the  incorpor- 
ators. 

The  Wiarton  Furniture  Co.  Limited,  Wiarton,  Ont., 
which  recently  took  over  the  building  formerly  occu- 
pied by  the  Canada  Casket  Co.,  have  installed  equip- 
ment to  manufacture  a  line  of  dining  and  bedroom  fur- 
niture. Deliveries  are  expected  to  commence  early  in 
May.  C.  Hill,  formerly  manager  of  the  Wiarton  branch 
of  the  Canada  Furniture  Manufacturers,  Limited,  is 
guiding  the  destinies  of  the  new  company. 

The  Dominion  Organ  &  Piano  Co.,  Ltd..  Bowman- 
ville,  Ont..  celebrate  their  50th  anniversary  this  year, 
the  industry  having  been  established  in  Bowmanville 
in  1870.  J.  W.  Alexander,  the  president  and  manag- 
ing director,  has  been  in  control  since  1894,  and  J.  B. 
Mitchell,  the  superintendent,  has  put  in  40  years  with 
the  company.  The  Dominion  line,  produced  by  this 
firm,  is  verv  favoi-ablv  known  to  the  musical  trade. 


No.  274 — .Vrt  inirriir,  suitable 


tift  for  .lune  Bride  trade.       The  frame  is  of  iiowdered 
by  the  I'hillips  Mfg.  Co.,  Toronto. 
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NEW  PARTNERS  IN  BRANDON  FIRM. 

As  a  reward  for  their  long  service  with  the  firm, 
Messrs.  J.  W.  Ferguson  and  F.  J.  Wright  have  been 
taken  into  the  firm  of  Campbell  &  Campbell,  furniture 
dealers  of  Brandon,  Man.,  and  will  form  a  partnership 
along  with  A.  F.  Campbell.  Mr.  Campbell  has  assumed 
the  head  of  the  furniture  company.  R.  J.  Campbell 
having  sold  out  his  interest  some  time  ago,  as  reported 
recently  in  The  Canadian  Furniture  World. 

Mr.  Ferguson  has  been  connected  with  the  Campbell 
&  Campbell  Company  for  fifteen  of  their  thirty  years 


J.  F.  WBIGHT.      A.  F.  CAMPBELL.      J.  W.  FERGUSON. 
New  partners  in  Campbell  &  Campbell,  Brandon,  Man. 

of  business,  while  Mr.  Wright  has  been  with  the  firm 
for  ten  years.  The  newly  formed  partnership  will  still 
carry  on  under  the  firm  name  of  Campbell  &  Campbell, 
while  the  up-to-date  policy  of  the  store  Avill  remain  as 
before. 


BUYS  FURNITURE  USED  BY  ROYALTY. 

Sixty  years  ago,  when  the  late  King  Edward  as 
Prince  of  Wales  visited  Canada  he  was  entertained  in 
Whitby,  Ont.,  by  the  late  John  Ham  Perry,  whose 
"castle"  was  for  many  years  one  of  the  landmarks  of 
that  town.  In  order  to  provide  a  proper  setting  within 
the  castle  for  royalty  Mr.  Perry  purchased  in  New 
York  a  set  of  rosewood  furniture,  consisting  of  settee, 
two  large  chairs  and  six  smaller  ones.  The  price  paid 
was  $600,  but  .$600  went  a  great  deal  further  in  those 
days  than  the  same  amount  would  in  these  times  of 
currency  depreciation  and  high  cost  of  la-bor. 

Several  years  later  the  furniture  was  sold  for  $80, 
nnd  until  lately  it  was  in  the  hands  of  a  Greenwood, 
Ontario  county,  storekeeper.  A  few  days  ago  thLs'  store- 
keeper held  an  auction  sale,  and  among  the  offerings 


was  the  royal  set  of  rosewood  furniture.  The  competi- 
tion was  local  and  F.  L.  Green  secured  the  pieces  for 
$450. 

"Every  piece  is  still  as  good  as  it  was  sixty  years 
ago,"  said  Mr.  Green.  There  is  not  a  scratch,  on  it, 
and  every  joint  is  as  perfect  as  when  fashioned  by  the 
New  York  mechanics  of  two  generations  agro." 


LECTURES  ON  HOME  FURNISHING. 

A  special  exhibition  of  house  furnishings  was  made 
by  the  T.  Eaton  Co.,  Toronto,  last  month,  and  in  con- 
nection therewith  a  series  of  lectures  was  delivered  by 
Ross  Crane  of  the  Extension  Department  of  the  Art 
Institute  of  Chicago.  These  lectures  were  entitled  "In 
terior  decoration,"'  "Home  furnLshiugs, "Building  a 
house,"  "Planting  the  home  grounds,"  "From  the 
eyebrows  up,"  "Gallery  paintings"  and  "Dollars  and 
sense  for  your  town."  Practical  demonstrations  were 
made  by  Mr.  Crane  during  the  course  of  his  lectures 
in  a  portable  room  through  the  use  of  furniture,  rugs, 
draperies,  etc. 


ADVERTISING  A  SLEEP  CAMPAIGN. 

Simmons,  Limited,  of  Montreal,  have  under  way  a 
comprehensive  advertising  campaign  for  Canada  for 
this  year  of  1920,  and  in  that  connection  have  i.ssued 
two  portfolios  showing  the  entire  spring  season's  por- 
tion of  this  campaign. 

-  The  first  section  of  the  campaign  is  embraced  in  the 
advertising  the  company  is  doing  in  the  national  mag- 
agines.  farm  and  weekly  papers  of  the  Dominion.  This 
part  of  the  campaign  is  purely  and  simply  a  sleep  cam- 
paign, merchandise  not  being  featured  in  any  way;  the 
company's  idea  being  that  Simmons  Limited  stand  for 
better  beds  and  sleep  ecjuipment.  The  articles  made  by 
the  company  are  manufactured  first  of  all  for  their  cor- 
rect relation  to  .sleep,  their  beauty  and  ability  to  fit 
into  a  modern  bedroom  being  secondary  to  that  con- 
sideration. The  series  of  advertisements  covering  this 
part  of  the  campaign  have  a  portfolio  to  themselves. 

The  second  part  of  the  campaign,  embraced  in  the 
second  portfolio,  and  the  advertising  of  which  appears 
in  the  daily  newspapers  of  the  country,  impresses  the 
fact  that  Simmons  Ltd.,  not  only  makes  meds  that  are 
comfortable — built  for  sleep — but  beds  that  have  their 
proper  place  in  the  correctly  decorated  modern  bed- 
room. 


How  Simmons  Sprin/Js  are  Built  (or  Sleep 


SIMMONS  i.iMirriij 


SIMMONS  BEDS 

Jiuitt  for  Sleep  I 


Your  day  's  work- 
and  your  need  of  sleep 


Now  in  the  Stores— 

Metal  Beds  in  "Period"  De-  it^^J.*"^"^ 
signs— Just  Brought  Out  by   ■-'"S;.".,^'^™  Irr..n 
Simmons  Limited  _^ 


SIMMONS  BEDS 

Built  for  Sleep 


Kxaiiiijlcs  of  national  advertising  being  done  this  spring  by   Simmons,  Ltd.,  in  the  big  newspapers  and  niag.nzincs  of  the  Dominion. 
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HERE  are  two  opinions  on  the  outlook  for  commod- 
ity prices  in  the  United  States.    Whether  they 
are  worth  while  is  a  matter  of  choice ;  but  they 
serve  to  show  some  of  the  tendencies  across  the  border. 

From  two  opposite  angles  of  the  economic  situation, 
the  ultra  conservative  merchant  reasons  against  ex- 
pansion of  his  business.  He  argues  that  it  would  not 
pay  to  buy  at  prevailing  high  rates,  because  there  is 
likely  to  be  a  big  drop  in  prices  and  the  man  whose 
shelves  are  well  stocked  is  bound  to  lose  money  when 
the  drop  happens.  Increase  of  business  now,  he  thinks, 
would  necessitate  a  shrinkage  of  trade  later  on.  That 
prices  will  not  go  much  higher,  if  at  all,  is  the  predic- 
tion of  the  Harvard  University  Committee  on  Econo- 
mic Research.  Its  report  may  serve  to  allay  the  fears 
or  uncertainties  which  harass  so  many  retailers. 

"There  are  numerous  straws  indicating  that  the  peak 
of  commodity  prices  has  been  reached  and  that  li(|uid- 
ation  in  commodity  markets  will  develop  in  April  and 
the  months  following,"  declares  the  Committee. 
"Money  continues  to  be  very  tight.  In  .spite  of  this 
fact  there  was  a  revival  of  speculation  during  the  past 
two  or  three  weeks  as  a  result  of  the  decision  of  the 
Supreme  Court  that  stock  dividends  are  non-taxable  in- 
come and  of  other  favorable  developments. 

"In  previous  letters  we  have  expressed  the  opinion 
that  the  expected  liquidation  will  not  be  drastic  and 
that  it  will  not  be  accompanied  by  a  panic.  This  opin- 
ion is  based  mainly  upon  these  considerations : 

"1.  Production  and  stocks  of  commodities  appear  to 
be  moderate. 

"2.  The  United  States  is  in  a  strong-  financial  posi- 
tion in  international  markets. 

"3.  The  federal  reserve  banks  will  be  able  to  expand 
and  to  issue  notes  if  Hf|uidation  reaches  dangerous  pro- 
portions and  eoinfidence  is  shaken. 

"There  appears  to  be  no  reason  at  the  present  timr 
for  changing  our  forecast  that  the  readjustment  of 
prices  and  of  business  will  not  be  accompanied  by  an 
explosion." 

No  one  has  ever  questioned  the  absolute  imoartiality 
and  the  sound  judgment  of  the  Harvard  University 
Committee  on  Economic  Research.  It  is  reassuring, 
therefore,  to  learn  that  the  committee  finds  no  reason 


for  believing  in  the  probability  of  a  panic,  but,  on  the 
contrary,  feels  justified  in  making  an  optimistic  fore- 
east  of  impending  readjustments. — American  Artisan 
and  Hardware  Record. 

The  peak  of  high  prices  of  commodities  in  many  sec- 
tions throughout  the  country  has  been  reached,  accord- 
ing to  Charles  A.  Peple.  Deputy  Governor  of  the  Fed- 
eral Reserve  Bank  of  Richmond,  Va.  From  now  on  Mr. 
Peple  looks  for  a  redaction  in  commodity  prices  al- 
though he  says  that  it  will  be  gradual.  As  a  matter  of 
fact,  he  asserts  that  if  the  drop  were  anything  else 
than  gradual  it  would  be  disastrous  to  business.  Even 
though  the  downward  tendency  of  prices  is  apparent, 
Mr.  Peple  did  not  believe  that  we  will  return  to  the 
level  which  existed  during  the  years  preceding  the 
war. — Carpet  and  Upholstery  Trade  Review. 


HELPING  SCHOOL  STUDENTS  TO  BECOME 
ADVERTISERS. 

In  order  to  give  the  high  school  boys  and  girls  whn 
expect  to  enter  the  advertising  field  an  opportunity  to 
gain  some  experience  and  to  prevent  the  future  short- 
age of  men  and  women  in  advertising,  salesmanship, 
printing  and  kindred  vocations,  the  Des  Moines  Adver- 
tising Club  has  started  a  new  branch  of  club  activity — 
a  Junior  Advertising  Club  for  high  school  students.  This 
movement,  which  originated  with  Harter  B.  Hull,  pre- 
sident of  the  Des  Moines  Club,  and  which  was  put  into 
definite  form  by  E.  N.  Hopkins,  of  Successful  Farming, 
as  chairman  of  a  committee,  has  been  heartily  endorsed 
by  the  United  States  Secretary  of  Agriculture  E.  T. 
Meredith,  formerly  president  of  the  Associated  .'Ad- 
vertising Clubs  of  the  World,  with  which  the  Des 
Moines  Club  is  affiliated. 

Not  only  will  the  se.nior  club  send  qualified  speakers 
from  the  ranks  of  interested  business  men  to  address 
the  junior  club  meetings,  but  once  a  month  the  club  of 
older  advertisers  will  invite  the  juniors  to  attend  a 
joint  meeting  and  v/ill  ask  that  junior  delegates  be 
sent  to  all  other  senior  club  meetings.  Junior  adver- 
tising clubs  are  now  being  organized  by  other  advertis- 
ing clubs  and  two  of  these  are  at  Shenandoah  and  Fort 
Dodge,  la. 
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RULES  FOR  COSTS  AND  PROFITS. 

1.  Charge  interest  on  the  net  amount  of  your  total  in- 
vestment at  the  beginning  of  your  business  year,  exclu- 
sive of  real  estate. 

2.  Charge  rental  on  real  estate  or  buildings  owned  by 
you  and  used  in  your  business  at  a  rate  equal  to  that 
which  you  would  receive  if  renting  or  leasing  it  to  others. 

3.  Charge  in  addition  to  what  you  pay  for  hired  help 
an  amount  equal  to  what  your  services  would  be  worth 
to  others;  also  treat  in  like  manner  the  services  of  'Any 
member  of  your  family  employed  in  the  business  not  on 
the  regular  pay  roll. 

4.  Charge  depreciation  on  all  goods  carried  over  on 
which  you  may  have  to  make  a  less  price  because  of  the 
change  in  style,  damage,  or  any  other  cause. 

5.  Charge  depreciation  on  buildings,  tools,  fixtures,  or 
anything  else  suffering  from  age  or  wear  and  tear. 

6.  Charge  amounts  donated  or  subscriptions  paid. 

7.  Charge  all  fixed  expense,  such  as  taxes,  insurance, 
water,  lights,  fuel,  etc. 

8.  Charge  all  incidental  expenses,  such  as  drayage,  post- 


age, office  supplies,  delivery  expense  of  horses  and  wagons, 
telegrams  and  telephones,  advertising,  canvassing,  etc. 

9.  Charge  losses  of  every  character,  including  goods 
stolen  or  sent  out  and  not  charged,  allowance  made  cus- 
tomers, all  debts,  etc. 

10.  Charge  collection  expense  not  enumerated  above. 

12.  When  you  have  ascertained  what  the  sum  of  all 
the  foregoing  items  amount  to,  prove  it  by  your  books, 
and  you  will  have  your  total  expense  for  the  year;  divide 
this  figure  by  the  total  of  your  sales,  and  it  will  show 
you  the  per  cent,  which  it  has  cost  you  to  do  business. 

13.  Take  this  per  cent,  and  deduct  it  from  the  price  of 
any  article  you  have  sold,  then  subtract  from  the  re- 
mainder and  what  it  cost  you  (invoice  price  and  freight), 
and  the  result  will  show  your  net  profit  or  loss  on  the 
article. 

14.  Go  over  the  selling  prices  of  the  various  articles 
you  handle  and  see  where  you  stand  as  to  profits,  then 
get  busy  in  putting  your  selling  figures  on  a  profitable 
basis,  and  talk  it  over  with  your  competitor  as  well.-  - 
Retail  Credit  Men's  National  Association. 
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RETAILERS  MUST  MAKE  INCOME  RETURN 
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Return  required  from  every  retail  furniture  dealer  —  How  to  fill  out  the  income  tax  form 


EVERY  retailer  in  Canada  must  make  a  Dominion 
Income  Tax  return,  according  to  the  ruling  given 
to  The  Canadian  Furniture  World  by  the  ofifice 
of  Inspector  of  Taxation  at  Toronto.  This  will  prnb- 
abl.Y  be  news  to  the  majority  of  dealers  who  have  been 
under  the  impression  that  if  their  net  profit  did  not  ex- 
ceed the  amount  of  exemption  provided  under  the  Act 
that  they  were  also  exempt  from  the  filing  of  the  re- 
turn. But  this  is  not  the  ease.  The  la^w  says  that  per- 
sons having  income  during  1919  exceeding  statutory 
exemption  must  file  returns  without  sjiecial  notice  from 
the  Department  and  the  Department  interprets  "in- 
come" to  mean  money  received  or  earned.  In  the  case 
of  a  retailer  this  means  that  if  he  takes  in  an  amount 
exceeding  the  exemption  of  $1,000  in  the  case  of  an  un- 
married person  or  $2,000  in  the  case  of  a  married  per- 
son, he  must  make  the  return.  This  means  that  every 
retailer  must  make  a  return  for  there  is  no  man  in 
business  who  does  not  take  in  more  than  $2,000  in  a 
year. 

If  Net  Income  Below  Exemption  He  WiU  Not  Be 
Assessed. 

If  his  return  shows  that  his  net  income  does  not  ex- 
ceed the  stipulated  amount,  then  he  will  not  be  assess- 
ed, but  the  point  is  that  if  he  does  not  make  the  re- 
turn of  his  own  free  Avill  he  will  be  required  to  do  so, 
and  if,  on  examination  of  his  return  the  Department 
finds  that  his  net  income  exceeds  the  amount  of  exemp- 
tion then  he  will  have  to  pay  a  penalty  of  25  per  cent, 
of  the  amount  of  the  tax.  The  Department  will  not 
leave  it  to  "the  dealer  to  say  whether  he  should  or  should 
not  be  taxed.  He  must  supply  the  financial  figures  of 
his  business  for  their  examination.  Dealers  who  failed 
to  make  returns  in  past  years  are  now  being  asked  and 
required  to  do  so.  Of  course,  if  their  returns  show 
that  their  net  income  does  not  exceed  their  exemption 
then  they  will  not  be  assessed. 

Penalty  for  Failure  to  Make  Return. 

The  retailer  needs  to  give  heed  to  the  matter  of  fil- 
ing this  return.  The  penalty  for  failure  to  file  a  return 
on  or  before  the  30th  of  April  is  25  per  cent,  of  the 
amount  of  the  tax  and  for  failure  to  file  a  return  after 
a  formal  demand  has  been  made  the  dealer  is  liable  to 
prosecution  and  a  penalty  of  $100  a  day.  One  dealer 
who  refused  to  make  a  return  on  request  by  the  De- 
partment was  fined  a  total  of  $600.  On  checking  up 
his  business  it  was  found  that  he  was  only  liable  to  a 
tax  of  $1.48.  If  he  had  filed  a  return  this  is  all  the  tax 
he  would  have  had  to  pay.  As  it  was,  he  had  to  pay 
this  amount  as  well  as  his  penalty.  A  heavy  penalty  is 
provided  for  the  making  of  false  returns — a  fine  not 
exceeding  $10,000  or  six  months  imprisonment,  or  both 
fine  and  imprisonment. 

Date  Set  for  Making  Returns. 

It  is  provided  that  the  return  be  made  by  May  31, 
but  if  the  dealer  finds  that  he  cannot  secure  the  neces- 
sary information  by  that  time  he  will  no  doubt  be 
granted  an  extension  if  he  makes  an  application  for 
same  to  the  office  to  which  his  return  must  be  sent.  Re- 


turns now  asked  are  for  the  year  1919,  hut  if  the  deal- 
er's financial  year  does  not  end  at  the  same  time  as  the 
calendar  year  he  can  give  the  figures  of  his  own  fiscal 
year,  noting  the  twelve  months  which  they  cover  on  the 
form  which  he  sends  in.  Forms  are  obtainable  from 
the  local  Inspector  of  Taxation  or  the  local  postmaster. 
All  returns  must  be  prepared  in  triplicate.  One  copy 
should  be  retained  by  the  person  making  the  return  and 
two  copies  must  be  delivered  to  the  Inspector  of  Taxa- 
tion. 

Arriving  at  Dealer's  Net  Profit. 

The  statement  of  profit  and  loss  that  the  dealer  must 
fill  out  may  look  like  quite  a  difficult  one  to  prepare 
on  first  sight,  but  it  really  is  not  so  complicated  when 
given  a  little  examination,  especially  for  the  dealer  Avho 
makes  an  effort  to  compile  for  his  own  use  information 
from  year  to  year.  The  gross  profit  is  shown  in  the 
first  part  of  the  statement  and  from  this  is  deducted  the 
expenses  of  the  business  to  arrive  at  the  net  profit.  The 
dealer  who  makes  a  practice  of  taking  stock  and  mak- 
ing out  a  financial  statement  each  year  will  have  no 
difficulty  in  giving  the  information  asked  for. 

Accurate  Business  Records  Required  in  Future. 

It  will  be  a  more  difficult  task  for  the  dealer  who 
does  not  follow  such  business  procediire.  There  will  be 
very  few  dealers  who  do  not  keep  track  of  their  sales, 
which  is  the  basis  of  the  first  line  in  the  statement.  If 
he  has  not  taken  stock  at  the  beginning  and  end  of  the 
year  he  will  probably  have  to  estimate  the  amount  of 
his  inventory  for  these  two  dates,  and  while  it  is  inti- 
mated that  approximate  figures  may  be  accepted  for 
the  current  year,  in  the  future  dealers  will  be  required 
to  keep  such  business  records  as  Avill  allow  them  to 
give  the  information  asked  for  accurately. 

Include  All  Expenses. 

The  amount  of  stock  at  the  beginning  of  the  year, 
with  the  addition  of  cost  of  merchandise  bought  dur- 
ing the  year,  and  the  subtraction  of  the  amount  on 
hand  at  the  end  of  the  year,  gives  the  cost  of  goods 
sold  during  the  year.  This  amount  deducted  from  sales 
gives  the  total  gross  profit.  Do  not  forget  to  figure  in- 
ventories at  cost  and  include  amount  of  freight  and 
duty  in  cost  of  goods.  All  expenses  should  be  included 
so  that  the  total  net  profit,  on  which  the  dealer  is  taxed, 
will  not  be  larger  than  it  really  should. 

A  Charge  for  Bad  Debts. 

According  to  the  form,  the  dealer  does  not  include 
his  own  salary  in  expense.  If  he  does  show  it  in  ex- 
penses he  will  have  to  show  the  amount  allowed  in  the 
previous  column  for  salary  on  page  2  of  the  form.  If 
the  dealer  owns  his  building  he  cannot  charge  np  any- 
thing for  rent  unless  he  shows  it  as  a  return  from  rent- 
als in  section  on  page  2,  but  he  can  charge  up  the 
taxes  and  repairs  on  the  building,  or  if  he  is  paying 
interest  on  a  mortgage  he  can  charge  up  that  carrying 
charge.  If  he  is  running  a  credit  business  he  is  also 
allowed  to  charge  up  a  reasonable  amount  for  bad 
debts.   He  should  make  certain  that  he  includes  all  the 
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items  that  properly  come  under  the  head  of  sundry  ex- 
penses. In  the  average  retail  business  there  are  a  big 
range  of  expenses  that  come  under  this  head. 

The  statement  of  assets  and  liabilities  asked  for  is 
not  for  the  purpose  of  arriving  at  the  dealer's  income 
tax,  hut  to  cheek  up  whether  he  is  employing  capital 
of  more  than  .$25,000  in  his  business,  in  which  case  he 
might  be  liable  to  Excess  Profits  Business  Tax.  The 
surplus  account  balances  up  the  difference  between 
assets  and  liabilities.  Undivided  profits  at  beginning 
of  period  means  the  net  worth  of  the  business  at  that 
time.  If  he  adds  his  profits  for  the  year  it  gives  him 
his  net  worth  or  undivided  profits  at  the  end  of  the 
period. 

The  other  parts  of  the  form  have  also  to  be  filled  out 
by  the  retailer  but  there  will  not  be  very  much  inform- 
ation that  the  average  merchant  will  have  to  include  in 
the  other  pages  when  he  fills  out  the  information  ask- 
ed for  about  his  business. 

Requests  are  now  being  made  to  many  retailers  to 
file  their  income  tax  returns  for  past  years,  which  they 
neglected  to  do  at  the  proper  time.  The  exemption  for 
widovv^s  and  widowers  without  dependants  (as  defined 
by  the  Act^  is  $1,000. 


FURNITURE  EXHIBITS  AT  EXPORT  FAIR. 

The  Canadian  Industries  Exhibition,  which  will  be 
held  in  Agricultural  Hall.  London,  Eng.,  from  June  S 
to  17  next,  will  be  the  first  exhibition  of  Canadian 
manufactures  independent  of  Government  auspices, 
ever  held  outside  of  the  Dominion.  The  object  of  the 
exhibition  is  to  stimulate  interest  in  Canadian  export 
trade,  and  to  show  to  British  traders  generally  what 
goods  and  what  manufacturers  are  ready  for  commer- 
cial dealings. 

H.  G.  Montgomery  is  the  agent  in  charge  at  the 
London  end,  and  he  reports  that  it  is  expected  100  en- 
tries will  be  registered  before  the  opening  of  the  ex- 
hibition. Already  70  firms  have  taken  space.  Of  these 
the  furniture  industry  will  be  represented  by  the  Mc- 
Lagan  Gramophone  Co.,  Stratford,  Ont.;  Kindel  Bed 
Co.,  Stratford;  Simmons.  Limited,  Montreal;  Stratford 
Mfg.  Co.,  Stratford,  and  Windsor  Phonograph  &  Rec- 
ord Co.,  Windsor.  N.S. 

S.  J.  Cook,  sales  manager  of  the  McLagan  Furniture 
Co.,  Stratford,  will  go  to  England  to  represent  his  com- 
pany at  the  exhibition. 


FIRE  PROTECTION  A  PATRIOTIC  DUTY. 

If  we  were  to  consider  that  every  fire  is  a  crime  in 
our  country,  as  it  is  in  some  countries  of  Europe ;  and 
if  those  in  whose  homes,  barns  or  places  of  business 
where  fire  originate  should  be  held  responsible  for 
their  gro.ss  carelessness,  culpable  neglect  or  mischiev- 
ous intent,  there  would  be  fewer  fires.  The  Fire  Tax 
would  be  less,  and  Canada  would  be  richer  to  the  ex- 
tent of  millions  of  dollars  every  year. 

The  fire  waste  in  Ontario,  not  including  forest  fires, 
for  the  year : 

1916  was  $16,.520,206.  caused  by  10,279  fires. 

1917  was  $10,36.5,.5::i9,  caused  by    9,681  fires. 

1918  was  $14.8r)6,.329,  caused  by    9,588  fires. 
This  means  a  tax  of  $6.00  per  capita  for  every  man, 

woman,  and  child  in  the  Province  ;  or  .$30.00  a  year  for 
a  family  of  five.  It  means  that  the  fire  waste  of  On- 
tario exceeds  .$40,000  every  day. 

In  normal  times  the  fire  waste  in  five  of  the  principal 
countries  of  Europe  averaged  33c  per  capital. 
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S.  Bordo  &  Sons,  furniture  dealers,  Montreal,  have 
been  registered. 

The  Metropolitan  Phonograph  Co.,  Montreal,  has 
been  incorporated. 

Mason,  &  Rich  are  building  a  $30,000  addition  to  their 
store  at  Winnipeg. 

J.  C.  Deslauriers  has  registered  his  musical  instru- 
ment business  at  Montreal. 

The  Phonograph  Shop  at  325  Portage  Ave.,  Winni- 
peg, was  damaged  by  fire  recently. 

The  Parkhill  Bedding  Co.  are  erecting  a  storage  shed, 
42x118  feet  at  Winnipeg,  to  cost  $5,000. 

A.  F.  Garrett  has  sold  his  piano  and  music  business 
at  Barrie,  Ont.,  to  the  J.  M.  Green  Music  Co. 

The  Standard  Bedding  Co.,  Toronto,  have  taken  out 
a  building  permit  to  make  an  addition  to  their  factory 
at  27  Davies  Avenue,  to  cost  $7,000. 

A  British  engineer  has  invented  a  phonograph  that 
carries  its  sound  two  miles  away.  Compressed  air  and 
a  patent  sound  box  are  the  secrets  of  the  new  invention. 

J.  R.  Shaw,  of  the  Canada  Furniture  Manufacturers, 
Ltd.,  Woodstock,  Ont.,  was  elected  chairman  of  the  On- 
tario division  of  the  C.M.A.  at  its  recent  meeting  held 
in  Toronto. 

W.  McPhillips,  Ltd.,  London,  Ont.,  has  been  incor- 
porated with  a  capital  of  $150,000,  to  make  and  deal 
in  musical  instruments.  The  provisional  directors  are 
Wm.  McPhillips,  W.  H.  McPhillips,  and  Jno.  R.  Mc- 
phillips. 

D.  M.  Wright,  of  The  McLagan  Furniture  Co.  has 
returned  to  his  hom.e  in  Stratford  after  a  six  weeks' 
trip  to  Colorado  and  California.  His  trip  was  most 
•beneficial  to  the  health  of  both  his  familv  anH  himself. 


By  a  new  Danish  process  wood  is  given  the  effect 
of  manv  vears  of  seasoning  in  24  hours. 


CAN  MAKE  IMMEDIATE  LOCAL  SHIPMENTS 

MATTRESS  LINTERS 

from  Toronto— Quote  Type  TAC,  7Kc— EPA.  8j4c 
—WILL,  \0'/2c.   F.O.B.  Toronto. 

E.  T.  CARTER  &  CO.,  Limited,  85  Front  St.  E.,  Toronto 
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Upholstery  Springs  | 

Highest  quality  Upholilery  Springs,  i 

made  from  the  finest  grade  High  Car-  | 

bon  Steel  Wire,  oil  tempered  after  | 

the   coiling  operation,  thus  insuring  | 

uniform  strength  and  "No  Set."    Re-  | 

member,  the  quality  of  your  High-  | 

Grade  Upholstering  depends  entirely  | 

on  the  quality  of  the  springs  you  are  | 

using.  I 

HELICAL  SPRINGS 

for  spring  bed  and  mattress  fabrics.  | 

Get  the  habit  ;   buy  Canadian  springs  | 

James  Steele,  Limited  | 

~H9  ^fi  Guelph,  Canada  | 
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ENCOURAGE  HOME  TRADING  in  your  TOWN 
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More  co-operation  by  towsnpeople  and  country  folk — Local  firms  should  link  up  with  neighbors 
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HOW  can  the  town  and  country  people  be  encour- 
aged to  trade  more  in  their  own  country  town'/ 
An  exchange  with  strong  constructive  tenden- 
cies, is  seeking  to  do  this  in  a  practical  way  by  encour- 
aging the  purchase  of  trade-marked  goods — goods  that 
are  widely  advertised — that  can  be  found  on  local 
shelves,  backed  by  guarantees  and  prestige,  instead  of 
mail  order  goods  of  unknown  manufacture.  This  par- 
ticular paper  is  sending  representatives  all  over  the 
country  to  secure  the  co-operation  of  bankers,  mer- 
chants and  newspapers  in  its  campaign. 

The  plan  should  appeal  to  every  country  business 
man,  every  one  of  Avhom  wants  to  build  up  the  country 
towns,  for  they  are  the  backbone  and  sinew  of  the  na- 
tion. The  banker,  farmer  and  tradesman  believe  in  the 
country  town,  in  making  it  the  marketing,  social  and 
community  centre. 

The  country  merchant  ought  to  confer  with  the 
farmer,  and  he  ought  to  do  everything  in  his  power  to 
make  farming  profitable,  by  aiding  in  the  establish- 
ing of  a  good  market  in  the  home  town ;  and  he  should 
remember  that  the  best  kind  of  a  farm  produce  market 
is  the  farmers'  co-operative  elevator  or  warehouse. 
There  is  no  getting  away  from  the  proposition.  The 
village  business  man  and  the  business  farmer  must  get 
together.  Their  interests  are  so  interwoven  that  they 
are  dependent  one  upon  the  other.  The  farmer  cannot 
destroy  the  village  business  man's  business  without 
destroying  the  value  of  his  farm.  There  is  a  line  of 
demarcation  between  the  amI- 

lage  business  man's  legit'm-   

ate  business  and  the  busine>:s 
that  should  be  conducted  by 
the  business  farmer,  and  the 
sooner  we  recognize  it  the 
better  it  will  be  for  all  con- 
cerned. Farmers  cannot  suc- 
ceed alone.  That  has  been 
proved.  They  can  no  more 
succeed  than  the  merchant 
can  get  along  Avithout  their 
trade.  We  all  know  it. 
Therefore  the  two  must  get 
together  and  stay  together. 

If  the  farmer  feels  that  he 
is  to  all  intents  and  purposes 
Avithout  the  pale  and  that  thf^ 
business  men  of  the  tOAvn  fe^l 
an  interest  in  him  only  to  the 
extevit  of  exchanging  mer- 
chandise for  his  dollars,  he 
is  not  likely  to  feel  very 
friendlv  toAvard  said  mer- 
chants. 

If,  on  the  contrary,  these 
same  merchants  can,  by  inter- 
esting themselves  in  the  pro- 
blems of  the  farmer,  taking 
him  into  their  social  affairs, 
and  in  other  ways  demon- 
strating their  interest,  bring 
the  man  of  the  farm  to 
realize  that  the  welfare  of 


If  you  Buy  Out  of  town,  and  I  Buy  Out  of  Town.  What 
Will  come  Out  of  0(//r  Town  ? 

The  Herald's  "Buy -at  -  Home"  Campaign 


THE  MONEY  YOU  SPEND  WITH  THEM  STAYS  IN  GRCULATION  IN  STRATFORDAND  NEIGBBORBOOD 

Some  Person  Born  Every  Minute 


One  of  the  Stratford,  Ont.,  dailies  recently  inaugurated 
a  home  buying  campaign  which  helped  its  advertising,  in- 
creased sales  in  the  local  stores  and  kept  the  money  cir- 
culating about  town.  Above  is  sample  page  of  advertising 
and  home-buying  talk  from  a  recent  issue. 


the  farm  is  interwoven  Avith  that  of  the  town,  a  desir- 
able foundation  has  been  laid. 

Growth  in  farm  A'alues  and  in  A'olume  of  merchant's 
sales  appears  to  be  the  result.  Almost  Avithout  excep- 
tion, the  towns  where  this  experiment  has  been  tried 
are  enthusiastic  over  the  results  obtained.  And,  like 
many  other  things,  results  attained  in  this  Avork  are  the 
best  criterion  of  probable  success  elscAA'here. 

The  great  bulk  of  the  retail  business  of  this  country 
is  done  in  towns  of  less  than  5,000  population.  More 
than  half  of  the  retail  business  in  Canadian  towns  is 
farmer  trade.  The  interests  of  dealers,  country  neAvs- 
papers  and  farm  papers  in  the  farmer  trade  is  co- 
ordinate. They  should  Avork  together  in  a  friendly 
spirit.  The  only  practical  interest  that  any  or  all  of 
them  may  have  must  be  along  lines  that  Avill  also  be  to 
the  farmers'  benefit  if  it  is  to  be  permanently  pro- 
ductive. 

Neither  the  dealer  Avho  sells  to  farmers,  the  country 
publisher  or  the  publisher  of  farm  papers  can  perform 
the  serA'ice  offered  by  the  other.  No  tAVO  of  them  can 
perform  the  service  that  the  farmer  may  expect  from 
all  three  of  them  AA^orking  together. 

If  each  Avorks  independently  and  Avithout  co-opera- 
tion with  the  others,  they  Avill  Avaste  energ.y,  time  and 
effort.  They  will  work  at  cross  purposes  and  in  many 
cases  fail  where  co-operation  might  have  meant  success. 
They  need  to  work  together  to  be  efiPectiA^e. 

A  conference  of  these  three  forces  should  devote  it- 
self largelv  to  a  study  of  hoAV 
by  Avorking  together  they 
can  serve  the  farm  commun- 
ity to  the  greatest  profit  of 
thp  farmers  and  their  fam- 
ilies either  in  money  or  com- 
fort or  satisfaction  or  plea- 
sure. Increased  profits  to 
publishers  and  dealers  Aviil 
folloAv  the  seed  time. 

These  three  poAverful 
forces  in  connection  Avith  the 
farm  trade  have  been  the 
subject  of  unrest  and  unrea- 
sonable criticism  in  the  past. 
They  have  been  unfavorably 
compared  Avith  the  city  deal- 
er, the  city  ncAvspaper  and 
the  city  magazines. 

As  a  matter  of  f.^.ct,  the 
average  .small  toAvn  dealer  is 
actually  closer  to  his  farmer 
customer  than  the  city  deal- 
er can  ever  hope  to  be  AAith 
his  city  customers.  He  is  wel- 
come in  their  homes.  He  at- 
tends their  Aveddings.  He 
knoAA's  their  children  by 
name  He  recognizes  their 
teams  AA'hen  he  sees  them 
coming  doAvn  the  street.  He 
knoAvs  Avhat  they  can  afford 
to  buy.  He  congratulates 
them  on  the  arrival  of  each 
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No.  167— Italian  Buffet— American  Burl  Walnut 


increasing 
^  demand  for 
North  American 
Furniture  during 
the  past  season  is 
a  gratifying  proof 
that  the  Canadian 
pubHc  appreciate 
good  furniture,and 
strengthens  our 
determination  to 
produce  nothing 
but  the  best. 


The  North  American  Furniture  Co.,  Limited 

OWEN  SOUND         -  CANADA 


Correctly  designed  chairs  of 
pleasing  appearance  are  made 
in  our  factory  by  skilled  work- 
men using  the  best  materials 
available. 

DINING  CHAIRS,  BED  ROOM 
CHAIRS,  LIVING  ROOM 
CHAIRS,  OFFICE  CHAIRS, 
SPECIAL  CHAIRS  OF  ALL 
KINDS. 


No.  822  — Windsor  Chair 
Walnut  Finish  on  Birch 


The  Owen  Sound  Chair  Company,  Limited 

OWEN  SOUND  CANADA 
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REPUTATION 


The  North  American  Bent  Chair  carries  with  it 
imposing  credentials.  Many  years  of  experience 
and  steady  progress  have  resulted  m  a  product  that 
meets  the  most  critical  requirements.  North  Amer- 
ican Bent  Chairs  are  notable  and  distinctive  in 
design — exceptionally  fine  construction,  embody- 
ing many  points  of  merit — strength  and  durability. 


THE  NORTH  AMERICAN  BENT  CHAIR 

COMPANY,  LIMITED 
OWEN  SOUND      -      -      -  ONTARIO 


WHITE  KITCHEN  TABLES 


REST  assured  these 
tables  are  the  acme 
of  quality,  they  would 
not  be  bought  by  those 
who  are  buying  them 
everywhere — the  dis- 
criminating in  each 
community— if  their 
merits  were  not  as 
marked  as  their  beauty. 

No.  10  table  illustrated 
is  made  in  white 
enamel  finish,  with 
porcelain  top,  drawer 
has  three  compart- 
ments. Size  42x26, 
shipping  weight  601bs. 

H.  E.  Furniture  Co. 

LIMITED 

Milverton  Ontario 


No.  10  TABLE 
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neAv  baby  and  mourns  with  them  when  one  of  their 
number  takes  his  last  long  journey. 

The  relations  of  the  small  town  merchant  with  his 
farmer  customers  is  as  different  from  the  relation  of 
the  city  merchant  to  his  city  customers  as  the  hired 
man  on  the  farm  is  different  from  the  janitor  of  a  city 
apartment  building. 


How  many  city  merchants  ever  get  farther  than  the 
back  door  in  the  homes  of  99  per  cent,  of  their  cus- 
tomers? How  many  city  merchants  know  any  of  the 
intimate  details  of  the  business  and  social  life  of  their 
customers  such  as  enables  the  countrj^  merchant  to  give 
intelligent  and  conscientious  service  to  his  farmer  cus- 
tomers? 


 illlllllllllllllllrMIIIJIIIIIIIIIIIMIIIIIIIIIIIIIIIIIIIIIIIIIIIIIMIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIMIIIIIIIIj: 

I  The  Golden  Rule  as  a  Business  | 
J  Weapon  | 

I  By  Napoleon  Hill  | 

friMIIIMininilllllllllllllllllllllllllllllllllllllllllMMIIIIIIIIMIIMMIIIIMIMMIIMMIIMIMMIIIiniMIIMIMIMIMIMIMIIIIMIIIIIIIMUIIIIIM 

IT  seems  ridiculous  to  refer  to  the  Golden  Rule  as  a 
"weapon,"  but  that  is  just  what  it  is — a  w^eapon 
which  no  resistance  on  earth  can  withstand! 
The  Golden  Rule  is  a  powerful  weapon  in  business 
because  there  is  so  little  competition  in  its  application. 

At  the  time  of  this  writing  the  whole  world  seems  to 
have  gone  into  the  business  of  "protiteering, "  which 
mejjiis  the  same  as  "getting  without  giving  fair  value 
in  return." 

This  spirit  of  greed  cannot  long  prevail.  What  an 
opportunity,  then,  for  the  far-sighted  men  who  will 
adopt  the  Golden  Riile  as  their  business  motto  now. 
The  contrast  would  be  so  noticeable  that  it  would  ex- 
cite widespread  comment  and  bring  all  the  business 
that  could  be  handled,  and  long  after  the  profiteers 
have  gone  out  of  business  those  who  have  applied  the 
Golden  Rule  would  find  that  they  had  "built  their 
houses  upon  a  rock." 

What  a  glorious  opportunity  the  labor  unions  have 
to  ride  to  victory — permanent,  profitable,  bloodless  vic- 
tory by  applying  the  Golden  Rule  and  making  it  their 
motto.  Will  union  labor  be  big  enough  to  see  this  op- 
portunity and  utilize  it?  What  an  opportunity  the 
present  sitiiation  offers  some  man  in  the  rank  and  file 
of  organized  labor  to  rise  to  leadership,  not  only  of  or- 
ganized Icibor  merel.v,  but  to  the  highest  and  most  re- 
sponsible leadership  the  people  have  to  offer,  by  in- 
fluencing labor  to  conduct  its  affairs  under  the  Golden 
Rule  philosophy. 

There  is  not  a  situation  on  earth  which  does  not  offer 
a  .splendid  opportunity  for  someone  to  benefit  by  mak- 
ing use  of  the  Golden  Rule. 

The  time  is  not  far  distant  when  it  will  be  business 
suicide  to  try  to  conduct  business  under  any  other  stan- 
dard except  the  Golden  Rule.  This  fact  is  so  obvious 
that  it  seems  to  this  writer  expedient  for  the  wise  on^'s 
to  fall  in  line  now  and  thereby  get  credit  for  some- 
thing which  they  will  later  have  to  do  anyway. 

Adopt  the  Golden  Rule  as  your  business  motto  and 
write  it  on  your  business  stationeiw  and  in  every  ad- 
vertisement you  publish.    It  will  pay  you  handsomely. 


BIG  BUSINESS  BY  MAIL  ORDER  HOUSES. 

Three  (.'hieago  mail  order  houses  did  business  last 
,  ear  of  a  huiulred  and  thirty-four  million  dollars. 
Sears,  Roebuck  &  Go.  did  $61,500,000  worth;  Montgom- 
erv,  Ward  &  Go.  did  $4:{,000,0()0  worth  ;  the  Butler  Bros. 
Go.  did  $:5(),()()(),()00  worth.  The  net  profits  were  be- 
tween .$1H,()()(),()()()  and  $:20,00(),()0().  Formerly  this  busi- 
ness was  distributed  among  a  lot  of  little  country  mer- 
chants who  earned  a  fair  living.  Eighteen  million  dol- 
lars profit  now  goes  to  a  few  extremely  wealthy  people. 


WHY  THE  SALE  WAS  NOT  MADE. 

You  didn't  sell  'em?  Why?  Because  you  were  not 
sold  yourself. 

In  order  to  sell  successfully  you've  got  to  enwrap 
yourself  in  the  article  you  have  to  sell ;  make  yourself 
that  article — talk  it — think  it — work  it — deliver  your 
talii  in  a  manner  that  willl  convince  the  most  skeptical 
person — the  most  unreasonable  person — the  most  criti- 
cal person — every  time  you  have  a  possible  chance  at 
them. 

The  reason  we  do  not  sell  more  than  we  do  is  be- 
cause we  do  not  go  after  every  customer  and  all  cus- 
tomers with  that  courage  of  conviction — that  bona  fide 
enthusiasm  that  never  fiays  out. 

Get  sold  yourself — get  that  punch  and  deliver  it. 
Yotx've  all  got  the  ability — you've  all  got  the  enthus- 
iasm commonly  called  pep — let's  use  100  per  cent,  of  it. 

We  all  know  that  on  some  days  we  are  better  than 
others.  On  off  days  we  are  slipping  and  when  you 
notice  yourself  slipping — stop,  look,  listen,  reason  with 
yourself  as  to  whether  you  can  let  yourself  slip  and 
you  will  realize  that  you  are  sold  more  than  ever  be- 
fore— that  you  could  land  the  hardest  customer  you 
ever  put  over — that  you  are  going  to  make  the  organi- 
zation you  are  working  for  see  that  you  are  built  of 
the  right  kind  of  stuff. 

Then  you'll  not  have  to  ask  yourself  :  You  didn't  sell 
'em?  Why? 


WILL  IS  AT  BOTTOM  OF  EFFICIENCY. 

At  the  bottom  of  mental  efficiency  is  the  will.  You 
can  love  to  do  things,  you  can  know  how  things  are 
done,  but  witliout  the  will  to  begin  and  to  toil,  the  de- 
sire and  the  knowledge  are  wasted. 

Of  all  pitiful  failures,  the  fellow  who  knows  what 
should  be  done,  without  knowing  how  to  do  it,  is  the 
most  dismal.  Between  him  and  achievement  stands 
action.  He  has  never  tried  to  do  the  thing,  and  con- 
sequently cainiot  appraise  the  value  of  his  knowledge. 
He  lacks  the  will  to  get  into  action. 


"How  do  you  know  it  was  a  stork  and  not  an  ange' 
that  brought  your  little  brother?" 

"Well.  I  heard  pa  complaining  about  the  size  of  the 
bill,  and  T  guess  angels  don't  have  bills!" 


No.  324 — (^ednr  Chest — a  new  design  by  The  H.  K.  Km  iiiture  Co.,  Ltd., 
Milvcrtpn,  Ont. 
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Talking  Machines  in  the 
Furniture  Store 


HANDLING  TALKING  MACHINES  anJRECORDS 
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Sales  Posibilities  in  Furniture  Stores,  by   Walter   Engard,   in   Southern  Furniture  Journal 
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THE  furniture  store  is  very  much  like  every  other 
human  institution.  Tf  left  unmolested  it  is  inclin- 
ed to  pursue  the  even  tenor  of  its  way,  selling  a 
line  of  furniture,  an  occasional  floor  covering  and  now 
and  then  a  stove,  and  never  once  look  over  the  fence 
to  see  what  the  neighbors  are  doing.  This,  I  say,  would 
be  the  natural  bend  of  the  average  furniture  store,  and, 
of  course,  this  is  just  its  natural  line  of  progress.  How 
could  we  expect  it  to  do  otherwise? 

For  years  and  years  this  has  been  the  outstanding 
characteristic  of  the  average  furniture  store.  Poss- 
ibly the  average  furniture  dealer  has  been  so  busy  with 
the  manj'  perplexing  problems  of  the  bvisiness  that  he 
hasn't  had  time  to  be  looking  around  to  see  what  his 
fellow-mt  rchaiUs  in  other  lines  of  endeavor  have  been 
doing.  His  chief  concern  has  been  his  nearest  competi- 
tor, and  what  does  he  care  about  the  activity  of  dealers 
in  general. 

But  business  conditions  change  from  year  to  year, 
not  alone  in  the  furniture  business  but  in  business  as 
it  applies  to  all  lines  of  merchandising.  And  right  here 
is  where  what  the  neighbors  are  doing  does  atfeet  the 
furniture  dealer.  The  mere  fact  that  the  furniture 
dealer  has  been  doing  business  along  a  certain  line  dur- 
ing the  past  year  does  not  necessarily  mean  that  those 
same  lines  shall  prove  profitable  to  continue  along 
through  the  coming  new  year.  The  dealer  should  keep 
his  v.-eather  eye  open,  and  note  the 
way  the  wind  is  blowing,  and  take 
account  of  the  changing  condi- 
tions and  be  prepared  to  meet 
them.  He  should  look  across  the 
fence  occasionally,  and  note  what 
the  other  fellow  is  doing;  what 
methods  he  is  employing,  what 
new  idea  he  is  using  to  win  trade 
and  what  plans  he  has  adopted  to 
increase  the  prestige  of  his  store 
and  to  make  money.  Then  con- 
sider these  plans  and  methods  in 
relation  to  his  own  store.  Of  all 
the  crimes  against  the  selling  end 
of  the  game  that  are  possible  to 
register  that  one  of  letting  new 
ideas  and  methods  slip  past  un- 
noticed and  untried,  because  of 
the  attitude  of  "I  never  did  that 
before."  is  without  a  doubt  the 
greatest.  More  money  and  more  a  simple  though  very 
business  are  lost  by  the  average  a  talking  machine 


furniture  dealer  through  lack  of  a  constructive  policy  of 
looking  ahead,  anticipating  developments,  and  reaching 
out  and  laying  hold  of  the  new  developments  and  keep- 
ing pace  with  the  trend  of  the  times  than  the  average 
merchant  woiild  dream  of. 

Rightly  Belongs  to  Furniture  Dealers. 

In  this  connection  the  sale  of  talking  machines  and 
records  open  up  to  the  wide  awake  dealer  a  field  of 
great  sales  possibilities.  Because  the  dealer  has  not 
been  looking  over  the  fence  to  see  what  his  next  door 
neighbor  has  been  doing,  in  manj-  localities  the  drug- 
gist, the  jeweler  and  the  hardware  merchant  has  got- 
ten the  jump  on  the  furniture  dealer  with  the  sale  of 
talking  machines  and  records,  the  line  of  all  lines  that 
surely  rightfully  belongs  to  the  furniture  dealer.  But 
the  druggist,  the  jeweler  and  the  hardware  merchant 
have  been  keeping  their  eyes  upon  the  furniture  dealer, 
and  they  have  discovered  that  there  was  an  ever-in- 
creasing growth  in  the  demand  of  talking  machines; 
and  while  the  furniture  dealer  has  been  asleep  to  the 
wonderful  possibilities  connected  with  this  line,  they 
were  going  after  the  business,  and  in  some  localities 
they  have  practically  cornered  the  sale  of  these  goods. 

Whether  the  furniture  dealer  is  going  to  receive  the 
greater  part  of  the  profits  from  the  sale  of  talking  ma- 
chines and  records  in  the  future,  or  whether  he  is  goiug 
to  continue  to  allow  the  druggist, 
the  jeweler  and  the  hardware 
merchant  to  monopolize  this  trade, 
remains  to  be  seen.  It  is  entirely 
up  to  the  furniture  dealer. 

Very  few  industries  have  made 
so  rapid  a  stride  in  the  past  few 
years  as  the  talking  machine  busi- 
ness. The  talking  machine  is  no 
innovation  by  any  means — it  is  a 
well-established  business  and  Avell 
beyond  the  experimental  stage. 
With  the  improvement  and  perfec- 
tions that  have  been  wrought  in 
this  instrument,  the  furniture* 
dealer  can  sell  it  with  an  assur- 
ance of  reliability  and  this  is  a 
mighty  big  factor  in  the  ruceess- 
ful  merchandising  of  any  line. 

The  talking  machine  has  been 
on  the  market  for  a  number  of 
attractive  setting  for  y^ars  and  a  large  number  of  ma- 
window  display.  chiucs     sold :     bi;t     each  year 
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sees  an  ever-increasing  demand,  and  as  yet  the 
sales  possibilities  have  hardly  been  tonehed. 
That  this  line  offers  to  the  furniture  dealer  a  vponder- 
ful  field  for  cultivation  no'  far-seeing  merchant  will 
deny.  Some  dealers  are  wide  awake  to  this  fact,  while 
others  are  still  asleep.  Those  who  have  awakened  to 
the  great  possibilities  that  are  theirs  are  thoroughly 
demonstrating  that  the  furniture  dealer  is  the  logical 
distributor  of  this  line. 

A  great  number  of  dealers  are  hesitating  on  the 
threshold  of  establishing  a  full-fledged  talking  machine 
department,  thinking  that  in  starting  such  a  depart- 
ment they  are  going  outside  of  their  line.  Some  have 
a  going  department,  but  they  feel  that  perhaps  they 
have  made  a  mistake  and  that  they  can  never  make  a 
full  success  of  this  department  simply  because  they  feel 
that  the  druggist,  the  jeweler  or  the  hardware  dealer 
have  the  inside  track  and  will  continue  to  hold  it. 
However,  in  either  instance,  this  is  a  mistaken  idea, 
and  all  the  furniture  dealer  need  to  do  is  to  stop  and 
look  about  him,  and  observe  the  success  other  dealers 
are  making  of  this  line,  and  he  shall  thoroughly  con- 
vince himself  that  to  retain  such  an  idea  is  foolishness. 

Large  Turnovers 

A  Northern  dealer,  anticipating  the  developments  in 
this  line,  branched  into  this  business  some  few  years 
ago,  and  to-day  it  is  one  of  his  most  attractive  and  pro- 
fitable departments.  His  average  stock  does  not  ex- 
ceed an  investment  of  .$1,200,  from  which  he  makes 
sales  averaging  better  than  $12,000  per  year.  A  turn- 
over of  seven  or  eight  times  with  a  margin  of  profit 
that  would  prove  mighty  attractive  to  most  any  dealer. 

Another  dealer  reports  sales  better  than  $8,000  from 
a  stock  of  less  than  $600,  while  still  another  dealer 


carries  a  stock  of  some  $3,000  with  sales  running  bet 
ter  than  $20,000  annually.    An  Eastern  dealer  reports 
sales  of  over  $20,000  from  a  stock  of  less  than  $2,500, 
Thus  the  dealer  may  see  that  the  turnover  is  large, 
while  profits  run  anywhere  from  33  1-3  to  50  per  cent. 

The  furiiiture  dealer  should  carefully  consider  this 
line  when  laying  out  his  1920  sales  campaign.  The 
stock  necessary  to  handle  this  business  in  the  furniture 
store  may  range  from  the  nominal  investment  of  a 
single  machine  to  more  elaborate  departments  display- 
ing various  makes  and  designs.  In  selecting  his  stock 
the  furniture  dealer  should  select  some  well-known  and 
nationally-advertised  make.  By  so  doing  he  will  find 
that  the  sale  will  be  much  easier,  and  he  can  sell  them 
with  an  assurance  of  reliability:  and  this  is  a  big  factor 
in  making  a  sale. 

The  dealer  will  find  a  separate  department  for  tkis 
line  equipped  with  demonstration  booth  a  great  boon 
to  this  branch.  Each  booth  should  be  furnished  with 
chairs  and  various  articles  of  furniture  that  will  give 
a  home-like  atmosphere.  One  dealer  has  found  his 
booths  not  only  a  great  aid  to  the  selling  of  talking 
machines,  but  also  to  other  lines  of  goods.  This  dealer 
furnishes  his  booths  with  new  pieces  of  furniture  every 
Aveek  or  two,  accompanying  each  piece  with  a  display 
card  calling  attention  to  this  particular  piece  of  furni- 
ture through  a  sales-talk,  and  the  price  usually  accom- 
panies the  card.  This  method  brings  new  pieces  to 
the  attention  of  customers  in  this  department,  and 
often  results  in  an  extra  sale. 

Plans  for  Securing  Prospects. 

A  Northern  dealer  used  a  very  unique  plan  for 
securing  prospects  that  has  resulted  very  profitable  and 
is  worthy  of  the  consideration  of  other  dealers.  Once 


Demand  the  above  label 
on  all  Cushions,  Mattresses 
and  Box  Springs. 


Marshall 


Products 


AUTOMOBILE  CUSHIONS 
CHESTERFIELD  AND  CHAIR  CUSHIONS 
RATTAN  CHAIR  CUSHIONS 
BOAT  CUSHIONS 
FELT  AND  JUTE 

MARSHALL  SANITARY  MATTRESS 
MARSHALL  SANITARY  BOX  SPRING 

Marshall  Ventilated  Mattress 


Chicago,  III. 


Company,  Limited 

TORONTO,  CANADA 
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each  month,  iisiiaily  during  the  first  week  following 
the  receipt  of  his  new  shipment  of  records,  this  dealer 
puts  on  a  concert  during  the  evening.  For  this  occa- 
sion he  mails  out  a  special  invitation  to  a  large  list  of 
prospective  customers  for  talking  machines ;  also  to 
all  owners  of  machines  in  his  community.  All  the  new 
records  are  played,  and  as  a  new  record  is  put  on  the 
machine  one  of  the  salesmen  of  this  department  gives 
a  short  talk  regarding  that  record.  While  the  records 
are  being  played  the  salesmen  are  busy  visiting  with 
the  prospective  customers  to  feel  them  out.  No  high 
pressure  methods  are  used  during  these  concerts — they 
want  the  visitor  to  feel  perfectly  at  ease  and  not  under 
any  obligation  to  buy,  nor  feel  that  if  they  come  to  this 
demonstrerion  they  shall  be  bored  by  the  salesmen. 

For  this  occasion  this  dealer  has  a  list  of  the  records 
printed  on  an  order  slip,  and  as  the  customer  arrives 
he  is  handed  this  order  slip  and  as  they  listen  to  the 
records  being  played  they  may  check  any  of  the  rec- 
ords they  might  wish  delivered.  This  slip  is  then  hand- 
ed to  the  salesmen  upon  leaving  the  store,  and  the 
order  is  filled  the  following  day.  It  is  no  unusual 
thing  for  this  dealer  to  have  100  to  150  people  at  each 
concert,  and  he  will  sell  as  high  as  35  and  40  records 
during  the  evening.  All  during  the  month  people  will 
come  back  and  ask  for  certain  records  that  were  played 
that  evening  without  hearing  them  played  again,  thus 
saving  considerable  time  in  playing  records  over  and 
over  each  time  a  customer  wishes  to  hear  them. 

The  name  of  all  prospects  are  kept,  and  special  ad- 
vertising matter  mailed  them  the  following  day;  and 
then  in  a  few  more  days  a  salesman  will  call  on  them 
and  try  to  close  them  for  a  machine. 

An  Indiana  dealer  maintains  three  trucks  for  his 
talking  machine  department,  and  employs  three  men 
to  make  house-to-house  canvas  of  the  surrounding 
territory.  Machines  are  taken  right  along,  and  the 
sales  closed  right  on  the  spot.  These  men  work  on  a 
commissioij  basis,  and  not  only  .sell  talking  machines, 
although  that  is  their  special  job,  but  they  also  sell 
a  great  many  pieces  of  furniture,  adding  to  the  store's 
sales  and  to  their  own  commissions  as  Avell.  This  mer- 
chant works  the  territory  surrounding  him  for  30  and 


35  miles,  and  as  a  result  his  talking  machine  business 
eiiuals  almost  a  third  of  his  entire  sales.  This  dealer 
holds  that  every  family  who  has  not  already  purchased 
a  talking  machine  will  do  so  some  day,  and  he  is  not 
waiting  for  the  family  to  come  to  his  store  either. 

Continuing  profits  from  the  talking  machine  depart- 
ment are  found  in  the  sales  of  records.  New  records  are 
offered  every  month,  and  this  line  offers  the  dealer 
great  sales  possibilities  if  pushed  persistently  and  con- 
tinually. 

An  Eastern  dealer  gets  out  a  special  list  of  new 
records  each  month,  and  mails  this  list  to  a  large  list 
of  machine  owners,  whether  owners  of  his  particular 
make  or  not.  Along  with  the  list  mailed  to  the  coun- 
try folks  he  encloses  an  order  blank  and  an  addressed 
envelope,  and  urges  them  to  mail  in  their  orders  before 
the  assortment  is  picked  over,  and  as  a  result  he  re- 
ceives a  large  number  of  mail  orders  each  month. 

An  Ohio  dealer,  after  receiving  the  new  records 
each  month,  calls  his  customers  and  offers  to  send 
the  new  records  out  to  their  home  so  that  they  may 
play  them  on  their  machine  and  keep  those  they  might 
wish.  The  records  are  delivered  in  the  evening,  and 
called  for  the  following  morning,  and  taken  to  another 
customer.  This  plan  has  resulted  in  a  large  sale  of  rec- 
ords. 

Another  dealer  fixes  up  an  attractive  display  each 
month  of  the  new  records,  calling  people's  attention  to 
various  popular  records,  and  asking  them  in  to  hear 
them  played. 

To  dispose  of  slow-selling  records  or  old-stock  one 
dealer  makes  a  large  window  display  of  this  stock, 
and  then  offers  a  special  price  Avhen  purchased  in 
((uantities  of  three  or  more.  For  instance,  in  one  dis- 
play he  will  have  a  number  of  records  selling  regularly 
at  75  cents  each,  and  accompanying  the  display  he  will 
have  a  large  show  card  stating  that  "You  may  have 
your  choice  of  these  records  at  3  for  $1.85 — 6  for 
$3.50."  Records  selling  regularly  at  $1  each  will  be 
priced  3  for  .$2.65—6  for  $5.00.  He  has  found  this  a 
very  etfective  method  of  disposing  of  sTow-moving 
stock. 


lllllllll:illllllll,IIMIIIIi:Killlllli!;illl  IIIIIIIIIMIIIIIIIIIIIMIIIIIIIIIIIIIIMIIMIIIIIIIIIIINI  IIIIMllllni;ilMIIIIIIIIIIMIIIIMMIIIMIII|l|IIIIMIIMIMII!IMIIIIIIIIIIIIMIMIIIIIIi:illMIIMIl:!IIMIIIIMIMIIIMIIUIIIMIMIIMIIIIMMIIIOMIMIMIIIIIIII^ 


I 

»  1 


[ 


Two  new  diners,  Nos.  64 
anrl  641/2— ^Solid  black 
walnut,  leather  slip  seat, 
steel  ouiiles.  From  the 
line  of  The  Elmira  Fur- 
niture Co.,  Ltd.,  Elmira, 
Ont. 


If 
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FURNITURE  BUSINESS  BUILT  ON  CHARACTER. 

(  Continued  from  page  J2  ) 
A  bigger  and  better  town  makes  your  farm  more 
valuable,  your  li\ing  more  attractive  and  the  life  and 
education  of  your  children  more  lucrative  and  easy. 
Build  up  the  Home  Market. 
Keep  stores  and  factories  bu>sy  and  provide  work  and 
wages  for  the  men  at  home. 

L.  Morris  &  Son, 
Furniture  Dealers  and  Undertakers. 
Bowmanville  and  Orono. 

The  late  Levi  Morris  established  his  business  40  years 
ago  in  a  small  store  on  the  north  side  of  the  street, 
opposite  where  the  present  large  premises  are  located. 
The  members  of  his  family  were  his  first  clerks.  Last 
year  the  company  was  reorganized  with  F.  F.  Morris 
aiul  his  sister  Miss  Winnifred  as  partners.  Mr.  Morris' 
daughtei'  helps  in  the  office  ;  his  brother  and  two  other 
rderks  help  bo:h  in  store  and  with  funeral  directing. 

About  20  years  ago  Mr.  Morris,  senior,  opened  a  " 
branch  store  at  Orono,  and  piit  in  charge  F.  J.  Peate, 
an  experienced  upholsterer  from  the  Berkey  &  Gay  fac- 
tory, and  an  old  Bowmanville  boy.  Mr.  Peate  took  the 
position  to  manage  the  Orono  store  for  a  year,  but  he 
is  still  there,  and  has  made  good. 

Besides  the  sales  floors  at  the  Bowmanville  store 
there  are  a  splendid  office,  a  repair  room,  casket  dis- 
play room,  and  a  big  basement  storeroom.  It  is  the 
intention  in  the  future  to  build  a  modern  funeral  par- 
lor on  the  next  street.  The  present  eciuipment  besides 
delivery  wagon,  consists  of  two  horse  hearses,  a  sleigh, 
casket  wagon  and  an  ambulance. 


STORE  CELEBRATES  GOLDEN  JUBILEE. 

(  Continued  from  page  J4  ) 
Legault,  in  the  employ  of  Bryson-Graham  since  1897. 
Homemakers  find  in  the  company's  showing  of  carpets, 
linoleums  and  draperies  a  display  that  helps  to  make 
the  problem  less  difficult  than  might  otherwise  be  the 
case,  for  the  big  store's  exhibit  is  a  comprehensive  one, 
'Embracing  the  re(|uirements  of  all.  In  Mr.  Legault 's 
department,  as  in  the  others  of  the  store,  the  policy  is: 
Honest  values,  and  satisfaction  to  all. 

Looking  after  the  receiving  and  shipping  of  the 
company's  furniture  is  A.  D.  Disher.  who  for  sixteen 
years  has  handled  this  department  with  care  and  fore- 
thought. 

In  addition  to  these  men  a  great  co-operator  in  build- 
ing ixp  th(>  store's  business  is  J.  -J.  Pedder,  the  adver- 
tising manager.  While  "Honest  goods  at  honest  prices" 
has  been  a  Bryson-Graham  slogan  since. the  early  days 
of  the  firm's  existence.  Mr.  Pedder  has  added  to  this 


slogan  the  phrase  "Honest  advertising,"  for  the  rules 
laid  down  for  the  conduct  of  the  big  store  emphatically 
stipulate  absolute  honesty  in  the  description  of  all  of- 
ferings. There  must  be  no  exaggeration  or 
play  upon  woixls.  Like  the  policy  of  the 
house,  the  truth  and  nothing  but  the  truth  must  be  told 
in  the  company's  offerings. 

"It's  the  little  things  that  coimt, "  observed  a  philo- 
sopher in  days  long  snice  gone  b}^  and  the  phrase  he 
coined  has  been  handed  down  to  us.  Practical  recogni- 
tion of  this  is  apparent  in  the  service  rendered  by 
Bryson-Graham,  Ltd.,  whose  interpretation  of  the 
adage  is :  Courtesy. 

Among  the  furniture  manufacturers  who  took  ad- 
vertising space  in  the  special  edition  of  the  Ottawa 
Citizen  commemorating  the  "Golden  Jubilee"  of  Brj^- 
son-Graham,  Ltd.,  were :  Phillips  Mfg.  Co.,  Ltd.,  Tor- 
onto ;  Simmons,  Limited,  Montreal ;  Daly  &  Morin,  Ltd., 
Montreal ;  Kindel  Bed  Co.,  Ltd.,  Stratford ;  and  Gend- 
ron  Mfg.  Co.,  Ltd.,  Toronto. 


GERMAN  SULPHITE  FURNITURE. 

A  series  of  circulars  is  being  received  by  Ontario 
furniture  dealers  from  a  German  manufacturer  of  sul- 
phite furniture,  quoting  prices,  offering  catalogues, 
and  publishing  testimonials  of  the  line.  Of  the  line  the 
circular  says : 

"Sulphite  furniture  is  not  a  surrogate  furniture, 
•which  has  been  originated  on  account  of  want  of  ma- 
terial, but  a  novelty  which  has  compiered  a  permanent 
place  in  the  basket-ware  and  furniture  industry,  on 
account  of  its  advantages.  Sulphite  furniture  can  be 
washed.  Sulphite  chairs  are  not  paper  chairs,  which 
have  to  be  protected  from  moisture  and  get  (piickly 
rough  and  unsightly  by  usage  and  wear  easily  through. 
Sulphite  furniture  is  twisted  out  of  a  Swedish  Avood 
fibre  of  unlimited  durability 

"The  greatest  drawback  of  basket-ware  from  willow 
and  other  products  consists  in  that  these  materials  are 
very  brittle,  consequently  break  easily  and  the  twisting 
gets  loose.  Experience  has  shown,  that  through  the 
knocking  against  a  leg  of  a  chaii'  with  the  foot,  or 
against  a  wall  or  table  in  moving  the  chair,  the  twisting 
is  damaged.  Owners  of  willow  furniture  sustain  there- 
by losses  caused  by  these  drawbacks  as  clothing- 
is  often  torn.  With  sulphite-furniture  exists  no  such 
danger,  as  the  material  is  soft  and  elastic  and  has  a 
greater  tensil  strength.  These  advantages  should  be 
sufficient  to  recommend  their  purchasing.  As  the  sul- 
phite matei'ial  can  be  made  in  vu'v  delicate  colors  and 
tones,  this  furniture  is  suitable  for  all  kinds  of  rooms. 
The  best  effects  ai-e  obtainable  in  different  rooms,  halls 
and  verandahs." 


No.  ;)() — Oval  serving  tra.v. 

Two  .Tune  Bride  suggestions  liy  the 


iN'ci.  Jil — S(|i\al'c  M'i  >  in;^  llM.v.  di-i  iiral  I'll  inalMiuanv  lini.sh, 
I'liHlips  Mfg.  Co.,  Toronto. 
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The  Standard  Vault 

THE  MAXWELL 


5^ 


Manufactured  Exclusively  of  Copper  Bearing  Steel 

This  material  is  now  acknowledged  quite  generally  to  be  the  most  rust- 
resistant  steel  or  iron  available  for  the  manufacture  of  steel  vaults. 

Its  Superiority 

authoritatively  proven  by  recent  comparative  tests,  has  been  acknowledged 
by  the  many  manufacturers  who  have  adopted  it. 


We  were  among  the  first. 


Many  others  will  follow. 


We  Are  Pleased  to  Announce 

that  all  our  goods  are  now  constructed  exclusively  of  this  material,  and 
that  recent  reductions  in  the  cost  of  same  will  enable  us  to  do  this  with- 
out any  advance  over  our  regular  list.    Write  your  dealer  for  prices. 

As  we  have  been  using  Copper  Bearing  Steel  for  the  past  five  years  in 
our  TDell-known  and  justly  celebrated  Copper  Alloy  Vault,  djc  are  now 
in  a  position  to  use  it  exclusively. 

We  are  offering  it  in  our  Regular  Aluminum  and  Gold  Finish  at  our 
regular  list  price.  If  desired  in  the  Copper  Bronze  Finish  with  White 
Enamel  Interior,  there  will  be  an  extra  charge  of  three  dollars  for  the 
adult  sizes.    Carried  in  stock  by  all  leading  jobbers.    Write  for  pricet. 

Manufactured  by 

MAXWELL  STEEL  VAULT  COMPANY,  ONEIDA,  N.Y. 


May,  1920  CANADIAN  FURNITURE  WORLD  AND  TfiE  UNDERTAKER  57 


Undertakers'  Department 


Problems  affecting  the  Undertaking  Profession  are  here  discussed  and  readers  are  invited  to  send  letters 
expressing  their  oiews  on  any  of  the  subjects  dealt  With — News  of  the  profession  throughout  Canada. 


GETTING  READY  FOR  1920  CONVENTION 


nillllllllinilllllllllllllllllllinilllllllillllllllilllllllllllllllllllllM^^^   i  i  i  mi  iiiiiiiiiiiini  i  iiiiiniiii  MiMiMiiiiiiiii  I  mil  iimmmmmmiimim  miiiiiiiiii 

Executive  Committee  meet  and  discuss  plans  for  this  year's  meeting — Western  conventions 


THE  first  gun  has  been  fired  for  the  calling-  of  the 
3920  convention  of  the  Canadian  Embalmers'  As- 
sociation. A  meeting  of  the  Executive  Committee 
was  held  at  the  secretary's  office,  665  Spadina  Avenue, 
Toronto,  on  Wednesday  April  17,  at  which  were  pres- 
ent :  President  F.  F.  Morris,  Bowmanville ;  First  Viee- 
Pre.sident  T.  H.  MeKillop,  P.rampton ;  Second  Vice-Pre- 
sident W.  A.  Britton,  Listowel ;  Secretary  F.  W. 
Matthews,  Toronto,  and  James  O'Hagan,  Canadian 
Furniture  World  and  The  Undertaker.  The  only  ab- 
sentees were  Past  President  N.  L.  Brandon,  St.  Marys, 
who  sent  a  letter  of  regret,  and  Treasurer  A.  R.  Col- 
tart,  Chatham. 

The  minutes  of  the  previous  meeting  having  been  ap- 
proved, President  Morris  asked  for  suggestions  in  re- 
gard to  this  year's  convention.  On  motion  it  was  decid- 
ed to  hold  both  a  school  and  a  convention  this  year  in 
Toronto  during  the  National  Exhibition  weeks — the 
last  one  in  August  and  the  first  in  September.  It  was 
also  decided  unanimously  'o  invite  Prof.  Dhonau  of 
Cincinnati  to  be  this  year's  lecturer  and  demonstrator. 
It  was  particularly  requested  of  the  secretary  that  in 
communicating  with  the  professor  that  he  ask  him  to 
deal  with  the  "venous  sj'stem"  of  embalming,  which  at 
present  is  taking  such  a  prominent  place  in  profes- 
sional discussion. 

The  matter  of  entertainment  was  referred  to  a  sub- 
committee comj:)osed  of  Secretarj^  Matthews  and  James 
0"Hagan,  who  are  to  look  after  the  compiling  of  pro- 
gram, etc.  Island  Park  was  favored  by  the  majority 
as  the  place  foi-  holding  the  annual  picnic. 

Various  suggestions  regarding  the  future  welfare  of 
the  association  were  made,  some  of  these  will  be  incor- 
porated in  notices  of  motion  and  introdvioed  at  the 
business  sessions  of  this  year's  convention. 
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Officers  and  class  of  Ontario  College 
of  Enil)alminCT.  Photo  taken  at  Old 
Medicial  School  on  Gerrard  Street, 
Toronto,  September  l."},  1892.  Photo 
courtesy  of  F.  F.  Morris,  Bowtnan- 
ville,  Ont. 
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Some  additional  features  of  a  helpful  nature  to  fu- 
neral directors  were  mentioned,  and  the  members  of 
the  committee  will  try  to  see  that  these  are  added  to 
the  program  should  time  and  space  permit. 

The  meeting  adjourned  enthusiastic  regarding  this 
year's  convention  prospects. 


REVIVING  ASSOCIATION  IN  ALBERTA. 

W.  S.  Yule  ,of  Swift  Current,  Sask.,  has  been  active 
in  the  West  since  his  visit  down  East  last  fall.  Last 
month,  while  attending  the  Rotary  Club  convention  in 
Calgary  he  called  a  meeting  of  the  funeral  directors  of 
that  city  at  which  were  also  present  Messrs.  Stone,  Red 
Deer;  Reid,  Ba ntf ;  and  McCoppin,  Edmonton.  The 
matter  of  an  Alberta  Association  was  discussed,  and  all 
expressed  themselves  in  favor  of  it. 

A.  M.  Shaver,  Calgary,  and  W.  S.  Yule  were  ap- 
pointed a  committee  to  interview  the  Government  De- 
partment of  Public  Health  at  Edmonton  to  see  what 
assistance  would  be  given  the  Association.  The  ans- 
wer was  very  favorable,  the  Department  assuring  the 
committee  that  every  assistance  necessary  would  be 
given. 

So  it  is  possible  another  organization  will  make  its 
appearance  in  the  West  this  summer. 


WESTERN  CONVENTION  DATES. 

The  Saskatchewan  Funeral  Directors  Association 
will  hold  the  1920  Convention  in  Regina  from  June  29  to 
July  2.  Prof.  W.  Worsham,  Chicago,  Avill  be  the  lec- 
turer. 

The  Western  (Manitoba)  Funeral  Directors  Associa- 
tion will  convene  at  Winnipeg  on  June  24  to  28.  Prof. 
Worsham,  Chicago,  will  lecture  there  as  well  as  at 
Regina. 
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J.  P.  West  has  retired  from  his  undertaking  business 
at  Newington,  Ont. 

J.  Wainwright,  of  AVainwright  &  Jackson,  Edmon- 
ton, Alta,  died  on  April  7. 

Armstrong  Brothers  have  succeeded  their  father.  B. 
H.  Armstrong,  as  fuJieral  director  at  Calgary. 

There  were  636  burials  in  Toronto's  largest  cemeter- 
ies during  the  month  of  April.  This  is  an  increase  over 
April  of  last  year. 

McKillop  &  Orr,  Portage  la  Prairie,  Man.,  have  been 
incorporated  as  funeral  directors  and  furniture  deal- 
ers.   Capital,  $50,000. 

Harrison  &  Foster,  funeral  directors,  Calgary,  Alta., 
have  dissolved,  Mr.  Harrison  retiring,  his  place  being 
taken  by  Mr.  Foster's  brother. 

Arthur  Ingram,  761  Queen  Street  East,  Toronto,  met 
with  an  accident  recently  when  his  car  collided  witii 
another  on  the  streets  of  that  city. 

Henry  J.  Beuglet,  of  Tilbury,  Out.,  is  now,  according 
to  one  of  his  commercial  traveler  friends,  numbering 
his  cliildren.  He  is  the  happy  father  of  his  sixth  little 
girl.  Besides  No.  6  he  has  named  his  baby,  born  on 
April  26,  Marie. 

It  is  pleasing  to  note  the  number  of  funeral  directors 
interesting  themselves  in  piiblic  affairs.  At  the  recent 
Rotary  Club  convention  at  Calgary  there  were  present 
Dave  Clark,  Winnipeg;  Mack  McCoppin,  Edmonton; 
Norm.  Bellamy.  Moose  Jaw:  Andy  Graham,  Calgary; 
and  W.  S.  Yule,  Swift  Current. 

W.  E.  Yorke,  of  Toronto,  has  recently  been  engaged 
by  the  Central  Casket  'Co.  to  represent  them  north  and 
ea.';t  of  Toronto.  Mr.  Yorke  is  a  licensed  embalmer.  He 
might  possibly  prove  handy  for  some  of  the  busy  under- 
takers. He  is  also  a  capable  casket  salesman  and  has 
the  support  of  a  reliable  and  progressing  casket  manu- 
facturer. 


NOT  RETIRING  FROM  BUSINESS. 

Mitchell  &  Co.,  of  Ingersoll,  Out.,  write  correcting 
an  item  which  appeared  in  our  last  issue  re  retirement 
of  Mr.  Bonesteel  at  Ingersoll.  "I  notice,"  writes  the 
firm,  "you  state  he  is  selling  out  his  livery  and  under- 
taking business,  which  is  not  the  case.  He  has  sold 
out  his  livery  business,  but  is  retaining  his  undertak- 
ing business  and  is  remodeling  his  premises    for  a 


hearse  factory,  and  Mitchell  &  Co.  are  moving  their 
hearse  factory  into  these  new  premises." 

Mr.  Bonesteel  is  going  into  the  hearse  business  with 
Mitchell  &  Co. 


HABULTON'S  NEW  CEMETERY. 

The  private  bills  committee  of  the  Provincial  Legis- 
lature has  approved  the  city  of  Hamilton  bill,  provid- 
ing for  the  Carroll's  Point  Cemetery  on  the  Toronto- 
Hamilton  highway.  The  highway  commission  must  ap- 
prove of  the  entrance,  however.  Opposition  to  the 
measure  was  offered  on  the  ground  plea  that  the  elec- 
tors should  have  the  deciding  before  a  large  sura,  nearly 
$70,000,  is  spent.  Capt.  J.  E.  Thompson  said  the  site 
was  on  a  dangerous  curve,  and  wanted  the  bill  refer- 
red back. 


NEW  TOMB  FOR  KING  EDWARD. 

A  handsome  tomb,  erected  in  St.  George's  Chapel, 
Windsor  Castle,  will  shortly  receive  the  remains  of 
King  Edward  VII.,  which  will  be  removed  from  the 
Albert  Memorial  Chapel.  The  new  memorial,  which  is 
expected  to  be  unveiled  when  the  Court  arrives  at 
Windsor,  consists  of  a  recumbent  figure  of  the  late  King 
on  a  marble  base,  with  an  image  of  his  favorite  dog, 
Caesar,  lying  at  his  feet. 


AFRAID  OF  PREMATURE  BURIAL. 

Princess  Alexis  Dolgorouki,  widow  of  Prince  Alexis 
Dolgorouki  directed  that:  "After  my  death  a  vein. in 
my  body  shall  be  opened,  and  every  other  possible 
means  taken  in  order  to  ascertain  that  my  life  is  actu- 
ally extinct,  and  that  I  am  not  in  a  trance.'"  She  re- 
([uested  that  her  remains  might  be  buried  in  tho 
churchyard  of  Hitcham,  Bucks,  England. 

To  ensure  that  life  was  extinct  before  burial  ^Irs. 
Clara  Maney,  of  Hove,  England,  gave  directions  in  her 
will  for  tests  to  be  made  on  her  body.  She  directed 
that  a  competent  surgeon  be  employed  and  that  in 
order  to  ascertain  death  had  taken  place,  a  large  darn- 
ing needle  be  put  to  its  full  length  into  a  fleshy  part  of 
her  body,  preferably  the  thigh,  calf,  or  upper  part  of 
the  arm,  and  allowed  to  remain  there  for  at  least  half 
an  hour. 


After  you  are  positive  you  have  made  a  true  incision, 
introduce  your  director  into  the  artery,  lifting  it  to- 
wards you  a  little,  thus  opening  the  incision  to  admit 
of  an  arterial  tube.  In  this  wa.v  you  will  not  push  down 
one  of  the  inner  coats  of  the  artery,  Avhieh  otherwise  is 
occasionally  done  very  easily,  particularly  in  Bright  "s 
disease  cases. 
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Saccara  Concentrated  Embalming  Fluid 

You  want  the  best  results — You  believe  in  the  best — Then  buy  the  Best 
SACCARA''  is  Guaranteed 


No  533— Quarter  Cut  Oak 


Number  five-thirty-three  in  quarter-cut  oak  is  a  splendid  suggestion  you 
might  offer  your  client.  It  has  massive  hand-carved  corners,  is  a  popular 
style  with  many,  and  you  undoubtedly  have  clients  who  will  appreciate  your 
progressiveness  in  extending  such  suggestions.  Have  this  casket  in  your 
showroom  and  you  will  be  pleasantly  surprised  by  the  effect  it  produces. 


Quality — Style — Finish — Guaranteed  " 

Dominion  Manufacturers,  Limited 

Head  Office  and  Showrooms : 
109  Niagara  Street  -  Toronto,  Canada 

BRANCHES 

Vancouver         Calgary         Winnipeg         London         Hamilton  Toronto         Montreal        Three  Rivers  Amherst 
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Spartan  Hardware  Is  Anti-Tarnish 

Spartan    Gold,  Silver,  Copper,  or  Bronze 

What  is  more  appropriate  than  **  Good  Hardware  ?  " 


No.  1388— Steel  Braced 


Casket  Hardware  is  a  very  strong  link  in  Dominion  Service  Products. 

"Good  Hardware"  and  "Good  Interiors"  mean  an  added  prestige  to 
your  business  and  much  satisfaction  to  yourself  and  associates. 

Moral  influence  due  to  past  reputation  is  your  best  advertisement,  and  by 
using  "Dominion  Service  Products"  your  reputation  will  never  be  at  stake. 


"  Our  line  is  complete — Our  organization  is  at  your  service. 


Dominion  Manufacturers,  Limited 


Head  Office  and  Showrooms: 


109  Niagara  Street 


Toronto,  Canada 


BRANCHES 


Vancouver         Calgary         Winnipeg         London        Hamilton         Toronto         Montreal  Three  Rivers  Amher»t 
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1    Treatment  of  Blood  Poisoning 

I  By  HO'VVARD  S.  ECKELS,  Ph.C.  | 

1  Dean  of  Ei'kels'    College  of  Embalming.  = 

I        Written  for  Canadian.  Fiirnittire  World  and  The  Undertaker.  f 
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SEPTICEMIA  is  a  term  used  by  the  physicians  on 
death  eertificate>s  in  a  very  general  way,  though  in 
many  States  the  boards  of  health  require  a  more 
specific  cause  of  death  to  be  named  on  the  death 
certificate.  It  means  blood  poisoning,  and  is  a  condi- 
tion dependent  upon  the  presence  of  pyrogenesis  (the 
formation  of  genesis  of  pus)  which  fast  produces  bac- 
teria. The  most  severe  cases  of  septicemia  generally 
are  due  to  the  "streptococcus  pj'ogenes. "  There  may 
be  any  degree  of  infection,  from  a'  mild'  local  disturb- 
ance to  a  general  infection,  causing  death  within  a  very 
few  days. 

Stephen  Smith,  in  describing  septicemia,  (|uotes  from 
the  work  of  Billroth  information  particularly  interest- 
ing to  the  embalmer.  His  observations  lead  him  to  re- 
port that  when  this  disease  terminates  fatally  the  in- 
flammation is  great,  and  always  is  accompanied  Avith 
early  putrefaction.  It  is  an  infectious  disease,  con- 
veyed fro()uently  by  blood  and  discharges,  as  well  as 
by  direct  contact. 

It  is  not  true,  as  fre(|uently  is  supposed,  that  the  dis- 
ease may  be  contracted  only  by  the  operator  who  may 
have  abrasions  on  his  hand  which  may  have  come  into 
contact  W'ith  some  of  the  secretions  of  the  body.  It 
fre(piently  occurs  that  surgeons  and  embalmers  con- 
tract the  disease  without  having  abrasioixs  of  any  kind, 
but  through  anxiety  and  exercise  in  operating,  becom- 
ing heated.  While  perspiring  the  pores  are  open  and 
susceptible  to  the  entrance  of  the  disease  germs,  pro- 
ducing some  of  the  most  serious  results.  Not  infre- 
quently death  follows  this  kind  of  infection. 

Indeed,  blood  poisoning  is  one  of  the  diseases  of 
which  the  undertaking  jirnfession  have  the  greatest 
cause  for  dre^id.  No  bodies  are  so  apt  to  convey  this 
disease  as  are  those  dead  of  some  form  of  septicemia. 
The  seat  or  the  beginning  of  the  disease  may  be  in  any 
part  of  the  body,  as  the  disease  germs  invade  the  blood. 

It  soon  extends  to  the  entire  body,  so  that  it  is  ex- 
tremely important  that  all  of  this  substance  should  be 
thoroughly  and  propei'ly  disinfected.  Arterial  injec- 
tion of  a  penetrating  fluid  is  tlie  surest  means  of  de- 
stroying the  germs  throughout  the  flesh  tissue.  To  se- 
cure the  best  appearance,  however,  a  capillary  wash 
should  first  be  used  as  outlined  in  "Embalming  b.v  a 
New  Principle  and  a  New^  Method."  The  operator- 
may  in.iect  such  body  with  fluid  and  a  capillary  wash 
with  little  danger  of  self-infection. 

The  axillary  artery  should  be  raised  with  the  aid 
of  the  Genung-Eckels  instruments.  The  embalmer 's 
hands  should  be  covered  with  rubber  gloves,  collodion, 
or  antiseptic  ointment,  and  after  the  artery  is  raised 
and  ready  for  the  injection,  the  hands  should  be  im- 
mersed in  the  disinfectino-  fluid,  so  that  any  of  the  dis- 
ease bacteria  clinging  to  the  operator  mav  be  desti'ov- 
ed.  ' 

The  em))almer  should  l)e  cautious  never  to  bring  his 
hands  into  contact  with  an.v  part  of  his  own  body 
where  the  skin  is  more  tendf>r  thtin  on  the  hand,  as  this 
surface  being  unprotected,  would  admit  of  the  en- 
trnru'c  of  the  disease  germs  through  the  pores  and  into 
the  blood. 

The  l)0(lv  or  corpse  should  be  thoroughlv  washed 
witli  a  disinfecting  solution  of  corrosive  chloride  of 


mercury  (bichloride)  ;  1-500  is  proper  strength.  It  is 
convenient  and  pleasant  for  the  operator  to  handle.  A 
good  ]i(iuid  anticeptic  soap  like  Benzol  is  a  fine  disin- 
fectant and  cleanses  the  body  at  the  same  time. 

The  quantity  of  embalming  fluid  injected  into  the  ar- 
teries should  be  not  less  than  one  gallon  to  100  pounds 
weight  of  body  and  even  considerably  more  than  this 
is  re([uired  in  some  conditions.  The  sanitary  code  re- 
(juires  this  quantity  in  a  number  of  the  States,  for  ship- 
ping in  or  out. 

Wlien  blood  is  aspirated  from  the  body  by  the  trocar 
or  iieedle  process,  an  additional  quantity  of  fluid  should 
be  injected  into  the  cavities  etpial  to  that  amount  of 
liquid  which  has  been  aspirated  therefrom.  These 
bodies  should  be  injected  as  soon  after  death  as  is  con- 
venient, as  putrefaction  foUow's  immediately  after 
rigor  mortis  leaves  the  body.  It  is  important  for  the 
embalmer  in  such  cases  to  secure  a  circulation  before 
the  development  of  any  capillary  gases. 


SOLDIERS'  GRAVESTONES  TO  BE  UNIFORM. 

The  British  war  graves  commission  has  decided  un- 
animously on  absolute  uniformity  of  headstones  for 
the  graves  of  every  man  and  woman  who  was  killed  or 
who  died  in  the  war.  A  plain  design  in  Portland  stone 
has  been  selected,  recording  the  name,  regiment  and 
rank,  s.vmbol  of  religious  faith  and  the  inscription 
which  Kipling  chose:  "Their  name  liveth  for  ever- 
more," with  room  at  the  foot  of  the  stone  for  an  in- 
scription limited  to  66  words,  to  be  personally  chosen 
by  those  nearest  to  the  dead.  This  principle  of  e(|ual- 
ity,  whether  for  field  marshal  or  camp  follower,  has  the 
approval  of  the  Government. 

Kipling  and  Winston  Churchill,  with  other  members 
of  the  commission,  addressed  a  meeting  of  the  arm.y 
committee  in  the  British  House  of  Commons  recentl.v. 
Kipling,  with  intensity  of  feeling,  spoke  in  favor  of 
absolute  etpxality.  He  said  the  main  object  had  been 
to  aim  at  dignity  and  simplicitv  and  a  sense  of  abiding- 
ness.  Mr.  Churchill  said  that  the  whole  spirit  of  the 
army  was  in  favor  of  equality  and  uniformit.v. 


OLD  HEARSES  AS  HOUSES. 

The  housing  shortage,  high  cost  of  building  mater- 
ials, labor  difficulties  and  kindred  troubles  caused  queer 
reports  to  be  received  by  the  building  commissioner 
of  Cincinnati,  Ohio,  recently.  Fire  Department  in- 
spectors reported  that  they  had  discovered  negroes 
utilizing  old  hearses  as  homes.  These  hearses  were 
horse-draAvn  vehicles,  discarded  by  undertaikers  in 
favor  of  automobiles. 


CANICULA 

The  Old  Reliable  Fluid 

Ask  the  other  fellow  what 
it  will  do  for  you. 

CANICULA  CHEMICAL  CO. 

366  Bathurst  Street       -  TORONTO 
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MARITIME  FUNERAL  DIRECTOR  DEAD. 

A  friend  of  many  funeral  directors  in  Ontario  and 
tliroughout  the  Maritime  Provinces,  Phillip  Fitzpat- 
rick,  of  St.  John.  N.B.,  died  at  his  home  in  that  city 
on  April  14,  after  six  months'  illness,  in  his  42nd  year. 
"Phil."',  as  he  was  familiarly  known  to  his  friends,  was 
one  of  the  nicest  characters  it  was  possible  to  meet, 
and  his  taking  off  was  both  a. surprise  and  a  shock  to 
his  acquaintances.  The  illness  of  his  daughter  last  fall 
and  her  going  to  Rochester,  Minn.,  to  undergo  an 
operation  unstrung  Mr.  Fitzpatrick  and  he  was  put  to 


The  late  PHILLIP  FITZPATRICK. 


bed  in  a  state  of  collapse.  He  recovered  somewhat  an 
illness  of  several  months,  and  intended  taking  a  trip  to 
recuperate  his  strength.  A  relapse,  however,  prevent- 
ed this,  and  he  sank  slowly  until  the  end. 

The  funeral  of  Phillip  Fitzpatrick  was  held  on  April 
16  from  his  late  residence,  100  Waterloo  Street,  to  the 
Cathedral  where  Requiem  High  Mass  was  solemnized 
by  the  Rev.  Raymond  McCarthy.  The  Rev.  W.  M.  Duke 
acted  as  deacon  and  Rev.  Simon  Oram  as  sub-deacon. 
His  Lordship  Bishop  LeBlanc  gave  the  tinal  absolution. 
Rev.  H.  L.  Coughlan,  of  St.  Martins  and  Rev.  M.  O'- 
Brien, of  Norton,  were  in  the  sanctuary.  Interment 
was  in  the  new  Catholic  cemetery.  Many  beautiful  flor- 
al and  spiritual  boquets  were  received.  Among  those 
attending  the  funeral  Avere :  Mr.  Maher,  of  Maher  Bros., 
undertakers,  Chatham ;  S.  E.  LeBlanc,  of  the  Moncton 
Undertaking  Co.,  John  B.  Reed,  of  Meridan  Britannia 


Ask  any  prominent  Canadian 
undertaker  about  the  GOOD 
qualities  of 

CANICULA 

They  all  use  it  and  boost  for  it. 

CANICULA  CHEMICAL  CO. 

366  Bathurst  Street        -  TORONTO 


Co.,  Hamilton,  Ont.,  as  well  as  .several  of  the  St.  John 
undertakers. 

Mr.  Fitzpatrick  leaves  a  wife  and  two  children.  His 
brother,  Patrick,  is  a  partner  in  the  business  at  St. 
John. 


NO  AMERICAN  BODIES  TO  CROSS  ATLANTIC 

We  learn  from  authoritative  sources  tliat  the  report 
which  got  into  the  papers  some  little  time  ago,  to  the 
effect  that  all  American  bodies  were  to  be  taken  back 
from  France  to  the  States  is,  unfortunately,  not  exactly 
true.  Negotiations  are  at  present  going  on  between  the 
two  Governments  on  the  general  (piestion  of  what 
bodies  can  be  removed  and  taken  back,  and  what  not. 
So  far  the  French  Government  have  given  permLssion 
only  for  the  taking  away  of  bodies  not  buried  in  the 
army  or  war  zone :  but  will  give  no  permission  for  the 
removal  of  bodies  interred  in  the  war  zone.  There  are. 
of  course,  verj^  few  outside  that  zone — only  those  who 
died  in  hospitals  in  various  parts  of  France,  or  in  the 
camps,  which  include  those  in  Paris  cemeteries.  Only 
a  very  small  number  of  requests  for  the  return  of  any 
of.  these  have  as  yet  been  received,  but  nothing  has 
been  done  so  far,  as  the  authorized  authorities  are  wait- 
ing for  instructions  from  Washington.  They  do  not 
know  wliy  the  French  Government  refuse  the  removal 
of  bodies  buried  in  the  war  zone.  ("We  can  onl.v 
guess,"'  said  our  informant.)  But  it  seems  to  us  it  is 
pretty  obvious,  when  you  call  to  mind  that  there  is  a 
cemetery  of  2, .500  bodies  at  Chateau-Thiery,  besides 
others — the  Chateau-Thiery  district,  be  it  remembered 
being  the, one  in  which  the  American  boys  "went  in'' 
against  the  enemy  Avith  such  terrific  and  successful 
strokes,  thus  honoring  themselves  and  their  country 
for  all  time.  In  general,  a  lot  of  work  is  goinw  on  at 
the  present  inoment — and  all  the  time — in  collecting 
bodies  of  such  as  were  hurriedly  buried  where  they  fell, 
and  collecting  them  in  cemeteries,  keeping  them  as  far 
as  possible  together  (i.e.,  French,  English.  Americans, 
etc.).  A  friend  who  Avas  looking  for  a  srrave  said  .she 
Avas  told  that  a  lot  of  mistakes  had  been  discovered ;  for 
instance.  "Soldat  Anglais  incoiinu, "  AA'hen  disinterred, 
proved  to  be  a  Avoman,  and  so  on. — The  British  Under- 
takers' Journal. 


CORRECTING  THE  EDITOR. 

DoAvn  &  P'lemiuc.  Stratford.  Out..  Avrite  the  editor, 
correcting  a  parasrraph  under  an  illustra+ion.  re  public 
funeral  giA^en  firemen  in  that  citA'  some  time  affo.  They 
state:  "Tn  reference  to  thi^  fireman  AA'ho  Avas  killed,  and 
also  the  public  funeral,  tlio  gentlemen  killed  Avere  the 
chief  of  the  fire  fomnany.  the  chief  of  police  and  one  of 
the  policemen.  GreeuAvood  and  Vivian  had  the  police- 
man's funer:d  and  Ave  had  th;>  tAVo  chiefs'  funerals." 


CONCRETE  COFFINS  IN  ENGLAND. 

The  use  of  concrete  coffins  Avas  sanctioned  recently 
bA-  the  Middlesbrough  Cornorafion  C-^me+eries  Com- 
mittee. Tt  Avas  nointpd  ou^  that  tlicA-  had  eA^ery  annear- 
aiiee  of  the  ordi'^arA-  Ai'ooden  cotfin.  bein.o-  finely  grain- 
efl.  Avith  brj^s'^  adornments,  and  the  usual  mouldings. 
ThPA'  Av°re  yf^in^oreed  Avith  steel  strins.  the  lid  being 
strenatlif'n'^d  Avith  s+'^el  n'^ttina'.  Alderman  W.  J. 
Bruce  stiiH  the  o'llv  draAA^'baek  av^s  the  AA-eiffht.  AA-hich 
AVfit;  iboiit  eio'h^'  s+oiT^.  Councillor  WA'cherleA"  inquir'^d 
'f  the  coffins  Avcre  aivtip.'ht.  The  cemeteries  snni^rin- 
i-endent  said  it  -^vos  imnossible  to  fix  the  lid  perfectly 
i-'o  as  to  render  the  coffin  airtight. 
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PERFECT "  Steel  Vaults 


il^ADE  IN  CANADA) 


"Perfect"  Vault  at  grave  ready  for  arrivaljof  funeral. 


Hood  of  vault,  easily  handled  by  two  men,  is  placed  over  the  casket. 


Ready  for  lowering  device  or  straps. 


Built  to  give 
Service  and 
Satisfaction 

Beautifully  finished  with 
a  specially-prepared 
grey  vault  enamel  to 
protect  the  steel  from 
rust  and  chemical  action 
of  the  earth.  Is  air 
and  water  tight  and 

Costs  Little 
More  Than 
the  Average 

Wooden  Shell 

Mr.  Undertaker:  The 
"Perfect  Vault"  opens 
up  an  entirely  new  and 
profitable  field  and  will 
add  dignity  to  your 
trade. 

Procrastination  will  rob  you 
of  the  extra  profit  you  should 
have.  "Prompt  and  efficient 
Service"  is  our  motto. 

Write  to-day  for  quotations. 

Steel  Burial  Vaults 

Limited 

15  Jarvis  St.  TORONTO 
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WOODSTOCK  FUNERAL  PARLORS  RENOVATED. 

There  is  none  of  the  professions  that  re(|uires  a  great- 
er degree  of  natural  aptitude  than  that  of  the  under- 
taker and  funeral  director.  In  Woodstocii,  Ont.,  this 
ground  is  covered  by  T.  Meadows  &  Son,  who  enjoy 
the  reputation  of  being  the  leading  undertaking  firm 
in  the  "Industrial  City,"  and  have  one  of  the  finest 
and  best-equipped  establishments  of  its  kind  in  this  sec- 
tion. This  was  established  in  1904  at  No.  514  Dundas 
Street  and  recently  renovated.  The  premises  are  fitted 
with  all  the  conveniences  known  to  the  profession,  em- 
bracing finely-appointed  office  aiul  reception  room, 
ehapel  and  modern  eipiipped  morgue,  embalming  room 
and  a  stock  and  shoAv-rooni,  where  a  full  line  of  every 
description  of  burial  cases  and  caskets,  suits  and 
gowns,  and  all  funeral  re(iuisites,  is  carried. 

The  firm  owns  two  funeral  cars,  the  handsomest  in 


Xtnv  .showroom  ot  Meadows  &  Son,  Woodstock,  Ont. 

Uie  (•oiuiciy,  and  a  casket  wagon  of  the  latest  model 
LUey  are  aiso  prepared  lo  lUinLsh  any  desired  number 
oi  carnages  lor  lunerais  on  ine  shorcest  notice.  I'lieir 
oiuce  IS  connected  wxiii  phone,  and  calls  made  ac  any 
Hour  01  me  day  or  lugUc  are  given  the  promptest  acceii- 
uoii.  1  lie  inembeis  oi  the  tirm  are  T.  Meadows  anu  his 
son,  iii.  t.  Meadov\s,  Doch  oi  whom  are  experienced  em- 
Oaimers  and  uiidcj- takers,  and  as  funeral  directors  have 
no  superiors.  Tliey  are  representative  and  substantial 
busniess  men,  are  active  members  of  the  VVoodstock 
lioard  of  Trade  and  wideij-  popular  in  commercial  and 
social  circles  of  the  city. 


DINING  WITH  THE  "CROQUE  MORTS"  OF  PARIS 

"Among  my  strange  experiences  as  a  newspaper 
man  in  Paris,"  says  Julius  Chambers  in  the  Brooklyn 
Eagle,  "was  an  invitation  extended  to  a  dozen  British 


CANICULA 

EMBALMING 

FLUID  STANDARD 

CANICULA  CHEMICAL  CO. 

366  Bathurst  Street       -  TORONTO 


and  American  correspondents  to  attend  the  annual  ban- 
({uet  of  the  "croque  morts"  at  the  Salle  Wagram.  I 
accepted,  after  learning  that  .several  of  the  mo.st  dis- 
tinguished writers  of  Paris  were  to  be  present,  and  a 
thoroughly  interesting  evening,  with  an  excellent  din- 
ner, followed.  It  was  the  night  of  November  1st,  for 
some  reason  the  only  day  of  the  year  in  which  funerals 
do  not  occur  in  Paris. 

"The  undertakers'  men,  or  'crocpie  morts' — from 
'crocpier, '  to  grind  the  teeth,  and  'mort,'  death,  obvi- 
ously having  reference  to  their  contempt  for  death, 
and  very  like  one  of  our  slang  phrases — the  'Die- 
Hards.'  The  solemnity  of  visage  that  I  had  observed 
as  they  stood  beside  the  palls  at  the  entrance  to  apart- 
ment houses  (another  custom  peculiar  to  Paris),  wa.s 
not  in  evidence  that  night.  My  neighbor  on  the  right 
complained  that  they  were  ill-paid  by  the  Pompres 
F\inebres,  the  society  having  exclusive  monopoly  of 
conducting  ^he  Parisian  dead  to  their  final  resting- 
place.  These  frolicsome  'mutes'  certainly  did  know 
how  to  push  round  the  flowing  bowl.  All  sorts  of 
speeches  were  made  by  these  voluble,  raven-clad  diners. 
Much  of  their  French  was  unintelligible  to  me,  owing 
to  the  argot  and  slang  of  their  gruesome  trade  with 
which  it  was  larded.  Mr.  Millage,  of  the  London 
Chronicle,  who  sat  across  the  table,  assured  me  that 
some  of  the  bon-mots  and  double-entendres  were  very 
.clever.    Only  one  'croque  mort'  story  do  I  recall. 

"One  of  them  who  appeared  old  to  me  in  my  youth, 
told  a  grim  episode  of  the  cholera  epidemic.  He  was, 
;it  that  time,  only  a  driver  of  the  cart,  and  started 
with  a  load  of  bodies  for  the  common  trench.  As  he 
drove  along  the  almost  deserted  streets,  with  a  yellow 
flag  at  nearly  every  corner  indicating  presence  of  the 
disease  in  the  immediate  vicinity,  a  man  suddenly  rose 
from  among  the  others  in  the  cart,  rubbed  his  eyes, 
and  springing  out,  started  on  a  brisk  run  in  the  op- 
posite direction.  Stragglers  on  the  street  who  saw  the 
escape  dodged  into  doorways  or  turned  and  fled.  'Ah, 
in'siers,'  cried  the  speaker  in  high  treble,  'that  was  a 
moment  in  which  to  have  one's  presence  of  mind.  I 
shouted:  'Hi,  there!  Stop  that  dead  man!'  He  stopped 
of  his  own  accord,  came  to  me,  and  I  saw  he  was  one 
of  us,  who  had  taken  too  much  absinthe  the  night  be- 
fore, and  had  crawled  into  my  cart  to  sleep  off  his 
'load.'  The  really  dead  at  the  hospital  had  been 
tumbled  in  upon  him!'  This  will  serve  as  a  sample  of 
the  kind  of  humor,  for,  although  anticlimactic,  its  con- 
clusion was  followed  by  much  laughter." 


TTnrl'^rtakprs  renort  that  thev  upvpr  saAv  a  dea+h  cer- 
tificate read,  "killed  bv  kindness." 


There  are  professional  mourners  and  wailina'  women 
who  make  great  demonstrations  of  grief  at  the  house  of 
th°  d"^d  but  few  or  no  women  accompany  the  body  to 
the  cemetery. 

^<iMI|IMIMMIirillMIMIIM|l|IIIIMIMnilllinillMHIIIIMMI>IIIMIIMIMirMIIIMIIIIMIMi;illMIMIHIIMIIIIIMnilllMMIIIIIinillllMMtlMllllllir|l'^ 

1  TO  A.  S.  KITCHENER.  FROM  AN  1 

I  ONTARIO  UNDERTAKER  | 

I  Old  Father  Hubbard  | 

I  Went  to  the  cupboard  1 

I  To  set  his  poor  self  a  drink ;  | 

I  But  when  he  got  there,  | 

I  The  cupboard  was  bare.  ^ 

i  So  he  got  him  a  drink  at  the  sink.  i 

~IIIIIIIMIIII  IIIIIIMIIIIMIIMIIMIIIIIIIIMIIIMIIII  Illlllillllllll  Illlli: 
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PROF.  WORSHAM  ON  SMALL-POX. 

Q. — What  is  smallpox? 

A.  An  acute  infectious  disease  caused  by  a  specific 
morbid  poison. 

Q. — What  are  the  first  symptoms  of  smallpox? 

A. — Backache,  headache,  nausea,  chills  and  fever. 

Q. — How  can  this  disease  be  differentiated  from 
chickenpox? 

A. — When  in  smallpox  the  fever  subsides  when  the 
eruption  begins,  in  ehickenpox  the  fever  begins  with 
the  eruption;  in  smallpox  the  eruption  appears  in  one 
crop,  in  ehickenpox  it  comes  in  successive  stages:  in 
smallpox  the  eruption  first  appears  on  exposed  parts 
of  the  body;  in  ehickenpox  it  first  appears  on  the  coh- 
ered parts  of  the  body;  adults  seldom  have  chicken- 
pox. 

Q. — How  is  smallpox  spread? 

A. — At  any  time  after  eruption  begins,  by  direct  con- 
tact with  the  patient  or  by  contact  with  any  person  or 
thing  which  has  been  near  the  patient. 

Q. — What  must  a  person  who  has  been  exposed  to 
smallpox  do? 

A. — He  must  either  be  isolated  for  sixteen  days,  or 
he  must  be  vaccinated,  take  a  bath,  disinfect  his  per- 
son, hair  and  beard,  and  clothing:  then  he  may  be  al- 
lowed his  liberty,  providing  he  is  kept  under  surveil- 
lance by  the  health  officer  for  sixteen  days. 

Q. — Does  the  contagion  of  smallpox  harbor  in  bed- 
ding, the  mattress,  clothing,  carpets,  and  furniture? 

A. — Yes,  and  these,  when  not  possible  to  be  disinfect- 
ed, should  be  burned. 


EMBALMING  IN  IRELAND. 

Jack  London,  second  son  of  our  old  friend,  R.  R. 
Loudon,  Armagh,  Ireland,  is  like  his  father,  one  of  the 
very  few  embalmers  in  Ireland.  With  his  brother, 
Robert  M..  he  conducted  hi,s  father's  business  while  the 
latter  was  out  in  Canada  last  fall. 

Being  only  17  years  of  age.  Jack  Loudon  is  the 
youngest  embalmer  in  the  United  Kingdom. 

In  a  recent  interview  in  a  contemporary  he  recently 
expressed  his  thoughts  regarding  embalming  in  Ire- 
land. 

"We  Irish  are  a  bit  conservative  in  our  ideas  about 
things,"  he  said,  "and  I  don't  know  when  embalming? 
will  come  to  be  the  right  thing  in  Ireland,  but  I  think  it 
Vi  ill  be  a  long  time.  You  see  most  of  the  people  here 
have  got  the  wrong  idea  into  their  heads.  They  think 
it  is  something  like  what  a  German  would  do,  so  they 
give  it  a  wide  berth — too  wide,  in  fact,  for  our  liking. 
Still,  we  are  gradually  showing  them  the  error  of  their 
ways  by  doing  the  cases  that  we  have  done  in  a  wav 
that  gives  no  room  for  an.y  complaints,  hnt  demon- 
strates clearly  the  wonderful  improvement  made  h\ 
the  appearance  of  an  embalmed  body.  I  don't  know 
how  we  will  persuade  the  country  undertakers  to  be- 
come embalmers,  as  the  average  undertaker  in  our  vil- 
lages is  postmaster,  publican,  grocer,  draoer.  chemist, 
and  the  Lord  know.s  what  besides,  so  there  is  great  dan- 
ger, if  any  of  the  poor  devils  add  embalmer  to  their 
list  of  ac(|uirements,  of  their  soon  needing  embalming 
themselves. 

"I  hope  we  will  soon  have  a  big  association  here.  It 
will  be  the  only  thing  to  buck  up  the  trade  with  us, 
and  show  the  undertakers  that  there  are  other  things 
connected  with  right  undertakings  besides  coffins, 
shrouds,  hearses  and  the  rest. 

"It  would  be  a  great  pleasure  to  us  to  have  every 
undertaker  an  embalmer,  because  it  would  show  the 


people  that  there  must  be  something  in  it.  You  have 
no  idea  how  far  back  we  are.  I  only  wish  you  could 
see  some  of  the  turnouts  here.  You  can  bet  your  shirt 
.you  would  be  able  to  fill  the  old  'U.J.'  for  a  month  with 
good,  interesting  stufiP,  if  a  little  'off'  as  regards  funeral 
etiquette." 


FUNERALS  IN  TURKISH  TERRITORY. 

Bodies  are  buried  here  in  Trebizond,  Asia  Minor, 
writes  the  American  Consul  there  to  The  Sunnyside, 
verj''  soon  after  death,  usually  within  twenty-four  hours 
and  for  Mussulmans,  if  possible,  before  sunset  of  the 
day  of  death. 

Friends,  relatives,  priests  and  officers  of  the  Church 
or  quarter  take  charge  of  the  funerals.  The  religious 
ceremonies  vary  according  to  the  religion  of  the  parties 
and  some  of  them  are  curious  and  interesting.  Bodies 
are  not  preserved  in  any  way  and  embalming  is  not 
practised.  Coffins  are  not  generally  employed  by  Mus- 
sulmans and  are  not  used  by  many  of  the  poor  and 
country  people.  The  priests  and  bishops  of  the  Ar- 
menian Church  are  bnried  without  coffins. 

Coffins  cost  from  one  dollar  to  one  hundred  dollars. 
The  total  cost  of  a  high-class  funeral  is  .$500,  of  a 
medium-class  $100  and  of  the  lowest  class  $4.  Very 
little  funeral  furnishings  are  imported. 

There  are  no  undertakers.  Horses  and  carriages  are 
not  used.  The  bodies  of  Christians  are  carried  through 
the  streets  with  the  dressed  corpse  exposed  to  view. 

The  bodies  of  high-grade  priests  are  carried  in  a 
chair  and  those  of  common  people  on  a  sort  of  litter 
borne  on  the  shoulders  of  the  pallbearers,  who  are  com- 
monly friends  of  the  famil.v.  They  take  turns  in  carry- 
ing the  body  and  vie  with  each  other  in  thus  demon- 
strating their  sympathy  and  respect. 


Using 

CaranaC  Embalming  Fluid 
Adds  to  Your  Prestige 

"Those  who  use  CaranaC 
Fluid  do  not  believe  there 
is  a  Better. ' ' 

In  these  days  when  so  much  depends 
on  the  high  quahty  of  the  fluid  used, 
it  will  be  to  the  interest  of  those  who 
have  not  used  CaranaC  to  accept 
no  other  the  next  time  they  order. 

Your  orders  will  receive  prompt  attention. 

CaranaC  Laboratory 

"The  AH- Canadian  House" 

Peterborough     -    Ontario  Canada 
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I     After  the  Blinds  are  Drawn  | 

3llllllliniIHinlJinilllllMIMIIIMJMMIMMIMIMMIIIMIIIIIIMIIIIMIIMMIMIIIIMMMIIMIIMMIIMIIIIIIIIIMIIIIMIIIIIIIi:il^ 

Here  is  a  charaeteristie  story  of  Mr.  Roosevelt, 
which  we  find  in  an  exchange:  "Young  Roosevelt,  at  a 
flying  school  in  France,  talked  about  his  father's  fann- 
ing experience.  'My  fatlier, '  he  said,  'was  a  gentleman 
farmer  many  j'ears.  Now  he'd  have  a  ranch.  Now  he'd 
have  a  plantation.  The  experience  was  costly. 
'Father,'  I  said  to  him  one  day  in  my  childhood, 
'what  is  a  gentleman  farmer?'  'Quentin,'  said  m.y 
father,  '  a  gentleman  farmer  is  a  chap  who  never  raises 
anything  except  his  hat.' 

mm* 

Former  Mayor  Mitchel  of  New  York  was  talking  at  a 
dinner  about  officeseekers. 

"A  good  man  had  just  died,"  he  said,  "and  with 
unseemly  haste  an  office-seeker  came  after  his  job. 

"Yes,  sir,  though  the  dead  man  hadn't  been  buried, 
yet  this  office-seeker  came  to  me  and  said,  breathlessly : 

"  'Mr.  Mayor,  do  you  see  any  objection  to  my  being 
put  in  poor  Tom  Smith's  place?' 

"Why,  no,'  said  I.  "Why,  no,  T  see  no  objection,  if 
the  undertaker  doesn't? 

Have  3^ou  ever  seen  a  banana  skin  around  the  cor- 
ner? 

No,  but  I  have  seen  a  cow  slip  under  the  fence. 
^    ^  ^fi 

A  married  man,  having  got  separated  from  his  wife 
in  a  crowded  department  store,  approached  a  floor- 
walker and  said : 

"Excuse  me,  but  I've  lost  my  wife — " 

"Coffins,"  said  the  floorwalker,  "ninth  floor  back. 
Gents'  mourning,  eleventh  floor  front;  take  the  eleva- 
tor on  your  right." 

*    *  * 

The  newspaper  humorist  went  courting.  He  stayed 
very  late,  so  late  that  the  old  man  called  down  to  his 
daughter,  "  Phvllis,  hasn't  the  morning  paper  come 
yet?" 

"No,  sir,"  answered  the  funny  man,  "  I  am  holding 
the  form  for  an  important  decision."  : 

And  the  old  man  went  back  to  bed  wondering  of  they 
would  keep  'house  or  live  with  him. 


He  was  a  "character"  who  had  given  the  parish 
much  trouble  one  way  and  another.  The  rector,  meet- 
ing him  quiet  and  thoughtful  in  the  street  one  morn- 
ing, said,  "I  was  very  glad  to  see  you  at  the  prayer- 
meeting  last  night,  John." 

Replied  John:  "Oh,  that's  where  I  was,  then." 

*  *  * 

"There  are  two  sides  to  every  question."  remarked 
the  ready-made  philosopher. 

"There's  two  sides  to  a  hickory  nut,"  rejoined  Far- 
mer Corntossel :  "an  outside  and  an  inside,  but  only 
one  of  'em  is  worth  payin'  any  attention  to." 

*  *  * 

Together  they  were  looking  over  the  paper.  "Oh 
my,  how  funn.y, "  she  said. 
'"What  is  it?"  he  asked. 

"Why,  here's  an  advertisement  that  says  '  Xo  rea- 
sonable offers  refused.'  " 

"What's  so  odd  about  that?" 

"Nothing,  nothing."  she  re])lied,  trying  lO  blush, 
"only  those  are  exactly  my  sentiments." 
And  they  were  maiTied  a  month  after. 

*  *  « 

A  company  promoter  who  advertised  for  an  office 
boy  received  a  hundred  replies.  Out  of  the  hundred 
he  selected  ten,  who  were  asked  to  call  at  the  office 
for  a  personal  interview.  His  final  choice  fell  upon  a 
bright-looking  youth. 

"My  boy,"  said  the  promoter,  "I  like  your  appear- 
ance and  your  manner  very  much,  T  think  you  may  do 
for  the  place.   Did  you  bring  a  character?" 

"No,  sir,"  replied  the  boy;  "I  can  go  home  and  get 
it." 

"Ver}'^  well;  come  back  to-morrow  morning  with  it. 
and  if  it  is  satisfactory  I  daresay  T  shall  engage  you." 

Late  that  same  afternoon  the  financier  Avas  surprised 
by  the  return  of  the  candidate. 

"Well,"  he  said  cheerily,  "have  you  got  your  char- 
acter?" 

"No,"  answered  the  boy;  "but  I've  got  yours — an' 
I  ain't  coming!" 

*  *  * 

"Quite  a  good  epigram  that,"  said  the  tramp,  who 
had  been  convicted  for  vagrancy.  "What  did  he  say?" 
asked  the  tramp's  pal.  "Seven  days."  "How  d'you 
make  that  out  an  epigram?"  "Why,"  said  the  tramp, 
"I  once  asked  a  parson  what  an  epigram  was,  and  he 
said  'It's  a  short  sentence  that  sounds  light,  but  gives 
you  plenty  to  think  about.' 

(X*  ^ 

1*  -t*  T" 

Grocer — I  never  like  the  undertaker  to  ask  me  how's 
my  health. 
'Butcher— Why  not? 

Grocer — It  sounds  too  ranch  like  shop  talk. 

*  *  * 

"The  doctor  says  I'm  eating  too  much  sweet  stuff. 
Says  sugar  makes  .von  lazy.    Think  it  does?" 
"Loaf  sugar  might." 

>!=     *  * 

Card  from  a  local  station  agent  to  a  studious  citizen: 
"Sir. — Please  send,  without  delay,  for  the  case  of 

books  directed  to  yon,  which  is  lying  at  this  station  and 

is  leaking  badly." 


CANICULA 

EMBALMING  FLUID 

Made  in  Canada  by  an  experienced 
chemist  from  the  highest  grade  of 
chemicals.  Canicula  does  the  work 
and  saves  you  the  exchange. 

CANICULA  CHEMICAL  CO. 

366  Bathurst  Street       -  TORONTO 
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ONTARIO 

Eobcaygeon — 
Byng,  G.  C. 

Bowmanville,  Ont. — 

Morris  &  Son,  L.  'Phone  10. 

Brantford — 

Thorpe  Bros. 
Funeral  Directors. 
Successors  to  H.  S.  Peirce. 

Both  phones,  200. 

Dungannon  — 

Sproul,  William 

Elmira — 

Dreisinger,  Chris. 

Hamilton — 

Blachford  &  Sons. 
57  King  Street  West 

Dodsworth,  A.  H. 
59  King  St.  W. 
Robinson,  J-  H.  &  Co., 
19-21  John  St.  N. 


Ingersoll — 

Mclntyres. 
F.  W.  Keeler,  proprietor 

Kingston — 

Corbett,  S.  S- 

Reid,  Jas-,  254  Princess  St. 

London — 

Ferguson's  Sons,  John 
174  to  180  King  St. 

North  Bay — 
F.  J.  Martyn. 

Orillia — 

D.  Clark.  Tel.  159. 

Mundell,  J.  A.     Phone  126- 
150  Mississag>a  St 

Oshawa — 

Luke  Burial  Co. 

Schomberg — 

F.  Skinner. 

St.  Catharines — 

Grobb  Bros. 

144-146  St.  Paul  St- 


St.  Thomas — 

William,  P.  R-,  &  Sons,  519 
Talbot  St. 

Stratford — 

Greenwood  &  Vivian,  Ltd. 
88-92  Ontario  St. 
White  &  Co.,  80  Ontario  St. 
Downs  &  Fleming. 

Toronto — 

Cobbledick,  N.  B. 

1508  Danforth  Ave.,  and 

2068  Queen  St.  E. 
Auto    equipment    for  all 

branches  of  service. 
Phone  Beach  73. 

J.  A-  Humphrey  &.  Son, 
463  Church  St. 

W.  N.  Knechtel. 

1202  Yonge  St. 
Motor  equipment  for  all 

branches  of  service. 
Motor  ambulance. 
Phone  North  4400. 

Washington,  Fleury  Burial 
Co.,  685  Queen  St.  E- 

Washington  &  Johnston, 
707  Queen  St.  E. 
Corner  of  Broadview. 

Wallaceburg — 

Cousins,  Burlington  &  Saint 

Welland— 

J.  J.  Patterson  &  Sons. 
Sutherland,  G.  W. 


Woodstock — 

Mack,  Paul. 

Whitby— 

Nicholson  &  Seldon. 

QUEBEC 
Montreal — 

Tees  &  Co.,  912  St.  Catherine 
St.  West. 

NEW  BRUNSWICK 

Moncton — 

Tuttle  Bros.,  164  Lutz  St. 

MANITOBA 

Brandon — 

Campbell   &  Campbell. 

Dauphin — 

Farrell,  A.  F. 

Winnipeg — 

Clark-Leatherdale  Co.,  Ltd 
232  Kennedy  St- 

Thompson  Co.,  J.,  501  Main 

SASKATCHEWAN 
Moose  Jaw — 

Broadfoot  Bros. 

ALBERTA 

Banff— 

Tas.  A.  Reid 
346  Otter  Street. 
P.O.  Box  53.      Phone  99. 


MY  REPUTA  TION  is  under  the  Cork  of  Every  Bottle  of 

RE-CONCENTRATED  DIOXIN  ^Z^^i'^^^""'^ 


THE  FIRST  THOUGHT 

Is  that  I  stake  the  reputation  which  I  have 
heen  struggling  to  obtain  during  the  past 
twenty-six  years  on  the  perfection  and  sat- 
isfaction-giving qualities  of  my  latest  pro- 
duct. RE-Concentrated  Dioxin,  the  Per- 
oxide of  Hydrogen  Fluid. 


THE  SECOND  THOUGHT 

Is  that  I,  being  one  of  the  inventors  and 
the  patentee  of  the  Eckels-Genung  Axillary 
Method,  used  by  more  than  12,000  em 
balmers  in  the  United  States  and  Canada, 
would  not  do  this  did  I  not  know  it  to  be 
the  best  and  most  modern  fluid  made. 


THE  THIRD  THOUGHT 

Is  that  I  would  not  dare  to  offer  to  Pay 
Freight  Both  Ways  and  to  make  no  charge 
for  fluid  used  in  tests  if  I  was  not  sure 
that  Dioxin  would  give  satisfaction  far 
beyond  that  possible  with  any  other  fluid 
known  to  science. 


These  are  Broad  Statements,  but  they  are  borne  out  by  the  experience  of  thousands  of  high-class  embalmers  who  have 
compared  the  Cosmetic  Effects  and  Preserving  Properties  of  DIOXIN—  the  Peroxide  Fluid — with  those  of  other  fluids. 


One  sixteen-ounce  bottle  BE-Concentrated  Dioxin  will  make 
a  gallon  of  Peroxide  of  Hydrogen  Embalming  Fluid  of  standard 
strength  for  arterial  embalming,  or  it  will  make  one-half  gallon 
of  extra  strength  Formaldehyde  Fluid  for  bad  cases  or  for  cavity 
work 

The  quantity  of  water  you  add  determines  whether  it  shall 
be  a  Formaldehyde  Fluid  or  whether  Peroxide  of  Hydrogen  shal' 
predominate. 

BE-Concentrated  Dioxin,  therefore,  aside  from  being  the  only 
"pint-to-the-gallon"  fluid  ever  manufactured  and  the  most  econo- 
mical fluid  ever  placed  on  the  market  by  a  responsible  chemist,  is 
really  two  fluids  in  one. 

DOUBLE  DISINFECTING  BASE. 

This  is  because  BE-Concentrated  Dioxin  has  a  double  disin- 
fecting base.  One  of  these  bases  of  Formochloral,  a  purified  form 
of  Formaldehyde  in  which  the  Formaldehyde  is  robbed  of  its 
gratest  disadvantages  while  retaining  all  of  its  virtues.  The 
other  base  is  a  substance  which  combines  with  the  water  you  add 
In  the  right  proportion  which  makes  it  a  Peroxide  of  Hydrogen 
Fluid. 

Peroxide  of  Hydrogen  is  composed  of  two  parts  of  Hydrogen 
and  two  parts  of  Oxygen.  Its  chemical  symbol  is  H2  02.  Water 
is  two  parts  of  Hydrogen  and  one  part  of  Oxygen.  Its  symbol  is 
H20.    The  chemicals  in  BE-Concentrated  Dioxin  combine  with  the 


water  you  add  and  supply  to  the  water  the  extra  atom  of  Oxygen 
needed  to  transform  it  all  into  the  kind  of  Peroxide  of  Hydrogen 
which  m?kes  the  Best  Embalming  Fluid  ever  discovered. 

RE-Concentrated  Dioxin,  containing  as  it  does  and  in  an  ex- 
tremely concentrated  form  enough  disinfecting  and  preserving  chem- 
icals to  make  one  fallen  of  fluid,  is  the  strongest  and  most  power- 
ful fluid  in  the  world  to-day,  yet  it  combines  with  its  Titanic 
Ftrength  the  marvellous  softness  and  delicacy  which  it  is  so  de- 
sirable to  use  on  delicate  complexions  or  those  in  which  the  very 
highest  degree  of  cosmetic  effect  is  desired.  It  is  two  fluids  in  one 
bottle.  This  leaves  you  in  a  position  to  make  the  choice  at  the 
moment  of  embalming. 

There  are  times  when  you  want  a  strong  fluid.  In  RE-Con- 
centrated Dioxin  you  have  it. 

There  are  times  when  you  desire  a  soft,  mild  and  delicate  fluid. 
In  BE-Concentrated  Dioxin  you  have  it. 

By  its  use  a  large  proportion  of  blood  can  be  withdrawn  and 
especially  in  dropsy  and  jaundice  cases  its  effects  are  magical. 
Dioxin  is  good  in  all  cases,  but  it  is  marvellous  on  the  very  class  of 
bodies  where  other  fluids  are  weakest. 

SEND  FOB  A  TBIAL  SHIPMENT. 

Order  a  shipment  of  BE-Concentrated  Dioxin- 
use  it  on  your  next  important  case. 


-TO-DAT — and 


H.  S.  ECKELS  &  COMPANY,  221  Fern  Avenue,  Toronto,  Ontario,  Canada 
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Index  to  Advertisers 


A 

Authes  Furniture  Co   24 

.Vssociated   Advertising    22 

B 

Baetz  Bros.  Furniture  Co   24 

Baetz  Bros.   Specialty  Co   24 

Brandt,    F.    C   14 

C 

Canadian  Featlier  and  Mattress  Co.  .  18 

Canadian   Fabrikoid   Limited    19 

Canieula  Co..  Ltd   61-6  3-64-6648 

Carter  E.  T   47 

Chesley    Furn.    Co   21 

Caranac    Laboratory    65 

Chamxiion   Chemical   Co   i.b.c. 

D 

Dominion  Manufacturers    59-60 

E 

Eckles,  H.  S.  &  Co   67 

Ejryptian  Chemical   Co   68 

Ehnirii  Furniture  Co   24 

F 

P'arquharson  Oifford  Co   6 


O 

Gem  Crib  &  Cradle  Go.  of  Canada.  14 

Gendron  Mfg.  Co  i.f.c 

Gold  Medal  Furniture  Co  

H 

Hourd  &  Co   12 

H.  E.  Furniture  Co.   50 

1 

Imperial  Rattan   Co   6 

Irish,   G.  L   16 

K 

Kindel  Bed  Co   a 

Knetehel  Furniture  Co   17 

L 

Lloyd   Mfg.  Co   20 


M 

Marshall  A'^entilated  Mattress  Co..  Ltd.  53 

Matthews  Bros   1? 

Maxwell  Steel  Vault  Co.,  Ltd   56 

McLagan  Furniture  Co  Ltd  4-.^ 
Meaford  Mfg.  Co   15 


North  American  Furniture  Co.  . 
North  American  Bent  Chair  Co. 


49 

50 


0 

Owen   Sound   Chair  Co   49 

P 

Philips  Mfg.  Co  i.f.c. 

S 

Shafer  &  Co.,  D.  L   12 

Simmons  Limited    ...  oM.e. 

S  nyder  Desk  Co   10 

Snyder  Bros.   Uph.   Co   11 

Standard  Bedding  Co   13 

Steele  &  Co..  .Jas   47 

Stratford   Chair  Co   7 

Stratford  Mfg.  Co   8 

Sturgis  Steel  &  Go-Cart  Co   23 

W 

Walter  &  Co.,  B   12 

Waeller,  Bolduc  Co   9 
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The  Original 
Patented 
Concentrated 
Fluid 


Patented  Formula 
Strongest  and  Best 


Essential  Oil  Base,  com- 
bined with  Alcohol,  Glycer- 
ine, Oxidized  Formaldehyde 
and  Boron-Dioxide. 

Aik  others  for  their  Fonnala 


Special  Canadian  Agents 

National  Casket  Co. 

Toronto,  Ont. 
GLOBE  CASKET  CO. 
London,  Ont. 
SEMMENS  &  EVEL  CASKET  CO. 
Hamilton,  Ont. 
GIRARD  &  GODIN 
Three  Rivers,  Que. 
JAS.  S.  ELLIOTT  &  SON 
Prescott,  Ont. 
CHRISTIE  BROS. 
Amherst,  N.S. 


Larger  Bottles  tilled  op  with  water  = 


I  Egyptian  Chemical  Co.  Boston,  u.s.a  i 
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For  Sale 
Wanted 


II  Miniii  iiiiiiiiiiiiiiiiMiiiiiiiiiiiiiiiiiiiiiiiiiiiMiiMriniiiiriiiit 

TERMS  OF  INSERTION  | 

50    cents  per   inssition   up   to  = 

twenty-five  words,  tscli  additional  = 

word  two  cents.  If  Bex  is  required  = 

5  cents  extra  to  cov.^ I  postage, etc.  = 

Cash  must  accompo  r  >  each  order  = 

— no  accounts  book  d .  = 
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WANTED — An  Undertaking  Business  in  a  good  Ontario  town; 
no  ojiposition;  must  be  reasonable.  State  terms.  Box  59 
Caiiadian  Furniture  World  and  The  Undertaker,  51  Welling- 
ton Street  West,  Toronto. 

LICENSED  EMBALMER,  married,  2  years  .experience,  desires 

iiosition  at  once;  has  jirevious  experience  with  furniture,  also 
hamlle  motor  ears.  Repl.y  Box  58,  Canadian  Turniture  World 
and  The  Undertaker.  A 
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i  CANICUU  ™°  1 


I  That  velvety-flow  fluid  that  is  different;  | 

I  does  not  burn  or  shrivel  the  arteries,  | 

I  allowing  the  operator  to  inject  as  often  | 

1  as  he  likes  and  obtain  that  desired  eflect.  | 

I  CANICULA  CHEMICAL  COMPANY  | 

1  366  Bathurst  Street      -       TORONTO,  CANADA  | 
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tifCHAMPION 

FLUID  OF  CANADA 

For  it  s  lOOy^  Pure  Cl)eroicdil^^^ 


CHATtlPlOn  IS  unequaled  as  a  preseruatiue,  euen  m  the 
most  extreme  cases  and  produces  that  hfe-like  ap" 
pearance  that  means  prestiqe  for  the  Undertaker 

Champion  protects  qour  reputation  and  saues  needless  \Don\\ 


100%  PURE  CHEMICALS 

PERFECT  COSMETIC  EFFECT 
COMBINED  WITH  UNSURPASSED 

PRESERVATIVE,  ANTISEPTIC 
AND  DEODORIZING  QUALITIES. 

DIRECTIONS 

The  contents  of  tfiis  bottle  will  make 
two  quarts  full  slrengtfi  fluid,  strong 
enougti  tor  extreme  cases. 

For  the  first  arterial  injection  make  two 
quarts  of  fluid  witfi  six  to  cigtit  ounces. 
Follow  with  a  stronger  solution  as  the 
case  requires. 

for  cauity  work  use  full  strength 


THE  CHAMPION 
CHEMICALCO 

SPRINGFIELD.  OHIO. 


IDrite  for  our  illustrated  catalog  and 
learn  of  the  many  other  articles 
manufactured  for  the  Undertaker 


Cfhe  Champion  Chemical  Co 

Dr.  G.  W.  Ferguson,  Canadian  Manager, 

38  LEUTY  AVE..  KEW  BEACH  -  -  TORONTO 


41  Years  \r\  5usir\ess- MearNS- Satisfied  Embalmers 
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PILLOWS 

In  vftJ^SJe 


~ SOMETHING  BE.TTE.R 

Simmons  Feather  Pillows  open  up  a  new  field  to  the  Dealer  who  caters  to  the 
most  exacting  customers. 

Simmons  Pillows  were  especially  designed  to  meet  the  requirements  of  that  exact- 
.  ing  customer — that  customer  who  is  hard  to  satisfy,  and  who  always  demands 
"  something  just  a  little  better." 

The  Feathers  used  in  the  making  of  Simmons  Pillows  are  the  best.  They  are 
thoroughly  cleansed  and  sterilized  by  us.  The  ticking  is  of  the  highest- 
grade— and  F£v4  P/?  OOF. 

Ord  er  a  bale  of  Simmons  Feather  Pillows  to-day,  and  in  the  event  of  a  customer 
desiring  "  something  just  a  little  better,"  it  would  be  as  well  to  have  a  supply 
of  Simmons  Pure  Down  Pillows  on  hand. 

^  ^  Simmons  Limited 

,^  MONTREAL 

'  ^^'•^^lo,  Winnipeg,  Cal ^ ary -  Va^cO 
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THE  GENDRON  MFG.  COMPANY 


LIMITED 


Makers  of 


Baby  Sleighs, 
Rail  Sleighs, 

and  Sleds 


Our  line  is  quite  large.       Catalogue  to  the  trade. 


THE  GENDRON  MFG.  CO.,  LIMITED,  TORONTO 


A  Moulding  Well' Chosen 

Means  a  Picture  Well- Framed 

Keep  your  stock  well  assorted  and  frame  the  pictures  entrusted  to 
you  with  Phillips'  Mouldings. 

We  have  designs  and  finishes  suitable  for  all  styles  of  framing. 

Do  not  overlook  our  big  line  of  artistically  Framed  Pictures 
now  being  displayed  by  our  travelhng  men,  and  order  early. 


No.  6025 — Powdered  Gold  Embossed.    Made  in  i{  inch,  1  inch,  1 '/i  inch,  and  2  inch. 

PHILLIPS  MANUFACTURING  COMPANY,  LIMITED 

258-326  Carlaw  Avenue  "  Toronto,  Ontario 
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STRArrroiiD  orii  furihture 


KROEHLER 

Bed  Chesterfields 


The  exquisite  beauty  and  superlative  quality  that 
distinguishes  Kroehler  creations  is  the  result  of 
special  care  in  the  selection  of  high-grade  ma- 
terials and  good  quality  art  tapestry,  creating  an 
atmosphere  of  refinement. 

Superior  in  craftsmanship  and  finish,  they  are 
built  in  period  designs  that  are  correct  interpreta- 
tions of  the  masters. 

Kroehler  Bed  Chesterfields,  with  chairs  to  match, 
combine  the  elegance  of  costly  custom  designing 
with  the  highest  degree  of  comfort  and  everyday 
utility.  These  features  assure  consistent  wear, 
long  service,  and  complete  customer  satisfaction. 

We  recommend  that  you  place  your  order  now, 
so  as  to  ensure  early  delivery. 


THE  KINDEL  BED  COMPANY,  LIMITED 

Stratford  -  Ontario 
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5080 A— Buffet 


FUWWITURKI 


McLagan 


Made  in  Walnut  this  delightful 
suite,  after  the  period  of  Queen 
Anne,  is  worthy  of  a  prominent 
place  in  your  showing  of  good 
furniture. 

The  fastidious  taste  of  your  most 
exacting  customers  is  easily  grati- 


The  McLAGA 


Stratford 


5084— China  Cabinet 


2682A— Diner 
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Furniture 


fled  when  furniture  of  this  quahty 
is  displayed. 

The  care  given  to  construction 
and  the  materials  that  enter  into 
all  McLagan  productions  is  par- 
ticularly noteworthy  in  this  pleas- 
ing design. 


FURNITURE  CO. 

Ontario 


LIMITED 
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2682  Diner 


5088— Side  Table 


5087— Extension  Table 
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rURNlTURC 


THE  IMPERIAL  LINE 


\\mmmm 


Quality,  comfort  and  style  are 
collectively  featured  in  the 
Imperial  Line  of  Reed  and 
Rattan  Furniture.  Uphol- 
stered with  high  grade  art 
tapestry  of  neat  design,  they 
have  abundant  atmosphere 
and  are  refined  artistically. 


IMPERIAL  RATTAN  COMPANY,  LIMITED 

STRATFORD  ONTARIO 


No.  821 


rHERE  is  about  Farquhar- 
son-Gifford  Furniture  that 
atmosphere  of  good  taste 
which  harmony  of  color  and  ex- 
quisite upholstering  always  give. 

Elegance  of  finish  and  exclusive- 
ness  of  design  endow  our  creations 
with  a  standard  of  merit  which 
best  meets  the  requirements  of  your 
customers. 

The  Farquharson-Gifford 

Company 
STRATFORD  -  ONTARIO 


June,  1920 
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1691-5— Arm  Diner 
Leather  Slip  Seat 


679  Buffet 


Dining  Room 
Furniture 


Stratford  Chair  dining-room  furniture 
appeals  to  the  purse  of  the  working 
man.  Write  for  particulars  of  this 
suite.    It  is  a  ready  seller. 


374 — Extension  Table 


Quartered  Oak 

Fumed, 
Golden,  or 
Old  English 
Finish 


1651-l^Diner 
Leather  Slip  Seat 


422     China  Cabinet 


THE  STRATFORD  CHAIR  COMPANY 

STRATFORD  ONTARIO 
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Verandah  and  Lawn  Furniture 


Our  line  comprises  many  designs  in  outdoor  furniture  suitable  for 
summer  cottages,  verandahs  and  lawns.  Every  piece  is  built 
along  sturdy  lines  and  will  give  good  substantial  service.  Prices 
are  attractive. 

Lawn  Swings  Folding  Chairs  Camp  Stools  and  Cots  Folding  Tables 
Children's  Furniture         Adjustable  Lawn  Chairs         Folding  Extension]|Gates 


No.  67 


No.  15 


No.  22 


No.  0 


Ontario 


The  Stratford  Manufacturing  Co.,  Ltd.,  Stratford,  Ont. 


ADVERTISING  THAT  PAYS 


WANT 
ADS 

BRING 
RESULTS 


2  cents  per  word 
per  insertion 


THE 
CANADIAN 
FURNITURE 
WORLD 


JF  you  have  something-  for  sale  try  a  want 
ad.  in  our  ad.  column,  and  you  will  be  sur- 
prised at  the  results. 


OUR 
CIRCULATION 
COVERS 
THE  FIELD 


2  cents  per  word 
per  insertion 


The  Commercial  Press,  Ltd,  51  Wellington  W.,  Toronto 


line.  1920 
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Art  in 
Furniture 


Grace  and  solidity  are  exquisitely 
combined  in  this  Chesterfield  Suite. 
Stateliness,  aristocracy  of  color  and 
form,  style  distinguished  by  line  and 
contour — comfort  with  good  taste. 


In  brief,  it  is  the  idea  of  the 
Woeller,  Bolduc  Company 
to  provide  for  those  who 
have  learned  of  the  true 
economy  that  lies  in  quality. 


Woeller,  Bolduc  &  Co. 

Waterloo       -  Ontario 
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DISTINCTION 


Art  Bed  Room  Furniture  re- 
flects individuality  of  design, 
and  emphasizes  quality  and 
refinement.  Careful  attention 
is  given  to  all  details  of  its 
manufacture  with  the  pleasing 
result  that  our  product  has 
received  most  favorable  com- 
ment from  the  prominent 
retailers  throughout  Canada. 

Ask' for  quotations 

Art  Furniture  Co.,  Limited 

Kitchener      -:-  Ontario 


grrnrmTTnTrnrrm 


Dining  Room  Furniture 


The 

BEAVER 
LINE 


In  designing  and  building  the  Beaver  Line 
of  Dining-Room  Furniture  great  care  has 
been  given  to  all  the  little  details  that  are 
a  large  factor  in  making  furniture  of  quality. 

The  result  is  a  high-grade  product  of 
pleasing  design  and  finish  that  has  proven 
itself  on  the  floors  of  the  best  stores  in 
Canada. 


The  Beaver  Furniture  Co.,  Limited 

KITCHENER      .  ONTARIO 


3920 
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No.  4 13- A  Chair 


In  design,  material,  workmanship,  finish, 
Krug  Furniture  maintains  a  consistent 
leadership.  Those  who  have  built  upon 
the  prestige  of  this  line  have  found  it  to 
be  greatly  to  their  advantage. 

IIIIIIIIIIIIIIIMII!IMIIIIIIIIill:illlMIIIIMIIIMIIIIIMIIIMIIIIII!IHIIMIIIIMIMIMIIIIMIMIIIIIIIMIMIIIIMMIIIIMIIIIIIIMMIMIIIIMIMIIIIMIMII 


The      Krug  Furniture  Company,  Limited 

KITCHENER        -  ONTARIO 
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THE 

HEART 

OF  YOUR  EXTENSION 
TABLE  IS  THE 

SLIDE 

YOUR  TABLE  IS 
CONDEMNED  IF  THE  SLIDE 
DOES  NOT  WORK 
PROPERLY 

WABASH  SLIDES 

INSURE 
SATISFIED  CUSTOMERS 


THE 

#ABASH 
TABLE  SLIDE  ^ 


WABASH  SLIDES  I 


HELP  SELL  TABLES. 
ELIMINATE  SLIDE  TROUBLES 


WE  ARE 

SLIDE  SPECIALISTS 

Having  manufactured  SLIDES 
exclucively — for  30  year* 

Many  Canadian  Table-makeit  use 

WABASH  SLIDES- 
Because 
We  furnish  Better  SLIDES  at 
Lower  Cost. 

Made  by 

B.  WALTER  &  COMPANY 

Factory  St.      WABASH,  IND. 

Canadian  Repretentative  : 
A.  B.Caya,  28  King  St.  E.,  Kitchener, 
Ont.,  successor  to  Frank  A.  Smith 


-illMlllllillMIIIIMIMIIMIIIIIIIIIIIIIMIIIMIMIIIIICIIIIIIMIIMIIIIIIIIIIIIIIIIIMIIIIIIII  III  MIIIIIIIIIIIIIIIIIMIIIIIIIIMIIIIIIIIIIIIIIIIIIIIIMIIIIIIIIIIIMIMIMIIIIIIIIMMIIIIIIIIIIIIIMIIIIIIIIIIIIIIIIMIIIIIMIIIIIIIIIIH 


OUR  TRAVELLERS  WILL  BE  OUT  AS  USUAL  WITH 

OUR  FALL  SHOW  OF 

Artistic  Framed  Pictures 

Do  not  fail  to  see  their  samples  as  they  are  the  best  produced  and  we  will  not  fail  to  make 
DELIVERIES  FOR  THE  HOLIDA  Y  TRADE 

MATTHEWS   BROS.,  limited 

THE  BIG  CANADIAN  MOULDING  HOUSE 
1906  DUNDAS  STREET  WEST  TORONTO,  CANADA 


H.MiiiiMiiiiiiiiiiiiiiiiiiiiiiiiiiiiii[iiiiiiiii[i|[iiiiiii!nii[iiiiiiiMMiiiiiii:iniiiii[iiiii[iiiiiiiiiiin  iiiiiiiii 


:iiiii'iiiitii:iiHi!riitiniin:(:i!i:i-iiiii*iiiiiMliiiliiiMMMlil<::: 


SHAFER 

CEDAR 

CHESTS 


~iiriiniiMitiiiiiiiMiiiiiiiiiiiiiininiiiiiiiiiiiiiiiiiniiiiiiMiiiiiiiiii>:: 


Built  of  genuine  Red  Cedar.    The  designs  are  at  once  i 
authentic,  and  unusually  catchy  and  attractive.  Materials 
and  workmanship  throughout  are  of  the  best.  They 
have  the  assurance  of  quality. 

Illustrated  catalogue  on  request  | 

D.  L.  Shafer  &  Co. 

St.  Thomas,  Ontario  | 

[iiiiiMii:iiiiiiii!ii!:;iniiiiiiiiiiii>iiiiiiiiiiiiiiiMiiiiiiiiiMiiiiiiitiiiiiuiiiii;:iiiiii:tiiiiiiiiiiiiMti'iMiiiiiiiiiiiiii~ 


IIIIIIIIMIIilliiiiiiiiiiiiiiiiiiiiiiiiiiiiiMi: 
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Grand  Rapids 

June  18  to  July^  24 
Furniture  Capital  of  America 

GRAND  RAPIDS  MARKET  ASSOCIATION 
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CHESTERFIELDS 
and  ARM  CHAIRS 


Write  us  to- day  for 
Photos  and  Trices 


Built  to  give  service  and  satisfaction.  Neatly  designed  coverings  of  good 
quality,  frames  made  of  first-class  stock  and  substantially  built.  We  absolutely 
guarantee  our  Chesterfields  and  Chairs  to  contain  nothing  but  high-grade 
hair  and  xxxx  moss. 

THE  ENGEL  UPHOLSTERING  CO.,  LTD. 

WATERLOO.  ONT. 
A.  H.  Gilheim,  Sales  Manager,  2 1 8  Close  Ave,,  Toronto 


iiiiiiiiriiiiiiiiiiiiiiiiriiiiiiiiiiiii 


Honestly-made 
Furniture 
that  will 
bring  you 
Repeat  Orders. 


MIIIIIIIIIIIIIIIIIII.HIIIIIIIIIIIIIIII 


Our  201  Kidney  Front 


THE   ONLY    COMPREHENSIVE    AND    PRACTICAL    WORK    AT  A    REASONABLE  PRICE 

THE  PRACTICAL  BOOK  OF 

Period  Furniture 


HAROLD  DONALDSON  EBERLEIN 
and 

ABBOT  McCLURE 

With  230  illustrations  that  illustrate 
RIGHT  FURNITURE 

This  book  will  be  welcomed  by  all 
dealers  in  Right  Furniture,  (.An- 
tique  or  Reproduced) ,  and  those 
who  wish  to  buy  it,  and  by  all 
makers  o{  Correct  Reproductions. 


Here  is  the  book  you  need 
to  give  you  complete,  concise 
furniture  information. 

Whether  you  are  a 

Salesman  Mannfactnrer 
Dealer  Designer 
or  Connoitsenr 

you  should  buy  this  handsome 
and  practical  volume. 


In  the  Furniture  business,  the  fact  is  becoming  more  and  more  important  every  day,  that  the  demand  for  **  Period  "furniture  is  becoming  the  rule 
rather  than  the  exception,  and  the  customer  naturally  looks  to  the  man  in  the  store  to  give  them  what  information  on  the  subject  they  may  lack 
themselves.  We  wonder  how  many  of  the  dealers,  in  smaller  cities  and  towns,  or  their  clerks  could  go  into  one  of  the  large  city  showrooms  where 
a  Irne  of  "  Period  furniture  is  displayed,  and  correctly  pick  out  the  various  pieces  belonging  to  the  different  periods  and  explain  to  a  customer 
just  what  constituted  the  different  characteristics  of  each.  You  cannot  help  but  see  what  advantage  it  would  be  to  you  to  know  all  about  furniture, 
and  here  at  last  is  a  book,  praclicaily  an  encyclopedia,  at  a  reasonable  price,  which  tells  you  all  you  need  to  know  about  period  furniture. 

SENT  POSTPAID  TO  YOUR  ADDRESS,  $6.10 


CANADIAN  FURNITURE  WORLD,  51  Wellington  St.,  West,  Toronto 
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Necessities  for  the  Baby 


Wheel  Bassinettes 
Cribs  and  Cradles 
Baby  Walkers 
Play  Yards 
Porch  Gates 
Reed  Doll  Carriages 


THESE  LINES  ARE  LEADERS  IN  ANY  FURNL 
TURE  STORE,  AND  CREA  TE  SALES  UPON  SIGHT 


Place  your  orders 
to-day  for  this  line 
of  quick-selling  mer- 
chandise. 


Quick  Delivery 


Prices  Right 


THE  GEM  CRIB  &  CRADLE  CO.,  OF  CANADA 


8  Queen  Street  North 


Kitchener,  Ontario 
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G.  L.  IRISH 

Manufacturer  and 
Importer  of 

STATUARY 
PICTURES 
FRAMED  PICTURES 
SERVING  TRAYS 
MOULDINGS 

NOVELTIES 
FLOOR  LAMPS 
TABLE  LAMPS 

and 

SILK  SHADES 


$  1  00  will  purchase  a  handsome 
assortment  of  high-grade  statuary. 
Our  prices  on  Floor  Lamps  and 
Silk  Shades  are  particularly  attrac- 
tive.   Write  to-day  for  quotations. 

G.  L.  IRISH 

499  Queen  Street  W.  Toronto,  Canada 


June,  1920 
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Adam  Bed  Room  Suite — No.  454 


The  Adam  Bed  Room  Suite 


The  good  qualities  that  distinguish  this  Adam 
Bed  Room  Suite  are  accentuated  by  long 
service,  typifying  faithful  insistence  upon  the 
little  details  of  workmanship  which  makes 
for  lasting  quality. 

Every  buyer  finds  in  Knechtel  Furniture  the 
essential  features  they  most  desire  —  refine- 
ment, beauty,  economy,  and  strength. 

Besides  the  suite  illustrated  we  have  many 
designs  in  periods  of  Queen  Anne,  Louis 
XVI,  Hepplewhite,  and  Colonial. 


THE  KNECHTEL  FURNITURE  CO. 


LIMITED 


HANOVER 


ONTARIO 
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38th  Midsummer  Season 
July  Market  Opens  Monday ,  June  28th 

Nothing  is  being  left  undone  to  have  the  furniture  exhibits  in  "131 9"  ready 
for  you  on  Opening  Day. 

Finer  and  more  complete  exhibits  than  ever  before. 

Over  150  manufacturers  will  be  ready  to  show  new  designs — to  give 
you  valuable  information  as  to  when  shipments  can  be  made — to  inform  you  of 
conditions  in  their  respective  lines,  etc.,  etc. 

The  Manufacturers  Exhibition  Buildings,  at  1319  Michigan  Ave.,  are  the 
very  centre,  the  Hub  of  the  furniture  market. 

"131 9,"  known  as  "Headquarters"  since  the  beginning  of  the  Furniture 
Markets, 

Welcomes  You  ! 

"13 19"- Chicago 

The  Big  Building 

Manufacturers'  Exhibition  Buildings  Co.,  1319  Michigan  Ave.,  Chicago 


El 


=inilMMIMIJlninillMIMMIIIMIIIIIIIMIMIMIIIIIIIIIIIIIIIIIIIIIIIMIIIIIIIIIIIMIMIIIIIIIIIIIIIIMIIIIIIIIIIIIIIMIi;illlinilllMIIIIIIIIMIII^ 
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BABY  SLEEPS 

MOTHER  READS   DADDY  SMOKES 

LLOYD  TURNTABLE 

REVERSIBLE  GEAR 

PERMITS 


LLOYD 

Carriag 


Loom 

Woven  *  *^  i^arriages 

TO  BE  USED  AS  A  CRADLE 


THAT'S  COMFORT 

THE  LLOYD 

MENOMINEE,  MICHIGAN 
ORILLIA,  CANADA 

Montreal  :  222  Craig  St.  West 


THE  LLOYD  TURNTABLE  REVERSIBLE 
GEAR  AND  4  POINT  SUSPENSION 
NEVER  WOBBLES  RATTLES  OR  BREAKS 
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GOLD  MEDAL  LINE 


Economy  and  Luxury  combined  is  found  in  our 

Bell  Patent  Big  Bed  Divanette 


Note  the  J  shape 
of  Mattress 
when  bed 
is  closed  up 


NOTE  the  sanitary,  ventilating 
feature  of  the  Big  Mattress. 

NOTE  the  size  of  the  Bed  4' 6". 

NOTE  the  space  available  for 
storing  bedding  and  pillows.  Con- 
struction w^orks  so  easily  that  the 
frailest  woman  can  operate  it. 


SIDE  VIEW  OF  BED 
CLOSED  ^= 


See  our  catalogue 
for  designs  and 
chairs   to  match. 


Manufactured  by 

The  Gold  Medal  Furniture  Mfg.  Co.,  Limited 

TORONTO        MONTREAL         WINNIPEG  UXBRIDGE 


June,  1920 
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GOLD  MEDAL  LINE 


ibition  nnouncement 

During  the  month  of  July  we 
will  exhibit  a  full  assortment  of 

Gold  Medal  Quality 
Upholstered  Furniture 

Chesterfields,  Chairs,  Davenports, 
and  the  famous  "Bell  patent" 

Big  Bed  Divanette 

Hercules  Springs,  Box  Springs, 
and  Gold  Medal  Mattresses 

Gold  Medal  Phonographs 

At  the  factory  Van  Home  and  Bartlett  Ave.,  TORONTO. 
Every  dealer  is  cordially  invited  to  visit  us  and  inspect  our 
products. 

Take  the  Dovercourt  Car  line  to  Van  Horne  St.,  within  two 
blocks  of  our  factory,  or  phone  us  to  meet  you  at  your  hotel 
with  motor. 

WE  HAVE  NEW  GOODS  TO  SHOW  YOU 

The  Gold  Medal  Furniture  Mfg.  Co.,  Limited 

TORONTO         MONTREAL         WINNIPEG  UXBRIDGE 
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No.  5020A 


Bedroom 


This  Bedroom  Furniture  illus- 
trated is  a  splendid  example  of 
the  fine  workmanship  that  for 
years  has  distinguished  Meaford 
furniture.  Each  of  our  produc- 
tions is  an  expression  of  beauty, 
durabihty,  and  quality.  ^  How 
well  the  Meaford  creations  con- 
form to  the  vision  of  the  master 
craftsmen  of  the  Meaford  shops 
and  the  ideals  of  the  public  is 
amply  testified  by  the  wide  ac- 
ceptance given  to  the  Meaford 
Line  in  homes  both  modest  and 


The  Meaford  Manufact 

MEAFORD 


N'O.  501:,) 


No.  5020 


No.  5020 


June.  1920 
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Furniture 


pretentious.  ^  The  name,*  The 
Meaf  ord  Line,"  is  the  mark  of 
quality,  an  everlasting  guarantee 
of  excellence,  the  seal  of  integ- 
rity that  guards  you  and  your 
customers  confidence  with  a 
genuine  agreement  to  give  satis- 
faction in  every  way.  ^  The 
generous  recognition  bestowed 
on  Meaford  furniture  has  served 
to  increase  our  efforts  to  make 
our  products  more  and  more 
worthy  of  the  name  they  enjoy 
among  furniture  buyers. 


iring  Company,  Limited 


ONTARIO 


N'O.  5020 


No.  5020 


No.  502(1 
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Upholstered  Creations 

Distinguished  in  style  and  in  their  finish, 
Morlock  Upholstered  Productions  are  faith- 
ful replicas  of  the  most  exquisite  creations 
of  the  masters. 

MORLOCK  BROS.,  Limited 

HANOVER  ONTARIO 


No.  602 

Builders  of 

CHESTERFIELDS 
ARM  CHAIRS 
PARLOR  SUITES 
and  COUCHES  or 
QUALITY. 


I^IMIIIMMIIMIIIMIIIIIMIMIIIIIIIIIIIIIIIIIMMIIIIIIIIMIIIIMIIIIIMIIIIMIIMIMIIIIMIIIIIIIIIIIIIIMIMINIMIIIIIIIIIIi: 


t 

I 

IMIIMIIIIIIIMIMIIIJIIIIIIIIIIMIIIIIMIMIIMIMIMIMIIIIIIIIMIIMMIIMIIMIMIIIIIIIIIIIIMIMMMIIIIIIIIMIIIIIMIIIMMIIIIIIIIIIMIMIIMriJirnillltlMMII^ 

Kapok  Mattresses  | 


In  utility  and  convenience,  comfort 
and  economy,  they  represent  a  value 
unsurpassed  by  any  other  kind  of 
mattress.  A  value  so  positive  you 
can  see  it  instantly.  Kapok  Mat- 
tresses are  a  live  line  to  handle,  they 
move  quickly,  and  show  the  right 
kind  of  profit.  The  memory  of 
quality  lasts  long  after  the  price 
is  forgotten.  The  satisfaction  they 
give  adds  prestige  to  your  store.  A 
trial  order  will  convince  you.  Order 
now. 

The  Canadian  Feather  6c  Mattress  Co. 

LIMITED 

TORONTO  OTTAWA 


nlMIIMIIIinilMnillinilllMMiniJIIIIinnillllUIMIUIIIIINJIHIJJIUIiniMlinilMMMnillllMIIIMIIIIMIMIIMIjlllMIIIIUIMIIIIIIIIIIIIIIIIIIIMMIIMIIIIIIIIIII^ 
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ALL  DEALERS  WHO  WISH  TO  KNOW  ALL  THEY  CAN  ABOUT  PERIOD 
FURNITURE,  ORIENTAL  RUGS  AND  AMERICAN  ARTS  AND  CRAFTS 
SHOULD  SECURE  THESE  SPLENDID  VOLUMES. 


The  Practical  Book  of  PERIOD  FURNITURE 

By  HAROLD  DONALDSON  EBERLEIN  «nd  ABBOT  McCLURE. 

With  250  illustrations.  A  special  feature  is  an  illustrative  chronological 
key  for  the  identification  of  Period  Furniture.  Octavo,  handsome  decor- 
ated cloth,  in  a  box,  $6.75.     Postage  paid. 

The  Practical  Book  of  ORIENTAL  RUGS 

By  G.  GRIFFIN  LEWIS. 

New  Edition,  Revised  and  Enlarged.  With  20  illustrations  in  full  color. 
93  illustrations  in  doubletone.  70  designs  in  line.  Folding  chart  of  rug 
characteristics  and  a  map  of  the  Orient.  Octavo,  handsomely  bound, 
in  a  box,  $6.75.     Postage  paid. 

The  Practical  Book  of 

EARLY  AMERICAN  ARTS  AND  CRAFTS 

By  HAROLD  DONALDSON  EBERLEIN  and  ABBOT  McCLURE. 

American  glass,  Mexican  majolica  and  glass,  American  ironwork,  copper, 
brass,  lead  and  tin,  needlework,  silverplate  and  goldsmithing,  pewter, 
pottery,  decorative  painting  on  household  gear,  portraiture  and  allegori- 
cal painting,  coverlets  and  carpets,  illumination,  handblock  printing, 
carving  and  lace.  232  illustrations.  Octavo,  handsome  cloth,  in  a  box. 
$6.75.     Postage  paid. 

CANADIAN  FURNITURE  WORLD 
and  THE  UNDERTAKER 

51  Wellington  West,  TORONTO,  Ont. 
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Progressive  business  demands  at  times  radical  changes. 

We  have  decided  to  meet  changing  conditions  with  an  entirely  nevs'  line  of  high-grade 
upholstered  furniture  in  all  the  leading  periods  of  design  and  with  a  selection  of  the  most 
attractive  upholstering  fabrics  that  is  procurable  at  the  present  time. 

These  new  lines  will  be  shown  at  our  permanent  showrooms,  located  at  our  Waterloo  plant 
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INCREASING  the  SUMMER  FURNITURE  SALES 
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Swelling  sales  to  newlyweds— How  some  dealers  induce  more  buying— Billboards  as  publicity 
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ONE  of  the  br-st  means  to  increase  and  swell  fur- 
nitnie  sales  at  this  season  of  the  year  is  through 
the  developments  of  suggestions  to  newlyweds. 
You  know  the  June  bride  of  the  passing  month — you 
perhaps,  have  had  some  of  their  recent  wedding  gift 
.sales.  Now  is  the  time  to  solicit  home  business  from 
thcin,  when  they  are  ready  to  purchase  Avhat  is  re- 
(|uired  for  the  various  rooms  in 
their  house. 

Summer  furniture  business  is  at 
times  slow,  but  through  suggestion 
sales  may  be  induced  which  will 
make  the  warm  weather  as  profit- 
able as  any  season  of  the  year. 

Richardson ',s,  of  North  Bay,  Out., 
and  The  Calgary  Furniture  Store, 
of  Calgary,  Alta.,  are  two  Cana- 
dian firms  that  are  strong  on  this 
feature.  The  former  issued  last 
yeai'  a  16-page  catalogue  appealing 
to  the  new  home  builders,  and  sug- 
gesting many  furniture  articles  for 
every  room  in  the  house. 

The  Calgary  Furniture  Store 
issued  a  little  booklet  for  the  espe- 
cial attention  of  newlyweds,  adver- 
tising their  "Calfursto"  model 
home  outfits,  and  showing  the 
barest  necessities  for  kitchen,  din- 
ing-room, bedroom  and  living-room. 
They  conduct  a  "model  home  de- 
partment" for  the  particular  pur- 
|)0se  of  appealing  to  young  couples 
taking  up  housekeeping. 

Billboards  Sv^rell  Newly  wed  Sales 

Some  furniture  dealers  across  the 
line  are  enthusiastic  billboard  ad- 
vertisers because  they  have  found 
through  actual  experience  that  billboards  are  a 
".ble  link  in  the  publicity  chain. 

The  dealer  who  desires  to  covei-  his  territory 
I lidioughly,  say  these  dealei's,  cannot  get  away  from 
the  fact  that  all  people  do  not  I'cad  the  newspapers, 
let  alone  the  advertisements.  It  is  true  that  all  the 
people  in  the  community  do  not  see  tlu"  billboards 
either,  but  the  majoi-ity  of  tlie  buying  iiublic  either 


Furniture'and 
furnishings 

It  i.i  as  natural  lor  you 
to  go  to  Holinan -s  for  Fur- 
Ditnre  and  Finuisliin<;s  as 
It  to  go  Iiome  to  your 
meals 

Holuian's  buy  Furniture 
ID  train  loads,  aod  natur- 
ally secure  the  finest  a\  ail- 
able  prices.  Every  'ou- 
cesaiou  i-'^  taken  advantage 
of  from  thr  advantagt.-s  ol" 
licavy  buy'Dg  to  tlio  udiled 
attractions  of  spot  cash. 
If  anj'ouc  benefits  by  these 
advantages  it  s  you — if  you 
are  a  Holioab  customer 

A  glance  tbrougli  Hol- 
uiao's  catalog  should  con- 
vince you  pant  the  sliadow 
of  a  doubt  that  it  will  pay 
you  to  do  your  buying 
DOW  and  here 

livery  indication  pointi 
to  increased  prices.  Tliia 
la  a  hint  if  you  are  jn  the 
market  for  Furniture 


How 


a  rriiHc  Kdwjiid  Island  firm 
li'ests  sales  tii  new  Ikiiiic  nwners 


valu- 


spfs  the  billboiirds  (ir  reads  the  papei-s  or  both,  if  the 
advertising  is  carried  out  persistently  and  with  suffi- 
cient distribution. 

On  Selling-  Summer  Furniture 

Then  there  are  the  outdoor  and  general  summer 
fui'iiitnre  lines,  and  the  dealer  who  neglects  to  feature 
summer  and  out-door  furniture — and  feature  it  early 
in  tlie  season — will  miss  an  oppor- 
tunit\-.  Tliat  very  many  of  the  fur- 
niture dealei's  are  giving  more  and 
more  attention  to  this  feature  of 
their  trade  is  evidenced  every  year. 
It  should  not,  however,  suffice  for 
the  dealer  in  furniture  to  argue 
that  there  is  no  demand  in  his 
community  for  summer  goods 
Cwliich  are  being  sold  by  other 
dealers),  and  therefore  refuse  to 
stock  them.  It  is  up  to  the  dealer 
to  create  demand  and  that  is  what 
scores  and  scores  of  dealers  have 
doiio  and  are  doing. 

The  sale  of  summer  and  outdoor 
fui'uiture  is  the  substantial  basis 
of  many  an  enterpi-isiiig  dealer's 
spring  trade.  Before  the  manufac- 
turers began  to  make  their  contri- 
bution to  the  result  which  has  been 
achieved,  complaints  were  general 
that  "we  do  mighty  little  business 
in  the  s])ring — have  to  depeiul  on 
the  last  half  of  the  year  for  from 
60  to  65  per  cent,  of  a!!  the  business 
Ave  do  within  the  year." 

Selling-  Porch  Furnishing-s 

Tiu'  sales  of  furiushings  for  the 
porcli  this  .season  will  dei)en(!  upon 
tlie  f(Miiulation  the  dealer  hivs 
down.  Sales  of  i)oi-cli  curtains  de])cn(l  to  a  large 
extent  upon  jus:  how  strongly  tliis  merchandise  is 
shown  and  pusiied.  There  are  racks  jirovided  .low 
upon  wliich  i)()rch  cui'tains  can  be  attractively  ex- 
liibiteil  and  '.vliere  shoppci's  can  see  them  as  they  pass 
ii'stead  of  having  a  sti'ay  ])oi-ch  cui'tain  br(mght  from 
its  iiidiug  place  by  a  salesman  wiio  knows  little  ab'snt 
it.    WiMi  1he  porch  curtain  in  place  tli'M'e  is  a  setting 
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for  Ihe  sale  of  other  g'oods.  Take  any  s:nm!ner  fur- 
niture line,  for  instance.  The  manufacturers  furnish 
a  set  of  three  pieces  for  the  porch  that  can  be  sold  at 
a  very  decent  profit,  and  will  put  any  porch  up  sever- 
al degrees  in  class.  Then  there  are  the  hammocks, 
council  hammocks,  pillows  and  other  goods  for  the  porch 
that  are  brought  into  appropriate  prominence.  If 
possible  a  porch  all  fitted  with  every  necessary  auxil- 
iary, should  be  part  of  the  interior  display. 

There  is  nothing  quite  so  homelike  about  a  house 
in  the  country  as  a  well  furnished  porch.    ''Well  fur- 


Dpvi'te  sdiiic  lime  and  make  smiie  pluii  fur  speeding  up  sales 
through    good  displays. 

nished"  does  not  necessarily  mean  expensive  fitments. 
It  does  mean  a  pleasing  color  scheme  and  a  harmony 
with  the  house.  A  shady  porch  is  especially  charming 
when  notes  of  red  are  introduced  into  the  furniture, 
as,  for  instance,  large  red  rugs  upon  the  floor,  unless 
that  floor  should  happen  to  be  all  red  Italian  tile.  A 
bright,  sunny  porch,  on  the  contrary,  is  more  pleasing 
when  furnished  with  green,  or  light  tan  3olor,  while 
broAvn,  except  in  the  soft  or  light  shades,  is  to  be 
avoided,  as  it  gives  a  dingy  effect  in  damp  or  cloudy 
weather.  Sometimes  blue  and  brown  or  blue  in  quiet 
tones,  forms  an  attractive  color  scheme  for  a  sunny 
poreh:  but  one  is  always  safe  in  using  bright  colors 
for  a  shady  poreh,  and  cool  greens  for  a  sunny  one 
and  medium  colors  for  the  middle  ground. 

As  to  furniture  comfort  is  the  main  consideration, 
and  this  is  not  to  be  achieved  where  the  seats  are  hard 
and  stiff,  and  where  one  cannot  rest  as  one  would, 
because  of  the  sharp  edges  of  Mission  furniture  un- 
cushioned  and  unupholstered.  Upholstery  is  to  be 
avoided,  .since  it  is  heating,  while  the  same  ease  can 
be  efiPected  bj^  means  of  furniture  made  with  grass 
or  woven  back,  seats  and  arms.  There  are  at  present 
great  varieties  of  porch  furniture,  including  willow, 
a  beautiful  class  of  woven  grass  and  other  well- 
known  types. 

By  all  means  let  dealers  arouse  interest  in  their 
lines,  and  then  there  will  be  no  complaint  about  the 
slowness  of  trade  during  the  hot  summer  months. 

Furniture  Suggestions  for  the  Month 

Wedding  gifts.  Graduation  gifts. 

Home  outfits.  Summer  specials. 

"That  young  fellow  looks  furtive.  Isn't  he  apt  to 
try  to  pinch  something?" 

"Naw,"  said  the  experienced  jeweler.  "He  wants 
to  buy  an  engagement-ring." 
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I  Decorative  Furniture  in  I 
I  Queen  Anne's  Time  | 
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The  increasing  demand  during  the  last  few  years  for 
period  furniture  has  awakened  interest  in  the  origin  and 
evolution  of  the  several  period  designs.  A  desire  to 
create  in  the  home  a  feeling  of  refinement  and  good  taste 
has  demanded  a  better  under.standing  of  harmonious 
decorative  schemes. 

Manufacturers  are  creating  real  masterpieces  in  decor- 
ative furniture,  following  designs  of  the  sever."!  period;; 
which  best  appeal  to  their  artistic  ta.ste. 

Period  furniture  is  designated  by  the  names  of  the 
rulers  of  the  periods  in  which  the  style  reached  its 
height. 

From  the  early  beginning,  that  of  the  o.ik  chest,  or  the 
bench  to  meet  household  needs,  to  the  elaborate  tapestried 
chairs  and  the  inlaid  tables  of  Louis  XIV,  one  period  has 
gradually  developed  into  the  next.  The  Elizabethan,  the 
Francois,  the  Carolean  (which  combined  the  earlier 
Jacobean  with  the  French  style  which  Charles  II  brought 
to  England  from  the  Court  of  Anne),  each  has  been  a 
logical  development  of  the  period  preceding  it. 

The  coming  to  England  of  William  III,  with  his  strong 
distaste  for  all  things  English,  brought  such  a  strong 
Dutch  influence  that  it  swept  away  the  elaborations  of 
the  Stuart  period  and  brought  simplicity  and  comfort 
in  furniture  designing. 

The  Queen  Anne  period  was  an  age  of  walnut.  Oak 
and  deal  were  used  merely  as  foundations  for  the  veneer, 
and  with  no  idea  of  deceiving  by  an  imitation  of  solid 
walnut,  but  with  the  grain  so  set  as  to  form  beautiful 
patterns. 

This  beautiful  furniture  brought  in  a  period  of  curves 
in  direct  contrast  to  the  straight  lines  which  were  to  be 


With  Ihe  display.?  should  go  a  showing  of  the  goods  you 
have,  so  tliat  one  should  know  you  have  the  stock. 

found  in  the  earlier  periods.  This  period  also  brought 
into  vogue  the  use  of  elaborate  upholstery,  the  chairs  of 
the  Queen  Anne  period  often  having  separate  cu.shioned 
seats,  which  fitted  the  chairs.  Allover  upholstery  was 
introduced  at  that  time. 

A  study  of  the  history  of  furniture  brings  out  m-my 
facts  of  interest  and  shows  how  the  designs  were  influ- 
enced by  artists,  carvers,  weavers,  and  other  master 
craftsmen,  even  the  writers  of  the  different  periods  had 
much  to  do  with  creating  the  peculiar  designs  so  repre- 
sentative of  their  times. — The  Marshall  Bed  Post. 
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A  Growing  Northern  Ontario 
Business 


History  of  the  J.  Q.  Henry,  Limited,  furniture 
business  at  Sudbury — Branching  out  to 
near-by  tou)ns — Some  features 
that  have  made  for 
success. 


=    J.  Or.  Henry,  president  J.  G.  Henry,  Limited. 
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ONE  of  the  big  furniture  businesses  in  the  north- 
ern section  of  Ontario  is  that  of  J.  G.  Henry, 
Limited,  of  Sudburj'.  Besides  the  main  store 
branch  stores  are  conducted  at  Copper  Cliff  and 
Creig'hton. 

Mr.  Henry  started  his  furniture  career  when  he 
opened  a  store  on  Elgin  street,  Sudbury,  in  1901,  in 
conjunction  with  Mr.  Gaugh  as  partner.  After  one 
year  he  bought  out  Mr.  Gaugh 's  business. 

In  1905  Mr.  Henry  moved  his  business  to  his  present 
stand,  which  then  was  a  three-story  building — 26x75 
— ^with  workshop  at  the  back  of  the  second  story. 
The  third  floor  was  used  for  store  room  space,  and 
to  ishow  caskets.   The  building  was  heated  by  stoves. 
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MR.  J.  S.  HENRY,  pr-sidont  of  J.  S  Henry,  Ltd., 
of  Sudhury,  Coiijicr  Cliff,  and  Ci'eighton  Mine, 
IS  one  of  the  pioneers  of  the  Sudbury  seetion  of 
Ontario,  and  he  has  unbounded  faith  in  his  town  and 
<l:>trict.  He  has  seen  Sudbury  grow  from  a  small  place 
to  its  present  po])ulation  nf  10,000,  and  has  been  in 
contact  with  its  noatiiig  jjuiiulaiion  for  the  past  twenty 
years.  He  has  been  much  honored  by  his  fellow  town-s- 
ni(  11.  He  VT,as  town  councillor  in  1908,  1909,.  1910,  and 
19  il  ;  chairman  of  the  board  of  health  in  1907  and 
190.S  ;  mayor  of  Sudbury,  1912  and  1913  :  member  of 
the  public  school  board  for  several  years,  and  at  ju'esent 
i:^  chairman  of  the  nuanagement  eonimittee  of  the  high 
school  board.  He  is  also  at  present  president  of  the 
Sudbury  board  of  trade  ;  pre.sident  of  municipality  and 
union  boards  of  trade  of  Northern  Ontario,  and  a 
member  of  the  associate  boards  of  trade  of  Ontario. 
Mr.  ITenry  is  as  well  a  past  president  of  the  Canadian 
I'liirbalmer  'a  Associai  ion. 


Attractive  front  ;)f  tlie 
■T.  C.  Heiir.v  store  at  Sud- 
Iniry.  Tlic  windows  nro 
given  special  attention, 
as  they  are  rcpngnizpd 
as  a  big  sales  liolj). 
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Business  growth  very  shortly  compelled  more 
space;  so  in  1910,  Mr.  Henry  bought  50  feet  of  ground 
to  the  rear  of  his  building,  put  on  a  three-story  struc- 
ture, which  makes  the  present  building  27x125,  the 
total  floor  space  bing  10,151  feet,  beside  the  basement. 

The  basement  has  a  furnace  room,  store  room 
space,  coal  bin,  and  morgue.  The  tirst  floor  is  de- 
voted to  general  furniture,  window  shades,  poles, 
gramophones  and  stoves.  There  are  also  two  offices, 
with,  a  workshop  and  a  room  to  receive  and  ship 
geods. 

On  the  second  floor  are  rugs  and  linoleums  (which 
was  started    in  1910)     together    with  upholstered 
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goods.  The  reinaincler  of  this  floor  is  iised  for  the 
"Funeral  Home." 

The  third  floor  is  given  over  to  ease  goods  and  bed- 
ding. 

Mr.  Henry  has  since  found  it  necessary  to  purchase 
two  additional  store  houses,  one  for  car  loads  on  the 
C.P.R.  spur.  When  the  business  was  first  started  the 
employees  were  a  driver  and  a  salesman.  Now  there 
are  fourteen  on  the  pay-rolls. 

In  May,  1916.  Mr.  Henry  formed  a  limited  joint 
stock  company  of  the  business  and  immediately  start- 
ed two  branch  stores,  at  'Copper  Cliflf  and  Creighton, 
mining  towns,  4^^  and  11  miles  out  from  Sudbury. 
The  company,  besides  Mr.  Henry,  is  composed  of  A. 
A.  Jackson,  W.  E.  Sinden  and  A.  J.  Chandler.  Mr. 


Jackson  is  in  charge  of  the  undertaking;  Mr.  Sinden, 
the  furniture  in  the  Sudbury  store;  Mr.  Chandler  ac- 
count and  credit  manager  and  in  charge  of  gramo- 
phones. Mr.  Henry  looks  after  the  three  stores.  A 
monthly  statement  of  business  done  in  each  depart- 
ment in  each  store  is  issued  for  the  benefit  of  the 
sales  statf.  This  feature  has  proved  to  be  greatly 
helpful  to  increased  sales  and  to  business  generally. 

The  undertaking  end  of  the  business  is  kept  .separ- 
ate and  separate  stationery  is  used  for  this  important 
department.  A  brief  description  of  this  end  of  the 
business  will  be  found  in  the  undertakers'  section  of 
this  issue. 

There  are  two  other  well  eciuipped  undf-rtaking  es- 
tablislnnents  besides  four  other  furniture  dealers  in 
Sudbury. 
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I  Seasonable  Suggestions  for  Improved  Business  Methods  1 

I  Helps  and  Hints  as  Seen      Our  Exchanges  | 
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AMBRCFIANT  who  possessed  an  automobile  and  was 
also  troubled  with  a  reduction  of  trade  on  stormy 
days,  used  his  auto  to  build  up  his  rainy  day 
trade.  He  announced  that  if  any  residents  of  his  city 
desired  to  make  purchases  on  rainy  days,  he  would  gladly 
send  for  them,  provided  they  would  telephone  a  re(iuest 
for  the  auto  to  call. 

The  trade-building  worth  of  this  idea  is  easily  appar- 
ent and  it  might  be  well  utilized  by  retailers  in  larger 
cities  as  well  as  in  smaller  ones.  In  large  cities  it  would 
likely  be  necessary  to  limit  the  territory  in  which  the 
auto  could  call. 


HANDY  HOLD-ALL  FOR  SHIPPING  ROOM 

A  handy  rack  that  keeps  cord,  twhie,  knives,  crayon, 
etc.,  at  hand  is  described  by  an  exchange  as  follows : 
On  the  work  table,  in  the  packing  room,  is  a  rack,  size 
2  feet  long  by  1  foot  wide,  which  is  designed  to  save  time 
in  the  wrapping  and  packing  of  your  bundles  and  par- 
cels for  delivery  and  for  mailing.  Simply  and  easily 
made,  it  constitutes  a  place  for  keeping  in  a  neat  and 
orderly  manner  the  different  sized  twines,  small  nails, 
labels,  crayons  and  other  articles  used  in  packing  and 
marking. 

The  materials  needed  are : 

1  board,  23  inches  long,  12  inches  wide,  1  inch  thick. 
1  board,  same  dimensions,  exce^Dt  i/^  inch  thick. 
1  broomstick,  small  wood  box,  nails. 

Saw  the  broomstick  into  8  or  9-inch  lengths.  Use 
a  large  bit  or  an  aiiger  to  bore  holes  through  the  one- 
inch  boards,  and  insert  the  broomstick  sections  in  holes. 
Nail  on  the  i/^-ineh  bottom  board.  Glue  broomstick 
sections  in  holes  and  further  secure  them  by  driving- 
long,  slender  wire  nails  into  the  bottom  board.  This 
can  be  done  accurately  by  placing  top  board  over  bot- 
tom board  and  marking  through  holes,  and  then  revers- 
ing the  board  when  nailing  it  on.  Next  take  a  small 
wooden  hox,  place  it  over  one  end  of  top  board  and 
mark  around  with  lead  pencil.  Chisel  out  the  marked 
space  to  a  depth  of  V2  inch.  Glue  in  the  box,  strengthen- 
ing with  a  short  nail  through  the  bottom.  Give  coat  of 
dark  paint  and  set  on  wrapping  table. 


A  NOVEL  MAILED  LETTER  STUNT 

Here's  a  little  stunt  that  will  attract  attention  and 
which  is  especially  useful  as  a  medium  of  announcing  a 
special  sale  to  customers.  Print  in  typewriter  type  on 
legal-cap  paper  the  following  fae-siraile  legal  dociunent. 
inserting  the  name  of  your  citv. 
(^OURT  OF  public' RECOGNITION 
JUDICIAL  DISTRICT  OF  BRANDYVILLE,  OHIO. 


JABERG  STORES  CO., 

Plaintiff 

Vs. 

JOHN  MORGAN 

Defendant 


SUMMONS 
AND 
COMPLAINT 


You  are  hereby  summoned  to  answer  the  complaint 
in  this  t;ction,  and  to  judge  for  yourself  whether  the 
plaintiff's  recognized  services  should  not  be  given  con- 
sideration as  being  of  special  value  and  intrinsic  value 
to  the  citizenry  of  your  communitv. 

(Seal)  JABERG  STORES  CO. 

The  plaintiff,  whose  wide  experience  and  thorough 
knowledge  of  merchandising,  in  serving  the  interests  of 
all  inhabitants  of  his  town,  alleges : 

FIRST,  That  this  store  carries  a  stock  of  merchandise 
well  assorted  and  carefully  chosen — the  kind  of  merchaii- 
dise  best  suited  to  your  requirements. 

SECOND,  That  this  store  has  but  one  scale  of  pric<!s 
and  that  these  prices  are  low,  fair  and  sensible. 


FIVE  PROFITABLE  RETAIL  SALES 

A  series  of  yearly  sales  campaigns  is  conducted  by  an 
American  furniture  house,  based  on  five  local  "clearance 
sales"  timed  as  follows — No.  1 :  March  8  to  15.  "Furni- 
ture Clearance  Sale,"  enabling  movement  of  many  odds 
and  ends  accumulated  prior  to  holidays — just  far  enough 
away  from  holidays  so  people  will  buy.  No.  2 :  April  5 
to  12,  "Grand  Tag  End  Clearance  Sale,"  to  clear  the  way 
for  new  stocks  needed  for  spring  retail  buying  season. 
No.  3 :  May  3  to  10,  "Spring  Clearance  Sale,"  an  obvious- 
ly seasonable  event.  No.  4:  October  4  to  11th.  "Fall 
Clearance  Sale,"  a  great  time  to  move  home  comforts 
of  all  descriptions.  No.  5 :  November  29  to  December  6. 
"Pre-inventory  Sale."  Each  sale  is  advertised  by  a  full 
page  just  prior  to  each  of  these  five  sales. 
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THE  NEW  SALES  AND  LUXURY  TAXES 
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Recent  legislatiou  creates  much  talk  and  comment  among  dealers — Application  to  furniture  trade 
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THE  jiew  tax  legislation  put  into  force  by  the 
Dominion  Government  is  the  chief  topic  of  con- 
versation these  days.  Many  lines  of  trade  are 
affected.  As  yet  the  furniture  trade  are  only  hit  through 
the  luxury  tax  on  gramophones,  musical  instruments 
and  carjiets  and  rugs ;  the  one  per  cent,  on  manufactur- 
ing being  the  only  tax  so  far  levied  on  furniture. 

A  tax  of  20  per  cent,  is  levied  on  mechanical  piano- 
players,  gramophones,  phonographs,  talking  machines, 
music  boxes  and  records  used  i)i  connectioia  therewith  or 
wilh  any  musical  instrument,  and  a  20  per  cent,  tax 
on  carpets  and  rugs  costing  more  than  $3  per  S(iuare 
yard,  is  the  only  other  tax,  so  far,  affecting  retaily 
furniture  sales. 

The  provisions  of  the  new  law  have  been  in  effect 
since  May  19  and  are  applicable  to  all  goods  mentioned 
which  have  been  imported  or  taken  out  of  the  warehouse 
for  consumption  on  and  after  that  date. 

In  connection  with  sales,  every  dealer  selling  goods 
which  come  under  the  new  taxes  will  show  the  price  of 
the  g-oods  on  the  invoice  and  also  the  amount  of  the  tax, 
whether  it  be  ten,  twenty  or  fifty  per  cent.  Two  copies 
of  the  invoice  will  be  made  out,  the  dealer  keeping  one, 
to  be  later  handed  over  to  the  Inland  Revenue  Depart- 
ment, which  in  turn  collects  the  money  as  represented  by 
the  invoices. 

Thus  anyone  buying  a  $50  gramophone  will  get  a  bill 
reading  "To  one  gramophone,  $50.  To  luxury  tax,  10 
per  cent.,  $5.    Total,  $55."" 

General  Trade  Ruling-s 

A  tax  of  one  per  cent,  in  addition  to  present  excise 
aud  customs  is  levied  on  sales  by  maiuifacturers,  whole- 


salers, or  on  importations.  The  purcliaser  is  to  be  furn- 
ished with  a  written  invoice  of  any  sale,  stating  separ- 
ately the  amount  of  the  tax,  when  such  tax  is  not  included 
in  the  purchase  price.  This  tax  must  not  be  included 
in  the  manufacturer's  or„wholesaler's  cost  on  which  pro- 
fit is  calculated.  The  tax  is  to  be  paid  to  the  wholesaler 
or  manufacturer  by  the  purchaser  and  in  turn  remitted 
to  the  Governmejit  under  a  penalty  provision  not  exceed- 
ing $500.  Manufacturers,  wholesalers  and  importers 
may  also  be  required  to  take  out  an  annual  license  fee 
of  $5.00  with  a  penalty  of  $1,000  for  not  doing  so. 

Stamp  Tax  on  Promissory  Notes 

A  stamp  tax  of  two  cents  is  imposed  on  promissory 
notes,  bills  of  exchange,  of  the  value  of  one  hundred 
dollars  or  less,  and  a  tax  of  two  cents  additional  is  im- 
]50.sed  on  every  one  hvindred  dollars  or  fractional  part 
thereof  in  excess  of  one  hundred  dollars. 

New  Income  Taxation 

Amendments  to  the  Income  War  Tax  Act  provide  that 
tlie  taxes  aud  surtaxes,  including  tax  upon  corporiitioiis 
and  joint  stock  companies,  shall  each  l)e  increased  5  per 
cent,  on  incomes  over  five  thousand  dollars,  such  in- 
creases to  apply  to  taxes  leviable  for  the  period  of  1919. 
Each  person  so  liable  is  required  under  the  new  legisla- 
tion to  forward  to  the  Minister  of  Finance  with  each 
:  nnual  return  of  his  income,  an  amount  equal  to  at  least 
one-fourth  of  the  amount  of  the  tax  and  surtax,  and  shall 
]i:iy  the  balauce,  if  any,  in  not  more  than  three  bi- 
monthly instalments  with  interest  at  the  rate  of  6  per 
cent.,  tog-ether  with  interest  at  the  same  rate  from  the 
date  prescribed  for  making  the  return,  up  to  the  time  of 
i):iyment  of  tlie  instalment. 
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Attractive  Williani  ami 
Mary  Design  buffet  from  new 
suite  made  by  The  IVorth 
American  Furniture  Co.,  Ltd., 
Owen  iSound.  This  suite  is 
made  in  both  black  walnut 
and  selected  (]uartered  oak. 
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A  provision  for  the  payment  of  interest  at  10  per 
cent,  npou  the  total  amount  is  made  where  a  person 
makes  a  return  of  income  less  than  the  correct  amount. 

Amend  Business  Profits  War  Tax 

Amendments  to  the  Business  Profits  War  Tax  provide 
that  the  profits  earned  in  any  business  during  any 
accounting  period  ending  in  the  year  1920  which  do  not 
exceed  ten  per  cent,  per  annum  upon  the  capital  em- 
ployed in  such  business,  shall  be  exempt  from  the  tax 
prescribed  by  the  Act.  Upon  any  such  profits  exceeding 
ten  per  cent,  and  not  exceeding  fifteen  per  cent.,  there 
shall  be  paid  a  tax  equal  to  twenty  per  cent,  of  such 
profits.  Upon  any  such  profits  exceeding  fifteen  per 
cent,  per  annum,  and  not  exceeding  twenty  per  cent., 
there  shall  be  paid  a  tax  equal  to  thirty  per  cent,  of  such 
]irofits.  U]ion  any  such  profits  exceeding  twenty  per 
cent.,  and  not  exceeding  thirty  per  cent.,  there  shall  be 
paid  a  tax  equal  to  fifty  per  cent,  of  such  profits.  Upon 
any  such  profits  exceeding  thirty  per  cent,  per  annum, 
there  sh'.'ll  be  paid  a  tax  equal  to  sixty  per  cent,  of  such 
profits. 

In  the  case  of  a  business  owned  by  an  incorporated 
company,  and  with  a  capital  of  not  less  than  twenty-five 
tliousand  dollars,  and  under  fifty  thousand  dollars,  em- 
ployed in  such  business,  there  shall  be  paid  a  tax  of 
twenty  per  cent,  of  the  amount  by  which  the  profits 
earned  in  such  business  during  any  accounting  period 
ending  in  the  year  1920  exceeded  ten  per  cent,  per 
annum. 

In  respect  to  any  business  liable  to  taxation  under  the 
Act,  having  a  capital  of  less  than  fifty  thousand  dollars, 
the  rates  of  taxation  set  forth  in  section  3  of  the  Act, 
chapter  six  of  the  Statutes  of  1917,  shall  apply  in  respect 
of  the  1917  and  1918  accounting  period  if  twenty  per 
cent,  or  more  of  such  profits  have  been  derived  from  the 
manufacture  or  dealing  in  munitions  of  war  or  materials 
or  supplies  of  any  kind  for  war  purposes. 

The  period  during  which  the  said  Act  is  to  be  in  opera- 
tion is  extended  for  one  year. 

Wipe  Out  714  Per  Cent.  War  Tax 

There  is  a  notice  of  a  resolution  which,  in  legal 
phraseology,  wipes  out  all  the  provisions  in  the  Acts  of 
1915  and  1919  which  imposed  a  seven  and  a  half  per 
cent,  extra  war  tax  on  all  imported  goods.  Last  year 
many  necessaries  were  excepted.  Now  the  whole  tax  is 
wiped  out. 

Another  notice  is  of  a  motion  to  ijrovide  that  the 
provisfons  of  the  foregoing  resolutions  shall  be  deemed 
to  have  come  into  operation  on  May  19,  1920,  and  to 
apply  and  to  have  applied  to  all  goods  mentioned,  "im- 
ported or  taken  out  of  warehouse  for  consumption  on 
and  after  that  day,  and  to  have  also  applied  to  such 
goods  previously  imported  for  which  no  entry  for  con- 
sumption was  made  before  that  day." 

COMMENT  ON  TAX  QUESTION 

A  Toronto  dealer  in  musical  instruments  states  that 
90  per  cent,  of  the  retail  biisiness  in  instruments  is  done 
on  the  deferred  payment  plan  and  that  therefore  it  is 
the  wage-earner  and  not  the  wealthy  man  who  purchases 
most  of  the  musical  instruments.  He  thought  it  criminal 
to  deny  homes  of  this  class  the  influence  of  music. 
.  "It  will  simply  kill  importation.  Some  musical  instru- 
ments already  pay  a  tariff  of  52  per  cent,  and  another 
tax  of  20  per  cent,  will  be  disastrous  to  the  music 
business,"  he  said. 

The  R.  M.  A.  Representation 

''We  made  suggestions  to  the  Government,"  said  E.  M. 
Trowern,  secretary  of  tlie  Dominion  Board  of  the  Retail 


Merchants'  Association  of  Canada,  "but  they  did  not 
follow  all  of  them  in  imposing  the  taxes  on  the  retail 
trade."  Mr.  Trowern  intimated  that  the  Government 
had  followed  these  suggestions  in  only  some  cases, 
although  the  R.  M.  A.  had  expressed  the  opinion  of 
retailers  from  all  sections  of  the  Dominion. 

Mr.  Trowern  did  not  look  for  much  turning  to  the 
cheaper  lines  of  goods,  because  people  had  learned  that 
it  was  false  economy.  He  also  wanted  to  know  just  what 
the  Government  called  luxuries,  and  withheld  comment 
on  the  budget  as  a  whole  until  the  retailers"  representa- 
tive in  Ottawa  should  arrive  with  a  detailed  report  of  the 
new  tariff. 

Delivery  is  Part  of  Taxable  Bargain 

R.  W.  Breadner,  Canadian  Commissioner  of  Taxation, 
has  made  several  important  rulings  regarding  the  appli- 
c?.tion  of  the  new  taxes.  For  one  thing,  he  points  out 
that  delivery  constitutes  the  consummation  of  a  bargain. 
That  is,  if  an  article  was  ordered  a  couple  of  weeks  ago, 
and  was  delivered  only  this  morning,  the  buyer  would 
be  responsible  for  the  entire  tax  on  the  same. 

Moreover,  Mr.  Breadner  stated  that  the  one  per  cent, 
tax  which  wholesalers  must  add  to  their  invoices  miist 
be  paid  by  the  retailer  to  whom  the  goods  are  sold  and 
not  be  absorbed  by  the  wholesaler.  That  is,  every  whole- 
saler must  show  on  his  invoice  and  also  collect  the  full 
price  of  his  goods  and  the  one  per  cent.  tax. 


RETAIL  MERCHANTS  PROTEST  NEW  TAXES 

A  deputation  of  200  retail  merchants,  representing 
the  R.M.A.  from  all  sections  of  Canada,  had  an  hour- 
and-a-half's  interview  with  Sir  Henry  Drayton,  !Min- 
is^'ter  of  Finance,  at  Ottawa  on  May  31,  protecting 
;i.gainst  the  luxury  and  .sales  tax  recently  put  into 
play  by  the  Dominion  Government. 

After  listening  to  the  deputation  Sir  Henry  said: 
"In  the  interests  of  everybody,  the  Government  de- 
sires to  check  extravagance,  and  pull  down  the  cost 
of  living.  Perhaps  we  are  already  setting  our  faces 
towards  lower  prices.  The  Government  waiits  to  en- 
courage efficiency  in  business.  But  we  ai'e  not  going 
on  borrowing  money." 

Would  Shift  Burden. 

The  burden  of  collecting  the  "discriminatory  and 
confusing"  luxury  tax,  which  they  consider  "ill-ad- 
vised, poorly  conceived  and  poorly  devised,"  Avas 
asked  to  be  removed  from  their  shoulders  by  the  re- 
tail merchants.  Instead  of  making  the  retail  merch- 
aiits  collect  the  tax,  they  asked  that  it  be  collected 
from  the  manufacturer  and  importer,  and  absorbed 
hi  the  same  manner  that  all  systems  of  taxation  are 
absorbed. 

In  reading  the  budget  they  noted  six  different  sys- 
tems of  taxation  were  proposed ;  customs,  excise,  tax 
ation  on  sales,  income  tax,  luxuries  tax  and  stamp 
tax.  They  had  no  comment  to  offer  on  the  customs 
or  excise  tax.  With  regard  to  the  tax  on  sales,  the 
wholesalers  said  manufacturers  were  passing  it  on  to 
the  retailer.  He  was  paying  it  out  of  his  own  iiocket. 
Wtih  regard  to  the  income  tax  the  retailers  expressed 
surprise  that  only  $20,000,000  was  collected  through 
this  system,  and  "it  is  evident  that  a  great  many  per- 
sons are  evading  this  tax." 

Their  views  were  summed  up  in  the  re(inest  that  the 
luxury  tax  should  be  collected  from  the  manufaetui'er 
and  importer,  instead  of  from  the  customer,  through 
the  retailer.  If  not,  the  system  of  selling  direct  from 
the  manufacturer  would  increase  by  leaps  and  bounds. 
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USE  BEST  METHODS  TO  RECORD  SALES 
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Luxury  and  sales  taxes  the  most  talked  of  subject  in  Canada  to-day—  Questions  and  answers 
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NEARLY  every  day  brings  new  regulations  and 
instructions  concerning  the  collection  and  imposi- 
tion of  the  luxury  and  trade  tax.  It  has  been 
made  clear  that  the  Department  of  Finance  at  Ottawa 
does  not  propose  to  issue  luxury  tax  stamps.  It  is  left 
to  the  retailer  to  use  the  best  methods  to  record  liis  sales 
in  such  a  manner  as  to  be  able  to  verify  them  by  aftidavit 
if  necessary.  But  should  such  retailer  neglect  to  keep 
reliable  evidence  of  his  sales  since  May  19  last,  he  will 
be  liable  to  prosecution.  No  advice  is  offered  as  to  the 
best  method  of  keeping  such  record,  and  no  provision 
is  made  for  the  small  storekeeper  who  has  never  kept  an 
account  book  in  his  life. 

The  following  are  some  of  the  more  important  of  the 
latest  rulings  received  from  Ottawa : 

The  luxury  and  sales  taxes  are  applicable  to  all  goods 
shipped  or  delivered  after  May  19  last.  .  This  will 
affect  contracts  entered  into  before  this  date  for  deliv- 
eries to  be  made  after  May  19.  Ottawa  is  not  concerned 
as  to  which  of  the  parties  to  the  contract  will  arrange 
for  the  payment  of  the  tax,  but  lays  down  the  law 
bluntly.  If  the  goods  are  delivered  after  May  19  the 
tax  that  applies  must  be  paid. 

Sales  of  Canadian  or  foreign-made  goods  to  countries 
outside  of  Canada  are  not  taxable.  All  ceiling  elec- 
troliers, gasoliers  and  candelabra  having  two  lights  or 
more  are  subject  to  the  20  per  cent,  excise  tax. 

Some  Queries. 

Following  are  some  of  the  queries  sent  to  Ottawa,  and 
the  replies  received :  "Advise  if  wholesaler  should  collect 
one  or  two  per  cent,  from  retailer  on  all  taxable  sales. 
If  we  only  collect  one  per  cent,  and  pay  that  to  the 
Government  and  pay  one  per  cent,  to  the  manufacturer 
on  all  goods  purchased  by  us,  we  will  lose  one  per  cent. 
Seems  to  be  misunderstanding  on  this  point.  Is  the  tax 
to  be  levied  once  or  twice  on  the  same  goods  in  passing 
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from  manufacturer  to  wholesaler  and  thence  to  the 
retailer?" 

"Sales  tax  applicable  to  both  manufacturer  and  whole- 
saler unless  it  is  absorbed.  Tax  must  be  shown  separ- 
ately on  the  invoice  from  the  manufacturer  to  the  whole- 
saler, and  also  on  the  invoice  from  the  wholesaler  to  the 
retailer,"  is  the  answer. 

This  means  at  least  two  per  cent,  (if  through  a  jobber, 
three  per  cent.)  is  added  to  the  cost  of  the  article  before 
it  reaches  the  purchaser. 

Answering  a  jobber,  Ottawa  says :  "The  tax  must  not 
be  iiickided  in  the  cost  on  which  the  profit  is  calculated. 
The  tax  must  be  shown  separately  on  all  invoices  when  it 
is  not  included  in  the  purchase  price."  This  seems  to 
imply  that  the  jobber  may  use  at  least  two  methods  in 
collecting  the  sales  or  luxury  tax.  He  may  either  item- 
ize it  on  his  invoices  or  include  the  amount  of  the  tax 
on  the  price  of  the  article  in  question.  Thus  a  $200 
Victrola  may  be  charged :  "To  one  Victrola,  $200 ;  excise 
luxury  tax,  $40 ;  total,  $240."  Or  the  invoice  may  read ; 
"To  one  Victrola,  including  excise  luxury  tax,  $240." 

"On  sales  of  plated  ware  to  hospitals,  hotels,  steam- 
ships, railway  companies,  restaurants  and  institutions 
to  whom  we  sell  at  wholesale  prices  owing  to  the  whole- 
sale quantities  they  buy,  are  these  sales  subject  to  the 
one  per  cent,  sales  tax,  or  does  the  10  per  cent,  tax 
apply?"    "Both  luxury  and  sales  tax  are  payable." 

"Will  jobbers  be  charged  excise  tax  on  invoices  on 
which  excise  has  already  been  paid  by  the  manufac- 
turer?" "Yes." 

"Is  the  10  per  cent,  excise  tax  payable  on  importa- 
tions of  partly  manufactured  products  which  are  the 
raw  material  for  another  manufacturer?"    "Except  for 
preserved  fruits,  no." 


Tlircc  ha'idsome 

piet'os  from  the 
statuary  line 

shown  by  G.  L. 

Irish,  499  Queen 

Street  West,  To- 
ronto. 


WIIMIMIMIIIIIIIIMIMIIIIIIMIIMIMIIIIMIMIMIIIIIMIi; 


34 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER 


June,  1920 


HOW  DEALERS  VIEW  THE  TAX  ON  SALES 

IIIIIIIIIMIi:IIIIIIIIMIIIII!IIMIIII!IIIIIIIIIIIIIIIIIIIIIIIIIIIIMIIMIIIIMIIIIIIIIIIIIIIIMIIIIIIII   IIIIIIIIIIIIIMIIIlMIIMi:  IMIIMIIIIIMIIIIIIIIIIIIIIII!!:  II  MIIIIIIIIMIIIIIIIIMHMIMIIMIMIIMIIIIIIIIIIIMIMIIMIiniMMMIIIMMMIIIirinilllllllllllllllllllllllllllllllllllllllllllllllHIIIIIIIirillll 

Meinoraiidam  compiled  by  Domiuion  Executive  Council,  of  the  Ketail  Merchants  Association 

l|-|llllllnllllllllllllllllllllll!llllllllllllllllllllllllllllll)IIIIIIIIIIIIIIIIN;nilllllllllllllllllllllllli 

By   E.   M.  TROWERN,  Secretary. 


IN  submitting'  this  question  for  the  consideratiou  of 
retail  merchants  throughout  Canada,  we  find  they 
all  admit  that  the  present  system  of  tax  ition  is  too 
intricate,  and  in  many  cases  complicated,  and  that  it 
should  be  revised.  They  consider  it  is  difficult  to  inter- 
pretate  and  administer,  and  not  at  all  equitable  in  the 
distribution  of  the  burden  of  taxation,  and  tliat  it  is  also 
discriminatory. 

We  find  the  retail  trade  naturally  divides  itself  into 
two  classes :  The  one  class  is  comprised  of  those  who 
have  been  paying  excess  profits  war  tax,  and  who  are 
among  the  larger  retail  merchants.  The  other  class  is 
comprised  of  those  who  do  not  pay  an  excess  profits  war 
tax,  and  many  of  whom  do  not  draw  sufficient  salary  out 
of  their  business  to  be  assessable  by  the  income  tax. 

It  is  generally  admitted  that  there  is  no  probability 
of  any  reduction  in  the  amount  of  income  necessary  for 
the  conduct  of  the  Government.  In  fact,  to  liquidate 
our  war  debt  and  keep  up  the  revenue  of  the  Dominion, 
taxation  must  be  raised.  Some  think  that  considerable 
thought  should  be  given  to  an  extension  of  tlie  term  in 
which  war  debts  shall  be  paid,  and  that  there  is  an 
obligation  resting  on  the  future  generation  to  participate 
in  the  liquidation  of  the  expense  of  the  war,  and  that  it 
would  be  advisable  for  the  Government  to  adopt  such  a 
programme  of  payment  as  shall  be  bequeathed  to  future 
generations,  who  should  feel  it  not  only  a  duty;  but  a 
privilege,  to  help  to  pay  the  same. 

It  is  thought  that  if  an  attempt  is  made  to  pay  the  Avar 
debt  off  too  rapidly  it  will  have  a  bad  effect  on  the  price 
of  commodities  and  result  in  a  condition  of  business 
demoralization.  It  is  also  thought  that  the  war  profits 
tax  and  some  of  the  plans  adopted  for  raising  revenue 
have  a  large  effect  on  the  present  constantly  increasing 
rise  in  prices.  The  Department  of  Justice  in  the  United 
States  places  this  factor  at  23.2  per  cent,  of  the  price  of 
commodities ;  other  experts  have  estimated  the-  same  fac- 
tor at  26.5  per  cent. 

It  is  claimed  that  the  price  of  commodities  has  been 
advanced  to  cover  these  taxes,  and  the  very  uncertainty 
arising  from  the  insistent  demand  of  all  classes  for  in- 
creased earning  to  meet  the  advanced  cost  of  living  has 
compelled  producers  and  manufacturers  to  allow  a  larger 
amount  for  safety  in  the  selling  price  of  their  com- 
modities than  is  necessary  under  normal  conditions. 

Under  our  present  system  of  taxation,  the  Government 
is  depending  for  a  large  portion  of  its  revenue  earned 
in  industry  and  commerce.  A  period  of  severe  financial 
depression  would  immediately  result  in  a  tremendous 
degree  in  the  profits  earned,  a  situation  which  would 
eliminate  practically  all  the  revenue  now  obtanied  from 
the  excessive  profits  tax,  and  would  substantially  lessen 
the  amount  derived  from  the  normal  tax.  If  a  depres- 
sion should  take  place  it  would  be  more  difficult  to  raise 
taxes  than  at  the  present  time. 


With  regard  to  the  possibility  of  raising  sufficient . 
taxes  through  a  tax  on  sales,  owing  to  the  fact  that  there 
is  no  compilation  of  figures  on  which  can  be  ba.sed  an 
accurate  system,  it  would  be  impossible  to  determine 
what  percentage  should  be  applied  to  sales  to  produce 
a  sufficient  revenue  to  cover  the  needs  of  the  Govern- 
ment. 

If  the  tax  is  placed  upon  retail  .sales  only,  the  amount 
of  revenue  to  be  derived  would  be  uncertain.  If  the  tax 
on  sales  is  placed  entirely  upon  the  distributors  it  would 
be  a  discriminatory  tax.  If  it  is  placed  upon  sales  it 
should  be  placed  upon  all  sales,  inchiding  raw  material 
manufactured,  wholesale  distribution,  retail  distribution 
in  every  form,  and  the  collection  of  a  tax  on  sales  from 
the  farming  and  market  gardener  classes  who  sell  in  pub- 
lic markets  or  from  door  to  door,  or  who  ship  goods  from 
one  point  in  Canada  to  another  by  rail  or  water,  and  it 
would  be  difficult  to  ascertain  the  sales  of  the  latter 
classes. 

If  the  tax  is  placed  upon  what  is  termed  "luxuries." 
but  which  are  not  defined,  and  which  would  be  a  difficult 
thing  to  define,  excepting  the  various  articles  were  speci- 
fied, it  would  be  adding  considerably  to  the  cost  of  collec- 
tion, and  making  a  very  complicated  service. 

It  is  considered  by  many  that  tax  on  gross  sales  of 
retail  merchants  is  wrong  in  principle  owing  to  the  vary- 
ing profits  in  different  classes,  and  because  volume  of 
trade  has  no  direct  relation  to  profits  earned,  and  that 
any  tax  that  is  collected  should  be  collected  equitably 
and  rest  upon  all  alike. 

If  a  larger  tax  was  placed  upon  producers,  manufac- 
turers and  wholesalers  only,  and  this  tax  was  passed  on 
by  them  to  the  retail  trade,  and  the  collection  of  this  tax 
was  confined  to  the  producer,  manufacturer  and  whole- 
saler, in  our  opinion,  it  could  be  collected  very  much 
more  easily  and  at  very  much  less  cost  than  it  would 
if  the  same  rate  of  taxation  was  placed  upon  the  manu- 
facturer, producer,  wholesaler  and  retailer,  because  the 
oftener  this  tax  passes  through  the  hands  of  these  classes 
the  larger  it  becomes  for  the  ultimate  consumer  to  pay. 

The  population  of  Canada,  being  estimated  at  nine 
millions,  and  we  might,  in  a  very  conservative  way,  say 
that  it  costs  $400  per  head  per  annum  for  the  purchase 
of  the  necessaries  of  life,  this  would  result  in  the  gross 
estimated  retail  sales  of  Canada  being  at  the  lowest 
calculation,  $3,600,000,000.  If  half  of  one  per  cent,  was 
collected  on  this  amount  the  Government  would  receive 
from  retail  sales  alone  $18,000,000,  or,  at  one  per  cent.. 
$36,000,000.  If  we  take  25  per  cent,  of  the  retail  sales 
as  the  estimate  of  the  sales  of  raw  products,  we  will  have 
$900,000,000.  On  this  amount  at  one-half  of  one  per 
cent.,  it  would  be  $4,500,000,  or,  at  one  per  cent.,  would 
be  $9,000,000.  Following  the  principle  through  on  the 
consumption  from  raw  material  to  manufacturer,  from 
manufacturer  to  wholesaler,  and  wholesaler  to  retailer, 
it  would  produce  about  $55  to  $65,000,000. 
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P.  L.  Bouted,  chief  purchaser  of  furniture 
and  other  lines. 


Eug.  .Tulien.  general  manager  and  founder 
Eug.  .Tulien  &  Co. 


D.    A.    Gauvreau,    secretary-treasurer  of 
CoTjipany  and  supervisor  of  furniture 
department. 
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BUILDING  UP  0/  QUEBEC  FURNISHING  HOUSE 
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Eug.  Julien  &  Co.,  Ltd.,  Quebec,  celebrate  their  Silver  Jubilee— 25  years  of  growth  and  progress 
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EUG.  JULTEN  &  CIE.,  Ltee.,  of  Quebec  City,  re- 
cently celebrated  their  25th  anniversary — tiheir 
silver  jubilee.  Not  unlike  most  of  the  great 
French-iCanadian  concerns,  the  tirm  of  Eug.  Julien 
&  Co.,  Ltd.,  has  had  a  modest  beginniug,  but  actually 
th''  house  is  developing  as  a  large  tree,  full  of  vigor- 
ous, flowing  sap,  promising  to  become  with  the  years 
of  mo.st  magnificent  standing.  For  this  result  the  firm 
acknowledged  that  the  ever  increasing  success  of  their 
commercial  establishment  is  due  without  doubt  to  the 
encouragement  they  have  received  from  the  buying 
public  in  the  Province  of  Quebec  as  well  as  in  the 
neighboring  provinces.  At  the  same  time  they  at- 
tribute part  of  this  success  to  the  spirit  of  initiative 


and  energy  of  Eugene  Julien,  the  chief  founder  and 
general  manager  of  the  firm ;  to  the  partners  he  has 
called  with  him,  and  to  the  dififerent  heads  of  the 
poAvei'ful  organization  administeriiig  this  successful 
undertaking. 

The  founder  of  this  business,  Eugene  Julien,  de- 
scends from  a  lineage  of  farmers.  His  father  and 
mother,  Mr.  and  Mrs.  Edouard  Julien,  of  Pont-Rouge, 
Portneauf  County,  belong  to  that  class  of  brave 
B'^rench-Canadians  who  love  the  land  and  are  faith- 
fully attached  to  it.  Their  son,  general  manager  of 
the  company,  while  still  a  young  man  left  the  paternal 
roof  to  go  and  live  some  months  at  Valcartier,  where 
he  acquired  certain  knowledge  of  the  English  tongue. 
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This  is  the  first  end. 
original  store  opened  by 
VAig.  Julien  in  1895.  On 
this  foundation  ho  built 
up  his  present  large 
busi  ness. 
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ILLUSTRATIONS 


SHOWING    THE  JULIEN  ESTABLISHMENT  AT 
QUEBEC  CITY  TO-DAY. 


-Store,  wareliouse,  offiee,  garage,  and 
shipping  quarters.  These  buildings 
were  erected  after  the  fire  of  1917. 
They  eo>.'er  ground  siiace  of  150,000 
square  feet. 

-Meeting  of  the  Executive  Council. 
Mr.  Eug.  Julien,  as  chairman,  is  first 
figure  in  picture. 


3 —  View  in  General  Managei-  Julien 's 
ofiice. 

4 —  View  of  Assistant  General  Manager 
Gau\  reau's  office. 

5 —  The  Sales  Manager's  oflice  and  staff 
at  work. 
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Ho  then  settled  down  in  Quebec  city  and  took  service 
as  elei'k  in  a  grocery  store  in  the  west  end  of  that 
city. 

Having  ac(|uired  some  experience  of  life  and  com- 
merce, he  was  not  long  before  realizing  that  Fortune 
smiles  on  the  audacious.  His  only  capital  being  a 
good  Christiaji  education  and  a  rather  curtailed  in- 
struction, ac(|uired  in  one  of  the  schools  of  his  birth- 
place, and  possessing  to  the  highest  degree  the  quali- 
ties of  initiative  and  energy  which  really  make  him 
a  distinct  man,  M.  Julien  opened  a  modest  grocery 
which  he  ran  with  success  from  1895  to  1900.  This 
store,  of  most  humble  looks,  but  well  kept  was  situ- 
ated exactly  on  the  site  now  occupied  by  the  firm's 
{.resent  establishment. 

Always  anxious  to  render  his  clientele  every  service, 
M.  Julien  (|uickl\'  added  to  his  grocery  trade  a  num- 
ber of  othei'  lines,  and  acquired  an  adjoining  pro- 
perty in  order  to  keep  a  more  considerable  stock  of 
goods  such  as  re([uired  b.y  an  ever  increasing  clientele. 

As  the  place  occupied  was  situated  near  the  city 
limits,  it  supplied  M.  Julien  certain  advantages  of 
which  the  latter  made  profit.  In  fact,  the  larger  part 
of  the  fartners  coming  from  the  I'ich  and  progressive 
parishes  adjoining  the  city  on  entering  Quebec  are 
forced  to  pass  by  St.  Vallier  Street,  right  in  face  of  the 
Julien  establishment;  consequentlj',  the  clientele  of 
the  founder  of  the  firm  consisted  mainly  of  farmers, 
who  i-egidarly  came  and  bought  in  Eng.  Jiilien's  store. 

Being  continually  in  touch  with  the  farming  com- 
raunity,  the  general  manager  took  M.  A^ezina  as  as- 
sociate, the  founding  of  the  Julien  &  Yezina  firm 
dating  back  to  1905.  The  enlarged  firm  opened  a 
trade  having  in  view  to  put  within  the  reach  of  al! 
farmers  of  the  province,  and  even  of  the  neigliboriug 
provinces,  not  the  commodities  they  usually  buy  from 
their  local  merchants,  but  all  the  articles  the  latter 
do  not  keep  in  their  stores,  and  which  it  is  no  less 
necessary  to  offer  our  farmers,  in  order  to  procure 
them  the  proper  facilities  to  better  their  farming 
methods. 

The  remarkable  success  attained  by  this  venture  is 
a  proof  it  answered  a  real  iieed,  and  during  this  de- 
cade, success  was  such  that  in  order  to  give  the  I'ising 
enterprise  more  breadth,  extent  and  firmness,  M. 
Julien  found  it  necessary  to  intrust  it  to  the  care  ot 
a  company,  which  took  the  name  of  the  Eng.  Julien 
&  Co.,  Ltd.,  and  which,  since  then,  has  not  ceased  to 
put  it  on  the  way  to  prosperity. 

At  first  the  company  was  composed  of  five  directors, 
among  whom  were  the  founder,  Eug.  Julien,  general 
manager;  F.  C  Marquis,  proprietor  of  one  of  the  most 
fiourishtng  iiulustries  of  Quebec  city;  L.  0.  Marquis, 
vice-jiresident  ;  Raoul  C  Marquis,  secretary,  and 
Samuel  Floury,  director. 

One  of  the  first  rpiostions  brouo'ht  before  the  hoard 
of  directors,  it  being  given  the  considera})le  gi'owtli 
the  trade  was  enjoying  and  which  necessitated  mor;' 
and  more  room  to  develop,  was  the  building  of  new 
premises  better  adapted  to  the  ever-increasing  needs 
of  tlie  hour.  This  new  building  was  erected  in  1910 
and  has  105,000  feet  of  floor  space.  In  those  days  the 
company's  .staff  was  not  as  large  as  it  is  today. 

The  two  years  which  followed  marked  a  very  rapid 
development  of  the  aff'airs ;  the  number  of  travellers 
having  considerably  increased,  so  much  so  that  pretty 
near  all  the  [larishes  of  the  province  were  thencefrom 
practically  "ransacked"  by  those  " trado-l)Oostors. " 

Anxious  to  improve  for  the  farmei-  the  comfort  of 
hoine-life,  and  realizing  that     a  man's  life  consists 


merely  of  labor  and  leisure  at  home,  the  directors 
deemed  fit  and  even  necessary  to  add  to  its  lines  a 
complete  assortment  of  perfectly-made  furniture,  of 
artistic  design  and  flawless  finish,  and  also  a  line  of 
musical  instruments,  including  pianos,  org-ans  and 
graphophones  of  the  best  makes. 

This  trade,  uniting  together  a  whole  variety  of 
lines  whose  usefulness  was  unquestioned  and  filling  a 
real  need,  took  such  an  expansion  and  extent  it  was 
seriously  considered  to  take  the  means  of  supplying  a 
serAdce  more  in  keeping  with  the  wants  of  the  times. 
Consequently,  the  management  conceived  the  idea  of 
establishing  branches  scattered  far  and  wide  in  the 
very  best  centres  of  Quebec  Province  and  New  Bruns- 
wick. 

The  years  1911  and  1912  saw  the  sprijiging  up  of 
these  establishments,  closely  related  to  headquarters, 
and  organized  to  keep  at  all  times  a  full  range  of 
necessities  the  farmer  needs.  Not  only  did  the  in- 
auguration of  the  branches  open  up  a  new  era  of  pros- 
perity, but  they  also  proved  the  far-sightodness  of  its 
directors,  who  wore  on  the  occasion  equally . faithful 
to  the  firm's  motto  "Onward  to  Progress."  In  fact, 
it  was  a  great  stop  taken  forward  in  the  a';commodat- 
ing  of  distant  people  hei*etofore  o'bliged  to  send  their 
orders  by  mail. 

The  firm  received  a  setback  in  1916  when  their 
branch  warehouse  at  Chandler,  in  Gasipe  County,  was 
burned.  A  second  and  still  greater  misfortune,  this 
time  in  Quebec,  when  general  headf|uarters  fell  pi'oy 
tc  a  fearful  blaze  in.  January,  1917.  The  whole  build- 
ing was  reduced  to  ashes  and  within  a  few  hours  the 
fruit  of  many  years  of  effort  and  labor  was  no  m.ore 
than  a  mass  of  ruins. 

But  such  disasters  could  not  discourage  men  of  a 
stamp  as  were  M.  Julien  and  his  co-asso-^iates.  They 
immediately  decided  to  rebuild  new  structures  far 
superior  to  the  preceding  ones. 

After  25  Years. 

These  new  premises,  which  are  the  most  up-to-date, 
occupy  an  area  of  more  than  135,000  squire  feet  and 
are  situated  in  the  vicinity  of  rail  a'ul  water-ways, 
A  good  siding  allows  the  store  to  receive  and  ship 
goods  to  and  from  their  own  Avarehous-^s,  and  the 
ti-amways  stop  at  the  door. 

The  offices  and  general  stores  cover  an  area  of  ISO 
feet  long  by  90  feet  wide  and  constitute  a  block  three- 
story  high  whoso  outside  appearance  tho  reader  can 
see  by  the  illustration  herewith.  The  buildings  face 
on  St.  Vallier  Street,  at  the  west  end  of  the  city, 
and  the  spacious  auto-garage,  and  the  outbuildings  of 
their  main  establishment,  sheds  and  storehouses, 
cover  both  sides  of  a  whole  street. 

The  same  year  the  Julien  general  buildings  were 
erected  tliey  opened  in  the  very  heart  of  St.  Roch's 
a  store  specially  intended  for  the  musical  instrument 
trade.  Since  its  opening  this  store  has  made  con- 
siderable progress,  as  it  is  situated  in  the  verv  best 
commercial  centre  of  the  city,  at  No.  197  St.  J()so))h 
Sli'oet.  A  few  months  later,  the  firm  acipiii'ed  a  fine 
property  lying  at  the  corner  of  St.  VaUior  and  Bagot 
Si  roots.  Here  was  opened  a  very  nice-looking  furni" 
tui'C  store,  whose  popularity  is  growing  every  day. 

The  actual  members  of  the  present  Julien  Com- 
pany's board  of  directors  comprise  Eug.  Julien, 
founder  and  general  manager:  F.  C.  Martinis,  iiresi- 
dent :  L.  C.  Marquis,  vice-president ;  Samuel  Floury 
and  R.  C.  Mar(p;is,  directors  and  1).  A.  Gauvroau, 
secretary   and  assistant   general     niana'.i'or.  E\-orv 
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THE  JULIEN  COMPANY'S  FURNITURE 
DEPARTMENT 

The  Julieii  fnraiture  de])artiiieiit  was  inaugurated  lu 
1910,  when  Eng.  Julien  &  Co.,  Limited,  was  incorpor- 
ated. Since  it.s  first  opening  the  furniture  department 
went  forward  by  leaps  and  bounds.  So  great  has  been 
its  progress  that  as  well  as  being  one  of  the  largest 
depart)nents  in  the  main  store,  a  separate  store  devoted 
wholly  to  furniture  has  also  been  opened  in  another  sec- 
tion of  Quebec  City,  with  a  separate  store  also  for  musi- 
cal instruments.  A  large  furniture  stockroom  is  also 
maintained. 

TJie  accompanying  illustrations  show  four  furnished 
rooms  at  the  Quebec  Provincial  Exhibition,  for  which 
display  a  gold  medal  wa,s  aAvarded  the  firm. 

Recently  an  exhibition  was  held  in  their  own  building 
to  celebrate  their  silver  jubilee,  at  which  1,000  feet  of 
floor  space  was  given  over  to  furniture  displays. 
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question  relating  to  the  good  administration  or  the 
improvement  of  every  department  of  the  house  is  dis- 
cussed and  decided  hy  the  executive  committee. 

The  firm  has  15  branches,  situated  in  the  principal 
centres  of  the  Province  of  Quebec  and  represented 
by  800  agents  in  nearly  all  the  parishes  of  th(-  pro- 
\inee.  In  their  jnain  office  at  Quebec,  they  employ 
200  people,  60  of  them  constituting  the  office  staff. 
This  organization  includes  the  buying  and  selling, 
collection,  book-keeping,  financing  and  advertising 
departments. 

Eng.  Julien,  wishing  to  extend  to  his  staflL'  the  neces- 
sary protection,  conceived  the  idea  of  establishing 
amongst  his  emph)yees  a  mutual  benefit  society  in  the 
case  of  sickness  of  its  members.  The  said  society  is 
so  well  and  solidly  founded  that  during  the  "Flu" 
epidemic  of  two  years  ago.  numerous  benefits  were 
paid  out  of  its  funds,  payments  much  appreciated  hy 
the  members  of  the  society. 

Some  time  afterAvards  a  co-operative  fund  was  or- 
ganized with  the  view  of  permitting  the  employees  to 


JMIIinMIMh"lllllll|i|lllilMIMIMIIIi:illllllMIMIIIIIIIIIII!IIIIIIIIIIIIIIIIMIIIIIIIirilllllllllllllllllllllllllllMIIIIIIIL' 


Tu  1899  the  business  bad 
yrowii  to  a  size  making 
it  fiossible  to  take  in  an 
adjoining  building  and 
(louibling  the  size  of  the 
store  premises. 
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SUMMER  WEEKLY  HALF  HOLIDAYS 

I-ieginning  May  19  and  lasting  till  September  29 
every  Wednesday  afternoon  from  12  o'clock  will  be  a 
half  holiday  in  the  business  section  of  Owen  Soujid. 

St.  Catharines  Closes  Early 

The  retail  merchants  of  St.  Catharines  close  their 
stores  at  six  o'clock  every  evening  but  Saturday,  and 
at  10  o'clock  on  that  night.  It  was  also  decided  to 
close  Wednesday  afternoons  and  statutory  holidays 
as  well  duriniy  the  months  of  June,  July,  Aucust  and 
September. 

Brighton's  Play  Spell 

Keys  will  })e  turned  at  12  o'clock  noon  t'Ver  Wednes- 
day in  all  places  of  business  in  Brighton  during  May, 
June,  July  and  August. 

Friday  in  Campbellford. 

The  merchants  of  'Oampbellford  have  decided  to 
observe  P"'riday  half-holiday,  commencing  on  Friday, 
Juno  11,  and  continuing  until  the  last  Friday  in  Sep- 
tember.   Stoi'es  will  close  at  12. ^{0  p.m. 

Amherstburg  Holidays 

All  Amherstl)ui-g  stores  are  to  close  <it  12  o'clock 
noon  on  Thursdays  from  M-ay  1  to  October  2,  accord- 
ing to  notices  placed  in  the  store  windows. 


deposit  their  savings,  Avith  the  privilege  of  their  be- 
coming shareholders.  The  members  are  benefited 
with  an  interest  rate  higher  than  that  offered  by  the 
general  banking  institutions. 

For  the  past  year,  the  Julien  firm  has  published  a 
Monthly  Bulletin  as  organ  of  the  house,  edited  by  and 
for  all  the  employees  of  the  Julien  organizatioji  and 
under  the  direction  of  the  advertising  department. 

Before  long  the  Julien  Co.  will  have  at  Chicoutimi, 
Que.,  a  fine  general  store,  and  it  is  the  ijitention  of  the 
directors  to  open  many  branches  in  the  principal 
centres  of  Quebec  city  in  order  to  further  promote 
their  already  considerable  local  trade.  » 

To  commemorate  their  Silver  Jubilee  year,  Eng. 
Julien  &  €'0.  have  issued  a  catalogue  of  364  pages 
giAang  an  illustrated  history  of  their  progress  as  well 
as  describing  their  lines. 

For  this  article  and  illustrations  Canadian  Furni- 
ture World  is  indehted  to  S.  Fleury,  manager  of  the 
company's  advertising  department,  and  one  of  the 
directors  of  the  company. 


MARITIME  FURNITURE  DEALERS  EXPANDING 

The  Nova  Scotia  Furniture  Co.,  Ltd.,  Halifax,  N.S., 
are  making  very  extensiA'c  alterations  to  their  Avare- 
rooms,  Avhich  Avhen  completed  are  expected  to  make 
the  companA''s  store  the  finest  in  the  Maritime  Pro- 
vinces and  the  ef|ual  of  any  furniture  store  in  Can- 
ada. The  alterations  Avill  not  be  completed  until 
July,  Avhen  the  company  Avill  have  a  big  oi)iMiing. 

E.  A.  Wilsoii,  vice-president  and  managing  director 
of  the  company,  is  attending  the  big  advertisine:  con 
vention  at  Indianapolis  and  on  his  Avay  through  To- 
ronto called  on  The  Canadian  Furniture  World  to  pay 
his  resj)ects.  Ah  is  to  be  expected  the  Nova  Scotia 
Frr!iishing  Cn.  are  strong  believers  in  advertising 
u.sing  (juite  extensive  space  for  this  j)urpose. 


BOOSTING  ENGEL  UPHOLSTERING  LINE 

A.  II.  Ciilham,  of  Toronto,  well-known  to  all  the  fur- 
niture (rade,  is  now  sales  manager  for  the  Bngel  Up- 
lio'stering  Co..  Ltd.,  of  Waterloo.  Mr.  Gilham  Avas 
until  recently  re])resentative  foi'  the  Walker  &  Clegg 
line. 


Don't  keep  matches  in  anything  but  a  closed  metal 
receptacle.   Use  safety  matches. 
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1                                        CANADIAN  FURNITURE  EXHIBITIONS  IN  JULY  I 

MANY  of  the    Canadian  furniture  mauufacturer.s  will  next  montii   (July)  hold  exhibitions  | 

of  their  manufactured  lines.  | 

I                   Almost  all  the  Kitchener  manufacturer?  have  decided  to  set  apart  the  two  weeks  of  July  | 

I        5  to  July  17  for  this  purpose,  and  they  are  inviting  the  Canadian  retail  furniture  trade  to  give  | 

I        them  a  call  and  see  the  new  lines  offering.  | 

I            This  is  the  second  anmial  attempt  the  Kitchener  furniture  manufacturers  have  made  in  this  § 

I        regard,  and  they  express  them.selves  as  satisfied  with  the  initial  effort  of  a  year  ago.  | 

I            One  of  the  things  that  should  help  make  the  July  exhibition  a  success  is  the  fact    that  the  | 

I        Aveather  is  more  agreeahle  for  travelling  during  the  summer  time,  and  there  are  fever  aniioj'-  | 

I*      ances  and  inconveniences.  | 

I           The  exhibitors  promise  a  good  showing  of  their  latest  productions,  and  now  that  we  seem  i 

I         entering  upon  a  less  strenuous^  period  the  displays  should    have    many    features    to    commend  | 

I        them,  and  make  it  worth  a  dealer's  while  to  see  and  inspect  them.  | 

I                                               Gold  Medal  Co.  to  Show  at  Toronto.  | 

i            The  Gold  Medal  Furniture  Co.,  Toronto,  will  make  a  showing  of  their  complete  new  season's  | 

1         lines  at  their  wax'ehouse  during  the  whole  month  of  July.  | 
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I  Grand  Rapids  July  Furniture  i 
1  Exhibition  | 
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Plans  are  rapidly  whipping  themselves  into  shape  for 
the  July  Market  in  Grand  Rapids.  Reports  from  there 
indicate  that  the  Furniture  Exhibition  Buildings  will 
be  crowded  to  capacity  and  that  there  will  be  many  new 
exhibits  both  of  furniture  and  accessories.  Whether  or 
not  the  attendance  will  again  be  broken  in  July  is  a 
question  that  cannot  be  answered  at  this  time.  Each 
succeeding  season  in  the  last  three  years  has  shown  an 
increased  attendance,  and  the  Grand  Rapids  Market 
Association  is  planning  accordingly  this  year. 

The  entertainment  features  of  the  Grand  Rapids  Mar- 
ket have  come  to  the  forefront  greatly  in  the  last  few 
seasons,  and  each  year  a  new  high-water  mark  of  enter- 
tainment is  established.  This  year,  from  all  reports 
received,  it  would  seem  that  the  committee  have  actually 
exceeded  previous  eff'orts.  The  chairman  of  the  com- 
mittee having  the  entertainment  featiires  in  charge  is 
Wm.  A.  Hoult,  who  has  so  successfully  handled  the  event 
in  past  seasons,  and  this  in  itself  is  a  promise  of  a  won- 
derful time.  These  entertainment  features  are  so  well 
attended  by  visiting  buyers  and  so  worth  while  in  what 
they  offer  that  every  buyer  visiting  the  Grand  Rapids 
Market  plans  his  trip  to  be  there  on  the  day  scheduled. 

This  year  the  events  will  be  held  at  the  West  Michigan 

-J<"MlliniinillUIIMIIIIIMMIIII!IIIIIIIIIIMIMIMIIIIIIIIIIIIMMMMMIIMIMIIIIIIIMnillMIII,'1IIMMIMMMIMIMIIIIIIMIIIMIIIIIIIIIMIIMIMII 


State  Fair  grounds,  where  ample  seating  capacity  will 
be  provided  in  a  large  concrete  grandstand,  protecting 
from  any  possible  inclemency  in  the  weather.  There  will 
be,  of  course,  the  usual  raffle.  This  year  two  automobiles 
will  be  given  away  to  some  visiting  furniture  buyers — 
sedan  and  a  roadster.  Dinner  will  be  served  in  the  main 
hall,  and  the  raffle  be  conducted  immediately  thereafter. 
The  raffle,  however,  is  but  a  minor  detail  of  the  entertain- 
ment plans.  Boxing  is  well  to  the  forefront  in  the  day's 
activities.  A  preliminary  bout  will  be  followed  by  a 
bout  of  ten  rounds  between  two  of  the  country's  top 
notchers.  Then  there  will  be  a  battle  royal,  and  this 
sure  is  a  fine  entertainer. 

A  novel  feature  of  the  entertainment  this  year  will 
be  a  game  of  auto  polo  between  experts  in  automobiles, 
each  using  a  stripped  chassis  from  a  Ford  car.  This 
is  a  species  of  entertainment  that  is  guaranteed  to  arouse 
excitement  even  in  an  Egyptian  mummy.  Four  aero- 
planes will  serve  the  crowd  during  the  afternoon,  taking 
up  all  who  desire  to  go  for  a  free  ride. 

It  will  be  seen  from  the  above  that  Grand  Rapids 
knows  how  to  entertain,  and  that  the  plans  are  well  per- 
fected to  provide  a  good  time  for  every  visiting  furniture 
man.  The  attendance  at  Grand  Rapids  this  year  will 
doubtless  pass  all  previous  records. 


AMONG  EXHIBITORS 

A  new  exhibitor  at  the  Grand  Rapids  Market  in  July 
will  be  Royal  B.  Smith  of  New  York,  representing  Aug. 
Cosnoghi,  Inc. ;  Bombay  Reed  Willow  Furniture  Com- 
pany ;  Jeffrey  &  McNulty,  purchasers  of  the  L.  C.  and 
W.  L.  Cron  Company  of  Piqua,  Ohio,  and  George  H. 
Downing.  The  lines  represented  will  comprise  high- 
grade  living  room  furniture,  high-grade  upholstered 
willow  furniture,  bedroom  furniture  and  period  cribs. 
The  lines  will  be  shown  in  the  basement  of  the  Keeler 
Building,  where  a  large  space  has  been  taken.  ^Ir.  Smith 
is  well  known  in  the  furniture  business  throughout  the 
country,  and  has  a  wide  acquaintance  with  the  buyers 
everywhere.  He  will  be  assisted  by  Royal  B.  Smith,  Jr., 
and  C.  Dewey  Smith. 


No.  r,()5L.- 


-.'Serving  tray,  by  G.  L.  Irish,  499  Queen 
Street,    West,  Toronto. 
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Dobbs:  "Time  must  hang  heavilv  on  vour  hands." 
Nobbsi  "Why?'' 

Dobbs:  "Well,  vou  wear  such  a  large  wrist-Avatch. 
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FURNITURE  DEALERS  and  their  ADVERTISING 

 m  II  iiiiiiiiiiiii|ii!iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiin 

Heart  to  heart  talk  on  methods— Getting  after  farmers'  trade  —  Local  newspaper  advertising 
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'  we  bardly  "hive 
3l  US.   For  this  aale 


THANHS  some  to  the  automobiles,  fanners  to-day 
are  practically  city  dwellers.  Tlieir  out-of-the- 
way  houses  have  been  moved  into  town,  so  to 
speak.  They  have  moved  along  with  their  houses  in 
personal  slants,  desires. 

The  farmer  gets  to  town  oftener  than  he  used  to. 
He  has,  as  said,  taken  on  wants  that  are  townwise 
more.  What  the  town  dweller  has,  he  wants  for 
himself.  He  can  step  to  his  telephone  and  be  in  touch 
with  town  in  a  minute's  time.  He  can  jump  into  his 
automobile  and  be  whLsked  to  town  in  a  few  minutes. 
'Consequently,  keeping  in  closer  touch  with  town 
doings,  you  won't  find  many  whatnots  and  varnished 
pine  cones  in  his  parlor.  It  used  to  be  the  case;  it 
isn't  nowadays. 

Advertising  by  his  town 
dealers  hasn't,  though,  kept 
,so  well  up  to  things.  They  still 
go  to  him  by  the  town  paper 
roiite  only.  One  furniture 
dealer  is,  say,  as  much  in  as- 
cendancy that  way  as  another. 
Call  it  deseendency,  for  short. 

There  was  ahvayvs  such  a 
thing  as  direct-by-mail  adver- 
tising. It  never  was  intended 
to  take  the  place  of  news- 
paper advertising,  but  rather 
to  assist  it.  The  idea  being 
to  get  before  the  farmer's  at- 
tention by  letters,  folders, 
booklets,  and  cause  him  to 
heed  more  the  newspaper  ad- 
vertising when  he  sees  it  in 
his  town  paper. 

T  believe  a  dealer  can  mail 
out  booklets  and  folders  till 
he  grows  red  in  his  map  and 
not  get  very  much  heedful  at- 
tention. It  requires  the  per- 
sonal sales  letter  to  rub  Mr. 
Farmer's  eyes  awake  and 
make  him  consider  much. 
These  printed  things  in  shape 
of  booklets  and  folders  are 
cold  affairs  at  best.  They  do 
not  carry  a  pei'sonal  message 
Hence,  Mr.  Farmer  docsn 't 
enough 


Made-In-Canada  Sale 

N  FURNITURE,  RUGS,  UNOLEUMS,  DRAPERIES,  N 

STOVES,  REFRIGERATORS,  WINDOW  SHADES 

h 


CO-OPERATmG  WITH  US  m  THIS  GREAT  SALE  ARE  THE  LCADDIG  HAIIUFACTUREIIS  OF  THE  VARIODS  LOIES 

^tlinti  anij  oirice  staffs  must  be  retained;    every  conceivable  effort  hu  beeb 


;rb«d.   Out  50,01 


Prices  Have  Never  Been  So  Low  and  Piobably  Never  Will  Be  Again!  p 


226.229-230 
Dndis  Street 


Last  mo7itli  a  ' '  Made-in-Canada"  sales  week  was  held 
in  London,  Ont.  Tlie  Ontario  Furniture  Co.  won  a  prize 
for  a  special  window  display.  Here  is  one  pf  their  page 
ad"c  rtisementf.    drawing    attention    to    their    special  sale. 


like  a  sales  letter  does, 
warm  up  to  dealer 
He  sees  in  these  cold  printed  things  what 
other  farmers  receive  right  along  from  dealer:  they 
do  not  hit  him  personally  :  everybody  the  same  things. 
U.sually  what  is  aimed  at  everybody  hits  nobody  in 
particuliir.  Generalizing  the  stunt  spoils  it.  This  is 
no+  meant  for  a  slap  at  newspaper  advertising,  at  all. 
The  fact  remains,  n^'ver^'ieless,  that  out  of  a  hundred 
and  one  readers  of  our  advertisement,  if  we  land  half 
a  dozen,  we'll  do  well.  Still  a  dealer  ou,ght  not  to 
drop  out  of  his  local  sheet  entirely,  or  he  will  have 
the  elvect  of  dro])ping  out  of  the  town  procession. 
Other  •♦lealers  are  ther-e ;  he  must  be,  too.  Otherwise, 
he  gets  shuffled  into  the  discard  in  the  minds  of  folks. 


There's  a  way  to  assist  newspaper  advertising,  and 
that  way  is  by  direct-mail  appeals.  When  you  write 
a  letter  to  a  farmer,  he  regards  it  as  closer  to  him. 
He  will  take  it  to  mean  him,  himself,  more.  He  will, 
consequentl3%  pay  better  attention  to  it. 

Another  thing  is  this,  you  can  tell  your  whole  tale 
in  better  shape  in  a  sales  letter.  You  have  your  man 
in  front  of  you  to  argue  with.  He  has  you,  alone  in 
front  of  him  to  listen  to. 

In  my  youth  I  used  to  pack  apples  on  the  farms  in 
Shiawassee  County,  Michigan.  I  remember  it  now, 
but  didn't  give  any  heed  to  it  at  the  time,  how  one 
farmer's  wife  said  to  her  lord  and  master,  "John, 
there's  that  sideboard  again  which  So  &  So  has  writ- 
ten us  so  many  letters  about." 
She  had  lamped  the  advertise- 
ment in  the  town  paper.  The 
fact  that  she  had  gotten  letter 
after  letter  about  the  side- 
board made  her  assume  an 
erect  posture  and  consider  the 
newspaper  advertisement. 

I  can't  recall  whether  they 
bought  the  sideboard:  wasn't 
interested  in  the  affair  then. 
But  'tis  safe  to  jruess  that 
whenever  they  glimmed  iSo 
&  So's  advertisem.ents  after 
that  it  made  them  think  of  So 
&  So's  letters  to  them.  And 
every  time  they  received  a 
letter  from  So  &  So  it  made 
them  stronger  for  the  adver- 
tisements in  the  town  paper. 
After  a  bit  they  thought  they 
knew  the  dealer  real  well. 
Hence,  he  was  the  first  dealer 
they  thought  of  when  they 
thought  of  getting  new  furni- 
ture for  their  house,  at  all. 

If  it  were  possible  for  us  to 
take  our  advertisement  to 
Mr.  Farmer  and  say  to  him 
every  time,  "Read  that,  mis- 
ter," he'd  soon  be  giving  us 
some  of  his  patronage.  He'd 
learn  who  we  are.  He'd  soon  be  intimately  acquainted 
witli  us.  We'd  ^'et  nearer  him  that  way.  Most  of  us 
cannot  go  to  Mr.  Farmer's  home  more  often  than  one 
per  week  by  the  town  paper  route.  He  forgets  us  some 
in  between  times.  Rut  Uncle  Samuel  will  take  our 
sales  letters  to  him  as  often  as  we  care  to  mail  them. 
Uncle  Samuel  will  make  us  old  cronies  after  awhile. 
Uncle  Samuel  will  lead  us  by  the  hand  to  that  man.  We 
shall  come  to  Mr.  Farmer,  alone  by  ourselves.  Tiien 
will  he  Wr)ko  np  to  us  better. 

I  know  of  a  certain  farmei'  in  our  old  coinniiinity 
who  got  his  sales  letters  from  a  denier  and  he  soon  got 
.so  he  thought  he  knew  the  dealer  more  intimately. 
Knew  his  store,  his  prices,  his  goods.  Dealer  had  gone 
to  him  so  many  times  by  sales  letters,  the  farmer  got 
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it  into  his  dome  he  knew  th(>  dealer  better.  It  Avas  be- 
fore the  farmer  did  know  the  dealer  personally,  too. 
Previously  he  had  been  giving  his  trade  to  another 
dealer  in  town.  He  absconded  to  the  letter-writing 
dealer  one  time  and  has  stuck  to  him  since  then.  The 
farmer  said  to  yours  truly  that  he  got  more  of  a  notion 
what  things  the  dealer  sold.  .He  said  he  also  naid  bet- 
ter heed  to  dealer's  local  paper  advertisements  after 
that. 

He  recited  that  one  time  the  dealer  had  advertised 
a  chair  in  the  local  payer.  Then  the  farmer  received  a 
sales  letter  about  it.  The  letter  he  averred,  put  him 
next  to  more  good  points  of  the  chair  than  the  local 
paper  advertisement  had.  He  felt,  too,  that  it  was  him. 
himself,  who  was  appealed  to. 

Another  time  that  farmer's  wife  Avanted  a  china 
cabinet.  It  appeared  in  the  local  newspaper.  He  said 
to  his  better  half,  "Well,  we'd  better  Avait  a  feAV  days 
until  Ave  get  a  letter  fron;  the  store ;  it  Avill  tell  us  more 
about  the  china  cabinet."  After  the  letter  came,  they 
went  to  tOAvn  and  got  their  cabinet.  The  store  was  in 
habit  of  mailing  its  sales  letter  and  the  farmer  and  his 
Avife  kncAv  it.  It  goes  to  shoAV  that  they  needed  some 
extra  description  and  found  it  in  the  letter  they  got 
later.  Whai  is  more,  they  regarded  that  letter  as 
personal.  Had  dealer  not  sent  them  the  letter,  tiiey 
would  have  likely  ordered  the  china  cabinet  of  hiiu. 
Whj^  ?  Because  they  felt  they  kncAV  him  intimately 
and  could  rely  on  his  stocks.  He  had  made  iiimself 
close  to  them  by  his  previous  sales  letters. 

Most  everyobdy  takes  a  sales  letter  to  heart  more 
than  he  does  a  neAv.spaper  advertisement.  It  comes  to 
him  and  to  him  only,  he  imagines.  But,  at  best,  th^ 
sales  letter  is  to  help  out  the  town  paper  advertising. 
I  am  acquainted  AA'ith  a  certain  dealer  Avho  one  time 
cut  out  all  his  local  paper  advertising  and  put  his 
money  into  sales  letters.  His  people  got  so  they  re- 
garded him  to  be  a  cheap  skate,  I  gues?,  .^or  he  lost 
trade  by  it.  He  didn't  aj)penr  alongside  other  pri)gres- 
sive  dealers  in  the  i)aper.  He  didn't  dare,  mavbe  they 
surmised.  A)id,  as  said,  he  lost  by  it.  He  made  a  big 
holler  in  iiis  sales  letters,  but  he  didn't  make  any  stir 
in  tlie  town  |)ap'.'r.    His  people  evidently  thought  he 


resembled  the  man  who  lost  one  paw  in  a  saAv  mill  and 
used  the  remaining  one  the  best  he  could.  There  are 
some  folks  who  get  mighty  adept  in  the  use  of  one 
Aving,  but  it  doesn't  demolish  the  thought  that  they 
could  do  much  better  AA-ith  tAvo  Avin<j:s.  Old  man  Jones 
pegged  along  through  life  on  one  foot  and  after  he  was 
dead  people  said  hoAV  much  better  he  would  have  travel- 
ed had  he  had  tAvo  legs.  He  did  wonderfully  AA-ell  with 
a  single  leg,  nevertheless.  Had  he  entered  a  ra-ee  he 
Avould  have  needed  tAvo  legs.  A  furniture  store  needs 
all  its  pedals,  believe  us,  to  get  there. 

A  sales  letter  is  a  big  help  to  ncAvspaper  advertising 
a]id  that  is  its  principal  object.  Dealer  ought  to  h.old 
his  head  above  Avater  Avith  the  rest  of  the  toAvn  dealers 
in  the  local  sheet,  that's  it.  Othel-A^•ise,  Avill  he  get 
drowned.    And  folks  Avon't  hear  his  cries  for  succor. 

I  haA'e  ahvays  and  do  yet  believe  it 's  a  good  thing  to 
work  in  the  names  of  some  of  our  customers  in  our 
sale.s  letter.  Everybody  is  influenced  more  or  le.ss  by 
his  friends  and  ac(|uaintances.  Folks  are  like  sheep — 
they  like  to  folloAv  a  leader.  It  Avill  shoAv,  too.  we  are  . 
not  afraid  to  give  the  names  of  purchasers.  Will  fur- 
ther show  we  are  anxious  that  our  recipient  goes  to 
these  other  purchasers  and  asks  them  (piestions  about 
us.  Lots  of  times  a  mere  Avord  or  so  from  one  of  tiu*se 
third  parties  Avill  do  more  good  than  coluuins  of  stuff 
in.  the  ncAvspaper  from  us.  When  I  mailed  such  letters 
I  Avould  see  that  I  said  something  designed  to  give  my 
reader  a  hint  that  I  did  not  prcAnously  take  up  the 
matter  with  these  purchasers.  Picked  testimonials  are 
not  so  good.  They  lack,  at  least,  a  Avhole  lot  of  being 
as  instrumental  for  sales  as  promiscuous  testimonial^. 
The  picked  testimonial  means  about  as  much  to  our 
reader  as  did  he  ask  John's  mother  Avhat  sort  of  a  lad 
John  is.  He'd  get  one  answer  and  he'd  knoAV  he  Avould 
get  it. 

Another  consideration  for  the  sales  letter  is  that 
folks  get  an  idea  after  a  bit  that  tliey  haA^e  se'^-n  our 
advertisements  about  everyAvhere.  That  is.  if  Ave  use 
it  in  connection  Avith  our  toAvn  paper  advei'tising.  Still 
another  consideration  is,  it  sounds  more  sincere-like. 
Another  consideration  is,  it  enables  us  to  tell  a  stronger 
story  by  details.  And  anotner  eon.sideration  is.  it  geis 
folks  ac(|uainted  Avith  us  in  'luickei'  and  better  style. 
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KNOBS  of  NEWS 


R.  E.  Nelson,  president  of  the  Guelph,  Ont.,  R.M.A., 
is  dead. 

Owen  Sound  was  a  few  days  ago  legally  declared  to 
be  a  city. 

The  new  bankruptcy  comes  into  effect  on  July  first 
next. 

Victoriaville  Furniture,  Ltd.,  has  been  registered 
at  Victoriaville,  Que. 

Broekville  and  Oobourg  have  adopted  daylight  solv- 
ing time  this  summer. 

Wm.  T.  Castle,  of  Castle  &  Son,  cabinet  makers, 
Montreal  is  dead. 

The  American  Furniture  Co.  has  been  registered  at 
Montreal. 

The  Classic  Housing  Co.,  Ltd.,  Stratford,  Ont.,  ha^ 
been  registered  with  a  $40,000  capital. 

The  Union  Metal  Bed  Mfg.  Co.,  Montreal,  has  been 
incorporated. 

Rolland  Bros.  &  Co.,  mattress  manufacturers,  have 
been  registered  at  Montreal. 

The  Restmore  Manufacturing  Co.,  Ltd.,  of  Vancou- 
ver, have  opened  a  branch  at  Calgary,  Alta. 

N.  D.  IM'cPhail  has  sold  out  his  interest  in  the  Pro- 
vince Furniture  Manufacturing  Co.  at  Vancouver. 

T.  F.  Harrison  &  Co.,  furniture  dealers,  Kingston, 
Ont.,  have  leased  the  lower  section  of  their  store  to 
Crawford  &  Walsh,  tailors. 

K.  Farah  &  Sons,  Ltd.,  Toronto,  have  been  incor- 
porated to  manufacture  and  deal  in  beds,  couches, 
mattre.sses,  hammocks,  etc. 

The  first  grand  prize  for  the  best  decorated  window 
duiing  the  recent  " Made  in-C'anada "  week  at  Lon- 
done,  Ont.,  was  won  by  the  Ontario  Furniture  Co.  of 
that  city. 

M.  Steckler's  furniture  and  clothing  store  at  North 
Sydney,  N.S.,  M^as  damaged  by  a  fire  which  recently 
burned  one  of  that  city's  business  blocks. 

The  Mile  End  Furniture  and  Repairing  Co.,  Montreal, 
was  damaged  by  fire  last  month  with  an  estimated  loss 
of  .153,800.    Insurance,  about  $2,000. 

F.  W.  Churchill  has  bought  the  furniture  and  uphol- 
stering business  of  Thompson  &  Large,  Belleville,  with 
headquarters  at  194  Front  Street. 

Zingler  Bros.'  furniture  factory  at  Harriston  w;  s 
burned  on  May  20  as  a  resxdt  of  an  electric  storm.  The 
estimated  loss  is  $75,000,  partly  covered  by  insurance. 

The  McClary  Mfg.  Co.  of  London,  Ont.,  have  pur- 
chased the  plant  and  business  of  the  Buck  Stove  Co.  fit 
Brantford.  Nearly  $1,000,000  was  involved  in  the  tran- 
saction. 

McNiveii  &  York  Bros.,  120  Wyndhain  Sti-et, 
Cxuelph,  Out.,  have  disposed  of  their  furniture  stock 
to  W.  S.  Smith,  of  Belleville,  Ont.,  and  will  devote 
themselves  wholly  to  the  undertaking  end  of  theii- 
business. 

The  Gold  Medal  Furniture  Mfg.  Co.,  Toronto,  lijive 
sold  a  piece  of  ])r()perty  on  the  north  side  of  Van  Home 
Street,  near  Bartlett  Avenue,  to  William  Robeiison,  for 
.$20,000.  There  are  four  brick  houses  on  the  land,  Nos. 
212,  214,  216  and  218,  and  the  combined  frontage  is  88 
feet. 


Baetz  Bros.  Specialty 

Company,  Limited 
KITCHENER  ONTARIO 


J^a^ers  of 

PORTABLE  ELECTRIC 
LAMPS 

and 

SILK  and  PARCHMENT 
SHADES 

Associated  with 

Baetz  Bros.  Furniture  Co.,  Limited 
Anthes-Baetz  Furniture  Co.,  Limited 

KITCHENER 
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A  two-days'  joint  meeting  of  furniture  dealers  and 
manufacturers  was  held  last  month  at  Chicago  to  con- 
sider A^arious  gi'ievances  in  the  trade  and  to  seek  a 
remedy.  The  two  organizations  present  were  repre- 
sentatives from  the  National  Council  of  Furniture 
Associations  and  the  U.  S.  Furniture  Dealers'  Asso- 
ciation. 

General  dissatisfaction  was  expressed  by  all  dealers 
in  their  remarks  regarding  orders  placed  "at  price 
prevailing  at  time  of  shipment'"  they  insisting  that 
IhiuS  method  was  now  intolerable  to  them.  A  state- 
ment by  one  of  the  leading  manufacturei's  that  the 
dealer  did  not  yet  know  what  high  prices  were,  and 
that  goods  would  proba^bly  go  even  much  higher, 
brought  on  a  spirited  discussion  and  a  determined 
>stand  on  the  part  of  the  dealers  that  it  would  be  a 
grievous  mistake  to  permit  of  such  a  thing  for  the 
interests  of  the  whole  industry. 

A  special  committee  named  to  consider  this  (piestion 
could  not  reach  an  understanding.  The  manufactur- 
ers' side  of  the  question  was  put  by  several  speakers, 
ard  in  reply  the  dealers'  point  of  view  was  expressed 
by  a  number  of  retailers,  who  argued  that  the  buying 
public  could  not  and  would  not  stand  for  further  ad- 
vances, and  that  the  dealer  to-day  was  carr.ying  all 
the  burden  and  taking  all  the  chances  by  investing 
in  large  stocks  at  high  prices. 

It  was  the  unanimous  opinion  of  all  that  something 
should  be  done,  but  as  dealers  were  placing  orders 
for  their  needs  six  months  in  advance  the  manufac- 
turer explained  in  turn  his  unenviable  position. 

Resolutions  were  passed  by  both  organi/.ations.  Tlu' 
manufacturers  stating  that  as  the  buying  of  lumber, 
glass  and  othei-  important  materials  used  in  the  manu- 
facture of  furniture,  at  prices  prevailiuij  at  date  of 
shipment,  is  very  unsatisfactory  to  the  manufactur- 
er of  furniture;  and  the  buying  of  furniture  by  the 
retailer  at  jn'iees  prevailing  at  date  of  shij)ment  is 
very  unsatisfactory  to  him;  that  the  manufacturer  use 
every  means  he  may  have,  or  can  ac(juire,  as  soon  as 
possible  to  buy  his  matei'ials  at  guaranteed  price  for 
stated  periods.  As  soon  as  this  is  done,  the  manufac- 
turer of  furniture  is  a.sked.  in  turn,  to  guarantee  a 
price  on  his  furniture  to  the  retailer. 

Recoiul,  That  because  of  overbuying  by  the  retailer 
and  overselling  by  the  manufacturer,  the  retailers  be 
asked  not  to  increase  their  orders  with  the  manufac- 
turer beyond  theiT  reasonable  requirements;  and  that 
the  retailer  assist  the  manufacturer,  whenever  asked, 
in  cheeking,  verifying,  i-educing  or  in  a  better  man- 
lu-r  to  pro-rate  the  furniture  to  the  retailers  who  may 
be  in  the  greatest  need  of  same. 

Third,  That  am'  unfair  or  unbusinesslike  practices 
by  eithei-  manufacturer  or  retailer  be  condemned  by 
both  manufacturer  and  retailer,  and  that  every  pos- 
sible means  be  used  by  both  to  eliminate  any  unfair 
method,  it  being  recognized  that  any  unfair  method 
is  injurious  to  the  industry  as  a  whole. 

Fourth,  That  the  retailer  assist  the  maiuifacturer. 
who  has  too  many  orders  on  his  books,  in  reducing 
them,  wheii  asked  to  check,    j-educe    or  confirm,  by 


doing  so,  aiul,  after  such  reduction  and  confirmation, 
consider  the  orders  as  agreed  upon  not  subject  to  can- 
cellation without  mutual  agreement. 

Fifth,  That  in  order  to  hasten  the  nuire  stable  con- 
dition desired  by  both  retailers  and  manufacturers, 
retailers  be  asked  to  sign  all  orders  on  which  the 
pi'ice  is  guaranteed,  and  that  such  orders  be  not  sub- 
ject to  cancellation,  if  shipped  within  the  period  of 
price  guarantee,  except  by  mutual  agreement. 

Sixth,  That  to  do  away  with  the  possibility  of  dis- 
satisfaction because  of  goods  being  shipped  in  a  day 
of  two  after  the  change  in  price,  the  manufacturer 
be  asked  to  invoice  no  goods  to  a  retailer  unless  said 
manufacturer  has  placed  in  the  mail,  addressed  to 
said  retailer,  at  least  fifteen  days  before  the  day  of 
.■shipment  of  goods,  a  dated  price-list  showing  thi' 
price  at  which  articles  are  to  be  invoiced. 

The  Retailers'  rejoinder. 

We  see  nothing  in  the  propo.sed  resolution  that 
solves  the  real  problem  of  the  dealers  to-day.  was 
the  retailers  reply,  because  it  is  our  desire  to  stabilize 
business  and  prices  now,  and  we  are  here  for  that 
purpose  and  feel  that  this  can  only  be  done  by  a 
guaranteed  price  on  some  fair  basis. 

The  present  policy  of  placing  orders  is  unfair  to 
the  dealer,  and,  in  turn  to  the  buying  public.  During 
the  war  this  evil  crept  in,  and  Ave  \ia\e  permitted  it 
to  remain  one-and-a-half  years  after  the  Avav :  but  Ave 
believe  that  Ave  have  noAV  reached  the  jioint  when  this 
should  stop. 


SCOTLAND'S  LINOLEUM  TRADE 

Kirkcaldy,  the  largest  city  in  the  Dunfermline  dis- 
trict, is  the  centre  of  the  linoleum  trade  of  Scotland 
and  until  recent  years  enjoyed  a  large  volume  of 
business  Avith  the  United  States.  Lately  this  trade 
lias  fallen  ofif  until  it  has  almost  entirely  ceased.  Hoav- 
ever.  the  trade  itself  during  the  past  five  years  has 
carried  on  and  large  British  and  domestic  orders  haA'e 
lieen  dealt  Avith. 

For  many  years  previous  to  the  Avar  linoleum  Avas 
used  to  cover  the  decks  of  British  battleships  aiuI  Avith 
the  outbreak  of  hostilities  the  demands- of  the  British 
Admiralty  for  linoleum  Avere  eiu)rmously  increased 
and  large  orders  were  placed  for  delivery  at  the  dock- 
yards. Large  orders  Avere  also  received  from  Ameri- 
ca)! and  British  Red  Cross  units.  Many  serious  prob- 
lems had  to  be  faced  and  for  a  fcAV  months  there  was 
a  veritable  famine  of  raAv  materials.  The  great  in- 
crease in  the  price  of  canA^as,  cork,  colors,  and  oils 
presented  many  difiTiculties,  and  the  price  of  the  fin- 
ished article  Avas  largely  increased.  Then  the  govern- 
ment excess  ])rofit  tax,  it  is  claimed,  hit  the  Kirkcaldy 
manufacturers  hard,  and  the  strain  of  the  tax  and 
other  difficulties  caused  the  directors  of  one  of  the 
largest  concerns  to  vicAv  the  situation  more  seriously. 
The  prospects  noAV  are  better,  and  linoleum  is  said  to 
be  in  increasing  demand  for  domestic  purposes. 

Whether  the  export  of  linoleum  to  the  Ujiited  States 
will  ever  i-each  its  old-time  volume  is  doubtful,  in 
vicAv  of  the  keen  competition  of  American  concerns 
noAv  Avell  established  in  Chicago,  NcAvark,  Trenton  and 
other  American  cities.  The  chances  are  that  the  lino- 
leum export  trade  Avith  the  United  States  is  largely 
lost  for  several  years  to  come,  at  least. --LT.S,  Consular 
Papers. 
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Marshall 


Demand  the  above  label 
on  all  Cushions,  Mattresses 
and  Box  Springs. 


Products 


AUTOMOBILE  CUSHIONS 
CHESTERFIELD  AND  CHAIR  CUSHIONS 
RATTAN  CHAIR  CUSHIONS 
BOAT  CUSHIONS 
FELT  AND  JUTE 

MARSHALL  SANITARY  MATTRESSES 
MARSHALL  SANITARY  BOX  SPRINGS 

Marshall  Ventilated  Mattress 

Company,  Limited 
Chicago.  III.  TORONTO,  CANADA  Loudon,  Eng. 
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NEW  FURNITURE  FACTORY  AT  COAST 

'Col.  F.  W.  Q.  Anderson  is  forming-  an  influential 
company  to  establish  a  furniture  factory  at  Marpole, 
B.C.,  and  has  sent  a  checjue  for  .$1,000  to  that  munici- 
pality with  an  otiter  to  buy  at  ii^3,000  per  acre  a  block 
of  nine  acres  known  as  the  ITigo-ins  property.  The 
offer  has  been  accepted. 

Col.  Anderson  said  he  hoped  to  employ  100  hands 
at  the  outset  and  to  build  uj)  the  factory  block  by 
l)lock  on  the  unit  system.  Preference  would  be  given 
to  returned  men,  and  after  tliat,  to  man'ied  men,  who 
would  be  skilled  mechanics  of  good  standing.  He 
asked  as  a  condition  of  +he  purchase  that  the  as.sess- 
rnent  might  be  fixed  for  ten  j-ears.  Col.  Anderson  is 
a  member  of  a  well-known  family  of  successful  furni- 
ture manufacturers.  The  new  buildings  will  c :;s 
.+25,000. 


store  had  a  red  and  green  "sticker"  or  label  attached. 
Red  and  green  are  the  firm's  colors.  On  each  of  these 
stickers  was  the  mystic  number  67  in  white  figures. 

A  moving  picture  film,  depicting  shopping  in  the  vari- 
ous departments  of  the  Murray-Kay  store,  was  another 
feature.  This  film  was  shown  at  most  of  the  movie 
theatres  in  the  city,  and  a  competition  for  the  most 
catchy  title  for  the  picture  opened. 


CLEARING  OUT  STOCK 

The  Adams  Furniture  Co.,  Toronto,  ])re])ar  tory  t(. 
leaving  their  old  for  their  new  business  home,  are  cor- 
ducting  a  "Gre '.t  Cash  Removal  Sale."  It  is  their  iiite  -- 
tion  to  sell  all  present  stock  in  their  old  store  ."lid  (!om- 
pletely  stock  the  new  store  with  entire  lines  of  new 
."■oods. 


TORONTO  DEALERS  IMPROVE  STORE 

Foi'  the  past  two  months  the  F.  C.  Hurroughes  Co. 
lune  been  altering  their  Toronto  store  and  rearrang- 
ing their  departments,  the  most  notable  achievement 
of  which  is  the  addition  of  much  more  floor  space,  giv- 
ing now  some  87,000  stpiare  feet  of  display  space.  The 
fenei'al  offices  have  been  removed  from  the  ground 
to  the  balcony  floor,  allowing  of  more  interesting 
groupings  on.  the  main  floor.  The  old  office  space  is 
how  utilized  as  an  upholstered  furniture  showi'oom. 

Additional  room  has  been  made  in  the  basement  also, 
and  the  disphiy  windows  have  been  remodelled.  To 
celebrate  the  completion  of  the  improvements  the  firm 
are  conducting  a  two-Aveeks'  "alteration  sale." 


NOVEL  ANNIVERSARY  SALE  STUNTS 

The  ]\Iurray-Kf!y  Co.,  Toronto,  ai-e  lioldiiu''  at  iircsent 
•  67tb  Anniversary  Sale,"  and  in  connection  therewith 
h;we  rdopted  some  novel  publicity  idees.  Durin<''  t'-e 
first  week  of  llie  sale  an  airship  dropped  67  small  bjd- 
iooiis  everv  day,  each  one  containing  an  order  for  ^^1.61 
worth  of  goods,  the  67th  balloon  being  worth  .+25. 
Diiiiim-  tlic  side,  also,  every  parcel  sent  out  from  the 


NEW  STURGIS  ATTACHMENT 

Following  its  polic.y  of  producing  distinctive  and  con- 
venient dei)artures  in  baby  carriages,  tlie  Sturjris  Steel 
(io-Cart  Com])any  will  ])resent  at  the  Jul.v  sh.ow  a  new 
and  novel  device.  This  recentl.y  ])ateiited  Sturgis  attach- 
ment is  a  push  button  wheel-lock.  The  lock  opei'ates  on 
the  hub  cap,  and  permits  the  removal  of  any  wheel  hy 
simply  pressing  a  concealed  and  protected  button.  With 
the  push  button  hood  adjuster  and  the  ])ush  button 
wheel-lock,  the  Sturgis  steel  go-cart  line  is  ti'uiy  tli( 
piish-biitfoii  line. 
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ADVERTISING  THE  DOMINION 

NEXT  year  the  regular  census  of  Canada  will  be 
made  in  accordance  with  the    provision  in  the 
British  North  America  Act  which  st'nulntes  thn*' 
it  shall  take  place  under  the  direction  of  thp  Domin- 
ion Govornment  every  ten  years. 

In  advance  of  this,  the  Department  of  Tra  V  and 
Commerce  at  Ottawa  has  issued  an  estimate  of  the 
pi^csent  population  which  shows  that  the  number  of 
inhabitants  of  this  mighty  Dominion  falls  consider- 
ably short  of  nine  millions,  or  about  one-twelfMi  th:it 
of  our  neighbor  the  United  States,  who  boasts  a  popu- 
lation of  over  one  hundred  and  twelve  millions. 

This  state  of  atfairs  is  a  very  serious  thing  for  the 
Dominion,  a,s  the  stagnation  of  a  country's  po;)ul'i- 
tion  inevitably  means  that  the  country  laboring  under 
such  a  disability  is  heading  towards  economic  disaster. 

Canada  is  a  country  of  vast  agricultural  and  min- 
eral wealth  but  the  exploitation  of  her  resources  has 
been  neglected  principally  on  account  of  the  lack  of 
well  directed  propaganda  disseminated  with  a  view 
of  giving  immigrants,  manufacturers,  capitalists  and 
industries,  sound,  intelligent  and  comprehensive  in- 
formation in  regard  to  the  opportunities  which 
abound. 

In  advertising  the  multitudinous  vital  facts  rela- 
tive to  the  subject  under  notice,  no  better  aid  could 
be  enlisted  than  that  of  the  moving  picture  film,  al- 
lowing as  it  does  of  the  graphic  presentation  of  every 
phase  in  such  manner  as  could  never  be  attained  by 
the  use  of  cold  type. 

Sometime  ago  the  Dominion  Government  created 
a  moving  picture  bureau  which  had  pictun-s  taken  of 
many  of  Canada's  national  industries  for  exhibition 
in  Britain  and  other  sourccis  of  immigration. 

The  Hearst  Government  also  established  a  bureau 
which  procured  many  fine  films  of  an  industrial  and 
scenic  character,  but  so  far  there  has  been  no  move- 
ment to  compel  the  theatre  interests  to  exhibit  the 
films,  which  is  of  course  the  essential  part  of  the 
whole  business. 

The  British  'Columbia  Government,  however,  have 
moved  in  the  right  direction  by  introducing  in  the 
Legislature  a  measure  requiring  all  moving  picture 
theatres  to  exhibit  for  fifteen  minutes  during  each  per- 
formance films  provided  by  the  Provincial  Bureau. 
These  films  will  be  of  an  educative  character  illustrat- 
ing the  natural  resources  and  economic  and  industrial 
problems  of  British  Columbia,  and  also  dealing  Avith 
general  Canadian  events  of  interest. 

The  measure  now  before  the  British  Columbia  Legis- 
lature is  a  very  wise  and  commendable  step  on  the 
part  of  the  Government  and  sets  an  example  which 
the  other  provinces  could  very  profitably  afford  to 
follow. 

As  a  rule  the  attraction  of  this  class  of  picture  has 
induced  theatre  managers  to  voluntarily  present  them 
intersjpersed  between  regular  films,  but  as  previously 
pointed  out,  no  one  is  compelled  to  exhibit  them,  con- 
se^jiiently  the  appeal  is  lost  to  thousands  to  whom 
they  Avould  convey  helpful  knowledge  and  ideas. 


IMPERIAL  TRADE  CONGRESS  AT  TORONTO 

The  Ninth  Congress  of  the  Chambers  of  Commerce 
of  the  British  Empire,  which  is  held  under  the  aus- 
pices of  the  British  Imperial  Council  of  Commerce, 
will  take  place  at  Toronto  on  September  14,  15.  16  and 


17.  The  first  draft  programme  of  resolutions  to  be 
submitted  has  been  prepared  and  includes  resolutions 
on  tlie  following  subjects:  Commercial  rr'lations  be- 
tween the  Mother  Country  and  the  overseas  Domin- 
ions, reciprocity,  adaptation  of  manufactures  to  re- 
quirements of  importers.  Imperial  trade  propaganda, 
development  of  the  resources  of  the  Empire,  produc- 
tion of  cotton  within  the  Empire,  customs  declara- 
tions and  certificates  of  origin.  Imperial  Statistical 
Bureau,  shipping,  bills  of  lading,  telegraphic  commu- 
nications. Imperial  wireless  service  Imperial  air  ser- 
vices, commercial  laws  of  the  Empire,  def.'-nce  of  the 
Empire,  establishment  of  a  league  of  English-speak- 
ing peoples,  commercial  education,  fixed  date  -For 
Easter;  employment  of  ex-service  men,  pub!if>  utili- 
ties, development  of  Canadian  ocean  ports,  import 
licenses  into  Australia,  trade  with  Venezuela,  emplo.v- 
ment  of  troops  from  the  United  Kingdom  in  the  British 
West  Indies.  The  last  date  for  the  receipt  of  resolu- 
tions for  the  final  programme  is  the  30th  of  June. 


CANADIAN  VENEERS  ON  BRITISH  MARKET 

Replying  to  a  correspondent  on  the  possibility  of 
supplying  ]ilywood  to  the  British  trades,  ^Ir.  Harrison 
Watson,  Chief  Canadian  Trade  Commissioner  in  the 
United  Kingdom,  writes  as  follows: — "As  you  are 
probably  aware,  some  time  ago  Canadian  mariufac- 
turei's  of  three-ply  and  other  veneer  made  effortr  to 
find  an  outlet  for  their  products  in  the  United  King- 
dom, and  were  siic'-esid'ul  in  obtaining  a  .share  of  the 
trade.  Subsequently,  however,  the  introduction  of 
large  quantities  of  veneer  manufactured  in*Ru.'"sia. 
with  which  the  Ca)iadian  manufacturer  apparently 
coidd  not  compete  in  price,  practically  .stopped  Cana- 
dian business,  and  a  later  development  was  the  erec- 
tion in  the  United  Kingdom  of  mills  for  the  production 
of  plywood,  in  which  connection  we  understand  that 
American  and  Canadian  woods  Avere  being  veneered 
to  cheap  alder  imported  from  the  Continent.  More 
recently  supplies  of  plywood  have  been  very  short, 
and  this  office  has  received  a  number  of  inquiries 
from  importers  desirous  of  looking  into  the  pos.?ibili- 
ties  of  obtaining  .supplies  from  Canada,  and  we  believe 
that  some  of  the  Canadian  makers  have  done  busi- 
ness." 


OLD  STYLE  CHAIRS  COMING  BACK 

Authorities  on  the  styles  and  tendencies  in  home 
furnishing  say  that  the  old-time  chairs  with  the  rush, 
cane  and  splint  bottoms  are  coming  back  into  favor, 
says  the  Southern  Furniture  Journal.  ]\Iany  of  them 
are  being  dug  up  from  attics  and  storage  places, 
brushed  up  and  brought  to  the  front  again.  This 
means,  if  the  tendency  continues,  that  we  will  be 
making  chairs  after  our  old-fa.shioned  types  just  as 
we  have  been  making  them  after  bygone  styles  of  the 
old  countries.  And  the  pioneer  chair  product  of  this 
country  is  interesing  in  more  ways  than  this.  There 
is  .shape  and  comfort  and  an  honesty  in  construction 
that  makes  it  look  like  a  real  chair. 

L'.IIIIIMIMIi|:IIMIIIII'IIMIIIIIIIIIIIIIIIIIMIIIIIIIIIIIIIIIIM:IIIIMIIIIIIIMIIIIIIMIJIIIIIIII  IMIIMMIIIIIIIirllllllirlllllllMIIIIIIII^ 

I         If  you  can  fit  up  a  little  den  with  a  few  easy  chairs,  | 

I  a  table  and  such  articles  as  suggest  themselves  to  you  | 

i  as  suitable,  so  much  more  business  will  be  attracted  to  | 

I  the  store.  | 

.^illlllllllllllJllllllMllllllllJIIlMllMIl  mil  Ill  li  II  llMii  iiiiMi:iiiMillllllllililliMllililMlll!:illllrlill>li? 
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A  THRIFT  REQUEST 

To  Our  Subscribers: 

About  your  subscription  receipt: — Instead  of  send- 
ing' you  a  receipt  for  your  renewal  subscription,  we 
ask  you  to  watch  the  expiry  date  on  your  next  copy. 
By  it  you  wiU  see  your  remittance  has  been  received — 
it  will  be  advanced  accordingly. 
Thanking-  you,  we  are 

Gratefully  yours, 
THE  COMMERCIAL  PRESS,  LIMITED. 

51  Wellington  Street  West,  Toronto. 


The  Co-operative  In  view  of  the  trend  of  co-opera- 
Movement.  tive  trading  in  Canada  and  the  ef- 

fort put  forth  at  times  to  secure 
special  privileges  for  co-operative  organizations  that 
are  not  accorded  to  i\rivate  individi;als  or  enterprises, 
it  is  interesting  to  note -that  similar  efforts  are  being 
put  forth  in  Great  Britain  to  secure  special  privileges 
for  co-operative  trading. 

Naturally  it  is  regarded  as  a  menace  to  the  retailer. 
All  English  trade  i^aper  speaking  on  the  subject  sai^'s 
that  really  no  objection  can  be  offered  to  co-operative 
trading  providing  it  is  prepared  to  stand  or  fall  on  its 
merits.  But  recent  developments  show  that  the  move- 
ment is  no  longer  content  with  a  fair  field  in  competi- 
tion with  the  individual  trader,  but  is  seeking  to  drive 
the  latter  out  of  existence  by  the  use  of  political  force. 
The  recent  entente  or  alliance — call  it  what  one  will — 
between  Trade  Unionists,  the  Labor  Party,  and  the  co- 
operative societies  has  among  its  definite  objects  the  ex- 
termination of  private  enterprise  in  favor  of  State-con- 
trolled co-operative  distribution.  This  would  not  only 
he.  a  violent  and  unjust  attack  on  individual  freedom, 
but  would  have  a  deadening  and  disastrous  effect  on 
the  nation  at  large;  further,  it  is  practically  certain 
that  a  monopolj^  of  this  character  would  lead  to  higher 
rather  than  lower  prices  for  commodities,  and  hence  de- 
feat what  is  its  ostensible  aim.  There  is,  however,  ;i 
good  deal  more  behind  the  campaign  than  the  questio  i 
of  prices,  nothing  less,  in  fact,  than  the  sweeping  away 
of  all  that  individual  effort  on  which  Britain  has  built 
her  gi'eatness.  and  the  substitution,  therefore,  of  one 
huge  socialistic  system.  The  danger,  however,  is  to  be 
met  and  foiif>'ht,  and  to  this  end  the  Amalgamated 
Traders'  Association  has  been  formed.  The  objects  of 
the  association  are  briefly  :^ — 

1.  To  maintain  the  right  of  freedom  of  individual 
trading  in  all  commodities. 

2.  To  demonstrate  to  the  public  the  grave  national 
danger  of  the  elimination  of  the  private  trader. 

3.  To  combat  any  political  oi-  other  ae;eney  whose  ob- 
ject is  to  eliminate  private  trading. 

4.  To  maintain  in  all  branches  of  trade  the  principle 
of  competition,  Avhich  in  the  past  has  proved  to  be 
of  the  orroatesit  benefit  to  the  nation. 


Advising  Clerks  What  method  do  you  use  to  make 
of  Price  Changes.  certain  that  clerks  are  advised  of 
all  changes  in  the  retail  price  of 
goods?  It  is  important  that  there  be  no  delay  in  ac- 
(piainting  those  who  sell  the  goods  with  new  prices  and 
the  busy  dealer  must  have  some  method  of  doing  this 
without  too  much  trouble. 

The  method  followed  by  an  Allandale,  Ontario, 
dealer,  is  to  make  a  note  of  price  changes  each  morning 
on  a  slate  for  this  purpose  that  clerks  are  required  to 
watch.  This  is  kept  in  a  prominent  position  so  that 
clerks  can  refer  to  it  easily  at  any  time  until  they  get 
the  new  price  firmly  fixed  in  their  minds. 

A  retail  dealer  in  Chatham,  Ontario,  uses  price 
tickets  extensively  on  the  goods  displayed  on  their 
shelves.  When  a  price  changes  the.y  simply  change  the 
price  card  on  the  goods  in  question.  Tliis  gives  the 
new  price  to  both  customer  and  clerk  and  saves  any 
further  notification. 

Another  dealer  known  to  the  writer  tells  clerks  per- 
sonally of  any  price  changes  and  gives  them  any  in- 
formation or  explanations  that  he  may  have  regarding 
the  changed  prices  so  that  the  clerks  may  be  able  to 
combat  any  complaints  from  customers. 

*    *  * 

1920  Will  Be  Everything  points  to  the  coming 

Big  Summer  summer  being  a  record   one  for 

Resort  Year.  camping,  pienieing   and  kindred 

amusements.      There  are  several 

reasons  for  this. 

In  the  first  place,  it  is  a  very  evident  fact  that  pre- 
war amusements  are  being  taken  up  by  the  public  on 
a  greater  scale  than  ever  before.  This  is  demonstrat- 
ed by  the  increased  attendance  at  moving  picture  and 
other  theatres  and  the  manner  in  which  dancing  is  be- 
ing indulged  in.  It  is  safe  to  say  that  Avith  the  com- 
ing of  Avarmer  weather  the  public  will  turn  their  atten- 
tion to  outdoor  activities  such  as  camping,  pienieing, 
and  motoring.  This  should  all  prove  of  material  bene- 
Ht  to  the  retail  dealer. 

Ill  addition,  there  will  be  fewer  Canadians  spend- 
ing their  holidays  across  the  line  this  year  on  account 
of  the  exchange  situation  and  for  the  self-same  reason 
there  should  be  an  increase  in  the  number  of  visitors 
in  Canada  from  the  United  States,  as  their  money  will 
bring  a  premium  in  this  country.  This  will  ali  lu>]p 
Canadian  merchants,  especially  those  *  dealers  who 
make  a  genuine  effort  to  cash  in  on  the  iiiicreased  busi- 
ness that  will  naturally  result.  Plans  should  be  for- 
mulated now  for  going  after  this  business. 


Travelling 

Salesmen 

Wanted 


For  an  absolutely  first  class  line  of  Chesterfield 
Suites — throughout  the  Dominion.  Commis- 
sion Basis.    Apply  Box  XYZ. 
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OUTLOOK  for  BUSINESS— AMERICAN  VIEW 
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A  statement  prepared  at  the  request  of  the  Executive  Committee  at  its  mid-year  meeting  last  Mav 
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By    ROBERT:  TREMAN. 


rllE  world  to-day  is  facing  the  most  difficult  financial 
and  economic  situation  in  history.  There  is  con- 
stant revolt  against  high  prices,  and  yet  prices 
continue  to  rise  at  the  rate  of  26%  increase  in  commodity 
prices  from  April  1st,  1919,  to  April  1st,  1920.  This  is 
due  fundamentally  to  there  being  too  much  credit  and 
money  and  too  few  goods. 

It  is  evident  that  this  country  cannot  go  on  boosting 
wages  and  prices,  curtailing  production,  attempting  to 
enrich  ourselves  by  non-productive  speculation,  without 
fostering  further  discontent  and  radicalism,  as  well  as 
bringing  on  a  crisis  sooner  or  later. 

The  scarcity  of  goods  in  many  lines  and  the  difficulty 
of  securing  same  have  led  to  the  eontiniied  bidding  up 
of  prices  and  to  profiteering,  which  has  been  freely  in- 
dulged in ;  the  insistent  demand  for  articles  which  in  the 
last  analysis  are  not  necessary  for  immediate  needs,  and 
to  produce  these  absorbs  too  large  a  proportion  of  labor 
and  also,  generally  speaking,  relatively  higher  wages  are 
paid  in  these  lines;  the  breaking  down,  at  least  in  part, 
of  our  railroad  transportation  facilities,  retarding  the 
free  movement  of  commodities,  with  the  consequent 
liquidation  of  credit  therefrom,  all  contribute  to  make 
more  serious  our  present  situatio:-.. 

Since  the  beginning  of  the  y^ar  there  has  been  an 
increase  in  monetary  stringency,  and  the  present  demand 
for  credit  is  greater  than  at  any  time  in  a  half-century, 
except  during  the  prevalence  of  financial  crises. 

In  addition  to  the  great  domestic  demand  there  is 
much  capital  of  American  firms  tied  up  in  credits  con- 
nected with  the  export  trade. 

The  increase  in  bank  loans  from  April  1,  1919,  to  April 
1,  1920,  has  been  approximately  25%,  the  greatest  in- 
crease ever  known  in  our  history  for  a  like  period. 

In  the  nineteen  months  of  war  the  expansion  of 
national  bank  loans  was  16%,  or  about  10%%  per  year. 

Money  rates  have  been  advanced  all  over  the  world, 
tlie  rates  in  England  being  now  as  high  as  they  have  ever 
reached  in  one  hundred  years. 

The  loan  expansion  of  the  Federal  Reserve  Banks 
during  the  past  year  has  been  on  the  part  of  the  New 
York  Reserve  Bank  about  15%,  and  on  the  part  of  the 
other  eleven  Federal  Reserve  Banks  about  40%,  resulting 
in  the  decrease  of  Federal  Bank  reserves  to  about  43% 
from  52%  last  year. 

Individual  banks  report  demands  for  loans  constantly 
increasing  to  finance  business  on  the  present  high  prices, 
i  vA  as  the  supply  of  credit  diminishes  the  rates  increase. 

The  recent  amendment  to  the  Federal  Reserve  Act 
empowers  Federal  Reserve  B:inks  to  "ration"  credit  by 
graduated  or  progressive  rates  to  individual  banks  as 
their  loan  demands  increase,  and  in  some  districts  this 
is  already  being  exercised,  thus  making  it  more  difficult 
to  secure  even  necessary  and  legitimate  credit. 

Incref  sing  high  rates  of  credit  is  the  natural  and  auto- 
matic movement  to  correct  money  evils. 

There  must  be  a  recognition  of  the  fact  that,  however 
desirable  on  general  principles  a  still  further  increase 
.just  now  of  trade  and  industry  may  be,  this  must  accom- 


modate itself  to  the  actual  facilities  for  capital  and 
credit,  or  else  be  prepared  to  meet  a  more  serious  situa- 
tion later. 

The  situation  clearly  demands  the  effort  on  the  part 
of  the  bankers,  manufacturers  and  distributors  to  co- 
operate in  every  way  to  keep  conditions  sound. 

Consideration  should  now  be  given  to  the  fact  that  we 
are  entering  upon  the  period  of  credit  requirements  for 
planting  and  harvesting  of  crops,  which  demand  will  con- 
stantly increase  until  the  Fall  months. 

Every  effort  should  be  made  to  assist  in  stimulating 
necessary  production,  especially  of  food  products,  as  the 
Government  report  issued  this  week  shows  the  condition 
of  the  wheat  crop  to  be  about  34%  less  than  last  year's 
crop,  or,  in  other  words,  some  300,000,000  bushels  less 
than  that  crop. 

Bad  weather  has  delayed  planting  in  many  sections, 
and  there  is  an  increasing  shortage  of  farm  labor :  should 
the  country  experience  a  bad  crop  year  it  would  only 
accentuate  the  present  uncertain  situation. 

The  adverse  conditions  which 'now  .seem  to  be  devel- 
oping emphasize  the  necessity  for  conservatism  in  the 
handling  of  business  and  in  the  demands  for  credit. 

Large  stocks  at  the  present  level  of  prices  are 
undoubtedly  an  element  of  danger.  Commitments  as  to 
the  long  future  may  prove  unmse.  Conditions  as  they 
develop  should  be  carefully  watched  and  studied.  There 
should  be  co-operation  on  the  part  of  individuals  and 
corporations  in  an  effort  to  hold  the  situation  in  check. 

The  time  is  ripe  for  everyone  to  make  personal  sacri- 
fices for  the  general  economic  good.  The  disinclination 
to  do  this  so  far  is  one  of  the  disturbing  signs,  but  it 
behooves  every  patriotic  business  man  to  realize  the 
seriousness  of  the  situation  and  to  co-operate  to  the  full- 
est extent  in  an  effort  to  consume  less,  especially  of 
luxuries,  to  encourage  a  greater  production  of  food  pro- 
duets,  to  avoid  speculation  of  ?.ll  kinds,  which  ties  up 
credit  now  needed  for  the  development  of  our  export 
trade  as  well  as  the  domestic  needs. 

While  there  is  much  apprehension  prevailing  at  the 
present  time  as  to  the  futixre,  it  is  evident  that  the  neces- 
sary deflation  of  prices  and  the  lessening  of  the  credit 
tension  can  be  much  facilitated  by  a  full  realization  of 
existing  conditions,  coupled  with  sane  and  proper  efforts 
to  control  the  situation  so  that  confidence  .shall  be  main- 
tained. 


OPPOSE  TAX  ON  ADVERTISING. 

A  protest  against  the  Thompson  Bill,  a  United  States 
measure  that  would  impose  a  tax  on  advertisers,  has 
'-.pen  made  by  representatives  of  the  twenty-one  depart- 
me)its  of  advertising  across  the  line.  The  protest  de- 
clared that  opposition  to  the  bill  was  because  "adver- 
tising is  a  part  of  salesmanship,  and  such  a  tax  would 
be  in  effect  a  tax  upon  selling  and  Avould  operate  to 
j-eduee  production  at  a  time  when  the  government  is 
doing  everythinff  in  its  power  to  encourage  produc- 
tion." 
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T^HIS  attractive 
William  and  Mary 
design  is  made  in  both 
black  walnut  and  sel- 
ected quartered  oak. 
The  suite  includes  a 
Buffet  with  54"  top, 
six-leg  Table  with 
oval  top  48"  X  62", 
China  Cabinet,  Serv- 
ing Table  and  Chairs, 
and  can  be  supplied 
at  once. 


The  North  American  Furniture  Co.,  Limited 

OWEN  SOUND         -  CANADA 


Living  Room  Chairs 

/^UR  Living  Room  Chairs 
^^are  well  constructed  of  the 
best  materials  and  give  univer- 
sal satisfaction.  The  design 
illustrated  is  made  in  Quartered 
Oak  only  and  covered  with 
tapestry  or  denim  as  desired. 
Orders  for  this  chair  with 
rocker  to  match  can  be  filled 
promptly. 


The  Owen  Sound  Chair  Company,  Limited 

OWEN  SOUND         -  CANADA 
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BENT  WOOD  CHAIRS 


The  popularity  of  North  American  Bent  Wood 
Chairs  is  the  result  of  special  care  in  the  selection 
of  high-grade  materials,  distinguished  style,  and 
our  determination  to  excel.  They  are  chairs  that 
will  harmonize  in  the  home,  office,  or  public 
building.  Economy,  quality,  and  utility  are  their 
outstanding  features.  They  give  complete  cus- 
tomer satisfaction. 


THE  NORTH  AMERICAN  BENT  CHAIR 

COMPANY.  LIMITED 
OWEN  SOUND      -      -      -  ONTARIO 


MEADES 


■^IIIIMIIIIIIiiK'IIIIIIIIIMIIIII.IIIMIIIIIIIIIIIIIIIIIIIIIII'.linillllllllllll 

1    PARLOR  SUITES  | 

I    OAK  DINERS  j 

1    ODD  UPHOLSTERED  | 

I       CHAIRS  I 

I    CHESTERFIELDS  | 

t    COUCHES  I 

I    PEDESTALS  | 

I    JARDINIERE  STANDS  | 

nilllMIIMIIIIIIIIIIIIIIIIIMIIIIJIIMIIMIIIIIIIIMIIIIMIIIIIIIIIIIIMIIUIIIIIIIIIMIIII? 


Leadership  in  anything  can  only  be 
maintained  by  consistent  quality 
regardless  of  market  changes.  Pro- 
ductions by  The  Meades  Upholster- 
ing Company  are  best  known  for 
their  economy  and  capacity  for 
long  service. 


THE  MEADES  UPHOLSTERING  COMPANY,  LIMITED 

HANOVER  ONTARIO 
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MAKE  WINDOW  DISPLAY  BRING  in  DOLLARS 
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Display  should  do  more  than  attract— Windows  should  pull  trade — Simple  trirns  most  effective 
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A WINDOW  display  must  go  further  than  simply 
attract ;  it  must  create  desire      on  the  part  of 
those  who  see  it  to  investigate.    Investigation  is 
one  of  the  most  important  steps  toward  the  sale. 

A  window  which  is  merely  a  beautiful  picture  is  al- 
most useless  unless  it  produces  results,  and  a  Avindow 
that  accomplishes  this,  one  that  sells  goods,  no  matter 
whether  the  arrangement  of  it  appears  perfect  or  not,  is 
a  good  display.  It  is  like  the  illustration  in  an  adver- 
tisement— a  beautiful  picture  may  often  attract  atten- 
tion but  may  not  sell  goods. 

The  pictiire  must  have  a  sales  element  that  creates 
sufficient  interest  to  read  the  text  matter,  therefore, 
the  first  flash  upon  your  prospect's  eye  must  be  one 
that  will  secure  his  interest  and  investigation. 

There  are  some  dealers  who  labor  under  the  false  im- 
pression that  a  window  display  must  be  highly  decorat- 
ed, must  be  ornamented,  must  be  trimmed  up  in  garish 
fashion  to  be  successful. 
This  is  all  wrong. 

It  is  the  simple  wdndows  that  count,  the  over-crowd- 
ed ones  are  confusing.  We  see  too  many  things  at 
once,  nothing  strikes  home  and  sticks.   The  simple  trim 


story  is  entirely  lost.  It  is  exactly  the  same  with  a 
window  display-.  Make  it  as  easy  to  "get"  as  poss- 
ible. Do  not  tell  everything  you  know  about  your 
goods  in  that  one  window,  or  put  in  all  the  goods  you 
carry.  A  window  is  not  a  stock  room>  The  simple,  not 
overcrowded  one  is  very  much  like  the  attractive  ad- 
vertisements you  see  which  have  a  liberal  white  space 
around  the  edge.  The  white  space  is  left  for  "air,"  for 
"good  ventilation,"  if  you  please,  so  that  the  advertise- 
ment itself  is  clear  and  refreshing  and  thus  effective. 

Do  not  fill  3'our  window  up  with  queer  things  Avhich 
have  no  direct  relation  to  the  goods  you  are  display- 
ing. Do  not  use  too  many  garish  colors.  Colors  may 
attract  attention,  but  they  do  not  always  sell  your 
goods,  unless  it  is  a  case  of  dress  goods  or  something 
of  that  sort.  The  window  display  which  only  attracts 
attention  without  convincing  the  passer  by  is  worthless. 
The  "once  over"  never  sold  a  thing. 

Plan  Your  Display. 

It  is  often  Avell  to  make  a  little  preliminary  sketch 
regarding  this  window  display  before  you  start  in  to 
do  the  actual  work.   Make  up  this  little  "skeleton,"  so 


A  window  disi)lii.v  of  outdoor  fiuniturf  should  be  made  early  in  the  season  when  tlie  ehaiices  of  pulliuj;  trade 

\&  strongest. 


is,  in  most  cases,  more  convincing  than  the  elaborate 
one.  The  reasons  for  this  are  not  difficult  to  under- 
stand. The  simi)]e  display,  in  the  first  place,  generally 
contain.s  and  puts  over  a  single  idea.  The  appeal,  so 
to  speak,  is  not  scattered;  it  is  like  a  slogan  which  tells 
in  a  few  words  a  convincing  story.  It  says  a  few 
words,  that  Avhich  makes  you  think  a  great  many,  and 
it  tells  generally  only  one  story,  telling  it  correctly  and 
well,  and  that  is  why  it  is  successful. 

You  often  see  an  advertisement  which  is  confused 
with  fancy  lettering,  elaborate  borders,  intricate  de- 
signs, etc.,  and  is  so  confusing,  in  fact  that  the  real 


to  speak,  aiul  tlicn  criticise  it.  Do  not  be  afraid  to  tell 
the  truth.  The  one  question  you  must  ask  and  answer 
is:  "Will  it  sell  the  goods?"  Do  not  stand  off,  fold 
your  arms,  look  serious  and  say:  "What  a  beautiful 
window!"  It  may  appeal  to  you,  but  how  will  it  ap- 
peal to  others?  Does  it  have  the  pulling  powei-  that 
will  get  the  customer  inside  the  store?  If  your  Avin- 
dow  has  failed  to  do  this,  then  there  is  some  fault  with 
your  idea  or  method  of  carrying  it  out. 

Study  your  plans,  go  over  them  agiin  a'ul  again  until 
you  are  absolutely  satisfied  that  they  Avill  hit  the  mark 
for  which  they  are  set.   O'f  course,  you  may  have  a  very 
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good  idea,  but  it  is  not  always  easy  to  put  it  into  effect, 
and  there  is  the  danger  too.  that  the  plan  yon  have  will 
not  work  up  into  anything  that  wnll  escape  the  ordin- 
ary. 

It  is  a  good  plan  now  and  then'to  inspect  other  wiji- 
dows,  not  only  Avindows  in  your  own  line  of  business 
but  any  good  window  will  often  prove  a  help,  for  you 
may  get  a  splendid  idea  from  a  hardware  window  or 
even  one  featuring  dry  goods. 

Displays  Should  be  Timely. 

Be  sure  that  your  displays  are  seasonable.  There  are 
many  holidays  which  we  celebrate.  There  may  be  cer- 
tain civic  affairs  going  on  in  your  town  w^hich  can  be 
in  some  way  included,  say  maybe  an  "Old  Home" 
week  or  something  of  that  sort.  Special  business  drives 
for  certain  sections  also  offer  good  opportunities  and 
special  celebrations  which  are  imroly  local.  All  these 
and  many  othei'S  can  be  taken  advantage  of  in  miking 
a  specific  and  striking  Avindow  advertisement. 

Sep  that  your  windoAvs  have  a  human  interest,  the 


&  Jory,  of  Barrie,  Out.,  who  have  been  featuring  elec- 
trical washing  machines  ever  since  the  temperature  be- 
gan its  upward  trend.  They  also  appreciate  the  fact 
that  at  this  season  of  the  year  people  are  more  inclin- 
ed to  take  their  leisure  when  out  for  a  walk  and  are 
willing  to  take  time  to  examine  anything  that  inter- 
ests them.  Accordingly  they  placed  a  washing  machine 
at  the  entrance  to  their  store,  in  a  position  where  it 
v.'ould  catch  the  attention  of  the  passing  public.  And 
that  the  houscAvife  Avould  be  sure  to  notice  it  they  plac- 
ed a  catchy  show^  card  on  it.  The  top  of  the  card  had  a 
picture  of  the  interior  of  a  room  showing  a  maji  and  his 
Avife  and  child  at  dinner.  This  picture  Avas  cut  from  a 
magazine.    The  card  read  : 

LOTS  OF  TIME  FOR  WASH  -  DAY  :\rEALS 
WHEN  YOU  HAVE  A  TIME-SAVER. 
COME  IN  AN"D  LOOK  IT  OVER. 
At  the  bottom  of  the  shoAvcard  Avere  two  pictures  of 
the  washing  machine.    The  machine  Avas  connected  i;p 
so  that  it  could  be  operated  for  any  customer  Avho  de- 
sired to  see  it  Avork  Avhile  it  Avas  also  fretpiently  kept 


same  as  Ave  try  to  get  the  human  voice  in  our  printed 
advertising  copy.  Anything  which  has  a  human  in- 
terest is  not  long  in  catching  the  eye  and  mind  of  the 
public.  When  you  have  a  strong  human  interest  in 
your  windoAvs  it  seems  like  a  sort  of  a  handshake  Avith 
those  Avho  vicAv  it. 

Sometimes  appeal  to  the  heart  as  Avell  as  to  the  mind, 
for  it  is  then  that  you  arouse  a  sympathetic  interest 
Avhich  is  long  retained.  Remember  your  window  trims 
leave  sort  of  a  photograph  on  the  mind  and  that  pic-, 
ture  must  be  one  that  will  be  retained  and  recalled 
when  anything  in  your  line  is  desired.  With  this  men- 
tal picture  Avill  be  assoeiated  the  name  of  your  store, 
and  that  is  of  the  greatest  value,  for  it  makes  the  con- 
nection betAveen  the  purse  and  you. 

Your  windoAvs  should  be  so  arranged  that  they  will 
leave  a  lasting  impression  even  though  they  do  not  in- 
spire immediate  sales.  That  picture  retained,  will 
bring  your  prospect  to  you. 


MAKE  DISPLAYS  SEASONABLE. 

With  the  coming  of  warm  Aveather  a  frreat  Avave  of 
cleanliness  SAveeps  over  the  land.  It  is  noticed  every- 
AA'here.  Even  little  Johnnie,  AA'hn  is  on  strictly  bad 
terms  Avith  soap  and  water  at  other  times  of  the  year, 
is  inspired  to  brighten  up  his  countenance  and  give 
some  attention  to  the  ay)pearance  of  his  boots. 
But  it  i.s  the  housewife  Avho  is  most  prone  to  be  caught 
in  the  great  epidemic. 

One  retail  firm  that  recognizes  the  opportunities 
that  summer  brin'jrs  Avith  it  for  increased  trade  is  Moodie 


in  operation  to  attract  the  attention  of  the  passing  pub- 
lie. 

Just  inside  the  door  Avas  another  machine  Avith  an- 
other shoAvcard  that  attracted  attention.  It  shoAved  a 
picture  of  a  mother  and  baby,  also  cut  from  a  magazine. 
The  card  read: 

WASH  BABY'S  CLOTHES 
WITH 
THIS  TIME  SA^T:R. 


GETTING  RESULTS  FROM  ADVERTISING. 

The  first  talk  at  the  Indianapolis  Advertising  Conven- 
tion. Avhich  takes  place  this  month,  Avill  be  that  of 
George  W.  RoAvell,  Jr.,  adA'ertising  manager  of  the 
Lloyd  Mfg.  Company,  Menominee,  :\Iich.,  on  "Getting 
Results  from  Business  Pa.pers."  The  campaign  in 
trade  journals  of  this  company  is  one  of  the  outstandin!?: 
.successes  of  the  day,  and  his  paper  will  accordingly 
have  special  value. 


ED.  HENRY  TAKES  BUSINESS  PARTNER. 

The  business  name  of  the  Ed.  Henry  &  Co..  furniture 
dealers  and  undertakers,  at  Thamesville.  Ont..  has  been 
changed.  It  will  now  he  known  as  Henry  &  Henderson. 
J.  D.  Henderson,  a  well-knoAvn  Thamesville  young  man. 
having  been  taken  into  partnership  Avith  Mr.  Henry. 
The  latter  has  been  at  the  head  of  the  concern  for  the 
])ast  eight  years  and  has  built  up  a  large  trade  in  this- 
district.  The  addition  of  Mr.  Henderson  aaIII  surely 
prove  a  great  benefit  to  the  ever  increasing  business  of 
the  firm. 
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RETAIL  MERCHANTS  ASSOCIATION  PROTEST 
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Report  of  deputation  which  interviewed  Minister  of  Finance  regarding  application  of  luxury  tax 
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Tax  Question 

A large  delegation  of  retail  dealers,  members  of  the 
Retail  Merchants  Association  from  various  parts 
of  Canada,  interviewed  Sir  Henry  Drayton,  Min- 
ister of  Finance,  at  Ottawa,  on  Monday,  May  31,  regard' 
ing  the  manner  in  which  the  application  of  the  luxury 
tax.  as  set  forth  in  the  Budget,  affects  the  retail  trade 
of  the  country  as  well  as  the  consuming  pidiHc.  The 
delegation  passed  a  resolution  and  made  suggestion 
as  to  methods  whereby  the  tax  be  collected  in  a  more 
simple  manner. 

So  large  was  the  delegation  that  the  reception  room 
at  the  Chateau  Laurier  was  utilij^ed,  and  even  this  room 
was  crowded.  The  following  is  the  resolution  which 
Wiis  iiu'orporated  in  the  report  and  presented  to  the 
Minister  : 

"We  recommend  that  instead  of  placing  the  collec- 
tion of  the  luxury  tax  on  the  retail  trade  that  it  be 
collected  at  the  source  of  supply,  namely  from  the 
m.anufacturer  and  importer,  and  in  this  way  it  would 
be  absorbed  in  the  same  manner  as  all  systems  of  tax- 
ation are  absorbed." 

This  now  becomes  the  policy  of  the  Association,  and 
is  being  vigorously  advocated.  The  chief  desire  of  ihe 
R.  M.  A.  is  to  assist  in  improving  the  commercial  con- 
ditions of  Canada,  and  prevent,  impossible,  any  depres- 
sion that  may  be  caused  by  an  unwise  application  of 
taxation. 

Retail  Merchant's  Position  on  Taxes 

The  report  states  that  no  other  commercial  class  is 
in  a  position  to  determine  the  needs  and  re(iuirements 
of  the  retail  trade  except  those  who  are  practically  en- 
gaged in  it.  The  conditions  which  surround  the  man- 
ufactiu'ing  and  the  wholesale  classes  are  almost  entii'e" 
ly  ditferent  to  those  surrounding  the  retail  trade,  and. 
this  being  the  case,  in  the  ])resentation  of  our  views  to 
you  We  desire  to  say  that  we  are  voicing  the  views  of 
the  retail  trade  onlj. 

It  is  estimated  that  there  are  upwards  of  two  hun- 
dred thousand  retail  merchants  in  Canada  and  which 
is  by  far  the  largest  commercial  class  in  Canada.  All 
of  these  merchants  have  a  permanent  stake  in  the  com- 
munity in  which  they  live.  They  are  the  distributors 
of  merchandise  and  an  absolutely  necessary  class,  and 
the.y  have  rrullions  of  dollars  invested  in  real  estate, 
merchandise  and  other  securities.  They  are  all  in  the 
employer  class  and  they  are  consetpiently  free  to  act 
and  free  to  speak,  and  their- first  and  most  important 
interest  is  that  of  their  country  and  their  eustom.ers, 
wlu)  are  the  ])ublic.  from  whom  they  secure  their  living, 
and  whose  intei-ests  they  at  all  times  endeavor  to  serve, 
and  with  whoni  they  are  very  closely  in  touch. 

In  our  opinion,  we  consider  the  ideal  system  f)f  taxa- 
tion is  a  system  that  is  based  upon  the  principle  of 
"ability  to  pay,"  and  one  whei-eby  it  can  be  collected 
in  the  most  simjjle  maimer,  and  as  e(|nitably  as  i)ossibl(' 
from  all  classes  of  the  community  at  the  least  possible 
cost. 

W^e  further  believe  that  whatever  svstiMii  of  taxation 


is  adopted  for  the  purposes  of  the  Dominion  of  Canada 
as  a  whole  should  apply  to  no  other  purpose  than  that 
of  raising  suifici(?nt  revenue  to  pay  the  expenditure  of 
the  Dominion.  When  any  system  of  taxation  is  used 
to  restrict  or  hamper  trade  it  ceases  to  beev)me  a  taxa- 
tion, system  and  it  becomes  an  hindrance  to  the  pi'o- 
grees,  development,  and  freedom  of  trad(^  and  com- 
merce. 

In  reading  the  l.udget  we  note  that  it  is  ])roposed 
that  six  ditferi^nt  systems  qf  taxation  should  be 
adopted  : 

1.  Customs  duty. 

2.  Excise  tax. 

8.    Taxation  on  sales. 

4.  Income  tax. 

5.  Tax  on  luxuries. 

6.  Stamp  tax. 

and.  in  addition,  it  is  proposed  to  add  a  license,  or  tax, 
for  keeping  track  of  the  various  manufacturers,  whole- 
salers, and  retailers  throughout  Canada  who  are  con- 
cerned in  the  payment  of  the  above  named  taxation. 

According  to  the  Budget,  the  revenue  for  the  fiscal 
year,  ending  on  the  thirty-tirst  day  of  IMarch  last, 
reached    approximately    $388,000  000,00.    The  chief 
sources  of  rcA'cnue  were  : 
Customs, 
Excise 

Business  Profits  War  Tax, 
Income  Tax, 
Other  War  Taxation, 

As  to  the  advisability  oF  the  continuation  of  the  cus- 
toms and  excise  taxes,  we  have  no  comments  to  make, 
a,s  the  figures  speak  for  themselves,  and  eveiy  business 
man  must  admit  that  before  any  criticism  of  the  above 


$169,000,000.00 
43,000,000.00 
44.000.000.00 
20,000,000.00 
17.000.000.00 


CAN  MAKE  IMMEDIATE  LOCAL  SHIPMENTS 

MATTRESS  LINTERS 

from  Toronto— Quote  Type  TAG,  7c— EPA,  8c 
—  1st  CUTS.  12'4  c.    F.O.B.  Toronto. 

E.  T.  CARTER  &  CO.,  Limited,  85  Front  St.  E.,  Toronto 
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Upholstery  Springs 

Highest  quality  Upholstery  Springs, 
made  hom  the  finest  grade  High  Car- 
bon  Steel  Wire,  oil  tempered  after 
the  coiling  operation,  thus  insuring 
uniform  strength  and  "No  Set."  Re- 
member, the  quality  of  your  High- 
Grade  Upholstering  depends  entirely 
on  the  quality  of  the  springs  you  are 
using. 

HELICAL  SPRINGS 

for  spring  bed  and  mattress  fabrics. 
Get  the  habit  ;    buy  Canadian  springs 

James  Steele,  Limited 

Guelph,  Canada 
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could  be  made  it  would  be  necessary  for  us  to  have 
some  alternate  system  worked  out  in  detail,  showing 
how  it  would  be  collected,  who  from,  and  the  cost  of 
collecting  the  same.  So  far,  we  have  no  other  proposal 
worked  out  in  detail  before  us,  and  until  such  proposal 
is  laid  before  us  Ave  must  accept  the  conditions  as  they 
are  now  operating. 

With  regard  to  the  tax  on  the  sales  of  manufacturers 
and  wholesalers,  we  feel  that  while  it  may  appear  that 
the  manufacturers  and  wholesalers  are  paying  this  per- 
centage of  taxation,  as  a  matter  of  fact,  they  are  not 
paying  it,  but  passing  it  along  to  the  retail  merchant, 
and  the  percentage  is  so  small  that  it  cannot  be  ab- 
sorbed into  our  cost,  and  so  about  ninety  tive  per  cent, 
of  it  comes  directly  out  of  our  profits  and  our  pockets, 
and  we  are  helpless  to  protect  ourselves.  In  many 
cases  since  this  new  sales  tax  came  into  operation  we 
find  that  manufacturers  who  formerly  gave  us  two  per 
cent,  discount  are  now  only  giving  us  one  per  cent., 
which  means  they  are  taking  their  tax  out  of  the  retail 
trade.  Then,  again,  there  are  a  number  of  manufac- 
turers who  claim  to  do  their  business  entirely  v/ith  the 
wholesale  trade  but  who  reserve  to  themselves  certain 
favoured  retail  accounts.  In  addition  to  the  advaii- 
tage  these  retailers  now  enjoy,  they  Avill  be  able  to  save 
an  additional  one  per  cent,  to  the  disadvantage  of  those 
who  are  not  allowed  to  buy  directly  from  the  manufac- 
turer, and  the  (rovernment  will  also  lose  the  tax  on  all 
of  these  sales.  Then,  again,  this  same  loss  will  take 
place  with  regard  to  the  sales  made  by  a  host  of  per- 
sons who  have  no  particular  place  of  business,  but  who 
travel  from  place  to  place  and  who  are  known  generally 
as  manufacturers'  agents.  They  are  in  reality  whole- 
sale dealers,  but  thev  sell  direct  from  the  manufacturer 
tv)  the  retailer,  and  they  only  carry  samples.  This 
class,  in  our  opinion,  under  the  S3^stem  of  a  tax  on  sales, 
Avill  multiply,  and  the  wholesale  dealers  who  carry 
stocks  and  who  pay  taxes  will  decline.  There  are 
other  objections  in  connection  with  this  proposed  tax 
that,  no  doubt,  will  be  called  to  your  attention  from 
time  to  time. 

With  regard  to  the  income  tax,  AVe  are  surprised  be- 
yond measure  to  know  that  only  .$20,000,000.00  was  col- 
lected through  this  system.,  and  it  is  CA'ident  to  us  that  a 
great  many  persons  are  either  evading  this  tax,  if  the 
figures  are  correct,  or  that  the  people  of  Canada  are 
spending  very  little  on  Avhat  you  term  "luxuries,"  as 
it  is  (|uite  evident  that  they  have  not  got  the  money  to 
spend,  and  any  proposed  luxury  tax  will  produce  very 
lirtle  revenue. 

Respecting  the  Excess  War  Profits  Tax,  which  is  one 
of  the  features  of  the  income  tax,  onlj^  a  very  small  por- 
t'um  of  the  retail  trade  is  in  a  position  to  pay  this  tax, 
and  those  who  do  pay  it  we  consider  are  unfairly  treat- 
ed, as  agricultural  enterprises  and  professional  incomes 
are  not  affected,  thus  making  this  tax  pure  class  legis- 
lation. 

As  to  the  proposed  tax  on  luxuries,  it  is  very  difficult 
for  us  to  express  our  full  vieAvs  on  this  subject  in  the 
.short  space  of  time  Ave  have  at  our  disnosal.  Briefly, 
we  consider  it  an  ill-advised,  poorly-conceived,  and 
poorly-devised  measure,  and  one  that  Avill  be  resented 
by  every  sound-thinking  commercial  man  in  Canada, 
including  the  thousands  and  thousands  of  customers 
who  are  calhul  upon  to  pay  it,  and  to  Avhom  Ave  are 
called  upon  to  explain  it. 

In  our  explanation  above  of  \A'hat  Ave  consider  the 
function  of  taxation  should  be,  we  stated  that  no  sys- 
tem should  be  adopted  and  named  "Taxation"  that 
hain]!ers  and  interferes  with  the  natural  channels  of 


trade.  A  true  system  of  taxation  .should  rest  as  equit- 
ably as  possible  upon  all  alike,  and  its  object  .should 
be  definite,  and  as  free  of  exemptions  as  possible. 

The  proposed  luxury  tax  Ls  discriminatory  and  con- 
fusing. On  articles  such  as  pianos,  mu.sical  instruments, 
and  automobiles,  the  tax  is  applied  to  the  manufacturer, 
who  is  called  upon  to  pay  the  tax,  and  it  is  then  pa.ssed 
on  to  the  retailer,  Avho  pays  it  and  absorbs  it  from  hi"* 
customer,  and  there  is  no  further  expense  in  the  mat- 
ter. 

The  application  of  this  tax,  Avith  its  discriminations, 
applies  to  28  sections  of  retail  trade. 

Each  of  these  sections  of  trade  has  held  meetings,  and 
in  the  event  of  the  Government  insisting  that  their  pro- 
posal, as  it  affects  the  various  lines  of  trade,  be  put  into 
operation,  we  shall  be  pleased  to  submit  their  \'iews  as 
to  hoAV  they  think  the  tax  should  be  amended  so  as  to 
do  the  lea.st  harm,  but  Ave  Avould  much  prefer  if  the 
luxury  tax  were  changed  so  that  the  tax  could  be  col- 
lected from  the  manufacturer  and  importer,  in.stead  of 
from  the  customer  through  the  retail  trade. 

At  the  present  time,  a  large  number  of  Avholesale 
merchants  and  manufacturers  throughout  Canada,  al- 
though having  no  retail  counter,  and  who  pretend  to  do 
only  a  Avholesale  and  manufacturing  trade,  sell  direct  to 
the  consumer.  Under  the  proposed  luxury  tax,  this 
system  Avill  iiicrease  by  leaps  and  bounds,  and  it  will  be 
absolutely  unfair  to  the  retail  trade  to  attempt  to  com- 
pete Avith  this  unfair  competition,  either  as  to  the  sale 
price  or  the  amount  of  the  luxury  tax. 

There  are  thousands  of  dollars'  Avorth  of  goods  which 
come  under  the  luxury  tax  Avhich  are  sold  by  peddlers 
and  agents  all  over  Canada  direct  to  the  publ'c.  This 
ncAV  tax  will  greatly  increase  this  army  of  peddlers, 
Avho  have  no  permanent  location,  and  no  provision  has 
been  made  in  the  act  to  collect  a  tax  from  these  people. 
Neither  has  any  provision  been  made  Avith  regard  to  the 
sale  of  second-hand  goods,  and  this  proposed  tax  will, 
no  doubt,  largely  increase  this  class  of  business. 

It  seems,  also,  unfair  that  the  Government  should 
determine  AAdiat  are  and  Avhat  are  not  luxuries  Avithout 
first  having  prejDared  a  list  and  submitted  it  to  the 
trade,  Avhich  might  easily  have  been  done  before  pre- 
senting the  Budget. 

It  is  an  injustice  to  impose  upon  the  retailer  the 
duties  of  a  tax  collector,  without  any  remuneration  ; 
it  will  increase  his  Avork  and  expense,  and  Avill  curtail 
th'"  business  he  should  do  in  better  class  goods.  Al- 
ready Ave  find  a  number  of  retail  merchants  complaining 
that  customers  are  su.spieious  Avhen  they  are  asked  to 
pa,y  a  luxury  tax  as  to  Avhether  the  amount  that  is 
asked  by  the  merchant  is  correct  or  not.  and  as  they 
have  no  means  of  finding  out  Avhat  the  tax  should  be  it 
results  in  the  loss  of  a  great  many  sales. 

Another  great  difficulty  that  the  retail  merchants 
have  to  contend  with  is  that  in  some  retail  .stores  the 
price  is  quoted  plus  the  tax,  without  mentioning  the  tax 
Avhatever,  and  this  works  to  the  disadA'antage  of  the 
retail  merchant  who  gives  a  price  and  quotes  the  Avar 
tax  in  addition. 

In  order  to  remove  the  features  aa^c  have  taken  objec- 
tion to,  Ave  Avould  recommend  that  instead  of  placing 
the  collection  of  the  luxury  tax  on  the  retail  trade,  that 
it  be  eolleeted  at  the  source  of  supply,  namely,  from  the 
manufacturer  and  importer,  and  in  this  Avay  it  Avould 
be  absorbed  in  the  same  manner  as  all  systems  of  taxa- 
tion are  absorbed,  and  Ave  feel  sure  that  the  Govern- 
ment Avill  receive  more  revenue,  and  the  retail  trade  of 
Canada  will  be  placed  in  a  better  position  to  assist 
rhe  Government  to  accom])lish  its  object. 
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Talking  Machines  in  the 
Furniture  Store 


INCREASING  SALES  OF  RECORDS  AND 

MACHINES 


One  dealer  has  developed  a  little  stunt  for  moving 
old  records  that  has  proven  mightj^  efiPeetive,  and  that 
may  be  used  with  equal  success  by  any  dealer.  After 
playing  over  certain  records  which  the  customer  has 
asked  to  have  played  and  has  selected  those  wished,  the 
salesman  will  put  on  one  of  the  slow-movers,  and  allow 
it  to  play  while  he  is  wrapping  up  the  records  and 
making  the  change.  During  this  time  the  customer 
listens  to  the  record.  Nine  times  out  of  ten  the  cus- 
tomer will  make  inquiries  regarding  that  record  A 
large  number  of  such  records  are  moved  at  the  regular 
price  and  without  any  special  effort  on  the  side.  Usu- 
ally if  the  salesman  would  attempt  to  play  the  record 
for  the  customer  during  the  demonstration  she  would 
be  inclined  to  think  that  the  salesman  was  trying  to 
put  one  over  on  her,  and  no  sale  would  result.  In  us- 
ing this  method  the  dealer  must,  of  course,  select  rec- 
ords of  the  type  that  will  appeal  to  the  particular  cus- 
tomer. 

A  method  that  has  proven  very  successful  in  selling 
talking  machines  by  a  live  dealer  is  to  deliver  a  ma- 
chine to  the  home  of  the  prospective  purchaser,  and 
allow  him  to  play  it  for  a  few  days ;  and  then  call 
around  for  it  and  endeavor  to  sell  it.  He  found  that 
usually  a  family  who  has  had  the  machine  for  a  few 
days  can  hardly  get  along  without  it,  and  will  pur- 
chase it  rather  than  let  it  go.  Of  course,  in  adopting 
this  method  the  dealer  must  use  care  to  whom  he  de- 
livers the  machine,  but  v/here  the  party  is  financially 
responsible  it  is  a  result-getter.  In  some  cases  the 
customer  may  object  to  having  the  machine  brought  out 
to  his  home,  but  in  that  case  the  merchant  usually 
explains  to  the  customer  that  he  is  overstocked  right  at 
the  time  and  must  find  storage  room,  and 
that  the  customer  might, 
as  well  have  the  benefit. 
Out  of  eight  machines 
put  out  under  this  plan 
onei  month  this  deailer 
sold  five  of  them. 

The  dealer  should  go 
after  this  business  not 
alone  along  the  lines  out- 
lined above,  but  he 
should  take  considerable 
newspaper  space.  It  is 
a  business  if  gone  after 
proiKM'ly  will  afford  a 
good  advertising  ac- 
count, and  the  dealer 
should  keep  tliis  line  be- 
fore the  public  throngh 


the  newspaper.  Whenever  he  sells  a  machine  let  the 
local  newspaper  know  it,  and  they  will  publish  it  among 
their  news  items.  This  will  prove  good  advertising  for 
the  dealer. 

Not  only  does  the  talking  machine  department  bring 
sales  unto  itself,  but  it  also  brings  people  to  the  store 
who  may  be  interested  in  other  lines  of  furniture  and 
bring  alDout  other  sales. 

Yes,  the  sales  possibilities  for  1920  are  big,  but  you'll 
have  to  go  after  them,  and  the  presence  of  a  talking 
machine  department,  backed  by  the  right  kind  of  ad- 
vertising and  selling  energy,  will  help  you  to  make  1920 
a  record-breaker. 
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BARBER  SHOP  INDUCES  PHONOGRAPH  SALES. 

A  year  ago  a  furniture  store  away  out  in  Utah  start- 
ed carrying  graphophones,  and  to  get  them  before  all 
possible  customers,  the  firm  put  a  machine  in  the  lead- 
ing barber  shop  of  the  city  and  has  kept  it  there  ever 
since  well  supplied  with  new  records,  according  to  an 
article  in  The  Commercial  Tribune  of  Minneapolis. 

As  a  result  the  company  has  since  then  sold  140'  ma- 
chines at  an  average  of  $200  each.  This  means  a  busi- 
ness of  nearly  $30,000  in  one  year  brought  in  mainly 
by  the  simple  and  inexpensive  device  of  having  a 
sample  machine  on  exhibition  in  a  place  where  every- 
one has  the  time  to  listen  to  it,  discuss  its  ([ualities  and 
enjoy  its  music. 

Shines  to  Music. 

The  bootblack  of  the  barber's  shop  enjoys  tending  to 
the  records,  as  the  machine  is  placed  beside  his  stand. 
Polishing  shoes  is  as  keen  a  joy  as  crap  shooting  when 

you  can  do  it  in  time  to 
jazz  miLsic. 

The  barbers  in  their 
moments  of  leisure  put 
on  their  favorite  records 
and  never  have  a  Bol- 
shevistic thought. 

The  customers,  while 
taking  of¥  their  collars, 
call  for  a  favorite  and 
then  stretch  out  in  the 
chair  for  ten  miinites  for 
that  ])eace  of  mind  which 
invai'iably  comes  to  a 
man  when  he  is  being 
manipulated  by  a  skill- 
ful barber — a  piece  of 
mind     that     no  mere 
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wiiuluvv  fur 

IIIIIIIIIIIIIIIMIIIIIIIIIIII 


display  iiiu'ixises.  = 


56 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER 


June,  1920 


woman  can  understand  and  that  is  greatly  enhanced  by 
Hawaiian  ninsie.  serenades  or  foxtrots. 

Every  time  a  graphophone  customer  enters  the  fur- 
niture store,  nine  cases  out  of  ten  the  barber  shop  im- 
pulse is  at  the  bottom  of  it.  If  it  is  a  woman  customer, 
she  says:  "I  want  to  look  at  that  machine  my  husband 
talks  about  so  much,"  or  if  it  is  a  man  he  explains 


Sonie  of  the  pa^e  advertisins  sent   into  the  Canadian  dailies  to  boost 
musical  instrument  sales  during  the  recent  ''Music  Week." 
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1  Canadian  Furniture  Trade  Notes  I 
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H.  Lalonde's  furniture  repairing  plant  at  Montreal 
was  damaged  by  fire  recently. 

The  Hespeler  Wood  Specialty  Co.,  Ltd.,  has 
obtained  an  Ontario  charter  with  a  capital  of 
$100,000  to  make  wood  specialties. 

Ideftl  Cabinets,  Ltd.,  Toronto,  has  been  in- 
corporated with  a  capital  of  !i>40,000  to  manu- 
facture furniture,  phonographs,  cabinets,  etc. 

D.  Relleghem,  pioneer  furnitiire  dealer  of 
Peterborough,  Ont.,  whose  business  was  de- 
scribed in  the  May  issue  of  Canadian  Furniture 
World,  died  within  the  month  past. 

The  Furniture  Manufacturers'  A.s.sociation 
will  hold  a  general  meeting  in  the  Toronto 
offices  on  June  10. 

With  claims  to  being  Canada's  first  commer- 
cial traveller,  Robert  Herring  died  recently  in 
Montreal,  aged  87  years.  He  came  to  this 
country  over  70  years  ago  Irom  Hawtry.  York- 
shire, when  it  required  three  weeks  to  cros.s 
the  Atlantic.  Mr.  Herring  was  a  dry  goods  re- 
presentative and  "worked"  Toronto,  Hamilton, 
London,  Kingston,  Ottawa  (which  was  then 
called  Bytown)  and  various  sjualler  places 
along  the  route. 


that  he  is  here  to  look  into  that  machine  he  heard  at 
the  bai'ber's  shop. 

The  shop  takes  no  responsibility  for  the  machine, 
neither  as  to  giving  price  nor  record  information.  It. 
simply  gives  it  house  room  and  a  bootblack  attendant, 
but  every  worker  in  the  shop  is  a  devoted  graphophone 
fan.  The  .shop  has  become  a  clubhouse  as  well  as  a  news 
exchange  and  is  thus  doublv  attractive. 


As  in  a  game  of  cards,  so  in  the  game  of  life,  we 
must  play  what  is  dealt  to  us,  and  the  glory  consists  not 
so  much  in  winning  as  in  playing  a  poor  hand  well. — 
Josh  Billings. 


All  instruments  as  well  as  music  cabinets  .should  be 
kept  in  first-class  working  order  at  all  times ;  the 
mechanism  of  all  machines  in  stock  needs  a  little  in- 
spection, and  cabinets  should  be  kept  clear  of  dust  and 
dirt.  Popular  selections,  pieces  that  are  being  played 
at  the  local  theatres,  and  songs  that  are  being  sung  in 
vaudeville  are  always  among  the  best  sellei-s.  The 
salesman  must  be  up  to  date  in  these  matters  if  he 
means  to  keep  his  stock  moving. 


The  sales  that  lead  to  repossessions  are  often  due  to 
the  inclination  of  salesmen  to  take  a  chance. 
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Makes  Drive  For  Summer  Trade  in  Phonographs 

THAT  the  summer  holds  great  opportunities  for  the  dealer  in  talking  machines,  is  the  view  of  | 

a    retail    dealer    in    Peterborough,  Ont.,   who    has    found  phonographs  and    records  a  | 

I                big  selling  and  profitable  line  in  his  store.  His  store  is  a  very  wide  one,  and  he  is  now  devot-  | 

I         ing  all  of  one  side  to  the  display  and  demonstration  of  phonographs  and  records,  with  special  demon-  | 

I         stration  room  as  well  as  a  separate  record  room  at  the  rear.  | 

I               He  finds  the  summer  a  good  time  for  the  sale  of  machines  and  records.   People  want  them  for  | 

I         their  summer  homes,  and  as  Peterborough  is  a  big  summer  resort  section  sales  for  this  purpose  run  | 

I         high.   People  also  want  new  records  if  the.v  already  have  a  machine,  to  take  to  camp.  | 

I                                                    Operates  Machine  Near  Door.  | 

I               Mr.  Weber,  during  the  summer  months,  attracts  a  good  deal  of  attention  to  phonographs  and  | 

I         .special  records  b.y  wheeling  a  machine  to  the  entrance  to  the  store  so  that  it  can  be  heard    by  | 

I         everyone  who  pa.sses.    It  is  kept  in  operation  at  those  times  when  a  good  many  people  are  pass  | 

I         ing,  and  in  this  way  many  people  are  interested  in  both  machines  and  records.   A  sign  in  the  win-  | 

I         dow  reads  "The  selection  now  being  played  is  Come  in  and  hear  it."   Store  recitals  are  | 

I         frequently  put  on.    Metal  signs  were  used  about  the  countrv  last  year  to  advertise  the  depart-  | 

I         ment.    Mr.  Weber  states  that  this  department  is  a  money  maker.  | 
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Your  Customers 
Want  Fabrikoid 

From  Coast  to  Coast  inquir- 
ies are  coming  in  for  our  booklet, 
**Fabrikoid  in  the  Home,"  in 
response  to  the  forceful  cam- 
paign of  advertising  behind  this 
product. 

Each  of  these  inquiries  mearis 
a  prospective  purchaser  of  Fabri- 
koid. Capitalize  this  desire.  Get 
behind  this  campaign  with  all  your  selling 
ability— display  Fabrikoid— show  Fabrikoid- 
upholstered  furniture.    Your  sales  results  will 
le  surprising. 
The  usefulness  and  advantages  of  Fabrikoid  as  an 
upholstering  material— coupled  with  our  intensive  ad- 
vertising—have created  the  demand  and  your  custom- 
ers will  look  to  you  to  supply  their  wants. 

Order  from  your  jobber  to-day  and  start  building 
your  profits  with  Fabrikoid— the  most  popular  uphol- 
stering material. 

Canadian  Fabrikoid  Co.,  Limited 

Head  Office,  Montreal 

Halifax    Toronto  Sudbury 
Winnipeg  Vancouver 
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I  Knowledge  of  Furniture  Helps  | 
I  Sales  1 

I  A  Department  for  Salesman  | 

=  E 
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ESPECIALLY  in  selling  period  models,  the  salesman 
should  have  at  least  a  fair  acquaintance  with  the 
history  of  the  periods  with  which  he  is  dealing. 
The  customers  who  purchase  period  designs  are  usually 
educated  people  who  expect  intelligent  service  when  they 
come  to  buy,  and  the  salesperson  who  can  talk  entertain- 
ingly on  period  styles  has  a  decided  advantage  over  one 
who  has  to  rely  on  his  sales  experience  in  phonographs 
to  put  the  deal  across. 

The  following  smnmary,  which  gives  in  brief  form  the 
history  of  furniture  from  the  early  times  to  the  present 
date,  will  be  found  valuable. 

The  word  "furniture"  comes  from  the  French  "f our- 
nir,"  to  furnish,  and  includes  all  goods,  fittings,  vessels, 
everything  movable,  in  short,  supplied  to  buildings  to 
adapt  them  to  their  use.  Until  the  Renaissance  clays 
household  appliances  were  few  and  a  luxury  to  their 
]iossessors.  Indeed,  the  peoples  of  antiquity  were  satis- 
fied with  a  bed,  a  table,  a  couch,  and  sometimes  a  chair ; 
for  the  best  hours  of  their  lives  were  spent  out  of  doors 
and  sedentary  pastimes  were  few.  Up  to  Roman  times 
the  woods  most  commonly  used  for  domestic  plenishings 
were,  first  of  all,  cedar,  and  then  rosewood,  ebony,  teak, 
pine  and  walnut,  M^hilst  bronze  and  electrum,  and  the 
precious  metals,  silver  and  gold,  and  ivory,  were  more 
freely  used  for  furniture  than  they  are  to-day;  under  the 
empire  wealthy  Romans  had  golden  cooking  utensils. 

Still  wood  has  always  been  the  basis  of  furniture  and, 
that  being  so,  it  is  not  surprising  that  few  examples  of 
early  work  have  lasted  to  our  day.  The  chief  source  of 
information  about  Assyrian  and  Egyptian  household  fit- 
tings, and  likewise  about  those  of  Greece  and  Rome,  are 
various  sculptures  and  mural  decorations  and  paintings. 
The  cabinet-makers  of  Nineveh,  as  also  of  Thebes  and 
Memphis,  knew  how  to  embellish  their  couches  and  tables 
witli  inlayings  of  ivory,  and  were  fond  of  supporting 
their  chairs  and  thrones  on  legs  of  wild  animals;  bulls, 
lions  and  rams  were  favorite  devices  for  carving,  and 
slaves,  iiSually  captives  in  war,  were  often  degraded  to 
the  position  of  upholding  some  portion  of  the  regal 
throne.  The  Greeks  derived  their  mobiliary  fashions 
from  the  East,  and  the  plutocrats  of  Rome  patronized 
Greek  in  preference  to  native  workmen. 

Folding  chairs,  chairs  with  sloping  and  upriglit  backs, 
elaborate  footstools,  bronze  trii^ods,  arm-chairs  with 
sphinxes  for  elbow  rests,  splendid  marble  tables  and 
candelabra,  oriental  couches,  and  all  manner  of  bronze 
work  damascened  in  gold  and  silver  were  common 
appendages  in  the  palaces  and  sumptuous  homes  of  the 
kings  and  aristocrats  of  classical  antiquity. 

Roman  fashions  were  copied  by  Byzantine  craftsmen, 
Ftul  under  Charlemagne  there  flourished  the  Rheno- 
UyzHnt'me  school  of  art,  -whose  best  work  appears  in  their 
magnificent  enamelled  shrines  and  reliquaries.  In  the 
middle  ages  beds  and  eliairs  were  still  restricted  to  the 
upper  classes,  but  in  the  castles  and  manor  houses  of  the 
Xorman  barons  household  appliances  were  rapidly  devel- 
oi)ing,  both  in  number  and  artistic  worth. 

Bedsteads  were  square  in  frame  and  roofed  with  panel- 
led testers  supported  on  carven  posts;  rich  hangings  and 
tapestries  and  decorated  chests  of  Italian  cypress  were 


imported,  and  other  chests  and  portable  presses  were 
made  at  home  with  wrought  iron  clasps  and  hinges  and 
with  inlaid  wood  or  iron  strap-work  ornament,  or  some- 
times with  panels  of  tempera  painting  on  gilt  back- 
grounds. Chests  were  used  as  repositories  for  money 
and  valuables,  and  also  for  ecclesiastical  vestments. 
When  the  family  removed  they  served  as  trunks  for  all 
forms  of  apparel  and  costly  fabrics,  usually  stored  in 
massive  wardrobes  or  "armoires."  It  is,  of  course,  from 
the  chest  that  the  modern  "dressoir"  or  sideboard  has 
developed. 

Before  passing  on  to  the  Renaissance  one  word  must 
be  said  of  Saracenic  work.  Omitting  what  they  did  for 
the  interior  of  churches,  the  Saracens  deserve  every 
praise  for  the  beauty  and  delicacy  of  their  lattice  work, 
fnd  for  their  skill  in  inlaying,  whether  with  silver 
filigree,  brass,  ivory  or  mother-of-pearl.  These  merits 
pre  well  illustrated  by  their  tall  hexagonal  tables  and 
cross-legged  reading  desks. 

After  the  great  revival,  artisans  no  longer  carved 
episodes  from  the  cycles  of  romance  or  the  legends  of 
their  saints;  for  these  were  swept  away  by  the  classical 
mythology  which  men  so  eagerly  absorbed.  During  the 
Quatrocento  period  in  Italy  (1400-1500),  .sumptuous 
furniture  of  every  description  was  executed  at  the  bid- 
ding of  the  Medici  and  other  patron  princes.  Gilt 
grounds,  "pietra  dura"  work — that  is,  the  inlaying  of 
slabs  of  colored  and  richly  veined  marbles,  and  inlaying 
of  wood  in  geometrical  patterns  or  floral  designs  came 
quickly  into  vogue  and  spread  rapidly  across  the  Alps 
to  other  countries. 

During  the  reign  of  Henry  YIII,  Jean  de  diabase  and 
Holbein  introduced  Italian  fashions  into  England,  and 
in  France,  as  the  result  of  the  infiltration  of  Italian 
craftsmen,  a  mass  of  heavy  and  rich  furniture  was  made, 
but  the  frequent  use  of  strap-work  and  the  cartouche, 
which  characterizes  the  Henri-Deux  style,  is  peculiarly 
French. 

The  so-called  Jacobean  style  uudoubtedlj'  has  its 
attractions,  although  it  was  overshadowed  by  the  great 
"floraison"  in  furniture,  which  marks  the  18th  century 
throughout  Western  Ei;rope.  Like  the  famous  "Great 
Bed  of  Ware"  of  Elizabethan  days,  it  is  very  solid  and 
very  heavy,  both  in  design  and  in  the  thickness  of  the 
oak  or  chestnut,  which  were  the  favorite  woods,  yet  these 
qualities  recommend  themselves  to  many,  and  undoubt- 
edly suggest  a  simplicity  and  strength  absent  from  later 
work. 

In  this  country  the  heyday  of  cabinet-making  is  a.sso- 
ciated  with  the  names  of  Chippendale,  Sheraton  and 
Adam,  who  raised  the  manufacture  of  furniture  to  an 
art,  to  which  they  freely  gave  their  talent  both  for 
execution  and  design.  Their  inspiration  was  clearly 
drawn  from  the  French  artist,  Boulle,  who  owed  his 
excellence  in  marquetry  work  to  Florentine  and  Venetian 
craftsmen.  These  men  had  already  shown  the  scope  and 
beauty  of  the  art.  But  marquetry  did  not  originate  in 
Italy :  its  home  was  the  East,  Damascus,  Persia  and 
India,  and  thence  it  passed  to  Europe  by  way  of  the 
great  trade  routes. 


BURGLARS  THAT  STEAL  PROFITS. 

INDIFFERENCE  of  customers"  preferences  that 

drives  trade  away. 
MISREPRESENTATION  in  advertisements  that 

shakes  public ',s  confidence. 
DISCOURTESIES    in    service    that  displease 

patrons. 
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I  Helps  in  Business  Management  J 

I  .  Suggestions  that  A  id  Efficiency  1 

^jiiiiiiMiii  nil  nil  niiiiiiiniiiii  i  ini  iniiM  i  Miiiiiiiiiiini  iiiMiiiiiiiniiiiiiiiiiii^ 

A MANAGER  of  a  very  successful  store  has  adopted 
a  plan  for  getting  odd  jobs  done  about  the  store 
that  has  worked  out  most  satisfactorily.  Up  until 
he  adopted  this  plan,  this  manager  would  notice  as  he 
went  about  the  store  little  odd  jobs  that  should  be  attend- 
ed to — odd  jobs  as  we  call  them,  little  things  the  clerks 
should  do  when  not  busily  engaged  with  the  more  im- 
portant details.  But  if  all  clerks  were  busy  at  the  time 
this  job  would  slip  his  mind  and  consequently  it  was  not 
done  when  it  should  have  been,  and  as  this  manager  did 
not  spend  all  his  time  on  the  floor,  being  engaged  in  other 
duties  which  required  his  attention  in  the  office,  he  was 
not  always  right  on  hand  when  the  clerks  could  possibly 
attend  to  these  little  jobs.  But  with  the  adoption  of 
til  is  system  he  has  no  trouble  in  getting  these  little 
details  done.  He  has  a  box,  which  is  divided  into  two 
compartments,  fastened  to  the  door  sill  just  outside  his 
office  door,  and  as  he  goes  about  the  store  he  makes  a 
note  of  things  he  finds  that  should  be  attended  to  on  a 
card  which  he  has  provided  especially  for  that  purpose, 
and  he  drops  this  card  in  one  of  the  compartments  of 
til  is  box.  The  clerks  have  been  instructed  regarding  the 
purpose  of  this  box  and  when  they  are  not  busily  engaged 
in  other  work  they  should  watch  this  box  for  things  the 
manager  wants  done.  When  the  clerk  starts  to  do  the 
work  as  outlined  on  this  card,  he  removes  the  card  from 
the  box,  and  when  he  has  completed  the  task,  he  signs 
his  name  to  the  card  and  retiirns  it  to  the  box  and 
deposits  it  in  the  other  compartment.  Through  this 
plan  this  manager  gets  the  odd  jobs  done  without  taxing 
his  memory  with  them,  nor  does  he  have  to  be  on  hand 
just  at  the  moment  the  clerk  is  idle  in  order  to  have  it 
done,  and  he  is  free  to  devote  his  time  and  attention  to 
more  important  details.  By  having  the  clerk  sign  the 
card  when  he  has  completed  the  job,  he  can  tell  just 
which  clerks  are  inclined  to  be  willing  to  co-operate  with 
the  management.  Some  clerks  are  inclined  to  lie  down 
on  the  job  if  the  "boss"  isn't  watching  them  and  let  the 
more  willing  clerk  do  the  work.  The  clerks  are  uncon- 
scious of  the  part  this  little  system  plays  in  their  promo- 
tion, 3'et  this  manager  is  rather  inclined  to  favor  the 
clerks  who  apparently  find  time  to  get  more  of  these 
jobs  done  than  the  others  and  still  keep  their  sale  records 
equal  with  the  rest.  These  jobs  are  not  always  the  most 
desirable,  and  if  a  clerk  is  inclined  to  be  a  shirker,  he 
will  keep  busy  at  some  trifling  job  until  some  other  clerk 
has  performed  the  job. 

The  proprietor  of  a  large  retail  establishment  has 
inaugurated  a  plan  whereby  he  has  stimulated  a  great 
interest  among  his  clerks  in  an  effort  to  beat  their  sales 
records.  He  has  divided  his  salesforce  into  two  teams, 
each  team  having  an  equil  number  of  clerks  and  being 
as  evenly  divided  as  possible.  That  is,  he  lias  used  great 
care  to  see  that  one  team  does  not  have  all  the  best  sales- 
men. Each  Monday  morning  each  clerk  receives  a  card 
upon  which  is  a  record  of  his  sales  for  each  day  of  that 
week  for  the  year  previous,  and  each  clerk  puts  forth 
:m  effort  to  beat  his  own  record.  As  a  special  incentive 
this  merchant  offers  a  prize  of  sjilO  to  be  equally  divided 
■  mong  the  members  of  the  winning  team.  As  this  mer- 
ch<int  lu;s  teri  salesmen,  five  on  each  team,  this  means 
iMi  extra  $2.00  a  week  to  the  members  of  the  winning 
team.   The  only  condition  attached  to  the  offer  is  that 


the  total  sales  of  the  winning  team  must  be  greater  than 
the  total  sales  of  its  members  for  the  corresponding 
period  the  year  previous.  On  the  wall  of  his  office,  this 
merchant  has  a  chart  upon  which  he  enters  the  results 
of  the  previous  day,  giving  the  total  sales  of  each  mem- 
ber of  the  two  teams,  and  the  clerks  may  consult  this 
chart  each  day  to  see  how  they  are  progressing.  This 
merchant  reports  that  his  clerks  take  a  great  interest  in 
these  contests  and  they  have  resulted  in  increasing  his 
sales  more  than  25  per  cent.  And  because  the  teams 
are  so  equally  divided,  the  prize  goes  back  and  forth,  one 
week  to  one  team  and  the  next  week  to  the  other  team, 
and  as  neither  team  has  a  sure  thing  of  it,  it  keeps  their 
interest  alive  and  the  results  are  well  worth  the  costs. 


FREIGHT  CONGESTION  TIES  UP  BABY 
CARRIAGES 

"Eight  carloads  of  Lloyd  loom  woven  baby  carriages 
shipped  from  the  Menominee  factory  on  February  28 
reached  New  York  City  May  18,"  reads  a  telegram 
received  by  the  Lloyd  Mfg.  Co.  from  their  New  York 
representative.  It  took  79  days  for  the  carriages  to 
reach  their  destination  ;  it  usually  takes  three  weeks. 

So  great  is  the  freight  congestion  on  the  railways  that 
6,000  baby  carriages  are  held  up  in  the  big  new  factory 
at  the  Lloyd  plant.  One  carload  of  baby  c?rriag'es  ship- 
ped March  19  is  completely  lost. 

Officials  at  the  Lloyd  plant  assert  that  they  produce 
from  600  to  800  baby  cabs  per  day,  and  they  usually 
ship  from  six  to  ten  carloads  of  carriages  per  day. 

The  New  Lloyd  factory  was  erected  so  as  to  provide 
room  to  take  care  of  growing  demands  for  the  loom 
woven  baby  carriage,  and  also  to  permit  the  concern  to 
go  into  wicker  furniture.  The  latter  line  is  depleted 
throughout  the  continent  and  no  institution,  the  company 
believes,  ever  had  a  better  opportunity  than  the  present 
for  building  up  a  furniture  business.  Supplementing 
this  are  the  Lloyd  inventions  of  a  new  method  for  pro- 
ducing wicker  goods  and  a  loom  for  wfeaving  them. 
Through  these  inventions  the  Lloyd  concern  can  manu- 
facture wicker  articles — furniture  as  well  ss  baby  car- 
riages— thirty  times  faster  than  any  of  the  other  con- 
cerns. This  ability  to  speed  up  manufacture,  along  with 
an  eager  furniture  market,  offers  the  local  plrnt  a  most 
remarkable  opportianity  and  one  which  it  can  ill  afford 
to  lose. 

Realizing  these  wonderful  possibilities,  Lloyd  has 
erected  a  great  new  factory  400  feet  long  and  100  feet 
wide.  The  12,000  square  feet  of  manufacturing  space 
in  the  three  floors  have  required  an  investment  of  more 
than  $150,000.  The  building  is  completed  and  ready  to 
be  used  as  a  producing  building.  But  freight  congestion 
hrs  made  it  necessary  for  the  company  to  store  6,000 
carriages  in  the  new  building,  thereby  making  it  impos- 
sible for  it  to  be  used  as  intended.  In  addition  to  this 
it  deprives  the  concern  of  the  mone.y  which  dej.Iers  would 
pay  for  the  carriages  and  raises  general  havoc  with  tl;( 
whole  situation. 

The  most  painful  part  of  the  freight  situation  so  far 
as  the  Lloyd  comjiany  is  concerned,  is  the  fact  that  i1 
can  produce  almost  as  much  as  demanded.  This  is  due 
to  Mr.  Lloyd's  inventive  genius  whereby  the  wicker  is 
woven  so  quickly.  Many  other  manufacturers  are  also 
suffering  from  poor  freight  service,  but  their  greatest 
troubles  are  from  the  productive  end.  However,  it  is 
hinted  that  the  rail  situation  will  improve  and  the  baby 
canMage  manufacturers  will  wear  smiles  of  joy  when 
they  are  able  to  supply  hungry  dealers  and  <\t  tlie  same 
time  clean  out  the  new  factory  for  furniture  manufac- 
turing. 
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THE  MAXWELL 

Sanitary  Copper-Alloy  Vault 


THE  ONLY  VAULT 

Manufactured  Exclusively  of  Copper-Bearing  Steel 
The  Most  Rust- Resistant  Steel  or  Iron 

Known  to  the  Art. 

Its  Superiority  is  Now  Generally  Acknowledged 

Even  by  those  not  making  exclusive  use  of  the  material. 

MAKE  NO  MISTAKE 

Handle  and  sell  the  goods  you  can  depend  upon. 
The  Maxwell  Vault  has  never  failed  you. 

Its  Quality  is  Always  Maintained  Regardless  of  Expense 

Carried  in  stock  by  all  leading  jobbers. 
ASK  FOR  PRICES 

Manxifactured  by 

MAXWELL  STEEL  VAULT  COMPANY,   ONEIDA,  N.Y. 
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Undertakers'  Department 


Problems  affecting  the  Undertaking  Profession  are  here  discussed  and  readers  are  incited  to  send  letters  |, 
expressing  their  views  on  any  of  the  subjects  dealt  with — News  of  the  profession  throughout  Canada.  | 


WHIPPING  C.E.A.  PROGRAM  INTO  SHAPE 
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Special  features  that  should  make  members  come  to  annual  convention — The  time,  place  and  games 
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PROGRESS  is  being  made  Avith  the  arrangements 
for  Tiie  rooming  C.  E.  A.  Convention  at  Toronto. 
The  programme  is  expected  to  be  put  into  the 
hands  of  every  member  of  the  Association  before  the 
end  of  June. 

As  in  previous  years,  the  convention  will  be  held 
during  the  Ca)iadian  National  Exhibition  period  at 


PROF.  CHAS.  O.  DHONAU 
this  year's  lecturer  and  denion.-ilratcir. 

Toronto — August  28  to  September  11.  The  Associa- 
tion School  will  opet!  on  Tuesday,  August  31,  and  con- 
tinue throughout  the  week,  the  convention  proper 
opening  on  the  following  Tuesday,  September  7,  and 
continuing  until  Thursday  evening. 

Tiie  Exfiminiiig  l>oai'd  will  conduct  their  examiiui- 
tions  on  Thursday  and  Friday,  Se[)tember  9  atid  10. 
All  these  sessions  will  be  held  in  the  Anatomical  Build- 
ing of  Toronto  University. 

i-*rof.  Chas.  O.  Dhonau,  of  Cincinnati,  Ohio,  will 
conduct  the  school  and  lecture  and  demonstrate  at  the 
convention.  A  special  feature  of  hiiS'  talk  this  year 
will  be  on  the  venous  system  of  embalming,  which  is 
very  much  in  the  public  eye;  in  the  United  States  at 
the  present  time. 

Another  big  feature  of  this  year's  convention  will 
he  (he  address  of  Win.  ( 'a\\l<cll,  sccretarv  of  the  Fur- 


niture Manufacturers'  Association,  who  will  speak 
along  the  line  of  the  oftice  end  of  the  funeral  direct- 
ing profession.  Those  who  heard  Prof.  Askin,  of  In- 
dianapolis, speak  last  year  at  the  convention  will  be 
interested  in  having  one  of  our  own  Canadian  experts 
speak  on  system,  credits,  salesmanship,  and  the  other 
(jualities  which  are  essential  to  the  success  of  a  fun- 
eral director,  as  well  as  any  other  business  man. 

The  entertainment  features  will  also  be  of  the  usual 
high  order.  A  change  of  scene  was  proposed  this 
year,  but  so  many  favored  Island  Park  for  the  picnic 
and  games  that  it  ls  quite  likely  that  spot  will  be 
chosen  again.    A  committee  is  working  on  this  fea- 


W.  CAWKKLL 
who  will  deliver  an  address  on  the  business  side  of  things. 

ture  at  present  to  make  th(>  affair  bigger  and  greater 
*han  ever. 

All  C.  Fj.  a.  membei's  are  asked  to  iu;ir]{  their  ciil- 
cndcr  w  ilh  ;i  red  rills'  foi'  llu>  week  of  Scplcniher  7. 
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Modern  Funeral  Establishment 

in  Western  Canada 


Description  of  building,  chapel,  business  and  equipment 
of  leading  Medicine  Hat  funeral 
director. 


J.  .TKSSOP  NOTT. 
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SOME  time  ago  Canadian  Furniture  World  and  The 
Undertaker  published  an  article  on  the  funeral 
directing  business  of  J.  Jessop  Nott  at  Medicine 
Hal.  Alta.,  giving  views  of  his  establishment  and  de- 
tailed description  of  same. 

Recently  Mr.  Nott  has  made  some  additions  and  al- 
terations to  his  premises  and  equipment,  making  his 
place  more  up-to-date  and  ranking  it  with  the  best  in 
the  West. 

Among  other  things  Mr.  Nott  has  remodelled  his 
chapel,  coloring  the  walls  above  the  burlap  a  cream, 
and  giving  the  ceiling  a  white  color.  The  floor  is  cov- 
ered with  brown  battleship  linoleum,  with  red  and 
brown  carpet  down  the  aisle,  between  14  pews  of  quar- 
ter-cut oak,  which  provide  ample  seats  for  all.  These 
were  made  by  the  Valley  City  Seating  Co.  The  chapel 
is  20  feet  wide  and  27  feet  long.  It  is  furnished  with 
organ,  pulpit  and  beautifully  designed  windows  of 
cathedral  art  stained  glass. 

A  showroom  has  'been  added,  35  feet  long  by  12  feet 
wide,  the  woodwork  being  of  mahogany  finish  Avith 
floors  in  natural  finish  fir.  A  pleasing  carpet  is  laid 
over  the  floor.  Cabinets  for  robes  and  silverware  sam- 
ples are  ranged  about  the  sides.  Caskets  are  set  on 
steel  racks ;  two  on  some,  three  on  others.  Indii'ect 
lighting  gives  a  soft  glow  to  the  room,  but  it  is  distinct 
enough  to  easily  judge  the  worth  of  all  caskets. 

The  morgue  has  been  equipped  with  two  strong  oper- 
ating lights  of  300-watt  capacity,  electric  curling  irons 
and  electric  shaving  water  heater,  fans  and  ventilators, 
etc.,  right  up-to-date.  Very  few  such  rooms  are  to  be 
found  anywhere  else  in  America. 

The  instrument  cabinets  containing  the  latest  and 
most  improved  instruments  and  fluids  known  to  the 
uf)-to-date  embalmer  ;  linen,  derma-surgery  set,  disin- 
fecting apparatus,  first  aid  kit  for  embalmers,  etc. 

The  garage  and  store  room  are  two  new^  departments. 
The  length  is  35  feet,  width  of  22  feet ;  two  stories  high, 
the  top  floor  being  used  for  storage.  The  structure  is 
solid  brick,  fire-proof,  and  is  etjuipped  with  electric 
lights,  hot  and  cold  water,  battery  charging  outfit, 
electric  air  pump,  fire  and  frost  alarm — (fire  rings  at 
100  degrees  and  frost  at  40  degrees).  Telephones  on 
city  service,  electric  bells,  etc.  The  work  pit  and  wash 
rack,  in  fact,  are  right  up  to  the  minute. 

The  garage  is  also  equipped  with  the  latest  fire  ex- 
tinguishers, as  is  also  each  ear.  It  has  concrete  floors. 
The  court  yard,  too,  is  all  concrete  with  drains,  etc. 
and  ontside  lights. 


New  equipment,  also,  is  installed.  The  new  hearse  is 
a  six-cjdinder  Meteor  of  50  horse  power,  e(|uipped  with 
cord  tires  and  everything  else,  right  up  to  date; 
and  is  equipped  to  be  used  as  an  ambulance,  as  also 
is  the  casket  Avagon,  though  Mr.  Nott  is  not  using  them 
as  ambulances. 

The  casket  wagon,  with  its  cord  tires,  is  a  Cadillac 
four-cylinder,  built  by  Wilson  Bros.,  of  Calgary.  Both 
these  cars  have  rear  search  lights,  iiiterior  lights,  etc., 
and  the  wagon  is  equipped  to  be  used  as  a  hearse,  as 
well  as  floral  wagon. 

The  new  touring  car  is  a  Cadillac  of  the  same  model 
as  the  hearse  and  wagon.  It  is  equipped  with  cord 
tires  and  spares,  as  well  as  air  pump  on  engine,  etc. 

Touring  car  carries  a  first  aid  kit  all  the  time. 


Iiii|)(ising  front 


of  Mr.  Nott's  buildinp 
Medicine  Hat 


Mr.  Nott  uses  the  latest  methods  of  embalming  in  his 
work  of  caring  for  the  dead,  and  the  most  modern 
method  in  all  branches  of  his  bnsiness. 

The  hearse  is  equipped  Avith  Avhite.  grey  and  purple 
curtains,  and  at  funerals  Mr.  Nott  uses  the  latest  grave 
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CADILLAC  HEARSE 

$3,500  CASH 
Four  Cylinder  Cadillac  Chassis 

SIXTY  HORSE-POWER  ENGINE 
THE  BODY  IS  A  GLEASON-KAMP 
EIGHT-COLUMN  HEARSE 
WITH  SIDE  LIGHTS  4'  6"  HIGH 

This  car  has  only  been  run  450  miles 

and  is  equipped  with  five  new  tires. 

Gentlemen,  those  of  you  who  are  looking  for  a  bargain,  one  that  would 
cost  you  $6,000.00  to  build  to-day,  and  if  you  live  in  a  city  or  where 
there  are  good  roads  and  pavement,  miss  the  chance  of  your  lives  by  not 
taking  up  this  opportunity.  The  firm  who  now  owns  this  hearse  is  in  a 
small  town,  where  the  roads  are  bad,  the  sand  is  deep,  and  they  feel  that 
they  should  have  a  small,  light  vehicle  with  which  to  do  their  motoring, 
owing  to  the  fact  that  they  have  snow  from  early  fall  until  late  in  the 
spring  (or  about  five  months)  and  that  the  money  they  have  in  this 
beautiful  equipment  is  more  than  they  should  tie  up  for  the  business  they 
do  with  it.  There  is  no  more  beautiful  or  practical  motor  hearse  in 
Canada  or  United  Slates  than  this  one  now  offered  for  sale,  and  when  we 
say  this  we  are  not  overestimating  the  worth  of  the  car  one  iota.  Moreover, 
the  firm  who  owns  this  Cadillac  hearse  is  rated  at  $50,000  and  will  stand 
back  of  every  quality  of  the  hearse  and  motor.  They  will  let  you  take  it  and 
try  it.  They  will  pay  your  way  from  any  place  within  two  hundred 
miles,  if  you  will  go  to  look  at  it.  All  they  want  is  a  chance  to  demonstrate 
its  good  features  to  any  person  or  firm  now  in  the  market  for  a  hearse  of 
this  description,  for  they  know  that  there  is  nothing  better  than  a  Cadillac 
hearse — ask  the  man  who  owns  one.  Then  answer  this  ad,  you  will 
never  be  sorry. 
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linings,  dii't  covers,  lowering  devices,  floral  devices, 
carpet  and  chairs  at  the  graveside,  as  well  as  metallic 
gi-ave  markers,  where  necessary. 

The  bnilding  itself  was  erected  in  1912-13.  It  is  of 
brick,  70  feet  long  by  25  feet  wide,  and  31  feet  high, 
built  on  a  lot  50x130  feet.  The  front  is  very  attractive, 
and  is  approached  by  a  flight  of  eleven  cement  steps. 
A  portico  ten  feet  deep  runs  across  the  front  of  the 
building.  Along  the  side  the  building  is  divided  into 
reception  hall,  office,  chapel,  showroom,  slumber  room, 
morgue,  bathroom  and  assistant's  room,  with  garage 
and  storerooms  at  rear. 

Building  is  covered  with  long  and  numerous  flower 
beds,  one  set  in  the  well-kept  lawn   during  summer. 


in  1885.  His  first  job  was  with  the  Jessop  Furniture 
Co.,  of  which  his  father  was  manager.  He  learned 
embalming  with  Harry  Ellis,  at  Toronto,  who  vouches 
for  Mr.  Nott's  ability.  He  learned  the  professional 
duties  rapidly  and  thoroughly,  and  went  West  in  1907 
to  manage  W.  H.  Patterson  &  Co.'s  business  at  Medi- 
cine Hat. 

Three  years  later  he  struck  out  for  himself,  making  a 
success  from  the  start,  because  he  made  "giving  .satis- 
faction" his  motto.  He  is  still  studying  embalming, 
and  hopes  to  do  so  up  to  the  end,  as  he  wishes  to  keep 
at  all  times  up  to  the  latest  and  best  methods  used  by 
the  world's  leaders. 


:;.iiiiiM:iiiiiiii:iiiiiiiiiiiiiiiMiiiiM'iiiiiMi!iiMiiiiiiiii:iiii>iiiiiiiiiiiiiiiiiiiiiiiiijiiiiiiiriiiiiiiiiiiiiiiiiiiiiiiiiiii>'. 


Iiiteriol'  of  the  re^lno(l- 
elleil  chapel  of  J.  Jessop 
Nott's  funeral  estab- 
lishment at  Medicine 
Hat. 
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A  section  of  the  re-mod- 
elled showrooms,  sihow- 
ing  the  up-todate 
methods  of  lighting  and 
displaying   the  caskets. 
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The.se,  with  the  trees  and  shrubs,  give  a  beautiful  eft'ect 
to  the  surroundings. 

The  office  is  10x16  feet  and  faces  the  .street.  The  floor 
is  fjuarter-eut  oak,  polished,  with  the  woodwork  of  B.C. 
fir,  natural  finish.  The  furniture  is  golden  oak.  Large 
and  beautiful  plants  give  the  office  a  pleasing  appear- 
ance. 

Electric  vacuum  cleaners  are  installed  throughout 
the  building. 

Next  to  the  office,  and  facing  the  private  entrance, 
is  the  reception  hall,  finished  like  the  office.  This  hall 
(connects  with  office,  showrooms,  bathroom,  chapel  and 
assistant's  rooms,  and  allows  relatives  to  come  to  front 
of  chapel  from  a  different  entrance  than  that  used  by 
friends. 

Mr.  Xott  is  an  old  Ontario  boy,  born  in  Port  Perry 


Mr.  Nott  has  a  large  country  as  well  as  city  clientele, 
and  his  embalming  is  known  all  over  the  continent 
from  the  many  bodies  he  has  shipped  .from  Medicine 
Hat.  He  has  two  hobbies:  electricity  and  photography- 
These  account  for  the  modern  electrical  equipment  he 
has  installed  in  his  building,  and  also  for  the  excellent 
views  we  are  privileged  in  using. 

Shortly  after  striking  out  for  himself  Mr.  Xott  con- 
ceived the  idea  of  building  an  establishment  which 
would  answer  all  the  purposes  of  a  modern  mortuary 
with  homelike  surroundings,  and  his  present  building  is 
the  result.  Since  its  erection  he  noted  wherein  the 
building  could  be  improved,  and  his  alterations,  as  de- 
scribed in  this  article,  and  the  accompanying  views 
give  an  idea  of  the  result. 
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I  Our  Associate  Editor  I 
I  Visits  Western  Ontario  | 
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Albemy  J.  Janisse  and  Bro.,  Sandwich  St.,  Windsor, 
Ont.,  have  repainted  all  their  motor  equipment,  pur- 
chased a  new  seven-passenger  Studebaker,  and  are  build- 
ing- another  new  motor  hearse  at  present.  Our  notice  is 
also  called  to  their  different  incidental  advertising — 
calendars,  fans,  'phone  attachments  and  bank  books — 
which  reads,  "No  connection  with  any  other  firm  by  the 
same  name.''  This,  we  understand,  is  due  to  an  Ameri- 
can firm  who  lately  moved  to  Windsor,  and  is  doing 
business  under  the  name  of  Janisse. 

J.  Sutton  &  Son,  Windsor,  Ont.,  who  experienced  a 
very  destructive  fire  during  the  winter,  which  was  also 
instrumental  in  causing  the  severe  illness  of  Wm.  Sutton, 
we  are  glad  to  learn  have  rebuilt  their  ''funeral  home"" 
in  beauty  and  design,  and  with  the  nice  bright  spring 
days  of  late  Brother  ''Bill"  is  sgain  up  and  around, 
hoping  to  fulfil  our  fondest  wishes  that  he  will  soon  be 
entirely  well  and  ready  to  attend  the  Fall  Convention. 

Jay  R.  Chapin  and  Son,  Windsor,  Out.,  report  a  splen- 
did business  cluring  the  winter  and  spring.  Son  Clifton, 
who  has  returned  from  OA^erseas  after  a  siege  of  three 
years,  seems  to  have  fallen  desperately  in  love  with  home 
life  and  his  duties  with  his  father  in  the  inidertaking 
business.  To  wit :  Clif .  was  a  small  boy  when  he  went 
away,  but  returned  a  good,  big  life-sized  man ;  added 
to  his  experience  of  growing,  comes  mother's  cooking, 
which  has  now  stretched  him  to  a  200-pounder. 

A.  L.  Oatman,  who  lately  succeeded  the  firm  of  Hunter 
&  Beam  of  London,  Ont.,  whom  all  the  older  undertakers 
will  remember  as  being  identified  with  Alex.  Millard,  of 
Toronto,  years  ago,  seems  to  be  well  satisfied  with  his 
new  location  and  is  making  many  new  friends  there. 
Mr.  Oatman  was  in  Tillsonbiirg,  Ont.,  for  the  hst  five 
years,  making  his  business  there  a  grand  success.    He  is 


now  dwelling  upon  the  motto  ''Service  Counts,''  is  adding 
several  new  motors  to  his  equipment,  among  which  is  a 
maroon  ambulance.  He  has  as  his  assistant  Lloyd  Cran- 
dell,  who  was  with  him  for  years,  with  the  exception  of 
the  time  Mr.  Crandell  was  schooling  with  Fred  W. 
Matthews,  in  Toronto.  We  wish  ]\Ir.  Oatman  the  very 
best  of  luck,  where  we  are  sure  he  will  be  received  with 
open  arms  by  all  Londoners. 

Nathan  J.  Griffith,  London,  Ont.,  has  painted  the 
front  of  his  business  place,  and  as  his  place  faces  the 
south,  we  are  at  this  time  undecided  which  stands  out 
the  most  prominent — the  new  decoration  in  the  shining 
sun  or  the  pleasant  smile  with  which  everyone  is  greeted 
when  they  call  upon  Nate. 

Geo.  E.  Logan  of  London,  Ont.,  is  the  recipient  of 
considerable  praise  from  his  colleagues  in  business  for 
the  preparation  in  perfect  detail  always  applied  in  CHses 
of  shipment  from  London  to  points  of  interment.  Our 
representative  was  present  in  a  small  town  recently  when 
a  brother  undertaker  received  the  body  of  a  lady  encased 
from  Geo.  E.  Logan  &  Sons,  London.  It  was  quite 
gratifying  to  hear  this  brother  say,  ''Well,  usually  we 
can  find  fault  with  either  the  condition  of  the  body  or 
the  lining  or  the  case  in  some  respect  when  coming  in 
from  a  large  firm  in  a  large  town,  but  this  case  is  as  near 
perfect  as  it  could  possibly  be,  and  some  time  when  you 
see  Mr.  Logan  or  the  boys,  you  tell  them,  will  you  ?" 
Our  contention  is  that  this  feeling  of  good-fellowship 
between  men  of  the  same  profession  is  as  commendable 
as  the  actual  good  Avork  which  deserves  the  credit.  And 
we  herald  those  who  are  ready  and  willing  to  acknowl- 
edge a  thing  well  done  by  another. 

James  Dunford,  Clinton,  Out.,  recently  sold  out  to 
Ball  &  Atkinson,  of  that  place.  Mr.  Dunford  has  not 
decided  just  what  business  he  will  go  into  and  at  present 
is  enjoying  the  nice  spring  weather  motoring  with  the 
good  family. 

Newton  J.  Boyd  of  Mitchell,  Out.,  recently  visited  the 
city  of  London  and  assisted  in  toj'menting  the  candidates 
who  were  initiated  into  the  merciless  and  mystic  shrine 
of  Mocha  Temple.   It  is  said  that  Newt,  is  such  an  even- 
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VARIETY 

of 

DESIGNS 


QUALITY 

and 

SERVICE 


Solid  Oak  or 
Birch  Mahogany 


Either  Plain  Panel,  Hinged  Face 
Plate,  or  K.  Panel  Designs  may  be 
applied  to  this  casket. 


Number  528 

Made  of  Birch  Mahogany  throughout. 
Carved  leaf  corners.  Panel  shrines  up- 
holstered in  Art  Silk.  Sizes  6/0-6  3. 
A  new  Quality  Casket —  Med  ium  priced. 


Number  538 

Made  of  Plain  Solid  Oak  throughout. 
Carved  leaf  corners.  Panel  shrines  up- 
holstered in  Art  Silk.  Sizes  6/0-6/3. 
A  real  Quality  Casket — Popular  priced. 


Our  Motto:     The  Best  Goods  at  Fair  Prices/* 

Dominion  Manufacturers^  Limited 

Head  Office  and  Showrooms: 


109  Niagara  Street 


Toronto,  Canada 


BRANCHES 

Vancouver         Calgary         Winnipeg         London        Hamilton         Toronto         Montreal  Three  Rivers  Amherst 
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NEW 
FEATURES 


NEW 
DESIGNS 
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temijered,  agreeable  man  in  his  own  home  town,  that  he 
really  enjoys  falling  off  the  wagon  of  revenge  and  goes 
to  that  annual  meeting  regularly  for  the  sole  purpose  of 
tantalizing  the  poor  victims  congregated  in  Mocha  each 
year.  But  we'll  forgive  him  for  that  because  he  never 
misses  a  Toronto  Convention  either. 

Alvin  G.  Schreiter,  president  of  Schreiter's,  Limited, 
Kitchener,  Ont.,  and  president  of  the  De  Luxe  Furni- 
ture, Limited,  is  taking  the  Western  Coast  tour  with  the 
Furniture  Manufacturer's  Association,  which  left  Tor- 
onto May  29th.  This  is  the  first  long  vacation  Mr. 
Schreiter  has  enjoyed  for  a  long  time,  and  he  intends 
to  meet  many  business  friends  whom  he  has  never  seen 
while  on  this  trip  in  the  West.  He  will  return  through 
the  States,  visiting  his  brother  near  Fargo.  North 
Dakota,  whom  he  has  not  seen  for  thirty-eiglit  years. 
To  our  correspondent  Mr.  Schreiter  said  tliat  he  had  long 
desired  to  make  his  trip,  but  just 
now  it  comes  at  a  time  when  he 
really  disliked  to  make  the  start. 
It  seems  that  this. demur  is  merely 
because  he  is  to  lose  his  only  two 
boys  in  marriage  in  June.  Arniond, 
the  manager  and  eldest  son,  is  to 
be  married  on  the  24th  to  Miss 
Marguerite  Erb,  a  returned  nurs- 
ing sister,  who  has  been  honored 
by  the  French  Grovernment  with 
the  Croix  de  Guerre,  and  Herbert, 
the  youngest  son,  will  be  married 
on  the  16th  to  Miss  Moon,  of 
Acton,  Ont.  We  wi.sh  to  extend 
our  heartiest 
congratulations 
to  all  concerned 
in  this  great 
venture.  and 
assure  Father 
Schreiter  that 
since  he  is  leav- 
ing his  boys  in 
such  good 
hands,  there  is 
nothing  to  wor- 
ry about,  for 
instead  of  a  loss,  he  will  merely  find  a  larger  family 
at  home  to  greet  him  when  he  returns  to  Kitchner. 

Brown  &  Reid  of  Brantford,  Ont.,  are  adding  another 
motoi-  liearse  to  their  equipment.  The  new  one  will  be 
gray  in  color  and  mounted  on  a  McLaughlin  chassis. 

Jos.  Little  &  Son's  new  building  at  Gait,  Ont.,  is 
reputed  to  be  one  of  the  finest  structures  erected  for  the 
furniture  and  undertaking  business  in  Ontario.  The 
building,  of  three  floors  and  9,000  feet  of  space,  is  con- 
structed of  light  tan  brick;  the  inside  is  artistically 
finished,  the  stairways  and  woodwork  being  in  golden 
oak,  and  the  chay)el  having  a  separate  entrance  from 
the  street.  Notliing  has  been  left  undone  to  make  this 
place  of  business  not  oidy  a  beautiful  one,  but  of  the 
most  convenient  and  commodious  tyj)e  possible. 


Garage  with  up  stairs  workshop ;  motor  liearse  and  casket  and  flower  car,  equipment  of 
J.  .Te=sip  Nott  at  Medicine  Hat. 


^Miiiiiiiiiiii;;iiiiiiiiiiiiii  Miiiiiiiiiiiiiiiiii:MiMi;:iiiiii|iiiiiiiiiM'iMiiiiiiiiii  mimiimi  imiiiiimimim  iiii  iii^ 

j        Professional  Notes 
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George  Allen,  of  Aylmer,  Ont.,  was  married  re- 
Qently  to  Miss  Bradley,  of  that  town.  Atlantic  City 
was  where  George  and  his  bride  spent  their  honey- 
moon. 

A.  W.  Miles,  396  College  Street,  Toronto,  is  building 
a  new  Cadillac  motor  hearse  which  will  be  the  fourth 
of  its  kind;  making  two  black,  one  gray  and  one  white 
hearse. 

II.  J.  MacKenzie,  formerly  with  Foster  Harrison 
of  'Calgary,  has  recently  been  secured  by  J.  H.  Robin- 
son Co.,  Hamilton,  as  assistant  manager  to  Alec. 
Robinson. 

,B.  Smith  and  wife,  of  Pasadena, 
Cal.,  and  formerly  of  Smith,  Son 
&  Clark,  London,  Ont.,  are  visiting 
with  ]Mr.  Clark  at  the  old  home 
town.  Mr.  Smith's  health  not  be- 
ing of  the  best,  he  a  couple  of 
years  ago  decided  to  make  his 
abode  in  California.  He  is  doing 
well  there  in  the  profession,  and 
has  come  back  north  for  a  few 
weeks  to  note  the  improvements 
up  here  and  get  another  whiff  of 
good  Canadian  air. 

Brown  Brothers,  of  Hamiltuii, 
consisting  of 
Louis  Brown 
falso  of  Dun- 
das),  and  Gor- 
don BroAvn, 
who  has  been 
located  in  Ham- 
ilton for  more 
than  a  year, 
have  purchased 
a  beautiful  resi- 
dence on  the 
corner  of  King 
and  St.  Clair  Streets,  Hamilton,  which  they  have  con- 
verted into  a  most  modern  funeral  home.  Tlie  a]v 
pointments  of  this  new  location  are  the  most  com- 
plete in  detail  and  when  the  improvements  and  i'l- 
terior  decorating  are  finished  it  will  be  one  of  tlie 
very  pretty  and  convenient  funeral  homes  in  Canada. 


Jaiiisse  Bros,  of  Windsoi-,  ')nt.,  liavc  pui'chased  a 
house  on  London  Street,  that  city,  and  are  remodelling 
the  building.  The  parlor  is  being  turned  into  a  chapel, 
a  showroom  is  behind  this,  and  a  new  garage  is  built 
to  the  back.  They  recently  purchased  a  funeral  car 
which  carries  the  casket  and  will  accommodate  34 
people. 


CANICULA 

EMBALMING  FLUID 

Made  in  Canada  by  an  experienced 
chemist  from  ihe  highest  grade  of 
chemicals.  Canicula  does  the  work 
and  saves  you  the  exchange. 

CANICULA   CHEMICAL  CO. 

366  Bathurst  Street         -  TORONTO 
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THE  undertaking  deipartmeiit  of  J.  G.  Henry,  Ltd., 
Sudbury,  Ont.,  whose  furniture  business  is  de- 
scribed in  another  part  of  this  paper,  is  kept  by 
itself  as  much  as  possible  and  separate  stationery  is 
u.sed  for  this  important  part  of  the  business.  In  fact 
it  is  known  now  throughout  the  district  as  Henry's 
Funeral  Home,  and  everything  has  been  done  to 
eliminate  any  suggestion  of  death  or  a  pla<!e  for  hold- 
ing funerals.  The  funeral  parlor  where  many  funer- 
als are  held,  is  made  as  hornelike,  cheerful  and  com- 
fortable as  possible.  The  room  is  finished  in  white. 
Avith  old  rose  curtains  and  draperies.  The  furniture 
is  real  mahogany.  Several  beautiful  painting.s  hang 
on  the  walls.  Parlor  lamps  with  old  rose  shades  are 
used  to  give  a  quiet  and  restful  lighting.  A  display 
room,  where  a  large  assortment  of  walnut,  mahogany, 
colored  and  black  caskets  are  shown,  adjoins  this 
room. 

"Home  for  services"  is  a  good  slogan  u>sed  by  the 
firm,  and  they  try  to  prove  that  they  are  sincere  in 


endeavoring  to  be  of  assistance  and  a  help  to  those 
calling  their  services.  We  notice  the  word  Sanitarian 
used  on  their  stationery  and  we  know  Mr.  Jackson 
emphasizes  the  importance  of  the  embalmer  taking 
care  of  all  insanitary  condition.s  when  death  has  oc- 
curred. 


FORBID  REMOVAL  OF  SOLDIER  DEAD 

The  jMilitia  Department  at  Ottawa  has  is.sned  a  state- 
ment emphasizing  the  reasons  why  it  Avould  be  prac- 
tically impossible  to  exhume  the  bodies  of  Canadian 
soldiers  who  lie  buried  in  France  in  order  that  they 
might  be  brought  to  Canada  for  burial.  The  statement 
says  that  an  advertisement  recently  appearing  in  Tor- 
onto newspapers  gives  the  impression  that  it  Ls  possible 
to  exhume  bodies  in  France  and  Belgium  and  return 
them  to  Canada  for  reburial. 

■'The  advertisement  in  rpiestion  is  very  misleading," 
the  statement  adds,  "as  the  Governments  of  France  and 
Belgium  have,  by  special  decrees,  forbidden  the  removal 
of  bodies  from  these  countries.  The  o])inion  is  that 
these  restrictions  should  not  be'  removed. 

The  statement  says  that  it  would  be  a  colossal  work 
to  empty  some  ■iO!),000  graves,  and  to  allow  a  few  f)er- 
sons  to  remove  bodies  of  dead  soldiers  Avould  be  con- 
trai'y  to  the  spirit  of  equality.  Any  effort  to  exhume 
the  bodies  would  be  "opposed  to  the  spirit  in  which 
the  Em])ire  gratefully  accepted  the  offers  made  by 
the  Governments  of  France.  Belgium,  Italy  and  Greece 
to  provide  land  in  perpetuity  for  our  cemeteries  and 
^to  adoj)t'  oui'  dead." 


HEAD 

Addressed  to  ^.  

Remains  of.  

For  Interment  at  

Train  No.  . . .  Timt. . .  .Dale   Deool.  ■   

J.  G.  Henry,  Limited 

MORTICIANS 
Home  for  Services  Sudbury,  Ont. 

Established  1884 


CERTIFICATE 

will  be  called  for  by 

G.  HENRY,  LIMITED 
MORTICIANS 


FUNERAL  PARTY 


Keep  This  Baggage  With  Casket 

Accompanying  the  body  of  

Destination    

Via   No.  of  Corpse  Check  

Any  courtesies  shown  in  handling  and  transferring 
of  this  baggage,  that  it  may  reach  destination  and  be 
delivered  to  claimant  without  delay  or  inconveniecce. 
will  be  appreciated. 

Very  respectfully, 

J.  G.  Henry,  Limited 

The  Funeral  Home       Sudbury,  Ont. 


PERMIT  LJUAn 
ENCLOSED  rltL./\U 


J.  G.  HENRY,  Limited 

Embalmera  and 
Funeral  Directors 


SUDBURY 


ONTARIO 


Remain*  of 

Died  

To  

Via  

Date  


FUNERAL  FLOWERS 

THESE  FLOWERS  MUST  NOT  BE. 
DELAYED.  THEY  ARE  TO  AC- 
COMPANY THE  REMAINS  OF 


To. 


J.  G.  Henry,  Limited 

The  Funeral  Home        Sudbury,  Ont. 


Doctor.. 


Please  sign  the  encloied  Certificate,  place  it 
in  the  accompanyinsr  envelope,  lay  it  some- 
where in  the  outer  office  where  we  can  con- 
veniently find  it  and  telephone  183  as  to  the 
earliest  time  we  can  call  for  it.     Thank  you 

J.  G.  HENRY.  LIMITED,  morticians 


N'NTH  J  G  Henry,  Ltd. 

  The  Funeral  Home 

SUDBURY  ONTARIO 


TENTH 


ELEVENTH 


TWELTH 


Fur,eral  of.  

Residence  

Clergyman..:  

Date  Hour . 

Cemetar^  

PALLBEARERS 


Some  of  the  forms  used  by  .J,  G.  Henry,  Ltd.,  Sudbury,  Ont.,  in  their  funeral  directory  department.   In  the  bo.x  at  the  head  is  creft  used  on  all 

letterheads  and  envelopes. 
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"PERFECT"  Steel  Vaults 


(MADE  IN  CANADA) 


"Perfect"  Vault  at  grave  ready  for  arrival  of  funeral. 


Hood  of  vault,  easily  handled  by  two  men,  is  placed  over  the  casket. 


Ready  for  lowering  device  or  straps. 


Built  to  give 
Service  and 
Satisfaction 

Beautifully  finished  with 
a  specially-prepared 
grey  vault  enamel  to 
protect  the  steel  from 
rust  and  chemical  action 
of  the  earth.  Is  air 
and  water  tight  and 

Costs  Little 
More  Than 
the  Average 

Wooden  Shell 

Mr.  Undertaker:  The 
"Perfect  Vault '  opens 
up  an  entirely  new  and 
profitable  field  and  will 
add  dignity  to  your 
trade. 

Procrastination  will  rob  you 
of  the  extra  profit  you  should 
have.  "Prompt  and  efficient 
Service"  is  our  motto. 

Write  to-day  for  quotations 

Steel  Burial  Vaults 

Limited 

15  Jarvis  St.  TORONTO 
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I   Preserving  Drowned  Bodies.  I.  1 

I  By  HOWARD  S.  ECKELS,  Ph.C.  | 

I  Dean  of  Eckels'  College  of  Embalming.  | 

=        Written  for  Canadian  Furniture  World  and  The  Undertaker.  | 
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TO  properly  preserve  a  body  dead  from  drown- 
ing the  embalmer  must,  of  course,  be  gruided  by 
the  condition  in  which  the  body  is  found  and  the 
h'.'ioth  of  time  it  has  been  under  water. 

When  the  body  is  taken  from  the  water  a  short 
time  after  death,  the  embalmer  shoiild  first  empty  the 
!)ody  of  the  water  that  has  entered  the  lungs.  Lower- 
ino  'the  head  and  pressing  upon  the  chest  Avill  produce 
pm-oing  and  eliminate  through  the  bronchial  tubes 
at  least  some  of  the  water  which  would  otherwise 
,sci-iously  interfere  with  any  effort  at  preservation. 

After  this  has  been  done  the  body  should  be  laid 
on  an  embalming' board  or  table  with  the  head  and 
shoulders  elevated  so  that  the  blood  may  gravitatt 
down. 

Drowning  is.  of  course,  a  sudden  death,  and  hence 
the  bodv  usually  will  be  found  to  contain  a  full  quota 
of  blood  and  the  stomach  and  intestines  a  much  great- 
er (juantity  of  food  substances  than  usually  is  found 
where  death  is  the  result  of  prolonged  illness. 

A  peculiar  bluish  hue  also  is  ohservable  in  most 
drowned  bodies.  This  is  due  to  the  fact  that  during 
the  last  two  or  three  minutes  previous  to  death  the 
heart  has  continued  to  beat  and  has  forced-  the  venous 
blood  through  the  lungs  without  being  there  purified 
by  the  oxvgen  which  the  lungs  normally  would  have 
taken  from  the  air.  The  air  supply  having  been  shut 
off,  this  venous  blood  is  returned  to  the  heart  and 
then  into  the  systematic  circulation  in  a  constantly 
increasing  state  of  impurity. 

This  shows  particularly  in  the  face.  Avhere  fiushins 
is  most  annoying  as  well  as  most  frequent,  because  of 
the  lack  of  valves  in  the  veins  in  this  part  of  the  body. 
This  discoloration,  moreover,  is  frequently  exaggerat- 
ed by  the  natural  tan  on  the  skin  of  the  face. 

Naturally  the  removal  of  this  discoloration  is  one 
of  the  most  important  tasks  which  the  embalmer  must 
perform.  The  ordinary  injection  of  the  brachial 
artery  may  in  some  cases  be  satisfactory,  but  in  the 
great  majority  of  cases  the  blood  is  congested  in  th» 
capillaries  of  the  face  and  neck,  and,  in  fact,  through- 
out the  body,  and  is  particularly  noticeable  in  the 
extremities,  the  face  and  hands. 

The  face  and  hands,  the  parts  of  the  body  exposed 
during  the  funeral,  are  the  most  important  from  the 
embalmer 's  standpoint.  He  should,  therefore,  in  such 
ca'^es  use  the  axillary  method  inserting  the  long  flex- 
ible axillary  arterial  tube  directly  into  the  arch  of  the 
aorta  by  way  of  the  axillary  and  suh-elavin  arteries. 
A  capillary  wash  is  a  vital  necessity  if  a  good  color 
is  to  be  obtained,  for  this  cannot  be  secured  unless 
a  large  proportion  of  the  discolored  blood  is  removed. 

The  use  of  the  axillary  tubes  then  Avill  deliver  the 
fluid,  unmixed  with  the  dark  blood,  right  at  the 
origin  of  the  carotid  arteries  and  will  circulate  clear 
fluid  in.stead  of  discolored  fluid  to  the  face,  besides 
having  more  force  to  drive  the  congested  blood  from 
the  ea'pillaries  of  the  facial  tis.sues  than  if  the  brachial 
arterv  were  used. 

Should  this  system  not  be  employed,  T  should  ad 
vise  the  embalm^er  to  raise  both  of  the  carotid  arter- 


ies, tying  one  so  that  when  he  injects  his  fluid  down 
iiilo  the  other  carotid  it  will  not  have  a  tendency 
to  contaminate  the  blood  in  the  opposite  side  of  the 
face.  The  downward  injection  should  be  completed, 
using  at  least  a  quart  of  fluid  to  every  fifty  pounds  of 
the  body. 

(Jontinuing  the  injection  and  by  manipulation,  the 
tiiscolorations  can  be  removed  from  the  hands  which 
should  be  held  above  the  body  and  continually  man- 
ipulated and  massaged  until  the  circulation  of  the 
fluid  has  occurred  throughout  these  parts,  insuring 
their  preservation  as  well  as  their  good  appearance 
at  the  time  of  the  funeral. 

Since  one  of  the  greatest  causes  for  di.scolored 
bodies  in  drowning  cases  is  the  lack  of  oxygen  in  the 
blood,  due  to  the  fact  that  the  air  supply  has  been 
shut  off  for  some  minutes  before  death  has  occurred. 
I  always  should  strongly  urge  the  use  of  a  capillary 
wash,  which  carries  a  high  percentage  of  free  oxygen, 
in  the  form  of  peroxide  of  extra  .strength,  this  to  be 
followed  by  a  fluid,  the  peroxide  of  hydrogen  fluid, 
in  drowned  cases.  My  reason  for  thi.s,  quite  aside 
from  the  other  merits  and  fluid's  great  strength  as  a 
disinfectant  and  preservative,  is  the  fact  that  fifteen- 
sixteenths  of  the  atomic  weight  of  peroxide  of  hydro- 
gen is  oxygen,  the  very  thing  which  the  blood  needs 
to  restore  it  to  a  natural  color  and  to  lifedike 
■  fluidity. 

By  the  use  of  a  capillary  wash  and  of  such  a  fluid 
in  place  of  a  raw  formaldehyde  fluid,  which  would 
have  a  tendency  to  set  the  discolorations  in  the  capil- 
laries, a  very  much  greater  proportion  of  blood  can 
be  withdrawn  from  the  face  and  a  correspondingly 
attractive  cosmetic  effect  can  be  secured. 

After  the  injection  of  the  carotid  artery  downwards 
the  tube  may  be  removed  therefrom  and  inserted  up- 
wards as  well  as  the  tube  in  the  opposite  carotid 
artery,  placing  a  cap  over  the  one  of  these  tubes  or 
elst^  using  a  combination  tube  which  will  convey  the 
fluid  through  both  of  the  carotid  arteries  upwards. 
For  such  discolored  drowned  cases  for  the  injection 
up  to  the  face  through  the  carotid  arteries  you  will 
find  it  to  be  of  great  benefit  to  dilute  your  embalming 
fluid  with  water,  as  the  case  would  suggest. 

For  instance,  on  a  young  person  where  there  was 
no  developed  signs  of  decay  you  would  ordinarily 
inject  four  ounces  of  fluid  upwards  in  each  of  the 
carotid  arteries.  You  will  find  better  results  by  in- 
jecting these  four  ounces  of  fluid  diluted  with  an 
equal  amount  of  water,  thus  putting  eight  ounces  of 
this  solution  into  each  of  the  carotid  arteries,  inject- 
ing slowly  and  massaging  constantly. 

You  thus  will  be  enabled  to  dift'use  diluted  fluid 
better  and  by  the  greater  quantity  secure  a  more 
thorough  washing  of  the  capillaries.  This  is  very 
easy  when  a  capillary  wash  is  first  used.  Thus,  by 
the  mechanical  circulation  of  the  fluid  and  the  capil- 
lary wash  you  will  carry  all  the  blood  from  the  tissues, 
leaving  it  clear,  and  yet  not  have  the  appearance  of 
over-embalming,  which  would  be  produced  by  such 
ijuantity  of  the  stronger  fluid  were  it  not  diluted. 


FROM  A  WISE  GUY 

It  is  not  generally  known  that  by  subtracting  the 
number  of  wet  days  in  a  year  from  36.^  you  can  ascer- 
tain approximately  the  number  of  fine  day? — Jack 
McLaughlin. 
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I  Essex  and  Kent  Counties  j 
I  Funeral  Directors  Organize  | 
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A MEETING  to  organize  a  funeral  directors'  club 
for  the  counties  of  Kent  and  Essex,  similar  to 
a  like  clnb  which  Detriot  funeral  directors  have 
at  the  present  time,  was  held  at  Windsor,  Ont.,  on 
I\ray  29.  Albeniy  JanLsse  called  the  meeting  to  order 
in  his  funeral  parlors  on  Sandwich  street;  explained 
the  objects,  which  were  to  remedy  some  of  the  com- 
plaints in  the  profession,  and  called  on  those  present 
to  express  their  views. 

Present  at  the  melting  were  Chas.  Verydieu.  Wind- 
sor; Jay  Chapin,  Windsor;  C.  L.  Weston,  Comber; 
Ed.  Hicks.  Essex;  Ed.  Morris,  Walkerville ;  George 
Chubb,  Windsor;  Norman  Janisse,  Windsor;  Chas.  C'. 
De  Saulier,  Windsor  Casket  Co.;  L.  Hauck,  Toronto; 
J.  A.  McLaughlin,  Toronto,  and  the  following  dele- 
gation from  Detroit:  Prank  Toomey,  Russell  Ross,  A. 
J.  Brodie,  Wm.  Esterkamp,  Alex.  Labelle  and  W. 
Gates. 

Speeches  were  made  by  all  the  Detroit  men,  and 
they  were  backed  up  by  Jay  Chapin  and  Cbas.  De 
Sanlier.  Mr.  Brodie  was  especiallj'-  brilliant  in  his 
remarks,  telling  how  the  Detriot  men  had  overcome 
through  united  action  what  they  had  been  unable  to 
do  individually.  At  present  the  Detroit  club  has  80 
members. 

The  complaints  of  the  funeral  directors — and  they 
apply  to  otlaer  jDlaces  in  Ontario  as  well  as  Windsor — 
are  that  coroners  often  play  favorites  in  turning  over 
bodies  to  those  who  are  their  friends  or  from  whom 
they  receive  some  remuneration ;  that  some  doctors 
and  nurses  are  not  above  accepting  tips  and  turning 
biisiness  eyes  towards  outside  friends;  that  in  hospi- 
tals and  other  public  institutions  there  are  "runners" 
who  for  the  sake  of  the  almighty  dollar  persiiade  or 
impose  on  relatives  to  turn  bodies  over  to  certain  in- 
dividuals from  whom  they  get  a  monetary  commis- 
sion. 

The  legitimate  directors  are  opposed  to  all  this. 
They  want  to  eliminate  the  coroner  who  practices  on 
commission,  and  to  make  the  authorities  put  their  foot 
down  on  this  practice.  They,  believe  that  the  funeral 
directbig  profession  should  be  placed  on  a  higher 
plane,  and  that  all  should  be  on  one  common  footing, 
with  business  seeking  the  director  instead  of  irre- 
sponsible parties  soliciting  for  some  pai'ticular  person. 

They  also  expressed  the  view  that  they  believed  the 
family  should  get  the  death  and  burial  certificates  in- 
stead of  the  funeral  director.  The  present  high  prices 
were  also  discussed,  the  meeting  adjourning  at  11 
o'clock  to  accompany  Chas.  De  Saulier  to  his  home, 
v,diere  Madam  De  Saulier  had  supper  prepared,  the 
menu  of  which  consisted  of  cold  cbicken,  potato  salad, 
cold  ham,  cream  cheese  and  crackers,  olives,  celery, 
pickles,  cake,  jelly  and  ice  cream. 

With  Norman  Janisse  at  the  piano  as  accompanist 
all  the  latest  songs  were  rendered  by  the  company. 
All  the  Detroit  men  had  brought  along  their  wives, 
and  the  women  folks  entered  heartily  into  the  sing- 
ing. Joe  Dunn,  Montreal  representative  of  the  Wind- 
sor Casket  Co.,  sang,  his  wife  i)laying  the  piano;  Duff 
Ducharme  and  his  June  bride  were  there,  too.  Lou 


Hauck,  from  his  corner  seat,  sang  some  of  his  own 
compositions,  and  Joe  Gates,  with  coat  off,  gave  some 
comic  songs. 

Albemy  Janisse  broke  up  the  party  for  a  minute 
to  make  a  speech,  but  he  was  squelched  to  give  place 
to  Geo.  Chub,  who  practiced  some  of  his  sleight-of- 
hand  tricks  on  the  assemblage.  George  is  an  old  stage 
man,  and  his  work  was  mystifying. 

The  party  broke  up  in  the  small  hours  of  next 
morning,  satisfied  that  some  progress  had  been  made 
toward  a  solution  of  the  problem  regarding  some  of 
the  grievances  in  the  profession. 


DR.  FERGUSON'  SPEAKS  ON  CROPS. 

Dr.  G.  W.  Ferguson,  manager  of  the  Champion 
Chemical  Company  of  Canada,  recently  returned  from 
a  business  trip  in  the  West,  where  he  reports  business 
very  good,  the  crops  looking  fine,  and  no  complaints 
from  the  farmers  who  have  had  splendid  weather  in 
which  to  do  their  work,  and  are  now  ready  for  a  little 
rain  to  finish  off  an  excellent  and  almost  unprecedented 
spring  so  far  as  crop  prospects  are  concerned.  "Too 
bad,"  he  says,  "that  we  can't  raise  raw  material  for 
fluid  on  some  of  that  fertile  land,"  referring  of  course 
to  the  shortage  of  formaldehyde  in  this  country,  owing 
to  the  fact  that  the  manufacture  of  dj^es  and  the  use 
of  alcohol  in  radiators  in  this  countrj^  are  making  such 
great  demands. 


J.  Dean,  of  St.  Thomas,  Ont.,  has  formed  a  partner- 
ship at  Aylmer,  Ont.,  with  Mr.  McLean,  the  firm  title 
being  McLean  &  Dean. 


Using 

CaranaC  Embalming  Fluid 
Adds  to  Your  Prestige 

Those  who  use  CaranaC 
Fluid  do  not  believe  there 
is  a  Better, ' ' 

In  these  days  when  so  much  depends 
on  the  high  quahty  of  the  fluid  used, 
it  will  be  to  the  interest  of  those  who 
have  not  used  CaranaC  to  accept 
no  other  the  next  time  they  order. 

Your  orders  will  receive  prompt  attention. 

CaranaC  Laboratory 

"The  All-Canadian  House" 

Peterborough     -    Ontario    -  Canada 
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REMODELLED  FUNERAL  QUARTERS  AT 
DARTMOUTH 

C.  E.  Zink,  funeral  director,  of  Dartmouth,  N.S.,  has 
made  recently  some  important  changes  in  his  establish- 
ment— finishing  the  basement,  installing  a  furnace,  a  new 
morgue,  a  larger  elevator,  operating  for  three  floors  (the 


C.  E.  ZINK'S  l  emodelled  establisheri 

old  one  only  operated  to  two  floors),  and  most  important 
of  all  he  has  just  finished  a  new  and  commodious  chapel. 
In  this  chapel  there  are  two  large  centre  ceiling  lamps 
with  shades,  giving  a  subdued  soft  light. 

The  General  Secretary  of  the  Nova  Scotia  Funeral 
Directors'  Association  says  the  past  five  months  have  been 
the  best  financially  since  he  entered  business. 


MARITIME  F.D.'s  DAUGHTER  MARRIED 

A  very  pretty  M'edding  took  place  in  Holy  Trinity 
Church,  Digby,  N.S.,  one  day  last  month,  when  Vivian 
Elizabeth,  eldest  daughter  of  Mr.  and  Mrs.  J.  F.  Rice, 
was  united  in  marriage  to  William  H.  Stevens,  of  Free- 
port,  Rev.  Wm.  Driffield  officiating.  The  bride,  who  was 
given  aM'ay  by  her  father,  looked  charming  in  a  tailored 
suit  of  blue,  with  hat  to  match,  and  carried  a  boucpiet  of 
wliite  c:irnations  and  ferns.  She  was  attended  by  her 
sister.  Miss  Evelyn  Rice,  who  was  gowned  in  blue  georg- 
ette crepe,  and  carried  pink  carnations.  William  Reid, 
of  St.  John,  performed  the  duties  of  groomsman.  Im- 
mediately following  the  ceremony  a  reception  and 
luncheon  was  held  at  the  home  of  the  bride's  parents. 
Mr.  and  Mrs.  Stevens  left  on  the  westbound  express  for 
their  wedding  trip.  They  were  the  recipients  of  many 
beautiful  and  useful  gifts  of  silver,  cut  glass,  etc.  Their 
many  friends  extend  to  them  cordial  wishes  for  a  happy 
life. 

J.  Fred  Rice,  Digby,  N.S.,  is  said  to  have  one  of  the 
finest  undertaking  showrooms  in  the  Maritime  Provinces. 
He  has  also  recently  enlarged  and  improved  his  chapel. 

G.  E.  Nichols,  Halifax,  recently  retired  from  the  pro- 
fession, has  just  recovered  from  an  attack  of  the  "flu," 
contracted  last  February. 

S.  J.  Ray,  of  Aylesford,  N.S.,  has  purchased  a  new 
team,  a  very  fine  pair  of  horses,  for  his  hearse  work.  Mr. 
Ray  is  one  of  the  young-old  men,  being  well  up  in  the  70 
mark  (near  eighty)  and  always  drives  a  fine  team,  and  he 
knows  a  horse. 


having  bought  the  stock  and  took  possession  on  Mav 
1st. 

In  1914  A.  McNiven  and  T.  York  bought  out  Hoover 

&  Walker,  who  reduced  their  stock  to  allow  these  two 
young  men  to  be  able  to  handle  it.  From  the  first 
they  began  to  show  that  while  handicapped  they  were 
doing  the  business.  A.  IMcNiven  having  passed  his  em- 
balmer's  examinations  wanted  to  begin  this  end,  but 
wisely  held  back  until  their  name  stood  for  something. 
In  1916  undertaking  was  added  and  from  the  first 
was  encouraging;  in  fact  had  to  have  help  of  a  re- 
liable kind  and  E.  York  was  taken  in  as  a  partner. 
Shortly  afterwards  the  country  was  calling  for  men 
so  urgently  that  E.  York  decided  to  enlist,  and  by 
mutual  consent  A.  McNiven  bought  out  both  the 
York  brothers'  interest  using  the  name  only.  After 
a  year  of  hard  battling  Mr.  McNiven  was  able  to  .set 
the  silver  lining,  and  for  over  two  years  has  had  a 
wonderful  experience  of  sales  both  in  furniture  and 
funeral  work. 

This  year  Mr.  McNiven  could  see  that  something 
had  to  be  done.  It  was  only  with  the  support  of  his 
able  assistant,  A.  Hainstock,  and  IVIac's  capable  wife 
that  he  was  doing  it  all.  It  was  giving  them  too  much 
work  and  not  enough  attention  to  either  furniture  or 
undertaking,  so  he  began  to  consider  selling  the  fur- 
niture business.  He  was  not  long  in  getting  a  buyer, 
and  since  May  1st  he  has  been  only  an  undertaker 
V,  ith  an  occasional  day  of  work  at  the  old  store,  where 
his  assistance  is  still  needed  very  often. 

Over  a  year  ago  Mr.  McNiven  bought  an  old  club 
house,  very  central,  and  after  a  few  changes  has 
made  a  residence  and  parlors  combined,  which  are 
as  neat  and  tidy  undertakers'  parlors  as  will  be  found 
in  any  city. 

Mr.  McNiven  has  been  a  reader  of  this  journal  for 
years  and  we  w^ish  him  every  sueee.ss  in  this  his  chosen 
profession. 

NEW  CASKET  COMPANY  IN  TORONTO 

It  is  understood,  says  one  of  the  Toronto  dailies, 
that  the  purchaser  of  the  Crowley  ]\[fg.  Co.  building 
on  McDonnell  S<iuare.  Toronto,  is  H.  R.  Wansbrough 
of  the  ]iew  Dominion  Casket  Co.,  Guelph.  and  that 
Mr.  Wansbrough  intends  to  incorporate  the  concern 
under  the  name  of  the  Canadian  Caskets,  Ltd.,  of 
which  he  will  be  president.  The  building  will  be  used 
for  the  manufacture  of  caskets.  The  deal  was  nego- 
tiated by  the  Sterling  Trust  Co.  and  the  Realty  Ser- 
vice Co. 


DEVOTING  ALL  HIS  TIME  TO  FUNERALS 

'J'he  McNiven  &  York  furniture  business  at  Guelph 
Ont.,  has  changed  hands,  W.  S.  Smith,  of  Belleville, 


STERLING  CASKET  COMPANY  INCORPORATED 

Frederick  Alfred  Williamson,  contractor;  Peter 
Kirkegaard,  engineer;  James  Wallace  Butters,  stu- 
dent-at-law;  Edith  Emily  Barbutt,  accountant;  and 
Mary  Kathleen  Earle,  stenographer;  all  of  Toronto, 
have  obtained  an  Ontario  charter  imder  the  name  of 
Sierling  Caskets,  Limited,  to  carry  on  a  general  plan- 
ing, finishing  and  wood  working  business,  including 
all  products  of  mill  work :  to  manufacture  and  .sell 
caskets  from  wood,  iron,  steel  or  other  materials;  to 
manufacture  and  sell  hearses;  to  manufacture  and 
deal  in  supplies  for  funeral  dii-ectors  and  undertak- 
ers, including  dry  goods,  hardware,  silverware  and 
fluids;  and  to  manufacture  and  sell  kindred  accessor- 
ies; with  a  capital  of  $200,000  divided  into  two  thou- 
sand shares  of  one  hundred  dollars  each.  The  head 
office  is  to  bo  at  Toronto,  and  the  provisional  directors 
f(re  the  above  mentioned  parties. 
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ONTARIO 

Aylmer — 

Pierce   &  Co. 

Bobcaygeon — 

Byng,  G.  C. 

Bowraanville,  Ont. — 

Morris  &  Son,  L.  'Phone  10. 

Brantford — 

Thorpe  Bros. 
Funeral  Directors. 
Success  Drs  to  H.  S.  Peirce. 

Both  phones,  200. 

Dungannon  — 
Sproul,  William 

Elmira— 

Dreisinger,  Chris. 

Hamilton — 

Blachford  &  Sons. 

57  King  Street  "West 
Dodsworth,  A.  H. 
•    59  King  St.  W. 

Robinson,  J-  H-  &  Co., 
19-21  John  St.  N. 


Ingersoll — 

Mclntyres. 
F.  W.  Keeler,  proprietor 

Kingston — 
Corbett,  S.  S- 

Raid,  Jas.,  254  Princess  St. 

London — 

Ferguson 's  Sons,  John 
174  to  180  King  St. 

North  Bay — 

F.  J.  Martyn. 

Orillia — 

D.  Clark.  Tel.  159. 

Mundell,  J.  A.     Phone  126. 
150  Mississaga  St 

Oshawa — 

Luke  Burial  Co. 

Gchomberg — 
F.  Skinner. 

St.  Catharines — 

Grobb  Bros. 

144-146  St.  Paul  St- 


St.  Thomas — 

William,  P.  R-,  &  Sons,  519 
Talbot  St. 

Stratford — 

Greenwood  &  Vivian,  Ltd. 
88-92  Ontario  St. 
White  &  Co.,  80  Ontario  St. 
Downs  &  Fleming. 

Toronto — 

Cobbledick,  N.  B. 

1508  Danforth  Ave.,  and 

2068  Queen  St.  E. 
Auto    equipment    for  all 

branches  of  service. 
Phone  Beach  73. 

J.  A-  Humphrey  &  Son, 
463  Church  St. 

W.  N.  Knechtel. 
1202  Yonge  St. 
Motor  equipment  for  all 

b;-anches  of  service. 
Motor  ambulance. 
Phone  North  4400. 

Washington,  Fleury  Burial 
Co.,  685  Queen  St.  E- 

Washington  &  Johnston, 
707  Queen  St.  E. 
Corner  of  Broadview. 

Wallaceburg — 

Cousins,  Burlington  &  Saint 

Welland— 

.1.  J.  Patterson  &  Sons. 
Sutherland,  G.  W. 


WoodstocR — 
Mack,  Paul. 

Whitby— 

Nicholson  &  Seldon. 

QUEBEC 
Montreal — 

Tees  &  Co.,  912  St.  Catherine 
St.  West. 

NEW  BRUNSWICK 

Moncton— 

Tuttle  Bros.,  164  Lutz  St. 

MANITOBA 
Brandon — 

Campbell   &  Campbell. 

Dauphin — 

Farrell,  A.  F. 

Winnipeg — 

Glark-Leatherdale  Co.,  Ltd 
232  Kennedy  St- 

Thompson  Co.,  J.,  501  Main 

SASKATCHEWAN 
Moose  Jaw — 

Broadfoot  Bros. 

ALBERTA 

Banff— 

Tas.  A.  Read 

346  Otter  Street. 

P.O.  Box  53.      Phone  99. 


The  Canadian  Dollar 

Is  Worth  100  Cents 


At  the  Canadian  establishment  of  H.  S.  Eckels  &  Co.  (Robert  S.  Flint, 
Manager,  Toronto,  Ont.),  because  your  cheques  are  deposited  in  a 
Canadian  bank  at  full  face  value.  That  is  why,  despite  the  temporary 
unfavorable  exchange  situation  with  the  United  States,  we  are  enabled 
to  make  you  a  very  considerable  saving. 

The  Eckels  embalming  fluids  are  prepared  in  Canada  from  materials  com- 
pounded by  H.  S.  Eckels,  according  to  formulae  known  to  him  alone. 


H.  S.  ECKELS  &  GO'S  CANADIAN  LABORATORIES 

Robert  S.  Flint,  Manager,  142  Quebec  Ave.,  Toronto,  Ont. 
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Owen   Sound  Chair  Co   49 

P 

Philii.'s  Mfg.  Co  i.f.c. 

S 

Shafer  &  Co..  D.  L   12 

Simmons   Limited    o  b  c 
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Stratford   Chair   Co   7 
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The  Original 
Patented 
Concentrated 
Fluid 


Patented  Formula 
Strongest  and  Best 


Essential  Oil  Base,  com- 
bined with  Alcohol,  Glycer- 
ine, Oxidized  Formaldehyde 
and  Boron-Dioxide. 

Ask  others  for  their  Formnla 


Specral  Canadian  Agents 

National  Casket  Co. 

Toronto,  Ont. 
GLOBE  CASKET  CO. 
London,  Ont. 
SEMMENS  &  EVEL  CASKET  CO. 
Hamilton,  Ont. 
GIRARD  &  GODIN 
Three  Rivers,  Que. 
JAS.  S.  ELLIOTT  &  SON 
Prescott,  Ont. 
CHRISTIE  BROS. 
Amherst,  N.S. 


Larger  Bottles  tilled  ap  with  water  e 

1  Egyptian  Chemical  Co.  Boston,  U.S.A  i 
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For  Sale 
Wanted 


TERMS  OF  INSERTION 

50  cents  per  insertion  up  to 
twenty-five  words.  Each  additional 
word  two  cents.  If  Bex  is  required 
5  centsextra  10  covir  postage, etc. 
Cash  must  accompany  each  order 
—  no  accounts  booked. 
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WANTED — An  Undertaking  Business  in  a  good  Ontario  town: 
no  ojHiQsition;  must  be  reasonable.  State  terms.  Box  59 
Canadian  Fiiiniture  World  and  The  Undertaker,  51  "Wellitig- 
ton  Street  West,  Toronto. 


LICENSED  EMBALMER,  married,  2  years  experience,  desires 
Iiositioii  at  once;  has  previous  px]ierience  with  furniture,  also 
handle  motor  cars.  Eeply  Box  58,  Canadian  Furniture  World 
and  The  Undertaker.  A 


SITUATIOTf  WANTED 

FL'RNITURE  SALESMAN— with  four  years'  experience,  seeks 
]i'o*ition;  has  also  exjiprience  in  undertaking;  best  of  refer- 
ences.   Apply  to  The  Furnit\jre  World,  Box  60. 

FOR  SALE — Good  chance  to  secure  first-class  Furniture  Busi- 
nesis,  good  chance  for  any  side  lines  if  desired;  first-class 
show  room;  Number  one  house.  Apply  Box  61  Canadian 
Furniture  World  and  the  Undertaker. 


Send  your 


WANT  ADS. 


To  "CANADIAN 
FURNITURE 
WORLD" 


June,  1920 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER 


For  in  this  new  Champion  Catalog,  you  will  find  a  regular  Encyclopedia  of  practical  equipment 
tor  the  Undertaker  and  Embalmer. 

Look  in  our  Catalog,  when  in  need  of  anything;  you  can  not  only  be  sure  to  find  what  you 
need,  but  can  also  be  assured  of  high  quality  goods  and  the  best  of  service. 

Behind  every  article  stands  the  Champion  Guarantee  of  satisfaction. 

Yours  for  the  asking.    A  postal  will  bring  one  by  return  mail. 

The  Champion  Chemical  Co.,  Springfield,  Ohio. 


lUllillllllllilllllllllilllll 


Why  do  people  sleep  ? 


BEDS 


£3re  You  a'Lighi Sleeper' 


Wliy  do  Somelkople 
Wake  up  Tired 


How  Much  St  I 


SIMMON: 

n«il,  Tor  s' 


Sleep  is  the  Body  s 

^  ^     Building-up  Tmie^^^ 


SIMMONS  BEDS 

/iuthfir  5/f.p 


MS  BEDS 


Spring  Series  of 

Newspaper  Designs  for 
Simmons  Dealers  IV ho 
Advertise,  Now  Ready 

HIS  is  a  new  series  of 
ready  -  to  -  use  newspaper 
advertisements,  prepared  at 
the  request  of  Simmons  Deal- 
ers who  advertise  locally,  and 
who  desire  to  reap  full  benefit 
of  the  National  publicity  on 
Simmons  Beds,  as  it  appears. 

H  E  S  E  designs,  complete 
with  suitable  text,  have  been 
prepared  to  conform  with  this 
season's  National  Campaign,  and 
with  the  purpose  of  directing 
local  demand  for  Simmons  Beds, 
Built  for  Sleep,  to  the  stores  of  local 
dealers  who  display  and  sell  these  beds. 

'T^  HERE  are  eight  advertisements  in 
this  series,  all  different.  These  will 
be  furnished  in  Mat,  Stereo  or  Electro- 
type form,  upon  request — and  charges 
prepaid. 

*  *  * 

In  sending  your  requisition  for  this  co- 
operative service,  please  state  whether 
2-column  or  3-column  size  is  wanted. 
Also  state  whether  Matrix,  Stereotype 
or  Electrotype  plates"  are  best  suited  to 
your  needs.  Address 


Simmons  I  imited 

WORKS 

Mo  nt  rea  I ,  To  ro  nto,  Wi  n  n  i  pe$,  Ca  I  $a  ry ,  Va  nco  vj  ver. 

SERVICE  WAREHOUSES 

Halifax,  St  JoKr\,  Retina,  Saskatoon.  EdmorAton.Victoria 


CANADIAN 


FURNITURE  WORLD 

The  UNDERTAKER 


Furniture  Exhibition  Number 


JULY 
1920 
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THE  GENDRON  MFG.  COMPANY 

LIMITED 


Makers  of 


Baby  Sleighs, 
Rail  Sleighs, 

ana  Sleds 


Our  line  is  quite  large.       Catalogue  to  the  trade. 


THE  GENDRON  MFG.  CO.,  LIMITED,  TORONTO 


EVERY  HOUSE  NEEDS  PICTURES 


No.  38233,  French  Print. 


'^Some  writer  has  observed  that  eWry  house, 
to  be  worth  living  in,  needs  behuty  and 
inspiration,  color  and  charm,  to  lead  the 
mind  away  from  the  oft  seen  commonplace. 
Pictures  bearing  these  gifts  are  the  pictures 
that  moke  life  brighter  and  happier." 

— (Picture  and  Ait  Trade  Journal) 


And  when  such  pictures  are  in  their 
proper  setting— frames  made  from 
Phillips'  mouldings— rightly  select- 
ed, they  have  an  added  attraction. 


We  specialize  in  Artistic  Mouldings  and  Framed  Pictures 

Phillips  Manufacturing  Company,  Limited 


258-326  Carlaw  Avenue 


TORONTO,  ONT. 
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KROEHLER 


Short  and  Long 
Davenos 
Lioing  Room 
Suites 


Bed  Chesterfields 


Throughout  the  length  and  breadth  of  the 
land  Kroehler  Bed  Chesterfields  with  chairs 
to  match  are  credited  with  giving  long  and 
consistent  service. 

To  each  new  customer  can  be  traced  the 
responsibility  for  further  sales  of  Kroehler 
creations  in  his  locality.  The  sincere  satis- 
faction he  finds  in  his  investment  has  an 
obvious  and  definite  influence  upon  the 
decision  of  his  friends  when  they  make  their 
choice  of  furniture. 

No  possession  is  so  precious  to  us  as  the 
goodwill  of  one's  friends — the  builders  of 
Kroehler  Bed  Chesterfields  and  Chairs  have 
gained  the  goodwill  of  thousands  of  cus- 
tomers by  building  into  their  product  only 
those  materials  that  would  represent  the 
true  meaning  of  quality. 

We  invite  you  to  show  one  of  our  Living 
Room  Suites  on  your  floor  and  cash  in  on 
the  ever-increasing  demand  for  this  attrac- 
tive merchandise. 


Remember,  that  Kroehler  creations  are 
advertised  throughout  the  Dominion. 


THE  KINDEL  BED  COMPANY,  LIMITED 

STRATFORD      -  ONTARIO 
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FURNITURE 
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McLagan 


There  is  a  subtle  atmosphere  of 
aristocratic  richness,  a  definite  and 
charming  dignity  about  this  period 
Library  Suite  in  Walnut  that 
makes  instant  appeal  to  those  who 
demand  more  than  ordinary  fine- 
ness, and  in  whose  well-appointed 
homes  good  taste  and  refinement 
are  first  considerations. 


The  McLAGAN 


Stratford 


No.  8801 


No.  8002 


Julv.  1920 
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FURNITURE 


Furniture 


Perfectly  constructed  and  superbly 
finished  every  piece  has  the  same 
intrinsic  excellence  and  beauty 
that  is  so  characteristic  of  all 
McLagan  creations.  McLagan 
designs  are  so  liberal  and  varied 
as  to  please  the  most  fastidious; 
the  quality  so  substantial  as  to 
give  complete  satisfaction. 


FURNITURE  CO. 


No.  8806 


LIMITED 


Ontario 


No.  8003 


No.  8807 
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Reed  and  Rattan  Furniture 


The  uniform  high  quality 

of  the  Imperial  Line, 

the  handsome  designs, 
the  grace,  the  elegance, 
the  practical  comfort, 
coupled  with  the  perfect 
workmanship  on  every 
piece,  give  these  ex- 
quisite creations  REAL 
distinction. 


mmmwm 


Imperial  Rattan  Company,  Limited 


STRATFORD 
ONTARIO 


P  ARQUH  ARSON-GIFFORD  furniture 
^  has  an  atmosphere  of  REFINEMENT 
and  GOOD  TASTE  because  the  beautiful 
modern  homes  of  Canada  were  studied  in 
designing  these  exquisite 
creations. 


The  excellence  of  its  con- 
struction and  the  capable 
manner  in  which  it  meets 
every  condition  of  service, 
combine  to  make  the  chaise 
lounge  illustrated  a  value 
unsurpassed  in  the  present 
market. 


Farquharson-Gifford  Company 


STRATFORD 
ONTARIO 


Ji;lv,  3920 
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STItATFOltD 


FURNITUfie 


Dining  Room 
Furniture 


Stratford  Chair  Company  Dining 
Room  Furniture  combines  all  the 
essentials  of  good  furniture.  Per- 
fect in  workmanship  and  finish, 
their  good  qualities  are  accentuated 
by  long  service  that  creates  good 
will  and  customer  satisfaction. 


1803-5— Diner 
Leather  Pad  Seat 


370  Ex.  Table 


RED  GUMWOOD 
WALNUT  or 
MAHOGANY  FINISH 
DULL  or  POLISHED 


1803  1— Diner 
Leather  Pad  Seat 


420 
China  Cabinet 


THE  STRATFORD  CHAIR  COMPANY 

STRATFORD         -  ONTARIO 
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Lawn  Chairs  and  Verandah  Swings 


Now  is  the  time  to  feature  Verandah  and  Lawn  Furniture.  There 
is  always  a  brisk  demand  during  the  hot  summer  months.  The 
Stratford  Line  offers  a  complete  selection  of  outdoor  furniture 
that  is  light,  compact,  and  of  a  quality  that  assures  satisfaction. 

Write  u« 

Lawn  Swings  Folding  Chairs  Camp  Stools  and  Cots  Folding  Tables 
Children's  Furniture         Adjustable  Lawn  Chairs         Folding  Extension  Gates 


No.  67 


No.  15 


No.  22 


No.  0 


Ontario 


The  Stratford  Manufacturing  Co.,  Ltd.,  Stratford,  Ont. 


ADVERTISING  THAT  PAYS 


WANT 
ADS 

BRING 
RESULTS 


2  cents  per  word 
per  insertion 


THE 
CANADIAN 
FURNITURE 
WORLD 


J  F  you  have  something-  for  sale  try  a  want 
ad.  in  our  ad.  column,  and  you  will  be  sur- 
prised at  the  results. 


OUR 
CIRCULATION 
COVERS 
THE  FIELD 


2  cents  per  word 
per  insertion 


The  Commercial  Press,  Ltd,  51  Wellington  W.,  Toronto 
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Reed  Furniture 

Grace  and  beauty  are  admirably 
portrayed  in  all  the  pieces  that 
we  are  showing  at  our  perman- 
ent factory  showrooms  during  the 

Furniture  Exhibition 

July  2nd  to  July  31st 

A  most  cordial  invitation  is  ex- 
tended to  the  furniture  trade  to 
visit  us  in  July.  A  hearty  wel- 
come awaits  you. 


The  J.  B.  Watson  Furniture  Co.,  Limited 

KINCARDINE  ONTARIO 


LEST  YOU  FORGET 


Mid-Summer  Furniture  Exhibition 
July  1st  to  July  31st 

During  July  we  are  showing  our  extensive  line  of 
High-Class  Upholstered  Fumiture,  Dinner  Wagons 
and  Novelty  Gift  Pieces,  at  our  Factory  Showrooms 
in  Kincardine. 

A  most  cordial  invitation  is  extended  to  all  Furniture 
Dealers  to  attend. 

The  F.  E.  Coombe  Furniture  Co.,  Limited 

KINCARDINE  ONTARIO 
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No.  1904 


A  Hearty  Welcome 


ii 


II 

II 
t| 
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Awaits  furniture  dealers  and  friends  at  our  display  of 
Office  Desks,  Tables  and  Chairs,  at  the  Mid-Summer 
Furniture  Exhibition,  July  5th  to  1  7th.  Do  not  fail  to 
see  this  exhibit. 

Snyder  Desk  and  Table  Company 


AND 
Limited 


WATERLOO 


ONTARIO 


July,  1920 
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Mid-Summer 

FURNITURE 
EXHIBITION 

JULY  5th  to  JULY  17th 


Upholstered  Suites  and  Arm 
Chairs  neatly  designed  and 
artistically  covered  will  be 
attractively  displayed  in  our 
permanent  showrooms  during 
the  Exhibition.  A  cordial 
invitation  is  extended  to 
furniture  dealers  and  buyers 
to  attend. 


Snyder  Bros.  Upholstering  Company 

Limited 


WATERLOO 


ONTARIO 
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n  Announcement 


The  Andrew  Malcolm  Furniture  Co., 
Limited,  wish  to  announce  that  they 
will  be  showing  a  complete  new  line 
of  their  High-class  Creations  at  the 

Mid  summer 
Furniture  Exhibition 

July  2nd  to  3 1  St 

Furniture  that  is  beautiful  to  look 
upon,  that  represents  an  aristocratic 
richness,  a  definite  and  charming  dig- 
nity, is  necessary  for  your  select  pat- 
ronage. In  our  productions  you  will 
find  all  of  these  qualities. 

It  will  be  to  your  advantage  to  see 
this  display.  You  are  assured  a  gen- 
erous and  hearty  welcome. 


The  Andrew  Malcolm  Furniture  Co.,  Limited 

KINCARDINE      -  ONTARIO 


Dining  Room  Suite  No.  348 

I 

Knechtel  Furniture 

'T'HIS  beautiful  William  and  Mary  Diningroom 
I  Suite  is  typical  of  the  distinctive  designs  we  are 

j  now  showing.    Good  in  every  particular — style, 

I  construction,  design,  and  quality — they  attract  the 

I  attention  of  your  best  trade. 

Knechtel  Diningroom  Suites  are  manufactured  m 
period  designs  and  variety  enough  to  meet  the 
I  varying  requirements  of  your  customers. 


THE  KNECHTEL  FURNITURE  CO 

LIMITED 

HANOVER  ONTARIO 
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INTEGRITY 


Of  supreme  importance  to-day  is  the  knowledge 
that  your  trade  is  buying  mattresses  made  by 
shops  that  adhere  to  high  standards  despite 
pressure  of  big  business. 

Kapok.  Mattresses 

made  by  The  Canadian  Feather  &  Mattress 
Company,  are  1 00%  pure  and  of  a  quality  that 
cannot  be  made  over  night.  Substitutes  of 
lines  not  equal  to  the  standard  your  customers 
demand  may  be  available,  but  their  use  entails 
a  loss  of  prestige  to  your  business. 

Write  to-day  for  our  catalogue. 


The  Canadian  Feather  &  Mattress  Co. 

LIMITED 


TORONTO 


OTTAWA 
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SHAFER 

CEDAR 

CHESTS 


Designed  in  strict  conformity  with  the  mode,  and  with 
fine  regard  for  the  subtleties  of  style.  Shafer  Red 
Cedar  Chests  are  built  from  carefully  selected  materials 
that  assure  lasting  quality,  and  customer  satisfaction. 

W rite  for  our  catalogue  to-day 

D.  L.  Shafer  &  Co. 

St.  Thomas,  Ontario 


~IIIIIIIIIIIIIIJIIMIIIII  MIMIMniMIIIIIIIUMIIIMIIJIMIIIMIMIIIIMIIMMMIIIIIIIIIIIIIIIIIJllMIMIMMinMIMMIIIMMIMIMIIIIMIIIIIMMIIIIIIIIIIMIMIIIIIMIIIIIMIMIIIIIIIIIIIM   IlltllllJIII  IIIIIIIIIIIMIIMIIIIIIIIIIIIjrillMIII  Jllllll  IJ  IMMJIMJIillllll 


jnly,  1920  CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER 

"SHEDS  HEAT  LIKE  WATER" 


SAHARA'S  SUNSHINE  DOES  NOT  DAMAGE 

LLOYD  WICKERS 

With  their  INTERLOCKED  FINISHES 
WOVEN  ON  A  LOOM 


World's  Greatest  Advertised 
Baby  Carriage 


Manufactured  by 

THE  LLOYD  MFG. 


MENOMINEE,  MICHIGAN  ORILLIA,  CANADA 

Montreal,  222  Craig  Street  West 
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WE  ARE  1 

SLIDE  SPECIALISTS  i 


THE 

HEART 

OF  YOUR  EXTENSION  "^^^ 
TABLE  IS  THE  WABASH 

SLIDE 

YOUR  TABLE  IS 
CONDEMNED  IF  THE  SLIDE 
DOES  NOT  WORK 
PROPERLY 

WABASH  SLIDES 

INSURE 


lll!lllli:iMIIIII!llllllll 


Having  manufactured  SLIDES  | 

exclusively — for  30  year*  | 

Many  Canadian  Table-makers  uie  | 

WABASH  SLIDES-  i 

Because  P 

We  fumUh  Better  SLIDES  at  | 

Lower  Cost.  i 

Made  by  1 

B.  WALTER  &  COMPANY  1 

Factory  St.      WABASH,  IND.  | 

Canadian  RepreMcntative  :  1 

HELP  SELL  TABLES.  A.  B.  Caya,  28  King  St.  E..  Kitchener,  1 

ELIMINATE  SLIDE  TROUBLES      Oat.,  successor  to  Frank  A.  Smith  = 

Mlllllllllllllllllllllllllllllllllllllllllllllllll  III  llllllllllinillllllllllMIIIIIIIMIIIIIMIIIIIIIIIIIIIIMIHIMIMIIIIIIIIIIIIIIIIilllllMIIIIIMIMIiniUIIIIIIIIIIIMIIIIIIIIIIIIII;^ 


SATISFIED  CUSTOMERS  WABASH  SLIDES  \ 


OUR  TRAVELLERS  WILL  BE  OUT  AS  USUAL  WITH 

OUR  FALL  SHOW  OF 

Artistic  Framed  Pictures 

Do  not  fail  to  see  their  samples  as  they  are  the  best  produced  and  we  will  not  fail  to  make 
DELIVERIES  FOR  THE  HOLIDA  Y  TRADE 

MATTHEWS   BROS.,  LIMITED 

THE  BIG  CANADIAN  MOULDING  HOUSE 

1906  DUNDAS  STREET  WEST  TORONTO,  CANADA 


ADJUSTO 


SANITARY 

VENTILATED 

ADJUSTABLE 


Built  of  pure  white  felt, 
they  are  soft,  comfortable 
and  durable,  a  good  leader 
you  can  feature  all  the 
year  round.  The  Adjusto 
stands  for  good  value 
among  our  many  dealers 
and  their  many  patrons. 
It  is  our  business  policy  to 
get  good  dealers  and  keep 
them  by  giving  a  little 
better  value  than  they  can 
get  elsewhere. 

The 

Ontario  Spring  Bed 
&  Mattress  Co. 


MATTRESSES 


Lon-lc 


Canada 


\^djusfo 


ADJUSTO  IS  GUARANTEED  AND  SOLD  BY  DEALERS  EVERYWHERE. 


MANUFACTURED    SOLELY  BY 

THE  ONTARIO  SPRING  BED  (s  MATTRESS  CO. 

LONDON  •  •  •  •  CANADA 
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The  Label  and 
Its  Significance 

Our  label  is  our  signature — attached  to  every  mattress. 

It  is  like  the  name  written  upon  a  promissory  note. 

The  unlabelled  mattress  is  like  an  anonymous  letter. 

"Hygienic"  on  a  mattress  means  that  a  manufacturing 
house  of  standing  assumes  the  responsibility  for  it. 

Every  stitch  in  its  seams,  every  particle  of  its  material, 
all  its  quality,  is  guaranteed. 

"Hygienic"  upon  a  mattress  is  just  as  significant  as  the 
hall  mark  of  the  master  jeweller  upon  a  piece  of  sterling. 

It  means  craftsmen  unashamed. 

Behind  the  "Hygienic"  label  are  years  of  patient  en- 
deavor, the  keenest  skill  of  selected  and  superior  workers, 
long  experience,  and  an  established  history  of  honesty. 

All  the  thought,  purpose,  conscience,  and  achievement 
of  our  employees  is  concentrated  in  the  one  word — 
"Hygienic." 

The  Standard  Bedding  Co.,  Ltd. 

27-29  Davies  Avenue 
TORONTO  -  ONTARIO 

Builders  of  Hygienic  Mattresses 
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Meaford 

Furniture 


If  you  want  the  best  of  standard 
furniture,  both  artistic  and  charm- 
ing in  design  —  MEAFORD 
Furniture  comes  nearest  to  meet- 
ing every  demand  of  the  most 
critical  buyers,  There  is  a  great 
variety  of  designs,  and  the  quaHty 
is  ALWAYS  of  the  same  nign 
standard  that  has  made  Meaford 
Furniture  famous  throughout 
Canada. 


No.  5020 


Our  No.  5020  Suite 
has  proven  to  be  a 
very  quicJ^  seller. 


No.  5020A 


The  Meaford  Line  is  noted 
for  good  value  and  consistent 
service,  which  creates  satisfac- 
tion and  cements  goodwill. 

Your  enquiry  will  receive  our 
careful  and  prompt  attention. 


Meaford  Manufacturing 

Company,  Limited 
MEAFORD         -:-  ONTARIO 
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Prestige 


'T'HE  merchant  for  a  permanently  profit- 
able  business  must  build  goodwill  by 
furnishing  satisfactory  merchandise.  Such 
merchandise  is  the  "Tilt-top  Twin."  By 
bendmg  all  our  energies  to  this  one  task 
and  continuing  for  a  long  term  of  years  we 
turn  out  tables  of  good  quality  at  a  mini- 
mum cost. 

"Tilt-Top  Twins"  will  increase  your  table 
sales,  make  enthusiastic  customers,  and  give 
prestige  to  your  store.  Every  piece  is  made 
from  selected  materials. 

The  many  exclusive  features  of  the  "Tilt- 
Top  Twin"  put  these  tables  in  a  class  by 
themselves.  They  sell  readily  at  a  very 
good  margin,  in  the  face  of  the  strongest 
competition. 


TWIN 


^IIIIIIIIIHIIIIIIIMIIIIMIMIMMIIIIMIIIIIIIIIIIIIIIIMIIIIIIIIir. 

1  The"  Twin" Pedestal  | 
I      Built  for  Service  | 

^Miiiiiiiiiiiiiiiniiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii;^ 


Chesley  Furniture  Company,  Limited 

Chesley       -:-  Ontario 
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REED  FURNITURE 


1172  Arm  Rocker 


Quality  Productions 

Beauty  and  grace  are  exquisitely  featured  in  this  Reed  Arm  Rocker. 
Its  shapely  elegaace  bespeaks  good  taste  and  refinement — but  quality 
has  not  been  sacrificed  to  beauty. 

Merchants  who  handle  our  creations  find  that  the  prestige  which  has 
been  built  up  through  our  many  years  of  conscientious  manufacturing 
is  a  positive  asset. 

The  unusual  demand  for  furniture  of  this  class  at  the  present  time  has 
not  influenced  us  to  let  down  in  the  least  from  our  quality  standard  in 
the  production  of  Reed  Furniture. 


CANADIAN  RATTAN 

VICTORIAVILLE 


July,  1920 
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GOLD  MEDAL  LINE 


During  July  We  Will  Show 

OUR  FULL  LINE  OF 

UPHOLSTERED  FURNITURE 

HERCULES  BED  SPRINGS 

GOLD  MEDAL  MATTRESSES 

BOX  SPRINGS,  STEEL  COUCHES 
GOLD  MEDAL  PHONOGRAPHS 

At  the  Toronto  Factory — Van  Home  Street  and  Bartlett  Ave.  You  are  invited  to  visit  us.  Take 
Dovercourt  Car  Line  to  Van  Home  Street,  or  phone  us  to  meet  you  at  your  hotel  with  motor. 

Bell  Patent  Big  Bed  Divanette 


NOTE  the  sanitary,  venti- 
lating feature  of  the  Big 
Mattress. 

NOTE  the  size  of  the  Bed 
4'6". 

NOTE  the  space  available 
for  storing  bedding  and 
pillows.  Construction 
works  so  easily  that  the 
frailest  woman  can  oper- 
ate it. 


Manufactured  by 

The  Gold  Medal  Furniture  Mfg.  Co.,  Limited 

TORONTO        MONTREAL         WINNIPEG  UXBRIDGE 
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The  Victoriaville  Furniture  Company,  Limited 


William 

and 

Mary" 
Period 


No.  56;^-565<— CHINA 


Ask  for 
Our  New  Catalogue 
No.  10 


No.  56K-563/-DINER  CHAIR 
Slip  Seat  15"xl7" 
Spanish  Split  Leather 


VICTORIAVILLE 


VICTORIAVILLE  SOLID 
PLAIN  OAK  FURNITURE  is 
the  outcome  of  specialization  in 
this  one  line — the  result  of  a 
vast  amount  of  pains-taking 
effort  by  expert  men  in  produc- 
ing attractively  designed, 
soundly  constructed  furniture 
from  carefully  selected  high- 
grade  material.  In  choice 
selection  of  designs,  in  quality 
and  in  exceptional  value  it  sur- 
passes any  SOLID  PLAIN' 
OAK  LINE  being  shown.  It 
will  be  a  real  sales  creator  in 
your  store,  and  back  of  every 
sale  will  be  complete  customer- 
satisfaction. 


No.  56  BUFFET 


Victoriaville,  P.Q. 


July.  1920 
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The  Victoriaville  Furniture  Company,  Limited 


Ask  Jor  Our  New  Catalogue 
Number  10 


No.  56>^ -56^— EXTENSION  TABLE 


SOUD  PLAIN  OAK 


No.  56!^ -5534:— ARM  CHAIR 
Slip  Seat  19"x20" 
Spanish  Split  Leather 


No  Furniture  is  more  persis- 
tently popular  than  SOLID 
PLAIN  OAK,  because  of  the  way 
in  which  its  BEAUTY  appeals 
to  refined  style  taste,  and  its 
SUBSTANTIALITY  satisfies 
every  sense  of  value,  and  for 
that  reason  your  stock  is  incom- 
plete without  a  good  selection 
from  the  VICTORIAVILLE 
LINE.  When  it  is  once  repre- 
sented in  your  stock  and  you 
note  its  SALEABILITY  you 
will  make  it  one  of  your  perm- 
anent feature  offering's.  Send 
for  our  new  Catalogue  and  full 
information  and  anticipate  your 
requirements  now  for  the  com- 
ing August  and  Fall  Selling. 


Victoriaville,  P.Q. 


No.  563^— BUFFET 
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Our  new  Catalog  (just  off  the  press) 
of  the  Elmira  Line 

Contains  many  new  lines  of — 

DINING  ROOM  CHAIRS  in  Walnut  and  Quartered  Oak  in  the 
various  Period  designs -also  LIVING  ROOM  SUITES  and  DEN 
ROCKERS  and  CHAIRS  in  Quartered  Oak. 

DEALERS,  WRITE  IN  TO-DAY  FOR  YOUR  COPY,  TO 

The  Elmira  Furniture  Company,  Limited 

MAKERS  OF  "THE  ELMIRA  LINE" 

ELMIRA  -  ONTARIO 


A KNOWLEDGE  of  the  Products  of  Early  American  Arts  and  Crafts 
is  absolutely  essential  to  the  up-to-date  Furniture  salesman  anJ 
dealer.  Heretofore  it  has  been  necessary  to  secure  the  information  either 
through  experience  in  handling-  the  objects  or  in  numerous  books.  All 
that  it  is  necessary  to  know  about  the  subject  can   now  be  found  in 

THE  PRACTICAL  BOOK  OF 

EARLY  AMERICAN  ARTS  and  CRAFTS 

By  Harold  Donaldson  Eherlein  and  Abbot  McClure. 

232  illustrations;  handsome  cloth ;  octavo;  in  a  box.    $6.10  postpaid 


t 


s 


THE  PRACTICAL 
BOOK  OF 
EARLY  AMERICAN 
ARTS  ASn  CRAFTS 


There  are  chapters  on  American  glass,  Mexican  majolica,  American  ironwork,  copper,  brass,  lead  and  tin, 
needlework,  silverplate,  goldsmithing,  pewter,  pottery,  decorative  painting  in  household  gear,  portraiture 
and  allegorical  painting,  coverlets  and  carpets,  illumination,  handblock  printing,  carving  and  lace.  Our 
forefathers  were  artists  in  many  spheres.    They  made  a  vast  variety  of  beautiful  and  interesting  objects. 

The  antique  makes  so  powerful  an  appeal  now-a-days  to  all  people  of  taste  that  a  knowledge  of  the  arts  and 
crafts  of  our  ancestors  is  essential  to  the  dealer  unless  he  is  to  fall  behind  his  customers  in  appreciation  and 
knowledge.  Many  of  these  objects,  or  reproductions  of  them,  have  become  of  established  demand  and  others 
might  well  be  added  by  the  wide-awake  dealer  or  decorator. 

The  long  article  on  .American  Silver  is  the  latest  word  on  this  subject  and  may  be  found  of  great  profit. 

Canadian  Furniture  World  and  The  Undertaker 

51  WELLINGTON  ST.  W.,    TORONTO,  ONT. 


Woeller-Bolduc  Furniture 


will  be  displayed  in  our  per- 
manent showrooms  opposite 
the  G.T.R.  Depot  at  Water- 
loo during  the  Midsummer 
Furniture  Exhibition, 

July  5  th  to  July  1  7  th 

We  invite  you  to  come  and 
make  a  personal  inspection 
of  the  artistic  creations  that 
we  are  showing  this  season. 


We  have  opened  permanent  showrooms  on  the  third  floor  Wilder 
Building  (Balmoral  Street  Entrance)  Montreal,  for  the  convenience  of 
our  eastern  trade.  Mr.  A.  T.  Edwards,  who  is  well  known  through- 
out eastern  territory,  will  be  in  charge. 


WOELLER,  BOLDUC  &  COMPANY 

WATERLOO      -:-  ONTARIO 
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Period  Furniture 


Dignity  and  grace,  combined  with 
superior  quality,  have  placed  Art 
Furniture  Productions  foremost  in 
the  minds  of  Furniture  Buyers. 
Each  of  these  creations  is  a  thor- 
oughly charming  modern  translation 
of  the  best  thought  of  the  world's 
great  masters  of  design.  Built  to 
endure,  their  value  is  enhanced 
with  the  passing  years.  A  fine 
investment,  and  a  true  artistic 
achievement. 

Art  Furniture  Co.,  Limited 

Kitchener       -:-  Ontario 


(^|-^^^^^p^prj^ Honestly-made  furniture  of  attractive  appearance  and  pleasing 
Ar>i\/i  /^iiATr>o    ^^sign  will  be  shown  in  Kitchener  during  the  Exhibition.  We 
QTICI  /\r\lVl  V>.r~l/\lr\iJ    invite  you  to  call  and  inspect  our  display. 


MID-SUMMER  FURNITURE 
EXHIBITION 

July  5th  to  July  17th 


THE  ENGEL  UPHOLSTERING  CO.,  LTD. 

WATERLOO.  ONT. 
A.  H.  Gilham,  Sales  Manager,  2  1 8  Close  Ave.,  Toronto 
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IV rite  us 
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Photos 
and 
Prices 
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BAETZ  BROS.  FURNITURE  CO.,  LIMITED 
BAETZ  BROS  SPECIALTY  CO.,  LIMITED 
ANTHES  BAETZ  FURNITURE  CO.,  LIMITED 

INVITE   YOU    TO   VISIT  THEIR 
THIRD  MID-SUMMER 

Furniture  Exhibition 

TO    BE    HELD    AT  THE 

anthes-Baetz  furniture  Buildings 

KITCHENER.  ONT. 

JULY  5  TO  17,  1920 


The  B  eaver  Furniture  Line 


Diningroom 
Furniture 


A  cordial  invitation  is  extended  to 
furniture  merchants  to  call  and  in- 
spect our  line  of  Dining  Room 
Furniture  which  will  be  displayed 
during  the 

Furniture  Exhibition 
July  5th  to  July  1 7th 


The  Beaver  Furniture  Company,  Limited 

KITCHENER         -  ONTARIO 
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LIPPERT  FURNITURE 


DINING  ROOM 
and 

LIVING  ROOM 
PERIOD  SUITES 


Our  complete  lines  of  Dining  Room  and  Living  Room 
Period  Suites  will  be  displayed  in  the  Auditorium 
during  the 

MID-SUMMER 
FURNITURE  EXHIBITION 
JULY  5th  to  JULY  17th 


A  hearty  invitation  is  extended  to  Furniture  Dealers 
to  come  to  Kitchener  and  inspect  this  merchandise. 


THE  LIPPERT  FURNITURE  COMPANY,  LIMITED 

KITCHENER      -  ONTARIO 


Mid-Summer 
Furniture 
Exhibition 


Kitchener 

July  5  to  17 


Our  comprehensive  line  of  Couches, 
Parlor  Suites,  Chesterfields,  Daven- 
port Beds,  and  Living  Room  Suites 
will  be  displayed  in  our  permanent 
showrooms  in  the  Auditorium,  Queen 
Street,  Kitchener. 

A  cordial  invitation  is  extended  to  all 
furniture  retailers  to  call  and  inspect 
our  product. 


GEORGE  H.  HACHBORN  &  COMPANY 

KITCHENER      -  ONTARIO 
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Necessities  for  the  Baby 


Wheel  Bassinettes 
Cribs  and  Cradles 
Baby  Walkers 
Play  Yards 
Porch  Gates 
Reed  Doll  Carriages 


THESE  LINES  ARE  LEADERS  IN  ANY  FURNL 
TURE  STORE.  AND  CREA  TE  SALES  UPON  SIGHT 


Place  your  orders 
to-day  for  this  line 
of  quick-selling  mer- 
chandise. 


Quick  Delivery 


rices 


Right 


THE  GEM  CRIB  &  CRADLE  CO.,  OF  CANADA 

8  Queen  Street  North       -       Kitchener,  Ontario 
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Assortments  of  Framed  Pictures  and 
Photo  Frames  With  Glass 


Assortment  No.  10  comprises  100  of  the  smaller  sizes  at  50c  each.  Assortment 
No.  1  1  comprises  a  case  of  50  at  $1.25  each.    Assortment  No.  12  comprises  a  case 
of  50  large  sizes  at  $2.00  each.    Above  assortments  contain  all  the  most  up-to-date 
subjects  including  oil  paintings,  artolypes,  colored  photos  and  prints  of  different  kinds. 
Assortments  1 1  and  1 2  are  very  suitable  for  the  furniture  tiade. 

Statuary f  Floor  Lamps  and  Silk  Shades,  Serving  Trays 


a  L.  IRISH 


499  Queen  St.,  West 
TORONTO 


D.  O.  MCKINNON 

GENERAL  MANAGER 


W.  B.  HART 

ADVCRTISINO  MANASIR 


FurnitureWorlb 
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FEATURING  MIDSUMMER  FURNITURE  SALES 
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Suggesting  ideas  that  make  for  sales — Pushing  out  seasonable  items — How  dealer  built  up  sales 
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FURNITURE  men  nowadays  realize  that  with 
midsiiramei'  upon  us  this  is  the  time  to  push  sales 
of  their  summer  seasonable  furniture  lines,  for 
very  few  people  want  to  purchase  summer  furniture 
Avhen  the  season  is  well  advanced ;  although  it  should 
be  noted  that  an  increasing  number  of  folk  are  using 
reed  and  rattan  furniture  in  their  homes  the  year 
round. 

But  we  are  speaking  now  of  summer  furniture  sold 
strictly  for  .summer  use.  In  the  height  of  the  season 
is  the  time  to  sell  the  line  and  clean  out  as  much  as 
possible  all  seasonable  stock.?,  so  that  there  will  be 
no  hold-overs. 

That  there  are  opportunities  for  selling  summer  fur- 
niture now  can  be  amply  proved  by  any  dealer  who 
will  take  a  jaunt  through  the  residential  sections  of 
his  city  or  town.  He  will  find  that  a  surprisingly 
large  number  of  people  live  out-of-doors — on  their 
porches  or  on  their  lawns ;  and  this  will  lead  him  to 
.see — if  he  has  any  imagination  at  all — that  there  are 
opportunities  for  additional  sales  of  furniture  if  he 
will  but  cultivate  a  taste,  or  rather,  educate  his  fel- 
low citizens  to  cultivate  a  taste,  for  the  better  things 
in  furniture. 

Making  a  Feature  of  Midsummer  Specials 

The  idea  of  laying  special  stress  upon  seasonable 
goods  at  certain  times,  as  oppo,sed  to  the  old  plan  of 
selling  the  same  old  thing  the  year  around,  has  its 
obvious  advantages.  When  a  man  can  concentrate 
upon  one  thing  at  a  time,  it  is 
fairly  certain  that  he  will  ac- 
complish a  good  deal  more 
than  by  scattering  his  ener- 
gies here  and  there,  spreading 
them  so  thin  that  they  amoip.it 
to  little  anywhere. 

One  of  the  axioms  of  bnsi- 
ness  is  that  if  you  jtush  goods 
forward  the  chance  of  selling 
them  is  increased  about  a 
thousand  per  cent,  as  ooin- 
parod  to  the  prospect  of  mov- 
ing thf'm  without  giving  them 
this  chance.  And  this  goes 
double  for  summer  furniture, 
because  it  is  still  in  some 
c|uarters  in  the  nature  of  a 


\  hnck^^rnuiul  of  flowers  for  window  in  interior  disi)lay 
:i'ejitiy   lielps   to   eiilianee   a   sliowiiit;   of   siiiiiiiier  fnriiil\ire 


luxury,  although  one  which  is  fast  becoming  a  ne- 
cessity. This  explains  Avhy  it  is  that  dealers  Avho  take 
the  pain.?  to  make  intelligent  and  attractive  displays 
of  this  sort  usually  get  the  bulk  of  the  business. 

One  dealer  we  heard  of  last  year  featured  his  big 
line  of  porch  and  outdoor  furniture  in  his  windows 
and  in  the  space  devoted  to  it  on  the  floor  for  several 
weeks  in  the  spring  and  summer;  and  the  result  was 
that  he  moved  an  astonishing  lot  of  it.  The  peonliar 
attraction  of  his  displays  lay  in  the  fact  that  they  did 
not  consi.st  merely  of  line-ups  of  the  goods — the  cliairs 
all  in  a  neat  row  here,  the  tables  there,  the  swings 
yonder,  and  so  forth;  he  wasn't  that  kind  of  dealer. 
He  showed  that  fiirniture  the  way  it  ought  to  look 
on  a  cool  and  attractive  porch,  or  under  a  big  shady 
tree  on  the  lawn,  or  in  a  summer-house;  and  it  looked 
so  good  that  people  simply  couldn't  resist  buying  it. 

How  One  Dealer  Played  up  His  Department 

"I  suppose  a  pergola  we  nxr-d  up.  right  in  the  mid- 
dle of  the  store,  sold  more  suuDner  furniture  for  us 
than  any  other  factor,"  said  thi.s  dealer  reflectively, 
referring  to  his  good  sunnner's  work.  "It  was  a  good 
deal  of  trouble,  in  some  ways,  although  it  didn't  cost 
much.  It  was  simply  a  frame-work  in  the  form  of  a 
garden  pergola,  painted  white,  of  course,  with  imita- 
tion vines  draped  over  it;  and  in  the  space  under  it, 
about  fifteen  feet  square,  on  a  grass  rug,  we  placed 
a  very  attractive  lay-out  of  outdoor  furnitui'e. 

"The  display  was  changed  frecpiently,  of  course,  bat 
the  general  outline  was  about 
the  same.  There  was  a  tea- 
table  in'^  the  centre,  with  a 
n  ading  table  over  in  the  cor- 
ner. A  swing,  matching  the 
rest  oF  the  furniture,  Vx'-is 
swung  in  anothei-  corner, 
with  ;]  settee  to  balance  it 
directly  .'U'ross.  Several  co'u- 
fortable  straight  chairs  at  llu> 
two  tables,  and  two  or  threi 
comfortable  rockers,  filled  the 
space  pi'etty  well,  but  with- 
out too  much  crowding,  and 
^■ave  I  he  shopper  a  first  rate 
idea  of  what  she  ought  to 
have  for  a  really  good  lookii^g 
outfit  of  porch  or  gai'den  stuff. 
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Of  course,  miglity  few  customers  bought  the  who-C 
outfit,  as  compared  with  the  number  who  took  three 
or  four  pieces;  but  it  certainly  helped  some." 

The  windows  used,  one  at  a  time,  as  a  rule — the 
other  being  devoted  to  other  lines — followed  the 
same  idea,  except  that  they  wei'e  susceptible  of  even 
more  generous  treatment.  For  instance,  big  standing 
and  reading  lainps  to  match  the  furniture  were  used, 
striking  a  popular  note,  and  helping  to  indicate  how 
attractive  the  porch  can  be  made  when  inclosed  for 
use  as  winter  sun-parlor.  The  bright  chintzes  used  in 
the  upholstery  and  cushions  of  many  of  the  pieties 
gave  the  desired  note  of  color,  delighting  the  soul  of 
the  window  man,  who  realized  the  etfectiveness  of 
the  displays  to  which  these  goods  lent  themselves  so 
readily. 

Suggestions  for  Display- 
ing Porch  Furniture 

To  begin  with,  a  well 
furnished  porch  requires 
a  lounge  of  some  sort,  and 
now-a-days  one  can  obtain 
a  lounge  of  practically 
ever5^  kind,  so  show  your 
line.  But  a  great  many 
persons  prefer  the  hang- 
ing swing  lounge,  which 
can  be  had  in  woven  ma- 
terial, but  is  generally 
made  with  a  wooden  back 
and  seat  covered  with  a 
comfortable  mattress  and 
with  canvas  sides.  This 
sort  of  lounge  makes  a  de- 
lightful one  for  afternoon 
naps  out  of  doors,  and  is 
very  attractive  when  piled 
with  bright  colored  pil- 
lows. The  swing  can  be 
had  at  all  reasonable 
prices. 

Then  there  are  a  great 
many  chairs,  tables  and 
rockers  of  willow,  reed, 
rattan  and  woven  grass. 
Screens,  too,  are  much  in 
vogue ;  some  of  these  are 
really  cheap  and  none  of 
them  are  very  costly.  Instead  of  screens  some  peo- 
ple prefer  awnings,  though  few  furniture  dealers  as 
yet  carry  awnings,  or  go  after  this  class  of  business. 

Color  in  furniture  is  playing  its  part  quite  promin- 
ently, and  as  is  natural  summer  furniture  runs  to  the 
lighter  colorings  of  enamel  finishes.  In  upholstering 
too,  color  is  prominent. 

The  rug  department  should  have  its  space.  Mat- 
tings, summer  rugs,  and  things  of  that  class  should 
be  shown.  ^Phe  drapery  department  with  its  cre- 
tonnes and  other  light  fabrics  could  be  shown  in  the 
same  part  of  the  store. 

Some  Hints  About  Display 

One  of  the  easiest  ways  in  which  to  handle  the 
summer  furniture  section  in  a  decorative  way  is  to 
cover  the  columns  of  the  room  in  this  section  with 
rough  bark,  attaching  branches  covered  with  foliage 
at  the  top  close  to  the  ceiling  and  thus  producing  a 
tree  effect.    The  section  can  be  set  off  by  means  of 


some  s)mj)le  fence  of  an  ornamental  character.  A 
strip  of  imitation  grass  along  the  fence,  with  bright 
flowers  grovvijig  from  it.  would  help.  If  there  wall 
space  available,  scenic  paintings  can  be  made  use  of. 
The  main  idea  is  to  change  the  stiff  and  formal  archi- 
tectural lines  of  the  store  interior  so  the  setting  will 
have  more  of  an  outdoor  or  garden  appearance. 

If  summer  furniture  is  properly  displayed  it  will 
create  desire,  stimulate  interest,  sell  goods,  and  of 
course  reap  profits. 

Displaying  Porch  Furniture 

Place  in  youv  show  wiiidow  some  of  the  substantial 
chairs  which  are  not  injured  by  a  little  dew  or  rain, 
those  which  are  of  light  weight  and  speak  of  comfort 

in  their  general  contour. 
The  reading  table,  swing, 
and  other  aeeessorif-s. 
There  are  the  .shade?  so 
essential  to  privacy,  and 
screenings  from  sun.shine. 
Rugs  and  pillows  and 
other  pieces  of  furniture 
which  will  increase  the 
teinlenev  to  outdoor  liff 
in  the  home  is  a  health- 
oiver  as  well  as  a  comfort. 
"Porch  furnishings  lessen 
the  doctors'  bills  as  well 
as  cutting  vacation  ex- 
pen.ses"  would  make  a 
good  window  card  with 
such  a  display. 

REALISM  AND 
SALESMANSHIP 

A  number  of  furniture 
dealers  across  the  line  in 
the  big  cities  have  fitted 
up  some  interesting  .sum- 
mer furniture  displays. 
They  have  arranged  room 
scenes,  porch  and  garden 
views  with  that  realistic 
touch,  which  has  not 
only  attracted  customers 
+0  their  departments  bni 
has  also  given  the  piece  of 
summer  furniture  its  just 
and  appreciative  value.  Successful  furniture  buyers 
are  invariably  good  psychologists.  They  unders'aiid 
that  the  general  public  lia.s  its  own  taste  concerning 
a  good  room  or  a  pleasing  outdoor  arrangement. 
While  its  taste  may  vary  in  so  far  as  what  particular 
pieces  of  furniture  should  make  up  the  whole  com- 
position, the  taste  so  far  as  the  general  ensemble  of 
things  is  concerned  is  governed  by  the  one  sense  of 
realism.  Gratifying  the  public's  taste  is  satisfying  its 
sense  of  recognition  of  the  everyday  things  in  life. 
Thus  a  wicker  chair  is  shown  to  better  advantage  in 
its  proper  place^ — as  a  part  of  a  room,  rather  than  if 
it  were  grouped  with  a  dozen  or  two  other  wicker 
chairs.  The  buyer  realizes  that  real  effect  is  brought 
out  when  objects  are  arianged  in  relation  to  one 
another,  as  a  part  of  the  whole  scheme,  rather  than 
as  individual  pieces.  This  is  after  all  the  fundamental 
principles  of  decoration — and  it  is  also  the  funda- 
mental principles  of  sales  psychology  as  it  concerns 
h  ousef  urni&hings. 
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1  THPmE    IS    DISTINCT    INDIVIDUALITY  | 

i                               ABOUT  I 

I  OLD  HICKORY  I 

I    FURNITURE  | 

I           FOR  VERANDAH  AND  LAWN  USE  | 

I        Made  in  Natural  Wood  in  patterns  of  rustic  | 

I  simplicity,  it  appeals  to  the  lover  of  nature  as  | 

1  Avell  as  of  the  beautiful.   Not  only  is  it  natural  | 

1  and  rustic,    but  it  is  without    question    the  | 

I  strongest  and  most  durable  lawn  or  verandah  | 

I  furniture  made.  | 

I        Old  Hickory  will  last  a  life-time.   It  is  made  | 

I  that  way — for  that  purpose.  | 

I        Old  Hickory  is  not  only  used  on  verandahs  | 

i  and  lawns,  but  it  is  also  used  in  Dens,  Living  | 

1  Rooms  and  Summer  Cottages.  | 

i         See  the  Old  Hickory  now  shown  in  our  | 

I  show  windows.  | 

I  LEMONT  &  SONS,  Ltd.  | 

1  HOUSE  FURNISHERS  FREDERICTON,  N.B.  | 
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A  Maritime  firm  believes  in  advertising  its  summer  furniture  line 
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Adams  Furniture  Company,  Toronto,  building  new  "House  of  Homes" — History  of  the  firm 
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THTS  year  of  1920'  has  been,  for  quite  a  number 
of  furniture  stores,  a  year  of  anniversary  and 
jubilee.  During  the  past  several  months  we  have 
been  picturing  and  describing  in  the  columns  of  Can- 
adian Furniture  World  a  number  of  furniture  stoi'es 
and  businesses  which  were  founded  years  ago  by  pro- 
gressive dealers  and  which  are  this  year  celebrating 
some  kind  of  anniversary. 

One  of  the  older  and  more  progressive  furniture 
stores  in  Toronto  is  the  Adams  Furniture  Co.,  a  con- 
cern which  prides  itself  on  the  confidence  its  custom- 
ers place  in  the  company  and  its  staff.  Next  month 
the  company  will  move  into  new  quarters  on  Yonge 
Street,  and  to  celebrate  the  event  a  great  opening  is 
being  planned.  At  present  the  company  is  disposing 
of  its  stock  through  a  removal  sale  in  the  old  s^ore 
on  Queen  Street,  as  it  is  the  intention  to  have  a  com- 
plete new  stock  in  the  new  store — not  a  piece  of  fur- 
niture in  the  present  premises  will  be  taken  to  the 
new  quarters. 

The  new  home  of  the  Adams  Furniture  Co.,  now 
under  construction,  has  a  frontage  of  87  feet  by  a 
depth  of  120'  feet,  and  is  eight  stories  hig'h.  The  fis^e 
illustrations  published  herewith  will  convey  very 
clearly  the  progress  of  the  company  since  it  wa^s 
founded  39  years  ago.  Step  by  step  the  business  of 
the  Adams  Furniture  Co.  grew  from  its  very  limited 
space  at  15  Adelaide  Street  East,  in  1881,  to'  its  pres- 
ent mammoth  new  building. 

All  the  while  the  concern  was  growing  the  growth 
has  been  steady,  hoalthy  and  >sound,  until  to-day  it  is 
regarded  as  possibly  the  largest  exclusive  furniture 
establishment  in  Canada. 

And,  say  its  officers,  the  steady  i^rogress  is  due  to 
the  confidence  of  the  buying  public.  Away  back  in 
1881  the  founder  of  the  Adams  Furniture  Co.  said  "I 
will  build  my  business  on  confidence.  It  is  the  one 
big  asset  in  business."  And  so  the  businesis  was  built 
up  on  that  foundation,  and  is  being  conducted  on  that 
principle  to-day. 

When  in  1906  the  silver  jubilee  of  the  company  was 
celebrated  the  historian  of  that  event  said: 

"Length  of  days  and  prosperity  attend  every  econ- 
omic enterprise  that  proves  substantiallv  beneficial  to 


the  community,  and  so  the  Adams'  store  is  celebrat- 
ing the  passing  of  the  twenty-fifth  milestone  in  the  his- 
tory of  its  existence. 

"Pioneers  in  the  homefurnishing  business — begin- 
ning in  the  smallest  kind  of  way — the  Adams'  idea 
was  to  found  and  develop  a  business  on  the  lines  of 
strict  integrity,  which  would  supply  the  homes  of 
Torontonians  with  furniture  and  home  comforts  much 
above  ordinary  grade,  on  a  simple  plan  of  convenient 
instalment  credit  that  would  be  at  once  helpful  and 
acceptable  alike  to  householders  in  all  walks  of  life. 

"Distinctly  a  radical  departure  from  the  method 
of  those  days  of  doing  business,  the  plan  was  recog- 
nized hy  the  present  management  to  be  'a  long-felt 
want' — a  fact  soon  afterwards  attested  to  by  the  suc- 
cess of  the  Adams'  policy,  which  gained  instant  con- 
fidence and  fast-increasing  trade,  securing  to  it  a 
popular  favor  that  continued,  not  from  fleeting  year 
to  year,  but  from  generation  to  generation. 

"Looking  backward,  the  Adams'  store  can  recall 
much  to  be  proud  of.  Upward  of  fifty  thousand 
dwellings  have  been  furnished  from  its  floors,  and 
many  thousands  of  the  present  generation  are -enjoy- 
ing household  adornments  purchased  from  this  estab- 
lishment before  they  were  born,  and  now  doubly  prized 
as  family  heirlooms.  That  the  lines  on  which  this 
business  was  laid — and  is  still  carried  on — ^were  sound, 
both  in  principle  and  practice,  are  sihown  in  an  eminent 
and  flourishing  leadership.  The  fruition  of  the  idea 
is  here — the  policy  of  the  store  the  same — and  the 
homekeepers  of  Toronto  and  vicinity  are.  to-day,  reap- 
ing the  advantage. 

"With  a  small  store  a  modest  start  was  made.  Tiie 
pulse  of  trade  was  soon  felt  to  throb,  and,  more 
rapidly  than  we  had  hoped  to  realize  it,  business  in- 
creased to  such  an  extent  that  larger  premises  soon 
becam.e  necessai-y.  The  first  moA'e  in  the  expansion  of 
the  store  brought  us  in  1883— two  years  after  its 
founding — to  247  Yonge  Street,  where  public  appre- 
ciation continued  to  assert  itself,  and  accommodation 
quickly  became  scarcer  as  patronage  increased.  Com- 
pelled to  seek  larger  quarters  the  next  move  found 
\is  in  179  Yonge  Street,  where  shortly  afterwards  tlie 
company  acquired  the  adjoining  premises.  No.  177. 
Necessity,  which  "knows  no  bounds,"  forced  the 
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company  to  add,  room  by  room,  all  the  floors  above  growing  and  maintaining 
the  stores  sonth  of  177  to  Queen  street,  and  eastward  largest,  most  modern  and 
for  about  one  hun- 
dred and  fifty  feet. 
Thousands  of  pat- 
rons of  this  store 
Avill  remember  the 
many  winding  pass- 
ages aiid  turns  and 
odd  rooms  that  were 
requisitioned  therei 
for  growing  needs. 

"Under  the  make- 
shift conditions,  the 
company  began  to 
realize  the  absolute 
need  for  a  'home  of 
their  own,'  a  build- 
ing which  Avoidd 
adecpiately  house  the 
beautiful  stock 
brought  together, 
and  a  structure  that 
would  do  credit  to 
Canada's  leading 
homefurnishers.  On 
December  3rd,  1901, 
nearly  ,50,000  per- 
sons joined  ifi  cele- 
brating the  occupa- 
tion of  the  then  new 
home  on  Queen  St. 
"T  0  -  d  a  y  the 

Adams'  store  is   still  The  new  liiime  of  The  Adams  Furniture  Co.  on  Yonge  Street.,  Toronto. 


US 

best 


pre-eminence  as  i'le 
equipped  exclusively 
homefurnishing  >?s- 
tablishments  in  the 
Dominion.  A!way,s 
the  same  policy — 
the  store  continufis 
in  its  growth  with 
the  growth  of  the 
city,  confident  of  the 
time  to  come,  a< 
anxious  to  please 
every  patron  now  as 
when  founded." 

Of  the  new  store 
it  is  located  on  the 
east  ,side  of  Yonge 
Street  just  south  of 
Shuter  Street,  where 
formerly  stood  the 
old  Russell  Hou.se. 
The  property  was 
purchased  by  the 
Adams  Furniture 
Co.  about  15  years 
ago,  and  when  the 
contract  for  building 
was  let  the  estimat- 
ed cost  was  .$325,000. 
The  new  building  is 
of  mill  construction, 
with  stone  and  tap- 
estrv  brick  facing. 
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Get  Ready  For  The  Big  Furniture  Picnic 

PRELIMINARY  plans  are  being  drawn  at  present  for  the  annual  Furni- 
ture Dealers'  Picnics— or  rather  picnic — seeing  that  it  is  proposed  tliis 
  year  to  have  a  joint  affair    for  the    Hamilton  and    Toronto  furnitur" 

dealers  and  their  employees. 

Mr.  Bert  Burroughes,  of  the  F.  €.  Burroughes  Furniture  Co.,  has  been 
named  as  envoy-plenipotentiary  for  the  Toronto  men,  and  last  week  he 
motored  to  Oakville  to  look  over  the  ground  and  see  if  that  place  would 
make  a  suitable  location  for  the  day's  festivities. 

Oakville  was  suggested  as  a  neutral  middle  ground  for  the  picnic — a 
no-man's-land  for  both  the  Hamilton  and  Toronto  boys,  and  Bert  wanted 
to  glance  over  the  park  to  be  able  to  report  as  to  its  suitability.  He  was 
also  commissioned  to  get  in  touch  with  Guy  Luke,  the  Major-General  of  the 
Hamilton  boys.  Bert,  for  this  purpose,  journeyed  to  Hamilton,  to  get  Guy's 
views  on  the  matter. 

The  annual  meeting  of  the  Hamilton  Picnic  Committee  has  been  called 
for  Monday,  July  5,  at  the  Royal  Connaught  Hotel,  that  city,  and  it  is 
likely  the  matter*  will  have  progressed  atifnciently  for  that  meeting  to  make 
some  decision. 

.Vo  date  has  as  yet  been  set,  though  it  is  likely  to  be  some  Wednesdc|y 
during  July.  When  these  preliminaries  are  settled  a  strong  committee  in 
each  city  will  get  to  work  draftnig  up  the  programme. 

Under  the  hats  of  some  of  those  interested,  however,  it  is  said  that  the 
prizes  for  games  will  be  well  worth  while;  that  the  games  will  be  keenly 
contested,  and  some  of  them  very  funny.  The  outstanding  feature  will  be 
a  baseball  game  between  employees  of  the  Hamilton  and  Toronto  dealers  for 
a  fine  silver  cup,  the  cup  to  become  the  property  of  the  team  winning  the 
annual  baseball  match  three  times.  A  grand  banquet  will  terminate  the 
proceedings  of  the  day. 

So  let  us  all  boost  the  big  picnic  day  just  ahead. 
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DISPLAY  advertising  antedates  written  advertis- 
ing. Our  antediluvian  ancestors  hung  their 
goods  on  pegs  and  i^laced  their  pottery  on 
shelves  in  front  of  their  caves  to  attract  the  atten- 
tion of  the  prospective  purchasers. 

Our  first  record  of  a  show  window  display  dates 
back  to  the  17th  century  when  a  tailor  found  that  by 
placing  his  goods  in  the  wiiidow  people  stopped  to 
admire  them  and  often  canae  in  for  closer  inspec<"ion. 

Real  progress  in  window  displays  has  been  uioi'e 
noticeable  in  the  past  25  year^.  It  is  now  an  art  and 
has  developed  to  a  point  where  is  is  considered  the 
greatest  selling  factor  in  retail  merchandising.  Ap- 
proximately 15,000  men  are  following  the  display  pro- 
fession to-day.  Some  of  them  devote  their  entire  time 
to  planning  tlie  beautiful  displays  you  see  in  the  larger 
stores,  while  the  display  men  in  the  smaller  shops 
devote  only  part  of  their  time  to  thi.s  Avork. 

It  is  a  highly  specialized  profe-ssion,  some  display 
maiuigers  receiving  as  high  as  ten  thousand  dollars 
a  year  for  directing  the  display  work  in  the  large 
metropolitan  stores. 

The  displa.y  department  in  a  big  store  is  veil  organ- 
ized. Ft  usually  consists  of  the  display  manager,  who 
plans  the  displays,  his  assistants  Avho  execute  tlie 
work,  and  artist  and  painter,  a  carpenter  or  two  and 
fixture  boys,  and  one  or  two  card  writers,  the  numb?r 
being  in  all  from  ten  to  twenty-five,  according  to  the 


size  of  the  store  and,  strange  to  say,  it  is  considered 
by  the  merchant  to  be  of  more  importance  than  the 
advertising  department. 

Somv^time  ago  five  hundred  of  the  leading  merch- 
ants of  the  United  States  were  asked  this  question: 
"What  plan  of  advertising  would  you  retain  in  case 
you  yere  forced  to  choose  one  method  and  give  up  all 
others?"  More  than  95  per  cent,  answered  in  favor 
of  displaying  their  merchandise  in  preference  to  all 
the  other  forms  of  publicity. 

It  is  estimated  that  from  30  to  50  per  cent,  of  the 
stores'  sales  are  made  from  the  Avindows;  that  is,  those 
windows  that  are  properly  trimmed.  It  may  be  inter- 
esting to  know  that  some  merchants  value  their  show 
windows  at  .tlO  to  each  per  dav  and  some  $150,000 
to  .1^200,000  per  year. 

Improved  commercial  conditions,  together  with 
keen  competition,  have  wrought  great  changes  in  the 
displaying  and  selling  of  goods. 

The  swift  march  of  progress  ha,s  compelled  mer- 
chants to  have  their  merchandise  exhibited  in  a  way 
that  will  attract  attention  and  also  lead  to  its  sale. 

A  display  man  is  indispensable.  H'l^  services  are 
valued  in  proportion  to  his  ability  to  prepare  work 
and  arrest  the  eye  of  the  passer-by.  This  can  be  ac- 
complished only  by  a  person  possessing  taste,  indi- 
viduality, progressiveness,  resourcefulness,  skill  and 
a  good  general  knowledge  of  merchandise. 


'-'I'l  MiiiiiiiiiiiiiiiMii  iiiiiiiii  mil  iiiiiiiiiiiiiin  iniiiiiiiriMiiiiMiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii  iiiiiiMii  i  iiiiiiiiiiiiiiiiiiiiiiiiiiiirni: 


andGo-Cartf 


HOMES  FURNISHED  COMPLETE 

RUGS.   LINOLEUM. ISLINDS.  CURTAINS. 
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Kcflu'  Bros.,  ol'  .I2.">-127  King  Street,  Ijondoii,  Out.,  are  ''keen''  also  in  their  advertisiiis:  and  displa.vs,  liiiliinf;  \\\)  both  when- 
ever (icfasinn  arises — in  fa<-t  that  look  up  the  oeeasion  to  advertise  and  disnlijy.  .\liove  is  a  sample  advertisement  of  theirs 
tosether  with  an  illnstration  showirn;  their  store  front.  The  windows  are  always  well  looked  after.  The  loeation  of  the  Keene 
store  allows  the  firm   I'l   play   u]>   with   advantiiuo   tlu'ir  slogan    ''out    of  the   hiKh    rent  distriet.''      The   store   is   eoTjdni'li'd   on  easli 

li;isis;    till'    firm    does    i:ot    sell    on  installments. 
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He  must  also  know  equipment,  the  proper  liglitiiij? 
system,  color  A'alue,  composition,  period  designs  a>id 
decoration.  And  last,  but  not  least,  he  must  be  a 
salesman  or  possess  the  instinct  of  the  salesman. 

Ill  the  past  year  I  have  read  a  great  many  articles 
written  by  advertising  men,  sales  managers  and  others 
on  dealer  helps.  Some  of  them  insisted  that  the 
dealer  was  a  no  account  lazj'-  cur  who  didn't  appre- 
ciate the  wonderful  things  he  was  being  fui'nished  to 
help  bim  get  rich.  Some  good  suggestions  were  ottered 
by  these  writers,  but  I  fear  that  the  men  who  plan 
the  big  campaigns  are  not  well  informed  on  the  sub- 
ject of  window  display.  They  probably  realize  to 
some  extent  the  potent  selling  force  of  a  window  but 
they  forget  that  window  advertising  is  a  highly  spe- 
cialized profession  and  instead  of  calling  in  a  practi- 
cal display  man  the.y  put  an  advertising  writer  or  an 
artist  on  the  job  to  design  the  displays  for  a  cam- 
paign. The  result — not  used  by  the  dealer.  Why? 
■ — not  practical. 

I  tihink  you  will  agree  with  me  that  window  dis- 
plays are  equally  as  important  as  any  other  phase 
of  advertising,  and  how  they  can  be  properly  utilized 
to  round  out  the  selling  campaign,  whether  local  or 
national,  is  what  [  shall  discuss  now. 

Tlie  displays  I  liave  been  talking  about  of  course 
oidy  relate  to  the  larger  stores;  therefore,  in  order  to 
present  the  practical  side  of  this  big  subject  it  will 
be  necessary  to  divide  our  stores  into  two  groups. 

The  first  group  would  consist  of  department  stores, 
large  dry  goods  stores,  and  other  large  stores,  includ- 
ing furniture  stores.  The  second  group  Avould  consist 
of  the  smaller  retail  stores.  The  reason  for  classifyiiig 
these  is  that  the  materials  which  they  use  in  getting 
up  their  displays,  the  manner  of  arrangement  and  size 
of  windows  are  entirely  different. 

We'll  take  the  large  stores  first,  as  they  are  the 
most  important  and  the  ones  which  receive  the  larger 
percentage  of  unsaleable  material.  You  would  be 
surprised  at  the  amount  of  cut  outs,  dummy  cartoons 
and  lithographed  cards  which  are  sent  to  these  stores 
and  in  turn  sent  to  the  waste  paper  baler.  And,  gentle- 
men, do  not  blame  the  merchant,  for  the  stutf  was  not 
in  keeping  with  the  rest  of  the  store.  It  was  designed 
by  a  man  who  knew  nothing  of  the  character  of  dis- 
play material  which  was  being  used  by  these  big  es- 
tablishments, therefore,  a  waste  of  effort  and  money. 

There  is  no  excuse  for  any  man  who  is  handling 
an  advertising  campaign  not  to  give  his  client  a  com- 
plete service,  for  it  is  possible  for  an  advertising  agency 
to  secure  the  services  of  men  representing  the  show 


\\indow  and  store  Hdverti.sing  field  Avho  can  advise 
on  practical  methods  of  co-operation  and  assist  in 
designing  these  helps  which  Avill  be  welcomed  by  I'.is- 
play  men  and  merchants.  And  T  firmly  believe  that 
no  advertising  campaign  which  has  for  its  purpose 
the  selling  of  merchandise  through  retail  stores,  Ls 
complete  without  window  display  helps  and  show 
cards,  so  that  the  force  of  the  campaign  can  be  srys- 
talized  in  the  merchant's  window. 

In  creating  window  display  helps  for  manufac- 
turers who  wish  to  co-operate  with  the  larger  stores, 
who  after  all,  are  the  real,  merchandisers  of  this  coun- 
try, it  is  well  to  remember  that  these  stores  are  big 
institutions  and  are  well  organized  and  department- 
ized  and,  in  many  instances,  spend  more  money  for 
advertising  than  do  a  lot  of  the  national  advertisers. 

It  is  also  well  to  remember  that  the  department 
store  owner  is  responsible  in  the  eyes  of  the  public. 
He  is  King  Bee  in  his  territory  and  he  has  worked 
years  to  establish  his  reputation  and  get  the  confidence 
of  the  people,  therefore,  the  people  look  to  him  to 
make  good  if  the  merchandise  does  not. 

These  are  facts  so  take  them  into  consideration 
when  planning  a  campaign  and  don't  expect  these 
merchants  to  use  cut  outs  and  cards  that  are  all 
l)lastered  up  with  i:he  manufacturer's  name  and  trade- 
mark. 

These  merchants'  windows  are  important.  The 
display  manager  in  charge  will  not  give  them  uj)  to 
every  Tom,  Dick  or  Harry  to  promote  some  national 
campaign,  but  will  co-operate  with  the  manufactur'M- 
if  the  campaign  is  seasonable,  has  merit,  is  for  the 
purpose  of  increasing  sales  and  fits  the  general 
methods  he  (the  merchant)  uses  throughout  his  yearly 
merchandising  campaign. 

A  merchandising  schedule  or  programme  is  just 
as  much  a  part  of  the  retailei-'s  yearly  calendar  as  the 
time-table  is  of  the  railroad's  calendar.  The  dealer 
buys  goods  to  sell;  each  item  must  bring  in  a  profit  or 
else  help  sell  some  other  item  that  carries  a  profit 
with  it.  Window  displays,  linked  with  advertising 
Hocal  and  national)  selling  and  merchandising — the 
buying  of  the  goods — ^are  the  main  factor  in  keeping 
revenue  comJng  in  according  to  the  merchandising 
calendar. 

You  can  readily  see  how  very  important  it  is  to 
have  the  display  men  design  the  displays  for  manu- 
facturers and  if  more  display  men  were  called  into 
the  advertising  conference  there  would  be  thousands 
of  dollars  saved  each  vear. 
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Some  furniture  dealers  in  the  larger  centres  go  in    strongly   for  electrical     fixtures     and  household 
helps.    Here  is  a  display  of  these  goods  in  the  Burroughes  Furniture  Company's  store  at  Toronto. 
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GETTING  RESULTS  FROM  BUSINESS  PAPERS 
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A  furniture  advertising  talk  delivered  before  the  Indianapolis  Advertising  Convention  last  month 
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By  GEOKGIl  W.  ROWELL,  Jr. 


COMING,  as  I  do,  from  a  little  city  in  the  woods 
of  the  northern  peninsula  of  Michigan,  I  feel 
about  as  important  in  this  great  convention  as  a 
twig  on  a  young  bush  in  one  of  onr  mightv  forests. 
My  speaking  to  you  men  on  the  subject  of  advertising 
almost  frightens  me  at  the  brazenness  whic'h  I  am  dis- 
playing. In  fact,  it  reminds  rue  of  a  story  that  seems 
quite  apropos  to-day. 

Two  lovers  sat  in  Battery  Park,  New  York,  one 
night  when  the  moon  was  conveniently  hidden  behind 
a  cloud.  They  were  quiet  for  a  moment.  The  man, 
looking  rather  absently  out  over  the  waters  finaMy 
turned  and  spoke,  saying  "Dear.  I  wonder  why  they 
have  such  a  small  light  in  the  "Statue  of  Liberty"" 
yhe  snuggled  up  clo.se  to  him  and  responded  softly. 
"Perhaps,  because  the  smaller  the  light  the  greater 
the  liberty."  That's  rrther  pat  in  my  talking  to  you 
(o-day.  Perhaps  because  I  am  such  a  small  light  in 
the  advertising  world  I  may  be  brave  enough  to  fit 
the  axiom  that  "Fools  rush  in  w'here  angels  fear  to 
tread." 

However,  gentlemen,  I  claim  a  right  to  be  in  con- 
vention Avith  you  because  I  am  one  of  the  many  human 
beings  who  started  life  as  newsboy,  got  the  everlast- 
ing smell  of  printer.s'  ink  into  his  nose,  helped  to  work 
my  way  through  college  by  cub  reporting,  graduated 
into  the  ranks  of  the  news  force,  jumped  from  one 
job  to  another  like  the  iisual  newspaper  man  and  fin- 
ally wound  \ip  by  vaulting  clear  over  that  river  which 
divides  the  Avonderful  news  end  of  the  printing  world 
from  the  Satan-like  advertising  end. 

I  am  frank  in  admitting  to  you  that  I  did  not  be- 
come an  advertising  iiuin  because  of  a  greater  love 
for  it  than  for  the  news  end.  No,  indeed,  T  simply 
followed  the  usual  American  course  of  getting  into 
that  line  Avhicli  offered  the  best  remuneration  for  my 
talents  and  services.  I  am  honest  enough  to  beard 
the  lion  in  his  den  to-day  by  saying  that  as  soon  as  I 
am  financially  able — if 
thiat  time  ever  comeg. 
— I  shalU  go  back  to, 
my  first  love  —  the 
news  end — just  as  fast 
as  the  Supreme  Being 
will  permit  me  to. 

But  this  newspaper 
training  has  given  me 
an  experience  w\iich  is 
of  great  service  in  the 
advertising  field  It 
has  given  me  the  abil- 
ity to  understand  the 
psychology  of  things  in 
general  and  especially 
the  greatest  bone  of 
contention  which  busi- 
ness papers  have  to 
content  with.  T  am  re- 
ferring to    the  Press 


Nova  Scotia  Furnishing  Company  Limited 

Offer  10  Days  of  Golden  Opportunity! 
Splendid  Furniture  M  Substantial 
Savings  in  The  Great 


While  Enamelled  Beds 
Helow  Factors  Cost! 


$4.95 


Sili  5(trt«  W«dO€a4tv.  February  4[h.^r  Stop*  Suturdiiv  Fdinivv  I4tl; 
LiVine  Rfum  SaiYSlOOOon  Man,  A>,i«"uiu  ftugs  Raiwed 
SulU  Savittfis        a  Lounge-  '^T^J^  gy— 


fioMuwilirt 


Rag  Rugs 
Half  Price 


Nova  Scotia  Furnishing  Company  Ltd. 


448-450  Barrington  St 

Tht  Borne  oj  Distwctive  Furniturt 


Till'  Nova  Scotia  Furnishinj;  Co.,  of  Halifax,  a  week  or  two  ago  took 
ii  two-page  spread  to  draw  attur.lion   lo  the  opening  of  their  "Becon- 
slr-.iction  Siilo."     This  proved  a  gnod  business  venture  (or  the  company 
and  emphasized  the  value  they  place  on  their  advertising. 


Agent.  I  have  cussed  him  as  much  as  any  of  you  be- 
cause I  realized  in  my  newspaper  days  that  he  was 
usually  seeking  something  for  nothing  although  I  also 
appreciated  the  fact  that  he  was  a  necessary  evil. 

In  ray  present  work  I  have  pounded  my  typewriter 
in  much  the  same  manner  as  does  the  press  agent.  But 
— I  have  the  satisfaction  of  knowing  that  not  once 
have  I  asked  a  Business  Paper  to  print  one  of  my 
stories  unless  the  story  had  enough  merit  to  warrant 
jniblication.  Never  have  I  urged  publication  because 
I  represented  a  firm  ivhich  was  advertising.  I  have 
had  many  stories  hoisted  into  the  waste  basket  just 
as  I  have  thrown  those  of  others.  T  have  never  wailed 
over  it  because  I  know  that  only  the  man  behind  the 
editorial  desk  was  capable  of  judging  just  Avhat  he 
wanted  to  prmt  and  just  what  he  should  print. 

Right  here  permit  me  to  say  that  I  believe  the  Busi- 
ness Paper  which  positively  refuses  to  print  anything 
because  a  manufacturer's  name  is  connected  to  the 
story  is  as  narrow  as  that  paper  which  will  print  anv 
thing  so  long  as  the  manufacturer  mentioned  is  one 
of  its  advertisers.  The  one  blindfolds  his  eyes  and 
the  other  sells  his  soul.  T  believe  business  papers 
have  the  mission  of  educating  and  informing  certain 
lines  of  endeavor  on  subjects  of  vital  interest  to  that 
line.  To  properly  fulfill  that  mission  the  paper  mast 
disseminate  information  Avhich  is  interesting  or  edu- 
cational to  that  li'.ie  whether  it  concerns — manufac- 
turer— dealer  or  ■ — consumer. 

However,  I  am  not  here  to  tell  you  how  to  run  yoar 
papers.    That  would  be  presumptuous  on  my  part. 

Gentlemen,  the  firm,  I  represent  has  the  greatest  . 
confidence,  respect  and  adoration  for  America's  busi- 
ness papers  and  especially  those  having  to  do  with  its 
own  line  of  production.  I  am  representing  the  Lloyd 
Manufacturing  Company,  of  Menominee,  Michigan. 
As  our  president,  Marshall  Burns  Lloyd,  has  ap^h^ 
said,  "most  people  are  serving  us  without  pay  and 

they  don't  know  it." 
We  are  producers  of — 
baby  carriages  —  the 
first  method  of  locomo- 
tion for  America's  hu- 
manity. 

Now  then,  wh,v  do 
we  believe  in  Business 
Papers? 

First — B  e  c  a  u  s  e, 
through  their  aid  we 
have  become  the  best 
known  baby  carriage 
uiannfacturers  in  the 
world. 

Second — B  e  c  a  u  s  e, 
we  have  been  aided  ma- 
terially by  Business 
Papers  in  increasing 
niir    i)iisiness  700  per 


PurcKaa«  Stored  uid  InsurcdFREE  U6til  Mly  Pint.  l-WO 


Magnifu-enl  Phrmngrapti 
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cent,  in  two  and  one-half  years,  thns  growing  from 
one  of  the  many  small  to  the  largest  manufacturers  of 
woven  baby  carriages. 

Third — Re^anse,  through  business  papers  we  hiive 
been  able  to  spread  che  word  of  Mr.  Lloyd's  wonder- 
ful inventions  so  that  the  sale  of  foreign  rights  nov/ 
total  nearly  .+2,000.000  for  the  inventor.  Right  here 
in  my  hand  is  the  actual  story  published  in  Package 
J\[aga/ine  of  Milwaukee  which  resulted  finally  in  the 
sale  of  British  patent  lights  for  $1,500,000.  Through 
this  transaction  I  claim  to  have  written  a  story  which 
has  produced:  as  great  a  fortune  as  any  story  ever 
v\'ritten  by  an  advertising  man. 

With  such  great  results  accruing  to  us  why  shouldn't 
we  believe  in  business  papers?  We  wovild  be  ungrate- 
ful wretches  indeed  if  Ave  did  not  have  the  moral 
courage  and  decency  to  freely  admit  that  the  Business 
Paper — the  FurnitiTre  section  of  that  group  especi- 
ally— had  been  the  means  through  which  we  have 
made  the  most  of  our  possibilities. 

While  our  success  through  the  use  of  Business 
Papers  has  been  more  or  less  a  miraculous  one,  I  do 
not  wish  to  infer  that  any  concern  would  have  the 
same  results.  They  might,  but  T  will  not  go  on  record 
as  prophecying  that  they  would.  T  know  that  ceiiain 
elements  enter  into  our  proposition  which  have  help- 
ed the  Busine-ss  Papers  help  us.  First,  we  manufac- 
ture an  article  which  contains  a  tremendous  amount 
of  human  intere.st ;  second,  we  produce  these  articles 
by  methods  difilerent  from  ail  other  manufacturers, 
and  third,  because  our  whole  proposition  is  wrapped 
about  an  inventor  and  some  of  his  inventions. 

So  pertinent  are  ther.e  inventions  and  so  much  more 
pertinent  is  the  inventor  to  my  subject,  "Getting  Re- 
sults from  Business  Papers,"  that  you  will  have  to 
bear  with  me  while  T  tell  the  story  in  a  few  brief  wor'Is. 

Marshall  Burns  Lloyd,  our  president,  was  not  born 
with  a  silver  i-poon  in  his  mouth.  His  parents  were  so 
poor  that  young -Marshall  had  to  (piit  school  wheu  a 
boy  and  go  to  Avork.  His  first  job  was  that  of  a  fish 
peddler.    Then  he  haAvked  soap  on  the  streets  of  To- 
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One   of   the   itrins   from    the  leud   funiitiin'  line 
made  liy  'I'he    .1.   U.  Wats'.n   Furniture  Co.,  Ltd.. 
Kincardine,  Ont. 
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ronto,  sold  jewelry  and  groceries  from  a  covered 
wagOTi  to  Canadian  farmers,  carried  mail  by  dog 
train  oyer  snoAv  SAA^ept  lands  before  the  days  of  rail- 
roads, acted  as  a  waiter  in  Winnipeg  hotels,  became 
a  successful  real  estate  man  there,  then  a  farmer  in 
the  Dakotas,  a  shoe  clerk  in  Minneapolis,  an  unkno*vn 
inventor  and  a  small  manufacturer  in  that  famous 
flour  city,  a  baby  carriage  maker  in  Monomin'-e. 
Michigan,  and  now  a  prominent  inventor  and  a  Avealthy 
manufacturer. 

Mr.  Lloyd's  inventive  genius  has  ever  been  with  him 
but  it  AA'as  in  Minneapolis  where  he  first  became  no- 
ticed as  one  of  ability.  He  produced  a  new  method 
and  machine  for  coiling  wire  bed  springs,  thus  revo- 
lutionizing thf  industry.  He  next  brought  fame  to 
himself  in  18P6  when  living  in  Menominee.  Michiersn. 
to  Avhich  place  he  had  moved  his  bay  carriage  factory, 
in  order  to  get  more  financial  backing.  In  this  ]Michi- 
gan  toAvn  he  iuA'ented  a  ncAV  method  for  producing 
til  in  ganged  and  seamless  st^^el  tubing.  Before  com- 
pleting it  he  needed  money  and  Avhen  he  anplied  to 
the  steel  kings  he  Ava,s  dismissed  from  a  Pittsburg 
office  as  "insane.''  But  the  other  fellows  have  since 
been  insane  enough  to  pay  this  Avise  old  inventor 
iiiany  hundreds  of  thousands  of  dollars  in  order  to  iise 
his  patents. 

The  greatest  stroke  of  this  master  mind  Avas  Avhen 
it  solved  the  problem  of  producing  Avicker  articles 
and  AveaAnng  them  by  machinery.  From  the  days 
when  Jochobed,  mother  of  Moses,  avoa'c  the  basket 
into  which  she  sent  that  great  prophet  adrift  on  the 
River  Nile — wickers  have  been  Avoven  by  hand  and 
b.v  the  same  old  method.  Not  a  single  imi)rovemcnt 
lias  been  made  in  the  art  although,  of  course,  ncAv 
articles  Avere  brought  forth.  This  made  Avicker  Aveav- 
ing  a,s  old-fashioned  as  any  art  in  the  Avorld.and' — since 
it  followed  the  ideas  of  the  ancients  it  Avas  sIoav,  cum- 
bersome, costly  and  imperfect  so  far  as  ancient  arts 
ai  e  compared  Avith  modern  methods. 

Well  this  inventive  giant  solved  the  problem.  He 
brought  forth  two  inventions,  one  covering  a  new 
method  of  producing  Avicker  articles  and  the  other 
a  loom  for  Aveaving  Avickers.  The  result  is  that  Are 
are  able  to  produce  baby  carriages  of  the  finest 
wickers  and  woven  Avith  absolute  perfection  in  a  mat- 
ter of  minutes  Avhile  the  other  felloAvs  take  hours  for 
the  same  job. 

What  is  the  result? 

It  has  enabled  us  to  use  the  A'ery  best  materials,  add 
all  kinds  of  refinements,  use  the  finest  of  Avickers  and 
still  sell  at  prices  equal  to  or  lower  than  those  car- 
riages made  of  the  coarsest  reeds.  This  is  true  be- 
cause the  costliest  thing  about  a  baby  carriage  is  the 
Aveaving  of  the  wickers.  We  OA'ercame  this  tremend- 
ous problem  by  inventiA'e  gen'ius  and  nOAv  that  Avhich 
costs  the  most  for  others  is  (m\y  a  mere  item  Avith  ns. 

All  this  sounds  like  a  press  agent  yarn,  but  I  felt 
it  necessary  to  tell  the  story  so  as  to  show  you  our 
]ieculiar  position.  And  so  that  you  might  more  clear- 
ly understand  the  remarkable  service  rendei'ed  us  b.v 
liusiupiss  Papers.  For  j)roof  of  my  statements  I  refei' 
you  to  the  Scientific  American,  Furniture  Trade 
Papers,  Encyclopedia  Americana,  or  CA-en  the  Ford 
Weekly  if  you  care  to  inve.stigate  further.  This  all 
sounds  as  though  I  AA^ere  trying  to  sell  you  a  Ijloyd 
Loom  Woven  Baby  Carriage.  I  am  not.  After  look- 
yon  over  T  don't  think  you  have  need  for  bab\'  car- 
1  iaaes. 

Mr.  Lloyd's  remarkable  Avicker  inventions  came  into 
being  a  little  more  than  two  years  ago.    He  Avas  the 


July,  1920 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER 


43 


only  man  in  his  institution  who  had  enough  confi- 
dence in  his  inventions  to  be  willing  to  east  all  other 
articles  woven  by  the  old  Joehebedian  method  into 
discard.  He  was  discouraged  from  pursuing  this 
eoui-se  so  both  the  new  line  and  the  old  were  manu- 
factured. True,  if  his  own  eo-workers  did  not  have 
entire  faith  in  his  inventions  how  could  others? 

The  members  of  his  firm,  however,  did  realize  that 
the  newly  produced  articles  would  sometime  be  the 
only  output  of  the  institution.  They  knew  that  it 
offered  the  best  possibilities  for  development.  They 
knew  that  they  had  a  prize  which  few  m.en  draw. 
But  how  to  get  it  .started  and  how  to  push  it  were 
problems  which  were  mighty  perplexing. 

Remember,  please,  that  the  Lloyd  Company,  at  that 
time,  was  not  taking  advantage  ot  discounts.  Instead 
it  was  lucky  if  it  was  able  to  borrow  enough  money 
with  which  to  meet  the  most  pressing  obligations. 
This  meant  the  firm  was  long  on  ideas  and  oppor- 
tunities but  short  on  cash.  Much  study  on  how  to 
best  exploit  the  possibilities  showed  that  there  were 
two  methods  of  placing  the  new  article  on  1he  floors 
of  the  American  merchants. 

-  The  first  was  by  advertising  nationally  and  creating 
a  consumer  demand  wliich  Avould  force  dealers  to 
handle  the  article.  This  I  vrould  term  as  the  "p;ish- 
ing"  method  because  it  would  force  the  dealer  to  sell 
the  article  whether  he  wanted  to  or  not.  This 
method  has  .special  advantages  which  make  it  the  pro- 
per one  to  pursue  in  some  cases.  But  when  you  re- 
member that  only  one  in  every  90  persons  is  interest- 
ed in  baby  carriages;  1hat  no  one  medium  covers  the 
field  of  consumer;  chat  it  requires  thousands  and 
thousands  of  dollars  to  create  a  consumer  demand,  and 
when  you  remember  that  our  company  did  not  have 
that  money  you  can  readily  see  why  we  could  not 
follow  oat  that  course. 

The  second  aveime  of  securijig  distribution  Avas  to 
interest  the  dealer  before  a  consumer  demand  v/as 
created.  This  I  would  term  the  "pulling"  method 
because  when  you  interest  the  dealer  first  and  get  him 
taking  a  new  article  you  have  him  acting  on  his  own 
initiative  rather  than  being  forced  by  consumers  to 
sell  that  article.  This,  we  soon  learned  would  not 
accomplish  certain  things  which  the  first  named 
method  Avould,  but  we  also  found  it  would  pave  the 
way  for  distribution  'at  an  expense  which  could  not 
be  compared  Avith  the  first.  Therefore,  this  second 
method  was  the  one  we  decided  to  pursue. 

We  began  by  mailing  literature  to  a  selected  list 
of  dealers.  The  literature  concentrated  its  attack  on 
interesting  the  dealer  in  the  tAvo  inventions  rather 
than  in  their  product.  We  then  drove  homo  the  fact 
that  they  produced  Avicker-woven  baby  carriages  b>- 
macliiriery  wliile  other  manufacturers  required  hours. 
When  we  thought  we  iiad  created  an  interest  in  the 
inventions  we  began  to  j)ou)Td  away  at  the  product 
of  the  loom.  We  su))j)Iemented  the  attack  by 
selecting  a  few  trade  papers  in  Avhich  to  tel! 
the  story  month  after  month.  Then  Ave  foi'iul 
that  tlie  latter  wer^^  more  valuable  than  the  broad- 
sides because  tiiey  reached  the  best  and  mo.st  pro- 
gressive dealers,  because  they  gave  us  a  more  dignified 
standing  and  because  rhe_y  carried  our  messages  at 
regular  intervals. 

Right  here  T  Avant  to  impress  upon  you  that  Ave  have 
made  it  a  jK)int  to  use  the  best  art  Avork  and  copy 
that  money  could  buy  for  our  Business  j'apcr  ad- 
vertising. Too  many  manufacturers  write  their  Busi- 
ness Pai)er  cop>-  on  an  old  envelope  using  chiefly  their 
najne  ami  address.    This  is  ■!  s'^rions  niislnl.Tc  in  ui\ 


humble  estimation.  I  am  sure  that  our  wonderful  re- 
sults have  proven  that  high  class  copy  costing,  as  a 
rule,  more  than  the  scope  it  occupies  is  well  worth 
the  money  expended. 

When  our  financial  standing  improved  Ave  added 
more  papers  until  finally  we  were  running  page  ads 
CA^ery  month  in  every  Business  Paper  given  over  the 
Furniture  Trade.  Results  came  by  mail.  Our  sales- 
men found  the  trade  papers  had  paved  the  way  for 
them  and  thai",  the  dealers  knew  .almost  as  much  about 
the  Lloyd  im^eiitions  as  they  did.  Our  salesmen  found 
the  best  dealers  interested  and  Avilling  to  place  a 
samjDle  order.  Bu.siness  grcAv  in  leaps  and  bounds  and 
it  is  especially  important  to  knoAV  that  business  grew 
many  fold  during  the  last  year  of  the  Avar  when  the 
number  of  births  was  lower  in  percentage  to  the  popu- 
lation than  at  any  time  since  the  Civil  War. 

NoAv  remember,  aa  c  increased  our  output  nearly  700 
per  cent,  in  order  to  meet  the  groAving  demand  and 
we  did  .so  by  gaining  the  confidence  of  dealers  throu.gh 
Business  Papers.  To  be  sure  avp  had  the  article  to 
back  up  the  story,  but  just  the  same  the  Business 
Papers  opened  up  the  avenue  through  which,  T  am 
frank  to  admit,  a  golden  stream  of  business  has  been 
pouring  ever  since.  The  Bvisiness  Papers  have  en- 
abled us  to  connect  up  Avith  foreign  corporations  re- 
sulting in  the  sale  of  foreign  patents  for  nearly 
>|^.2,000.000.  The  Business  Papers  have  given  us  an 
un(|uestioned  standing  Avith  Baby  Carriage  dealers. 

With  those  results  before  us  Avhy  shouldn't  Ave  have 
the  greatest  confidence  and  respect  for  America's 
Business  Papers'?  We  don't  think  that  the  papers 
given  over  to  the  furniture  trade  can  accomplish  more 
wonders  than  those  haA-ing  to  do  Avith  other  lines.  We 
know  that  Ave  have  accrued  results  bordering  on  tne 
wonder  stage,  but  after  analyzing  the  situation  we 
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No.    527(4 — -Vn    upliolstpvcd    arm    cliair,    neatly  (Irsifiiicd 
and    artistically    c-i'M'rcd    frcini    Snydrr    I'.tos.  ^'|lll(ll^tl■riIlC 
Co.'s  lini-, 
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are  not  so  coinpletely  overcome  with  amazemeiit. 
May  I  ask  you  men  of  the  Business  Papers  if  it  is  not 
one  of  your  reasons  for  existence  to  do  just  such 
things  as  you  have  done  for  us?  To  me  it  seems  quite 
the  natural  thing  for  there  are  no  periodicals  v^^hich 
reach  a  detinite  class  Jike  those  you  publish.  Hence, 
•it  seems  only  proper  to  me  that  a  manufacturer  should 
use  your  papers  if  ho  is  at  all  interested  in  reaching 
those  persons  who  sell  the  things  he  makes. 

NoAV,  gentlemen,  T  have  told  you  my  story.  Since 
wc  have  secured  the  favor  of  the  dealer  and  have 
been  al)le  to  sell  and  re-sell  him  many  times  we  have 
naturally  built  up  a  large  and  profitable  business,  but 
have  not  been  content  to  .sit  by  and  permit  the  dealei' 
to  do  it  all.  Our  financial  condition  permits  u.s  to 
prove  our  co-operative  spirit  and  faith  in  advertisitig 
by  not  only  continuing  our  Business  Paper  advertis- 


ing but  ill  trying  to  do  this  by  awakening  a  desire  f.)r 
them  on  the  part  of  the  consumer  by  advertisuig 
nationally  in  127  of  the  largest  newspaper.s  in  America 
and  in  many  of  the  best  known  magazines  dealing 
Mith  affairs  of  women.  Incidentally  this  is  our  first 
year  as  a  national  advertiser  and  incidentally  as  new 
as  we  are  in  this  field  yet  our  appropriation  for  ad- 
vertising is  already  twice  as  great  as  that  of  all  our 
competitors.    This  proves  our  faith  in  advertising. 

We  have  found  to  the  supei-lative  degree — that  ad- 
vertising pays.  We  have  found  that  it  is  worth 
while  advertising  nationally  in  order  to  help  our 
dealers  sell  goods,  but  we  have  not  lost  sight  of  the 
fact  that  the  greatest  avenue  of  distribution  has  been 
a]]d  always  will  be  opeiied  through  the  Business 
Papers  of  America. 
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Suggestions  from  the  Methods  of  Other  Dealers 

I  Guessing  contest  and  other  stunts  | 
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FOR  a  number  of  years  the  annual  guessing  compe- 
tition at  J.  F.  Cairns'  department  store  at  Saska- 
toon, Sask.,  has  never  failed  to  attract  a  great 
deal  of  interest  in  all  parts  of  the  Province.  While  the 
methods  are  very  much  the  same  from  year  to  year,  yet 
it  is  different  in  that  the  amount  of  grain  to  be  guessed 
at  varies  with  each  competition. 

For  the  last  season  a  glass  container  was  sealed 
which  held  exactly  17  pounds  of  the  finest  wheat  it  was 
posible  to  obtain.  The  object  of  the  contest  ^vas  to 
guess  how  many  grains  of  wheat  there  were  in  the  con- 
tainer. 

The  competition  lasts  about  six  weeks,  and  with 
every  purchase  of  one  dollar  a  guess  is  allowed,  so  that 
it  draws  a  very  large  amount  of  business  as  the  public 
iiaturally  figure  that  the  more  guesses  they  have  in  the 
greater  the  chance  of  winning  one  of  the  prizes,  which 
are  well  worth  while ;  the  first  is  $1,000  cash,  while  the 
others  range  from  that  amount  down  to  a  few  dollars. 


HOME  BEAUTIFUL  WEEK 

A  "Home  Beautifnr'-week  was  recently  conducted 
by  an  Iowa  dry  goods  house.  Here  is  a  suggestion 
that  Canadian  furniture  dealers  might  adopt,  for 
what  makes  a  home  moip  beautiful  than  beautiful 
furniture  ? 


THEY'LL  REMEMBER  YOUR  LOCATION. 

It  is  the  unusual  that  attracts  attention — when 
things  are  out  of  the  natural  order.  Did  you  ever 
think  of  lasing  a  reverse  twist  in  announcing  the  loca- 
tion of  your  store?  Perhaps  you  have  been  advertis- 
ing "Opposite  the  City  Hall."  Then  why  not,  for 
the  variety  of  the  thing,  change  the  order  and  an- 
nounce "Citj^  Hal]  opposite  us."  Or  "First  National 
Bank  next  to  us."  Or  "The  postoffice  is  two  doors 
Avest  or  us." 

CHANCE  FOR  FURNITURE  SELLING  v 

One  thousand  homes,  or  all  sizes  and  prices,  say.s  a 
Wind.sor,  Ont.^  despatch,  wjU  he  erected  in  the  border 


cities  (Windsor,  Walkerville,  Sandwich  and  Pord 
City)  this  year,  according  to  plans  being  formulated 
by  the  border  ehaniber  of  commerce,  the  city  council 
and  different  manufacturers.  The  actual  cost  will  be 
about  $5,000,000,  of  which  Windsor  will  provide 
$2,000,000  for  500  houses.  Walkerville  $1,500,000  for 
000  houses.  Ford  Citv  $500,000  for  100  houses,  and 
Ojibway  $500,000  for  100  houses. 


FILL  MR.  WISE  BUYER'S  SHOES. 

An  unusually  large  pair  of  shoes  Avill  attract  atten- 
tion at  any  time  but  the  exhibit  is  more  inviting  if 
there  is  a  pertinent  sign  with  it.  If  you  ean  get  hold 
of  an  extremely  large  pair  of  shoes  and  put  them  in 
j^our  window  people  will  stop.  For  one  thing  the 
present  prices  of  leather  will  cause  comment  as  to 
what  they  cost.  Second,  the  appearance  of  a  pair  of 
.'-hoes  in  your  window  will  be  unusual.  You  ean  use 
this  idea  to  advertise  the  shoe  dressing  you  sell  or 
3'ou  can  connect  it  with  general  .store  talks.  For  in- 
stance, you  can  start  off  your  signs  with : 

Get  a  good  footing  on  the    subject,  etc. 

Fill  Mr.  Wise-Buyer's  Shoes^He  uses  

A  perfect  understanding — We  guarantee  satisfaction 
with  


SHOWING  FAITH  IN  YOUR  LEADER. 

Have  you  some  article  that  you  have  a  lot  of  faith 
in — one  that  you  feel  that  you  can't  push  too  strongly? 
And  have  you  a  lot  of  pictures  of  your  store — either 
on  old  letter  heads,  circulars,  etc.  ?  Or  have  you  a  cut 
from  which  your  printer  could  quickly  run  off  a  hun- 
dred pictures  of  the  store.  Place  the  article  which 
you  think  is  so  meritorious  in  the  window  along  with 
the  100  pictures. 
Then  make  a  large  placard: 

IF  WE  HAD  100  STORES 

THIS  WOULD  BE  OUR  LEADER 

IN  EVERY  ONE  OF  THEM. 
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A  FURNITURE  TOWN  BECOMES  A  CITY 
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Owen  Sound,  Canada's  latest  City,  a  noted  furniture  manufacturing  centre — Its  industries. 
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O WEN  SOUND,  Out.,  on  July  1st  became  an  in- 
corporated city,  and  to  show  its  progressiveness 
received  its  charter  via  airoplant.  The  latest 
Canadian  baby  city  is  a  furniture  and  woodworking 
centre  in  every  sense  of  that  phrase.  With  its  popu- 
lation of  over  10,000  it  has  four  furniture-making  fac- 
tories, two  other  woodworking  plants  and  a  number 
of  sawmills. 

We  need  not  specialize  on  the  form  the  celebration 
of  Owen  Sound's  entry  into  eitydom  took — the  daily 
papers  did  that  for  us — but  will  briefly  confine  our 
remarks  to  a  description  of  its  furniture  industries. 

With  four  of  the  factories  making  furniture,  three 
of  them  specialize  in  their  particular  lines.  The 
North  American  Bent  Chair  €o.  devote  themselves  to 
the  production  of  large  quantities  of  bentwood  chairs, 
and  during  the  war  and  since  have  added  some  newer 
lines.  The  North  American  Furniture  Co.;  with  the 
largest  plant  in  the  city,  make  a  full  line  of  both 
medium  and  high  grade  case  goods.  The  Ov/en  Sound 
Chair  Co.,  as  their  name  implies,  specialize  on 
chairs ;  and  the  Na^^ional  Table  Co.  produce  a  line  of 
library,  dining  and  other  tables. 

Where  Bent  Chairs  Are  Made 

The  North  American  Bent  Chair  plant  has  super- 
seded and  supplanted  a  line  of  furniture  that  had 
come  to  make  Austria's  nam.e  prominent  in  the  in- 
dustrial and  commercial  world.  This  was  brought 
about  not  only  because  of  the  war,  but  also  beeause  of 
the  fact  that  this  Owen  Sound  factory  was  turning 
out  a  line  of  furniture  that  competed  successfully 
with  Austrian  bent  wood  chairs.    Not  in  Canada  only 


has  this  factory's  business  grown,  but  as  well  in 
Great  Britain  and  foreign  lands  that  formerly  were 
the  preserves  of  the  Austrian  line. 

The  North  American  Bent  Chair  Co.  was  establish- 
ed in  1891  by  J.  C.  and  A.  B.  Hay.  Although  they 
have  been  engaged  in  making  bent  chairs  ever  since 
they  stai'ted  business  it  is  comparatively  of  recent 
date  that  they  began  to  manufacture  chairs  similar  to 
the  Austrian  designs.  Any  one  visiting  their  factory 
and  noticing  the  line  of  stock  they  carry  would  think 
that  there  was  little  necessity  for  them  to  duplicate 
the  patterns  of  foreign  makers.  The  extent  of  their 
business  is  considerable,  and  the  designs  are  constant- 
ly being  changed.  As  soon  as  one  loses  its  popularity 
it  is  discontinued,  and  other  designs  take  its  place. 
The  market  for  diflPerent  patterns  of  this  class  of  chair 
is  almost  as  fickle  as  are  the  fashions  of  Paris.  Their 
designs  include  special  patterns  for  restaurants,  lunch 
rooms,  and  also  folding  chairs  for  steamers. 

Much  of  the  company's  output  is  exported  to  South 
Africa,  Great  Britain,  East  and  West  Africa,  West 
Indies  and  New  Zealand.  The  company's  line  is  a 
complete  on^^,  and  the  cheaper  classes  of  chairs,  even 
in  the  lighter  designs,  are  notable  for  their  rigidity. 
Although,  like  other  firms,  they  found  their  business 
adversely  affected  durijig  the  war,  the  company  were 
able  to  keep  practically  the  whole  of  the  factory  in 
operation.  Their  normal  force  of  workers  numbers 
about  three  hundred. 

The  company's  factoi-y  is  a  four-storey  building,  of 
brick  construction,  situated  between  First  Avenue 
west  and  the  Grand  Trunk  Railway  and  shipping  dock 
on  Georgian.  Bay.    The  first  floor  is  devoted  to  a  saw- 
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mill,  nutting-  department,  veneer  department,  bend- 
ing department,  making  up  of  solid  seats,  lathe  room, 
packing  room,  and  rubbing  department.  The  company 
cut  a  considerable  number  of  logs  from  their  own 
limits  into  lumber  and  veneers  for  their  own  use. 

From  the  saw-mill,  lumber  goes  to  the  kiln  for 
drying,  and  thence  to  the  cutting  department,  where 
it  is  sawn  up  into  the  various  sizes  required.  The 
seats  are  jointed  and  glued  up,  and  the  spindles  are 
sawn  and  go  down  to  the  gauge  lathes  at  the  other 
end  of  the  department.  All  Avork  for  bending  is  sized 
and  dressed  and  trucked  into  the  bending  room.,  whore 
it  is  steamed  and  bent  around  forms,  clamped  to- 
gether, and  allowed  to  dry  in  position.  All  the  wood 
is  steamed  before  bending,  and  in  this  connection  it 
may  be  said  that  the  chief  difficulty  in  the  produc- 
tion of  the  Austrian  designs  are  the  short  bends  at 
the  top.  which  are  always  apt  to  break.  This  requir- 
ed a  good  deal  of  experimental  work  before  success- 


A  large  area  on  the  first  floor  is  taken  up  by  the 
shipping  room.  Here  all  carloads  are  assembled,  and 
also  cases  made  up  for  export.  The  chairs  are  not 
rubbed  until  required  for  shipment,  so  that  all  varnish 
has  ample  time  to  harden  thoroughly.  After  rubbing, 
such  chairs  as  are  to  be  .shipped  abroad  are  knocked 
down  and  packed  in  cases.  This  is  where  the  cores 
from  the  veneer  lathes  are  used  up.  The  cores  ar*' 
sawn  into  boards,  which  are  afterwards  cut  to  size 
to  make  up  packing-cases.  Quite  a  number  of  chains 
can  be  got  into  one  packing-case  when  knocked  down. 

Nearly  all  the  sanding  and  bandsawing  is  carried 
on  on  the  second  floor.  A  inimber  of  handsaws  are 
used  on  the  curved  work  in  this  department. 

Other  machines  are  the  multiple  boring  machines, 
which  will  bore  four,  eight  and  twelve  holes  at  once, 
at  varying  angles.  One  room  on  this  floor  is  given 
over  to  the  weaving  of  cane  for  chair  bottoms  and 
backs. 
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=  The  factories  of  the  Owen  Sound  Chair  Company  on  the  left,  and  the  North  American  Furniture  Company  on  the  right  = 
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ful  results  were  obtained,  but  now  that  it  is  possi])le 
to  produce  this  type  of  chair,  Great  Britain,  as  well 
as  other  countries,  affords  a  good  market. 

A  battery  of  hydraulic  steam  heated  back  bend- 
ing presses  are  in  use  m  addition  to  some  screw 
presses  used  in  bending  special  shapes.  In  the  slat 
presses  t'.o  wood  is  placed  between  several  shaped 
iron  plates  kept  hot  by  steam.  When  the  press  is 
filled  and  the  pressure  applied  the  steam  is  turned 
on  and  the  stock  allowed  to  remain  in  the  press  until 
thoroughly  dried  and  set.  In  bending  Avith  the 
screw  presses  the  stock  is  bent  around  solid  form.s, 
ami  retained  with  outside  bands  and  clamps,  which 
can  be  taken  from  the  press  and  left  on  the  Avood 
nntil  set.  The  cutting  department  inchides  rip  and 
cross  cut  saAvs,  shapers,  glue  jointers,  etc.  A  consid- 
erable number  of  gauge  lathes  are  employed  in  turn- 
ing spindles. 

A  complete  veneer  cutting  department  is  e<|uipped 
with  a  Merritt  rotary  peeler  and  a  drying  room.  In 
connection  Avith  tliis  also  there  is  a  small  mechanical 
glue  spreader  and  scrcAV  press  for  making  threo-ply 
stock  for  chair  .seats.  The  factory  includes  a  complete 
machine  .shop,  fully  e<|uipped  for  repairing  and  build- 
ing all  kinds  of  special  machinery,  Avhich  is  for  use 
in  the  factory. 


The  fini.shi)ig  room  is  situated  at  one  end  of  th*^  top 
floor,  and  is  provided  Avith  a  fume  box  and  dipping 
tanks.  Nearly  all  the  staining  and  varnishing  is  done 
by  dipping.  Some  of  the  bent  chairs  are  fini.shed 
Avith  a  fume  stain,  AAdiich  gives  them  every  appear- 
ance of  Avalnut  Avhen  finished. 

The  company's  export  trade  makes  considerable 
extra  work  in  jiackiiig,  each  chair  being  taken  apart 
and  the  corresponding  pieces  numbered  Avith  a  punch. 
The  whole  thing  fits  so  tightly  that  the  last  fcAv 
spindles  sometimes  recpiires  careful  persuasion  Avith  a 
mallet  before  they  Avill  enter  the  case. 

Modern  Furniture  Plant 

Oavcu  Sound's  largest  furniture  factoiy  is  the 
North  American  Furniture  Co.'s  plant.  The  out- 
A\'ard  appearance  of  the  factory,  Avhich  is  of  brick  and 
stone  construction,  giA'Cs  a  most  reliable  indication  of 
the  efficient  and  businesslike  Avay  in  which  the  Avhole 
(if  this  mandfacturing  concern  is  conducted.  Al- 
though the  company  is  closely  connected  AA-ith  the 
Owen  Sound  Chair  Co.  and  both  are  under  the  man- 
agement of;  II.  B.  Smith,  the  tAvo  factories  are  oper- 
ated as  independent  units,  each  having  its  own  yard, 
dry  kiln  and  power  house. 

The  North  American  Furniture  Company  Avas  or- 
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ganized  and  the  factory  built  nine  years  ago.  The 
main  factory  is  four  storeys  high,  420  feet  long  by  60 
feet  wide.  One  of  the  most  striking  points  to  any  one 
entering  the  factoiy  i.s  the  height  of  all  the  ceilings 
and  the  absence  of  dust  either  in  the  atmosphere  or  on 
the  floors.  When  the  factory  R'.as  built  no  ett'ort  was 
spared  to  get  the  best  that  v>ras  to  be  had  in  the  way 
of  factory  construction  and  machinery.  Mr.  Smith, 
together  with  J.  A.  Minchner,  superintendent  of  the 
furniture  factory,  and  F.  W.  Harris,  superintendent 
of  the  chair  factory,  spent  two  or  three  weeks  investi- 
gating many  types  of  woodworking  machinery  in  the 
actual  course  of  manufacture. 

The  power  plant  represents  the  most  modern  i)rae- 
tice  in  the  Avay  of  .ruel  economy.  Every  pound  of  fuel 
is  made  to  do  its  work,  whether  coal  or  wood  refuse. 

The  output  of  this  factory  consists  of  a  full  line  of 
medium  and  high-grade  furniture  for  the  dining- 
room,  hall,  bedroom  and  library,  in  mahogany,  Cir- 
cassian walnut,  American  walnut,  and  plain  and  se- 
lected quartered  wliite  oak.  A  considerable  stock  of 
valuable  hardwood  is  kept  nn  liand  in  the  yards,  and 
a  kiln  with  a  capacity  of  275,000  feet  is  used  for  the 
purpose  of  drying. 

The  veneer  department  is  equipped  with  a  veneer 
storage  room  and  machinery  in  the  way  of  a  hydrau- 
lic press,  screw  press  and  glue  spreader. 

The  cabinet  work  is  done  on  the  second  floor,  and 
it  is  here  that  some  of  the  beauty  of  the  work  be- 
comes apparent.  Two  elevators  are  in  use  to  trans- 
port material  from  one  floor  to  another.  The  third 
and  fourth  floors  are  devoted  to  finishing,  trimming 
and  packing,  and  also  to  the  storage  of  considerable 
((nantities  of  goods  carried  in  the  white,  ready  to  be 
finished  in  anj^  style  that  may  be  needed.  All  staining 
and  varnishing  is  done  on  the  fourth  floor,  and  the 
rubbing  is  done  on  the  third  floor  after  the  varnish 
has  been  given  ample  time  to  harden. 

The  whole  of  the  factory  is  protected  by  an  auto- 
matic fire  sprinkler  system,  with  hose  houses  also  in 
the  yard.  Water  .])ressure  is  obtained  from  a  large 
tank  placed  on  top  of  one  of  the  elevator  tanks. 
Normally  the  North  American  Furniture  Co.  employ 
250  men. 

Chair  Factory  Cares  for  Employees. 

A  separate  factory  on  the  west  side  of  that  occupied 
by  the  North  American  Furniture  plant  is  that  of 
the  Owen  Sound  {'hair  Co.  The  factory  is  a  four- 
storey  building,  240  x  60  feet,  and  was  erected  about 
eight  j^ears  ago,  wlien  the  company  was  formed.  The 
design  of  it  is  simJlar  to  the  Furniture  Co.'s  plajit. 
although  operated  independently  with  its  own  iiuuiii- 
facturing  units.  Like  the  adjacent  furniture  factor}-, 
the  chair  faetoiy  was  built  with  a  view  to  giving 
pleasant  surrouiuiings  for  the  workers,  but  providing 
ample  light  and  air,  and  by  keeping  the  air  free  from 
dust. 

The  output  consists  of  high-grade  chairs  in  all 
styles  and  finishes,  chiefly  plain  and  (juartered  white 
oak,  mahogany.  (!ircassian  and  American  walnut. 
(,'hairs  are  made  for  the  dining-room,  bedroom,  hall 
and  library.  Office  chairs  and  children's  liigh  chairs 
are  also  made. 

In  the  finishing  room  most  of  the  staining  is  done 
by  dipping  in  tanks. 

The  factory  i.s  protected  by  a  fire  sprinklei-  system, 
a  tank  on  top  of  the  elevator  shaft. 

On  tlie  third  floor  are  shown  samples  ol"  eveiy  type 


of  chair  made  by  the  company,  from  nursery  high 
chairs  to  high-class  iipholstered  period  designs  and 
substantial  office  chairs. 

The  chair  factory  employs  a  staff  of  150  persons. 

National  Table  Company's  Factory. 

Tables  in  all  styles,  for  every  use,  are  the  almost 
exclusive  product  of  The  National  Table  Co.  The 
styles  made  by  them  include  massive  extension  dining 
tables  with  round  and  S(|uare  tops,  period  styles,  par- 
ticularly adapted  to  the  library,  and  all  kinds  of 
smaller  tables  for  writing  and  smoking  rooms.  The 
woods  used  are  mainly  plain  and  (juartered  oak,  with 
some  mahogajiy  and  walnut. 

The  company's  plant  is  situated  at  the  northern 
end  of  the  town,  on  the  'Canadian  Pacific  Railway.  The 
factory  is  on  the  scjuare  plan,  of  brick  eonstruction, 
and  three  storeys  high.  No  space  has  been  wasted  in 
the  laying  out  of  the  machinery;  cA'ery  inch  of  space 
is  used,  but  Avithout  crowding,  and  thus  all  work  is 
greatly  facilitated  on  account  of  the  close  proximity 
of  the  niachi]ies  for  successive  operations. 

The  National  Table  Company  was  formed    about  - 
nineteen  years  ago,  and  it  has  developed  a  complete 
line  of  tables  of  every  style  and  finish. 

The  three  floors  are  devoted  respectively  to  machine 
room,  cabinet  shop,  and  finishing  department.  The 
factorv  has  its  own  electric  light  s.vstem,  and  is  equip- 
ped throughout  with  automatic  sprinklers.  The  drv 
kiln  has  a  capacity  of  125,000  feet.  The  arrangemoit 
of  the  machines  is  sucli  that  there  is  no  loss  of  time 
or  waste  in  moving  stock  from  one  department  ro 
another. 

All  finishing  is  done  on  the  third  floor,  where  among 
other  particular  features  is  a  specially  constructed 
fume  box.  By  the  use  of  this  box  or  room  a  piece  can 
be  stained  and  shellaced  and  the  first  coat  of  varnish 
applied  on  the  same  da.v,  each  coat  being  dried  before 
the  next  is  put  on.  The  first  coat  of  varnish  is  apj)lied 
the  last  thing,  and  the  piece  is  placed  in  the  room  and 


The  home  of  the  Imperial  Phonograph  and  where  National  Tables 
are  made  for  home  and  export  trade. 


left  overnight.  The  next  nioi'iiing  the  second  coat  of 
varnish  is  applied.  The  (|ua!ity  of  the  finish  is  not 
impaired  in  any  way  by  the  method  of  drying;  on  the 
contrary,  as  each  jdece  is  dried  uiuler  the  sanu^  con- 
ditions, results  can  be  ganged  accurately  and  besides 
this  considerable  time  is  saved  in  the  whole  process. 

W.  H.  Merritt  is  maiuiging  director  of  The  National 
Tal)le  Co. 
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THE  NEW  TAX  AS  IT  AFFECTS  FURNITURE 
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Antique  and  "luxurious"  items  come  under  new  budget — Carpets  and  music  boxes  get  easement 


GREAT  changes  have  been  wrought  in  the  original 
list  of  new  taxes  which .  Sir  Henry  Drayton 
brought  down  in  the  House  of  Commons  at  Ot- 
tawa in  his  budget  on  May  18.  The  new  list  of  June 
17,  or  at  least  that  part  of  it  applying  to  the  furni- 
tui'e  trade,  is  published  below. 

No  further  amendments,  or  only  minor  ones,  are 
expected  before  the  passage  of  the  bill  including  these 
new  taxes.  Wherever  a  tax  has  been  altered  from 
what  appeared  in  the  original  list,  the  new  tax  applies 
fro}u  June  17. 

A  special  clause  gives  effect  to  date  to  all  taxes  al- 
ready collected,  and  no  refunds  will  be  made  or  ac- 
cepted. The  text  of  the  resolutions  incorporating  the 
amended  act  reads  as  follows : 

(1)  That  the  following  excise  taxes  be  imposed, 
levied  and  collected  on  the  total  purchase  price  of  the 
article  hereinafter  specified: 

(a)  A  tax  of  ten  per  cent,  on  velvets,  velveteens, 
plush,  silk  and  artificial  silk  fabrics  in  excess  of  50 
cents  per  yard;  including  tapestry  curtains,  in  excess 
of  $7.50  each. 

.Antique  Furniture  Taxed 

(b)  A  tax  of  fifteen  per  cent,  on:  Oriental  rugs; 
all  antique  furniture  of  walnut,  mahogany,  rosewood, 
ebony,  prima  vera  or  oak ;  carved  ebony  or  teakwood 
and  lacquered  furniture;  all  furniture  finished  in  gold 
leaf,  ve7-ni  martin,  or  with  ornamental  or  expensive 
inlays,  such  as  mother-of-pearl,  or  Avith  hand-painted 
decorations;  all  tables  made  especially  for  cards, 
checkers,  chess  or  other  games;  all  li(|ubr  cabinets, 
smokers'  cabinets,  tea  wagons,  sewing  cabinets,  v/ork 
tables,  piano  lamps  or  stands,  table  lamps  or  stands, 
ferneries,  jardinieres,  pedestals  and  brie-a-brac,  mad*^ 
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AUTHORITATIVE  RULING  ON  FURNITURE  TAX 

The  Luxury  Tax  which  the  retailer  will  have  to 
collect  from  the  purchaser  is  as  follows: 
15  per  cent,  on 

1.  — All  antique  furniture  of  walnut,  mahogany, 
rosewood,  ebony,  primavera  or  oak.  "Antique" 
furniture  liere  refers  to  real  antique  furniture,  not  to 
reproductions.  ■  It  does  not  refer  to  any  furniture 
made  to-day.  It  refers  to  the  age  not  to  the  design 
of  the  furniture; 

2.  — Carved  ebony  or  teakwood  and  lacquered  furni- 
ture ; 

'  3. — All  furniture  finished  in  gold  leaf,  verni  martin, 
or  with  ornamental  or  expensive  inlays  such  as 
mother-of-pearl,  or  with  handpainted  decorations ; 

4.  — All  tables  made  especially  for  cards,  checkers, 
chess  or  other  games; 

5.  — All  liquor  cabinets,  smoker  cabinets,  tea  wagon*^. 
sewing  cabinets,  work  tables,  piano  lamps  or  stands, 
table  lamps  or  stands,  ferneries,  jardinieres,  pedestals 
and  bric-a-brac,  made  of  rosewood,  primavera,  solid 
mahogany  or  ebony  or  lac(juered  or  decorated. 
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of  rosewood,  primavera,  solid  mahogany  or  ebony  or 
lacquered  or  decorated;  chinaware  and  crockery 
known  as  "Royal  Crown  Derby,  Wedg^vood,  Minto, 
Ainsley,  Limoges.  Coalport.  Pekard,  Copeland,  and 
similai'  (juality  chinaware  and  crockery  by  whatever 
name  known." 

(2)  That  the  following  excise  taxes  be  imposed, 
levied  and  collected  on  so  much  of  the  amount  paid 
for  any  of  the  following  articles  as  is  in  excass  of  the 
price  hereinafter  specified  as  to  each  such  article : 

(a)  A  tax  of  10  per  cent,  on:  Carpets  and  rugs  in 
excess  of  $6  per  lineal  yard  of  27  inches  in  width. 

Purchaser  Must  Pay 

(3)  That  the  excise  taxes  as  imposed  by  the  preced- 
ing resolutions  shall  be  paid  by  the  purchaser  to  tiie 
vendor  at  the  time  of  ,sal€  and  deliverv'  for  consump- 
tion or  use,  or  on  importation  for  consumption 
or  use  other  than  for  resale,  on  the  duty  paid 
value,  in  addition  to  the  duties  of  customs  already 
imposed,  and  by  the  vendor  to  his  jMajesty,  in  aeeord- 
anee  with  such  regulations  as  may  be  prescribed. 

(4)  That  the  following  excise  taxes  be  imposed, 
levied  and  collected  on  the  articles  hereinafter  speci- 
fied, namely: 

(b)  A  tax  of  five  per  cent,  on:  Pianos  not  exceed- 
ing $450  each,  and  organs  not  exceeding  $150  each 
(other  than  pianos  and  organs  for  religious  and  edu- 
cational purposes). 

(c)  A  tax  of  ten  per  cent,  on:  Boats.  yachtvS,  canoes 
and  motor  boats  (provided  than  on  satisfactory  proof 
being  fui'nished  that  these  articles  will  bp  used  for 
trading  or  commercial  purposes,  the  said  tax  shall  not 
be  collected)  ;  cameras  weighing  not  more  than  TOO 
pounds;  mechanical  player  pianos,  graphophones. 
phonographs,  talking  machines,  music  boxes  and  re- 
cords used  in  connection  therewith,  or  with  any  musi- 
cal instrument;  musical  instruments  (other  than  band 
instruments)  not  elsewhere  specified;  candeliers,  ex- 
cept for  church,  in  excess  of  $12  each ;  gas  and  elec- 
tric light  wall  brackets,  in  excess  of  $3  each;  gas  and 
electric  light  fixtures,  not  elsewhei'e  specified,  in  ex- 
cess of  $3  each. 

The  One  Per  Cent.  Tax 

^8) — (a)  That  in  addition  to  the  present  duty  of 
excise  and  customs  a  tax  of  one  per  cent,  shall  be  im- 
posed, levied  and  collected  on  sales  and  deliveries  by 
manufacturers,  wholesalers  or  jobhers,  and  on  the 
duty  paid  value  of  importations :  that  in  respect  of 
sales  by  manufacturers  to  retailers  or  consumers,  or  on 
importations  by  retailers  or  consumers  the  tax  pay- 
able shall  be  two  per  cent. ;  that  the  piirchaser  sh.ill 
be  furnished  with  a  written  invoice  of  any  sale,  which 
invoice  shall  state  separately  the  amou^nt  of  such  tax 
to  at  least  the  extent  of  one  per  cent. ;  that  such  tax 
must  not  be  included  in  the  manufacturers'  or  whole- 
salers' costs  on  which  profit  is  calculated;  and  the 
tax  shall  be  paid  by  the  purcha.ser  to  the  wholesaler 
or  )nanufacturer  at  the  time  of  such  sale,  and  by  the 
wholesaler  or  manufacturer  to  his  Majesty  in  accord- 
ance with  such  regulations  as  may  be  prescribed,  and 
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Marshall 


Demand  the  above  label 
on  all  Cushions,  Mattresses 
and  Box  Springs. 


Cushions 


Whether  the  Marshall  Cush  ion  IS 
made  for  Chesterfield,  Chair,  Boat 
or  Automobile — the  same  painstak- 
ing care  is  given  to  all  the  details  of 
its  manufacture.  Every  cushion  is 
labelled  and  guaranteed. 

Marshall  Ventilated  Mattress 


Chicago,  III. 


Company,  Limited 
TORONTO,  CANADA 


London,  Eng. 


such  wholesaler  or  manufacturer  shall  be  liable  to  a 
penalty  not  exceeding  |500  if  such  payments  are  not 
made,  and  in  addition  shall  be  liable  to  a  penalty 
equal  to  double  the  amount  of  the  excise  duties  unpaid. 

(b)  That  the  Minister  may  recjuire  every  manufac- 
turer Hiid  wholesaler  to  take  out  an  annual  license  for 
the  purposes  aforesaid  and  may  j)rescribe  a  fee  thei-e- 
for  not  exceeding-  ^5,  and  the  penalty  for  neglect  or 
refusal  shall  be  a  sum  not  exceeding  .1*1.000. 

(o.)  That  any  such  tax,  costs  or  penalties  may.  at 
the  option  of  the  Minister,  be  recovered  and  imposed 
in  the  Exchequer  Court  of  Canada,  or  in  any  other 
court  of  competent  jurisdiction  in  the  name  of  his 
Majesty. 

A  drawback  may  be  gr'-inted  of  the  tax  paid  on 
goods  exported,  or  on  materials  used,  wrought  into  or 
attached  to  articles  exported. 

(9)  A  staiup  tax  of  two  cenl«  be  imposed,  levied 
and  collected  on  promissory  notf^s  and  bills  of  ex- 
change, and  advanee?  made  b.v  a  baidt  b.v  way  of  over- 
draft of  the  value  of  .4:100  or  less,  and  that  a  tax  of 
two  cents  additional  be  imposed  on  ever  ^100,  or  frac- 
tional part  thereof,  in  excess  of  .^ilOO. 

CIO)  That  a  stamp  tux  of  two  cents  be  imposed, 
levied  and  collected  on  each  $100  of  face  value,  or 
fraction  thereof,  of  .stork  transferred. 
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SOME  FURNITURE  SELLING 

R.  (i.  Alexander,  buyei'  for  Rothschild  &  Co.,  Chica- 
go, recently  broke  the  world 's  record  for  furniture 
sales  by  disposing  of  -tl 00,540  worth  of  furniture  in 
one  day.  Last  year  his  department  showed  .152,000,000 
in  furniture  sales. 


Furniture  Publicity  Bureau  to  be 
Established 
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AT  a  general  meeting  of  the  Furniture  Manufac- 
turers' Association  held  in  the  Toronto  offices 
on  Juuf  10  it  was  decided  to  establish  a  Public- 
ity Bureau  and  a  committee  was  appointed  with  full 
authority  to  go  ahead  aiul  organize  si-eli  a  de]iart- 
ment.  We  understand  it  is  proposed  to  .ibtain  the 
services  of  a  highly  trained  advertising  maiiager,  one 
who  is  thoroughly  conversant  with  furniture  adver- 
tising in  all  its  phases.  Part  of  this  man's  duties  will 
be  to  assist  )nanufacturers  in  preparing  their  adver- 
tising, and  also  to  afford  full  fissistance  to'retail  deal- 
ers in  all  matters  regarding  their  advertising. 

The  services  of  this  Publicity  Bureau,  it  is  under- 
stood, is  to  be  conducted  on  a  large  scale,  and  all  the 
retail  furniture  dealers  in  Canada  Avill  be  taken  into 
the  manufacturers'  confidence  and  full  explanations 
given  of  all  details  of  their  activities.  Retail  dealers 
will  thus  be  helped  through  co-operation,  through 
suggestion  and  in  other  ways  by  the  Publicit.v  Section. 

Tt  is  expected  that  avrangenuMits  for  the  formation 
of  th\s  Bureau  will  be  pushed  forward  with  all  p(>s- 
sihle  speed,  and  that  retailers  may  look  to  receive 
fui'thei'  i)articulars  at  an  eai'ly  date. 


The  Brunswick  Canadian  Products  Co.,  Ltd.,  Wood- 
stock, Ont.,  has  obtained  an  Ontario  chai-ter  to  make 
musical  instruments.    Capital,  $500,000. 
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LONDON  AND  ST.  THOMAS  MERCHANTS  UNITE 

"Co-operation"  was  the  keynote  of  the  first  bamiuet 
of  the  newly  organized  Retail  Merchants'  Association 
of  St.  Thomas,  held  recently,  v;ith  some  one  hundred 
and  fifty  members  and  guests  in  attendance.  Co-op- 
eration, not  only  among  the  merchants  and  business 
men,  but  among  the  salespeople  and  buying  public  as 
well,  formed  the  topic  of  the  splendid  addresses  de- 
livered by  the  President,  L.  0.  Pearson,  Mayor  Frank 
L.  Brinkman,  R.  M.  Anderson  and  others. 

The  mutual  benefits  that  miist  neeessarilj^  arise 
from  a  closer  fellow.ship  spirit  between  the  St.  Thomas 
and  London  retail  merchants  was  also  discussed  and 
arrangements  made  for  the  holding  of  inter-city  ban- 
quest  and  luncheons  in  the  future. 

Public  Have  Wrong  Idea 

Mr.  Anderson's  comprehensive  analysis  of  trade  con- 
ditions as  outlined  in  his  address,  was  particularly 
interesting  and  educative.  One  of  the  great  difficul- 
ties that  retail  merchants  had  to  contend  with  was 
misunderstanding  on  the  part  of  the  buying  public,  he 
declared.  The  avei'age  person  was  sufifering  from 
■"lany  delusions  in  regard  to  the  true  position  of  the 
orekeeper.  The  public  was  suspicious  that  things 
ere  being  done  behind  its  back,  and  that  merchants 
had  combined  to  keep  the  prices  high.  Here  was  a 
big  and  worthv  task  for  the  Retail  Merchants'  Asso- 
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ciation  to  undertake,  to  clear  up  this  misconception 
and  place  the  retail  merchant  in  his  proper  place  in 
the  community. 

Retail  merchants  were  not  enjoying  any  bonanza : 
they  were  not  lying  in  a  bed  of  roses,  Mr.  Anderson 
stated.  Never  in  the  history  of  man  had  there  been 
a  time  when  conditions  were  so  trying  and  difficulties 
harder  to  face.  A  merchant  could  not  begin  to  do 
business  on  the  capital  that  sufficed  before  the  war; 
he  had  to  stake  his  capital  at  all  times,  and,  if  the 
bottom  of  the  mark^-t  fell  out,  be  thrown  on  the  side- 
walk; and  he  ran  the  risk,  in  buying  merchandLse,  of 
three  or  four  price  increases  before  the  goods  were 
delivered.  The  road  was  by  no  means  smooth,  and  the 
outlook  far  from  sunlit,  but  there  Avas  no  reason  why 
a  merchant  should  become  pessimistic  and  give  tip. 

When  People  Get  to  Work 

An  adjustment  of  conditions  was  bound  to  come 
when  the  world  got  over  being  topsy-turvy;  when  peo- 
ple decided  to^  cease  hunting  for  a  substitute  for  work 
and  decided  to  toil,  save  and  retrench.  The  entire 
solution  lay  in  work — honest  work,  and  it  applied  to 
individuals,  municipalities  and  Governments.  The 
world  could  never  advance  by  rising  prices,  shorter 
hours  of  labor  and  lessened  production.  The  obliga- 
tion rested  with  all  classes  to  make  sacrifices  for  the 
common  cause  and  common  good.  All  were  dependent 
on  each  other  and  all  would  benefit  by  co-operation. 


GREATER  CO-OPERATION  AMONG  DEALERS 

Greater  co-operation  was  the  theme  of  the  b'-ief 
address  by  J.  A.  Banfield.  furniture  dealer  of  "Winni- 
peg, and  president  of  the  Dominion  R.M.A.,  at  the 
annual  meeting  of  the  ^Saskatchewan  R.IM.A..  held  last 
month  at  Moose  Jaw.  Mr.  Banfield  declared  there  was 
a  radical  need  for  some  action  on  the  part  of  the  re- 
tailers in  regard  to  the  budget  proposals. 

"I  believe  there  is  still  some  chance  for  changes 
in  the  lawyers'  and  manufaeturei's'  budget,  for  it  is 
nothing  less."  he  said.  W^hen  Sir  Henry  Drayton 
comes  forth  with  his  statement,  T  want  the  people 
to  feel  it  is  a  luxury  tax,  that  is  simply  camouflage : 
they  want  the  money.  When  we  are  sick  we  do  not 
ask  a  hardware  man  or  a  grocer  to  prescribe  for  ns : 
we  call  a  doctor.  Surely  the  same  principle  should 
appl,y  in  a  case  like  this  when  laAvyers  are  allowed 
to  draft  legislation  which  is  essentially  within  the 
scope  of  retailers. 

"We  need  strength  if  this  association  is  not  to  be- 
come a  puppet.  Strength  is  gained  by  knowledge,  and 
both  are  essential  to  unity.  Therefore  I  call  upon  the 
retailers  t.o  take  a  more  actiA'e  interest  in  the  affairs  of 
the  association." 


=  Cfiniiihiatio-i  writing  desk  and  book  case  in 

=  [)(Ti(,d  design,   fn  ni   a   new  library  suite  in 

I  walnut    and   maliogany,    made   by    The  Mc- 

=  J.agan  Furniture  Co.,  l^td. 
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WHAT  AN  EDITOR  MUST  DO 

The  editor  to-day  must  be  a  cosmopolitan  fellow. 
During  the  past  month  one  of  the  June  brides  was 
Miss  A.  Larkin.  a  member  of  the  office  staff  of  the 
Adams  Furniture  Co..  Toronto,  and  the  editor  of 
Canadian  Furniture  World  was  called  upon  to  gi^-e 
away  the  bride,  which  he  did.  according  to  -"ritics, 
without  the  least  nervousness.  The  wedding  +ook 
place  in  St.  Paul's  Churclr.  the  groom  being  Mr.  Chas. 
Tierncy.  The  young  couple  sp^^nt  their  honeymoon 
on  the  Saguenay  trip. 

The  employees  of  the  company  presented  the  bride 
before  her  wedding  Avith  a  magnificent  floor  lamn, 
and  all  the  girls  from  the  office  Avere  given  a  part 
holiday  by  the  firm  to  see  the  Avedding  ceremonv. 
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j      PRICE  SITUATION  | 

1  Two  American  Opinions  | 
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JOHN  WANAMAKER  ON  HIGH  PRICES 

REiCEXTLY  the  iioase  of  John  Wananiaker,  at 
New  York  and  Pliiladeiphia,  reduced  prices  in 
all  their  stoclts  20  per  cent,  in  an  effort  "  to  strirt 
a.  movement  in  lowering  selling  prices  of  merchan- 
dise and  bring  on  more  quickly  the  better  day." 
QuestionO'd  as  to  his  opinion  of  present-day  prices, 
Mr.  Wanamaker  said  : 

"High  prieep  do  not  originate  with  the  distributers. 
Rut  I  realize  matters  lup/e  reached  a  point  at  which 
it  is  for  the  distributer  to  do  something  to  save  the 
situation. 

"But  the  distributors,  the  merchants,  niust.  it  seems 
make  the  beginning.  And  the  small  merchant  can  do 
it  as  easily  as  the  largi^r  ones.  He  will  do  wisely  to 
turn  into  money  the  goods  he  ha^  accumulated  during 
the  past  six  months. 

"Evpu  if  he  took  cost  \>vics-  for  them  he  could  take 
the  money  and  add  to  his  business  with  new  stock, 
which  would  make  more  work  at  mill  and  shop.  And 
more  such  work  would  use  up  stocks  on  hand  in  thesr^ 
producing  plants  and  provide  Avork  for  many  people. 

"Of  course,  all  those  who  should  be  at  Avork  are  not 
there  yet.  They  are  .still  enjoying  the  honors  of  war, 
stili  on  parade,  as  it  were,  and  not  yet  settled  down. 
They  are  out  soldierhig  and  sailoring,  making  speeches 
and  visits  of  courtesy  when  they're  wanted  at  the 
work  bench.  It's  a  great  satisfaction  to  shake  hands 
with  thein,  but  they'll  do  more  good  for  e'^'ery  one, 
themselves  included,  if  they  will  help  increase  the 
output  of  manufactures  wanted.  Scarcity  is  what 
puts  prices  up,  and  that  is  one  of  the  first  things  that 
should  be  overcome,  bur  more  people  will  have  to  go 
to  work  before  it  can  be  accomplished. 

"Speculation  is  at  the  root  of  all  the  present  trou- 
bles, but  not  speculation  by  the  distributers.  It  has 
been  among  the  owners  of  the  bags  of  wool,  the  bales 
of  cotton  and  the  bundles  of  hides.  Prices  are  in- 
crea.sed  again  and  again  before  the  man  who  owns  a 
loom  begins  to  weave,  before  the  shoemaker  ever 
touches  thf  leather  v/ith  his  knife.  The  distributers 
have  had  ;0  pay  the  high  prices  to  get  the  goods  they 
require  for  their  customers,  and  they  have  had  to  affix 
prices  to  afford  them  a  profit. 

"But  the  time  has  come  to  .show  the  people  of  the 
country  that  the  distributers  are  willing  to  share  the 
burdens  with  them,  and  that  is  what  the  two  stores 
that  bear  my  name  are  trying  to  show.  If  our  stores 
can  do  it  and  make  a  fair  profit  other  stores  can  do  it — 
the  le,s,ser  merchants,  as  I  have  pointed  out.  And  I 
know  from  years  of  experience  that  the  people  are 
willing  to  give  you  a  fair  profit  if  yon  play  the  game 
,S(piarely. " 


ARE  PRICES  COMING  DOWN? 

Will  fni'iiitni'e  prices  come  down  or  go  up,  tliis  sinn- 
raer ' 

Eyen  experienced  buyens  who  have  weathered  many 
|)ricc  slashing  campaigns  are  unable  to  answer  the 
question  to  their  ov.-n  satisfaction.  Some  have  a 
hunch  they  will  drop,  others  are  ,iust  as  sure  they 
won't  and  that  the.v  may  go  up  another  notch  before 
they  are  stabilized. 

That  tlie  present  pri^'c  reduction  movement  is  chiefly 


an  attempt  on  the  part  of  merchants  to  unload  some  of 
their  superfluous  stock  so  as  to  meet  outstanding 
loans,  is  the  opinions  of  some  business  anal,yst,s.  Others 
believe  that  it  is  the  starting  point  towards  normal 
business  conditions. 

But  unless  the  present  movement  brings  about  a 
reduction  in  manufacturers'  production  costs  or  manu- 
facturers' profits,  it  is  ill  timed  and  may  work  to  the 
detriment  ot  the  retailer  after  he  has  disposed  of 
his  present  holdings  of  merchandise.  It  is  leadir.g 
the  public  to  expect  continuous  declines  and  may  re- 
strict buying  more  than  ever  because  people  who  can 
wait  will  hold  oft'  until  the  bottom  is  reached  before 
buying. 

P>u,siness  is  always  better  on  a  rising  than  a  fall- 
ing market.  The  men  who  start  the  downward  drive 
may  skim  the  cream  oft'  the  business  by  cornering  the 
trade  of  those  who  must  have  their  goods,  but  thej' 
are  c^-eating  in  the  minds  of  those  who  do  not  have 
to  buy  but  who  want  something  that  they  can  get  it 
cheaper  by  holding  otf. 

The  biggest  factor  toward  lower  prices  to-day  is  the 
I'ailroad  strike  which  few  business  men  fully  appie- 
ciate.  If  this  strike  continues  for  another  thirty  days, 
it  will  force  a  number  of  large  manufactui'ing  plants 
in  the  east  to  close  for  want  of  fuel.  Even  though 
tjiis  strike  should  end  to-morrow,  it  will  be  a  month 
before  traffic  is  un. 'scrambled.  If  steel  mills  and  other 
large  plants  close  down,  business  in  some  states  Avill 
suffer  and  retail  prices  drop. 

Before  placing  orders  for  fall  and  Vinter  merchan- 
dise every  buyer  should  study  his  own  field  carefully. 
Furniture  manufacturers  say  that  prices  will  contiinie 
abnormal  until  the  excess  profits  tax  is  taken  off, 
and  that  then  lumber,  glass  and  other  materials  will 
drop  and  manufacturers'  prices  will  follow.  Until 
material  prices  drop,  furniture  prices  will  remain  high. 
The  Jamestow)!  market  .showed  an  increase  in  furni- 
ture prices,  although  buying  Avas  the  lightest  it  had 
been  in  more  than  a  A'ear.  When  factories  have  suffi- 
cient orders' to  run  them  at  least  six  months,  they  are 
not  going  to  be  stampeded  by  any  temporary  falling 
off'  in  buying.  They  know  that  if  a  buyer  purchases 
less  than  he  actually  needs,  that  he  will  be  glad  to 
pay  a  higher  price  for  the  same  goods  Avhen  he  finds 
himself  .short  stocked. 

The  real  reason  to-day  for  the  slump  in  furniture 
buving,  manufacturers  contend,  is  not  the  price  of 
furniture  so  much  as  the  lack  of  homes.  When  build- 
ing is  resumed  on  a  normal  basis,  furniture  will  be 
in  as  great  demand  as  it  Avas  in  the  latter  part  of  1919. 

The  best  tip  the  buyer  can  receive  at  this  time  is  to 
knoAv  his  field  so  Avell  that  he  wiW  neither  overbuy  nor 
underbuv. — The  Furniture  Record. 
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Upholstery  Springs  | 

Highest  quality  UphoUlery  Springi,  = 

made  from  the  fineit  grade  High  Car-  | 

bon  Steel  Wire,  oil  tempered  after  | 

the   coiling  operation,  thus  insuring  f 

uniform  strength  and  "No  Set."    Re-  = 

member,  the  quality  of  your  High-  | 

Grade  Upholstering  depends  entirely  = 

on  the  quality  of  the  springs  you  are  | 

using.  I 

HELICAL  SPRINGS  1 

for  spring  bed  and  mattress  fabrics.  = 

Get  the  habit  ;   buy  Cr.nadian  springs  = 

James  Steele,  Limited  1 

Guelph,  Canada  | 

limit  Ill  IIIIIIIIIMIIIIIIIIIMIIIIMIIIIIIIIIIMIMIMIMIIIIIIIIIIMIIIIIIMIIIIIIIIIIIir 


52 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER 


July,  192a 


jillUlllllilJIMIIIIIIIIrl  Mil  UIIIIIIIMI  I  I  I  mil  nil  IIMIMII  I  IIIIIIIIIIIIIMI  Illl| 

I  Canadian  Midsummer  Furniture  | 
I  Exhibitions  | 
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THE  July  furniture  exhibitions  have  taken  great 
hold  this  year,  and  from  July  5  to  17  manufac- 
turers in  the  various  furniture  centres  expect  to 
see  large  numbers  of  dealers  come  to  inspect  th?ir 
new  lines. 

All  the  furniture  manufacturers,  practically,  of 
Kitchener  and  Waterloo  are  making  special  efforts 
to  make  their  exhibition  a  success.  Snyder  Bros. 
Upholstering  Co.  and  also  the  Snyder  Desk  and  Table 
Co.,  will  make  a  .special  showing  in  their  factory  show- 
room, which  is  admirably  fitted  up  for  furniture  dis- 
play purposes:  The  Lippert  Furniture  Co.  will  make 
a  complete  dis])lay  of  their  dining-room  and  living- 
room  period  suites  in  the  Auditorium :  George  H. 
Hachborn  &  Co.  will  also  show  in  the  Auditorium 
their  comprehensive  line  of  couches,  parlor  suites, 
chesterfields,  davenport  beds  and  living-room  suites. 
The  Auditorium  is  the  permanent  showrooms  of  the 
Hachborn  Co. 

Baetz  Bros.  Furniture  Co.,  Baetz  Bros,  Specialty 
Co.,  and  Anthes  Baetz  Furniture  Co.  will  make  their 
third  midsummer  display  in  the  Anthes-Baetz  furni- 
ture buildings  at  Kitchener.  The  Beaver  Furniture 
Co.  will  make  a  showing  in  their  Kitchener  show- 
rooms of  their  liries  of  dining-room  furniture,  as  also 
will  The  Engel  Upholstering  Co.,  of  Avhich  A.  H.  Gil- 
ham  is  sales  manager,  in  their  showrooms  at  Wat^^r- 
loo.  Woeller.  fJolduc  &  Co.  will  show  in  their  per- 
manent showrooms,  opposite  the  G.  T.  R.  depot  at 
Waterloo. 

At  Kincardine  The  Andrew  Malcolm  Furniture  Co., 
The  F.  B.  Coombe  Furniture  'Co.,  and  The  J.  B.  Wat- 
son Furnitiire  Co.,  will  make  extensive  showings  of 
their  various  lines. 

At  Toronto  The  Gold  Medal  Furniture  Co.  will  make 
an  exhibition  in  their  showrooms  on  "\^an  Home 
Street. 
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I  THE  VOGUE  IN  FURNITURE  | 

I  The  vogue  in  furniture  is,  to  some  extent,  | 

I  forecast  by  the  offerings  of  the  manufacturers  1 

I  at  the  semi-annual  exhibitions  held  in  January  | 

I  and  July.    Many  of  the  leading  manufactur-  | 

I  ers  of  fine  furniture  show  to  the  retailers  the  | 

I  goods  which  will  be  made  in  their  factories  for  | 

I  the  ensuing  six  months.    Not  all  the  samples  | 

I  so  shown  are  new  to  the  dealers,  but  on  their  | 

I  purchases,  somewhat,  depends  what  the  factor-  | 

i  ies  will  manufacture.    Innovations  are  never  1 

I  radical,  and  changes  come  gradually.   The  new  i 

I  things  are  only  indicators  of  what  may  be  offer-  | 

I  ed  in  great  assortment  in  succeeding  seasons.  | 

P  Detailed  mention  of  these  new  things  is  not  | 

I  possible  in  this  space,  but  a  visit  to  the  various  | 

I  July  Furniture  Exhibitions  will  add  greatly  to  | 

f  a  dealer's  knowledge  of  what's  what  in  the  | 

I  furniture  world.     -  | 
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LOWER  PRICE  LEVELS  HARD  TO  JUSTIFY 

The  Royal  Bank  of  Canada,  in  its  July  letter,  sftys 
that  the  governing  influence  in  the  recent  decline  in 
commodity  prices  Avas  the  .shortage  of  credit,  and 
that  this  must  continue  to  be  an  -extremely  important 
factor.  The  publicity  given  to  such  reductions  as 
have  taken  place  will  have  the  probable  net  result. 
in  the  opinion  of  the  bank,  of  leaving  in  the  minds  of 
many  people  an  exaggerated  idea  of  their  importan(^e. 

So  far  as  the  decline  discouraged  speculation  or 
forced  sellers  who  had  been  making  large  profits  to 
accept  less  exorbitant  ones,  its  effects  have  been  bei»e- 
ficiai.  It  scv-ms  probable  that  continued  restrictions 
of  credit  will  present  a  barrier  to  the  wild  iipwf.rd 
mcvements  of  prices  which  have  characterized  the 
period  since  the  armistice,  but  belief  in  a  permanently 
lower  price  level  in  the  near  future  Ls  hard  to  justify. 
Declining  prices  in  a  world  where  almost  every  im- 
portant article  is  in  scant  supply  seems  impossible. 
How  long  tne  shortage  will  continue  is  beyond  pro- 
phecy. Unless  labor  conditions  become  more  settled 
it  will  take  some  time  to  remedy. 

Production  has  seldom  been  so  ,slow  and  expensive 
as  it  is  at  this  moment  in  many  industries.  Strikes 
and  lowered  efficiency  of  labor,  difficulty  and  delay 
in  obtaining  raw  materials,  all  contribute  to  heavy 
costs  of  operation,  and  at  the  same  time  i-etard  pro- 
duction. Even  were  the  present  effective  demand 
filled,  there  would  still  be  in  the  stricken  countries  of 
Europe,  an  enormous  potential  demand,  which  may 
make  itself  felt  on  the  market  from  time  to  time  dur- 
ing the  next  fcAv  years,  and  in  so  doing  give  a  fre.sh 
spin  to  the  ^^heels  of  commerce  all  over  the  world. 


GOOD  FURNITURE  BUSINESS  AHEAD 

One  of  our  American  exchanges,  the  Grand  Rapids 
P'urnilure  Record,  recently  sent  out  a  ouestionaire  to  a 
rei3rese)itative  group  of  dealers  in  various  sections  of 
the  U.  S.  asking  an  opinion  on  future  prosnects  for 
business.  One-third  of  the  furniture  dealers  writtfu 
to  are  bu.ying  heavy  to-day,  one-third  are  buying 
light  and  one-third  are  buying  normally,  according 
to  replies  received. 

Practically  all  furniture  dealers  expect  business  to 
continue  good  for  two  years,  they  say,  and  all  expect 
their  vohiio"  of  business  for  1920  to  exceed  that  of  last 
year.  Per,|  are  not  retrenching  and  business  is  not 
showing  any  tendency  to  drop  off,  according  to  75  per 
cent,  of  the  dealers  who  answer  this  question.  About 
one-fourth  say  people  are  beginning  to  show  slieht 
hesitation,  but  the  majority  answer  "Xo"  to  the 
(juestion,  ''Are  people  retrenching.'"' 


DUPONT  COMPANY  TO  MANUFACTURE  SILK 

Tlie  DuPont  Company,  of  Wilmington,  Del.,  and 
the  Comptoir  des  Textile-;  Arlificiels  of  Paris  have 
eiitered  into  an  agreemonl  for  the  formation  of  a  new 
company  for  the  manufacture  of  artificial  rilk  on  this 
•side  of  the  Atlantic.  The  new  company  will  be  known 
as  the  DuPont  Fibre  Silk  Company  and  will  have  a 
capitalization  of  $4,000,000.  Th-  Comptoir  des  Tex- 
tiles Artificiels  eontrols  practically  all  the  largest  arti- 
ficial silk  plants  in  Europe,  having  plants  in  France. 
Italy,  Belgium  and  Swit'/erland.  Plans  for  a  new  fac- 
tory for  making  the  product  some  place  in  "the  United 
States  are  about  completed  and  it  is  expected  that 
the  ])lant  AvilJ  be  in  full  operation  within  a  year. 


JiMV,  1020 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER 


53 


^'IIIIIIIMIIIIIIIIIIIIIII 


mil  Illllll  II  Illlllllllllllllllllllll  Illllllllllllllllllllllli;: 


j       Stamps  For  Luxury  Tax 
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AS  tlie  collection  of  "luxury  taxes"  under  the 
present  method  is  proving  difficult,  cumbersome 
and  costly,  it  has  been  decided  by  the  Ottawa 
Government  to  abandon  the  whole  procedure  in  favor 
of  collection  by  means  of  revenue  stamps.  These 
reveniie  stamps  were  to  be  ready  by  July  1,  and  as 
they  will  be  available  for  purchase  by  merchants  tlie 
sending  of  duplicates  of  every  sales  receipt  covering 
goods  which  ai'e  taxable  will  cease.  That  will  be  a 
great  relief  to  merchants  throughout  the  country. 

The  revenue  stamps  will  be  provided  in  demon ina- 
tions  of  from  1  to  10  cents  inclusive,  13  cents,  15  cents 
and  all  multiples  of  10  cents  iip  to  $1.  In  addition 
there  will  be  one,  two,  three,  four,  five  and  ten  dollar 
stamps.  If  an  article  is  purchased  on  which  the  lax 
is  -+20,  the  procedure  Avill  be  for  the  salesman  to  affix 
two  -tlO  stamps  to  the  sales  slip  or  invoice  and  collect 
^t-'20  from  the  purchase;',  the  stamps  acting  as  evidence 
that  the  tax  has  beeii  paid,  the  stamps  will  all  have  to 
be  defaced,  so  that  they  could  not  possibly  be  used 
again. 

*  To  License  Retailers 

Tt  is  proposed  also  to  license  all  merchants  and 
dealers,  and  as  .soon  as  the  licensing  system  is  organ- 
ized, and  every  tratler  compelled  to  take  out  a  license, 
the  Goveriim.ent  will  be  able  to  go  after  all  those  who 
neglect  making  returns.  Where  any  trader  fails  to 
make  returns  his  license  will  be  cancelled  and  he  can- 
not resume  business  until  the  taxes  are  paid  and  the 
license  renewed.  This  license  system  will  allow  the 
department  to  keep  after  taxes  in  arrears  both  on 
luxury  and  sales  taxe.s. 

With  regard  to  the  failure  of  so  many  to  report,  G. 
W.  Taylor,  Inland  Revenue  Officer  there,  says  of 
Montreal  merchants:  "There  has  been  a  great  deal 


of  uncertainty  in  the  minds  of  merchants  as  to  the 
taxes.  They  gained  the  impression  that  there  woidd 
be  modifications,  and  they  have  therefore  been  delay- 
mg  returns  unlil  the  siTuation  should  be  somev/hat 
clarified.  I  have  no  doubt  that  a,s  soon  as  they  know 
definitely  what  is  required  of  them  the  great  majority 
of  manufacturing,  wholesale  and  retail  concerns  will 
prompTly  comply  with  the  provisions." 


NEW  PERMANENT  SHOWROOMS  IN  MONTREAL 

Woeller,  Bolduc  Company  have  opened  new  y^'r- 
manent  showrooms  on  the  third  floor  of  the  Wilder 
Biiilding,  Montreal — Balmoral  Street  entrance — for 
the  convenience  of  their  custom  trade.  A.  T.  Edwards, 
who  is  well  known  throughout  the  eastern  territory, 
is  in  charge  and  ^vill  be  glad  at  all  times  to  meet 
friends  and  customers. 


OWEN  SOUND  THE  BABY  CITY 

Furniture  manufacturers,  dealers  and  workmen  of 
Owen  Sound,  Out.,  celebrated  the  admission  of  their 
town  into  the  class  of  cities  when  the  special  legisla- 
tion was  enact-^d  last  month.  The  celebration  took 
the  form  of  tooting  the  factory  whistles,  ringing  bells 
and  parading  the  streets.  The  official  declaration 
took  place  on  Dominion  Day. 


TURNING  SOD  OF  COBOURG  FACTORY 

At  the  turning  of  the  first  sod,  recently,  of  the 
LangsloAv-Fowler  furniture  factory,  'Cobourg,  Out., 
(juite  a  function  was  made  of  the  event.  Mrs.  II. 
Langslow,  Jr.,  turned  the  sod  in  the  presence  of  the 
members  of  the  company;  j\Iayor  Denton  spoke,  as 
did  also  rertresentatives  of  the  town  council  and 
board  of  trade.  Tlie  main  building  of  the  plant  will 
be  220  X  63  feet,  two  stories  high. 


Illlllllllllllllllllllllllllll^' 


The  manufactiirors  of 
Kitchener  aiicl  Watw- 
loo,  Ont.,  have  foriiieil 
a  local  branch  of  the 
Canadian  Manufactnr 
ers'  Association  with 
two  furniture  nianufac- 
turei-s  as  chief  oflicer'-.. 


.r.    H.  BAKTZ, 


II.   M.  SN'YDKR, 
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I  KNOBS  of  NEWS 


J.  S.  Gallagiu'i-,  furniture  dealer,  Harrowsmith,  Out., 
is  .dead. 

The  Engel  Upliolsteriug  Co.,  Waterloo.  Out.,  has 
been  incorporated. 

John  J.  Millard,  Xewmai-ket,  Out.,  has  sold  his  fur- 
niture and  undertaking  husiness. 

D.  E.  Knowles  has  sold  his  furniture  business  at 
Dundas,  Out.,  to  Ada  IM.  Craven. 

Hendron  &  Hunter  have  sold  their  furniture  and 
undertaking  business  at  Lakefield,  Out. 

Some  $250,000  Avill  be  expended  on  furiiiture  ar.d 
fitting  by  \\\?  King  Edward  Hotel,  Toronto. 

A  contrain  has  been  let  by  the  Simmonds  Bed  Co. 
for  thp  erection  of  a  !r30,000  warehouse  at  London, 
Out. 

The  Thomson  Fuiniiture  Co.,  Hamilton,  have  hold 
their  stock  to  the  Dominion  House  Furnishing  Co.,  of 
the  same  place. 

The  estimated  cost  of  the  plant  and  ecjuipment  of 
the  Langslow-Fowler  Furniture  Co.'s  Canadian  branch 
at  Cobourg,  Out.,  is  $200,000. 

Wm.  H.  G-ay,  president  of  the  Berkey  &  Gay  Fur- 
niture Co.,  Grand  Rapids,  died  recently  at  his  home 
in  that  city  after  a  week's  illness. 

Furniture  dealers  of  Pontiac,  Mich.,  have  adop+ed 
a  resolution  not  to  advertise  in  programmes,  booklets 
and  seliemes,  except  school  publications. 

Hendren  &  Hu'iter,  furniture  dealers  and  under- 
takers. Lakefield,  Out.,  liave  admitted  another  part- 
ner, the  firm  name  now  being  Hendren,  Hunter  Si 
Webstei-. 

Simmons,  Ltd.,  have  obtained  an  Ontario  charter 
to  US'-  in  this  province  a  capital  not  in  excess  of 
$300,000;  and  have  named  R.  H.  Browne,  Toronto,  as 
attorney 

Standard  Bilk  Shades,  Ltd.,  Toronto,  have  been  in- 
corporated with  a  capital  of  -1540,000,  to  import,  ex- 
port and  manufacture  lamp  shades  and  materials  for 
making  same. 

Home  Appliances  Mfg.  Co.,  Ltd.,  Winnipeg,  has 
been  incorporated  with  a  capital  of  $250,000,  to  make 
and  deal  in  washing  machines  and  electrical  devices 
and  appliances. 

The  Stratford  Hoivsing  Co.,  Ltd.,  has  obtained  an 
Ontario  charter.  The  provisional  directors  are  H.  W. 
Strudley,  D.  M.  Wright,  W.  J.  Anderson,  L.  T. 
Salter  and  W.  .H.  Gregory. 

The  furniture  industry  is  rapidly  loushing  ahead  in 
the  United  Sta+es  and  to  show  its  progress  large  ex- 
hibition buildings  are  being  constructed  in  San  Fran- 
cisco, High  Point,  N.C,  and  Atlanta,  Georgia. 

The  Sellers  Kitch'Mi  Cabinet  Co.  of  Canada,  Ltd.,  has 
an  Ontario  charter  to  do  busini^ss  in  that  province  willi 
a  capital  of  not  more  than  $90,000.  Alex.  H.  David- 
son, Southampton   Out.,  is  named  as  attorney. 

Among  the  fui'uiture  men  who  Avent  to  Ottawa  re- 
cently with   the  |)honograi)h   manufacturers  to  pro- 


test against  the  high  excise  tax  on  talking  machines 
were  D.  M.  Wright,  of  ^^he  McLagan  Furniture  Co., 
Stratford,  and    Claude    A.  McMurtry,  of  the  Gold 
Medal  Furniture  Mfg.  Co.,  Toronto. 

The  largest  department  store  in  Hamilton,  Stanley 
Mills  Co.,  Ltd..  changed  hands  last  month  for  nearly 
a  million  dollars.  Mr.  George  Hutchings,  who  has 
been  its  general  manager,  is  vice-president  and  gen- 
eral manager  of  the  new  company,  which  is  <-ompo«f^d 
entirely  of  Hamilton  business  men. 

The  W.  B.  Jennings  C'o.,  Ltd..  St.  Thomas,  Out.,  has 
obtained  a  provincial  charter,  with  a  capital  of  $40,000 
to  manufacture  and  deal  in  furniture,  musical  iu.stru- 
ments,  stoves,  electrical  efpiipments,  floor  coverings, 
etc.  The  provisional  directors  are  Wm.  A.  Jennings, 
Harry  B.  Jennings  and  Wilfred  W.  Jennings. 


NEW  FURNITURE  CATALOGUE 

The  Elmira  Furniture  Co..  Ltd..  have  just  i-ssu^d  a 
new  catalogue  which  will  be  sent  out  to  the  trade 
during  this  inonth  of  Jul.v. 


CANADIAN  IMPORTS  OF  ENGLISH  CARPETS 

English  exports  of  "carpetings  and  rugs  of  woo! 
(Avith  wool  or  .jute  backs)"  for  the  fir.st  four  months 
of  this  year  total  1.910,200  square  yards.  In  1913 
(same  period)  the  total  exports  were  3,351,600  stpiare 
yards.  Canada  took  of  these  totals  durine  the  same 
periods  308,800  square  yards  in  1920,  and  1,271.700 
in  1913.  As  showing  the  increased  prices  of  carpets 
the  values  of  the  above  imports  into  Canada  Avere 
J:137,191  in  1920  as  compared  Avith  £213,789  in  1913. 


STRIKE  AT  OWEN  SOUND 

About  275  AvoodAvorkers  and  finisheis  are  out  on 
strike  at  Owen  Sound,  according  to  a  ncAVS  I'eport, 
following  a  meeting  when  their  demands  for  inerea.s- 
ed  wages  Avere  not  met.  About  200  of  the  men  are 
from  the  North  American  Furniture  Company  and  the 
Oavcu  Soinid  Chair  Company,  and  the  rest  from  the 
National  Table  Company.  Practically  all  the  men  are 
out  in  the  three  places,  but  enough  men  remained  in 
the  furniture  factory  and  the  chair  factory  to  Avork 
the  latter  plant. 

The  men  demanded  an  increase  of  10  per  cent,  on 
all  Avages  over  $4  a  da.A",  and  15  per  cent,  on  all  Avages 
under  $4.  No  compromise  AAas  offered  by  the  man- 
agements. 


PETERBORO'  DEALERS  FORM  R.M.A. 

Peterboro '  merchants  have  become  affiliated  Avith 
the  Retail  Merchants'  Association  of  Canada.  E.  M. 
TroAvern,  Secretary  of  the  Dominion  Board,  and  W.  C. 
Miller,  Secretary  of  the  Provincial  Board,  addressed 
the  organization  meeting  of  local  merchants  held  last 
month,  outlining  the  Avork  of  the  association.  T.  J. 
Maher,  the  organizer  from  Toronto,  also  spoke,  and 
at  the  conclusion  of  the  splendid  addresses  from  the 
officials  it  Avas  decided  Avithout  a  dissenting  vote  to 
form  a  branch  of  the  Retail  IMerehants'  Association  in 
Peterboro'.  Mr.  Maher  volunteered  his  services  for 
a  few  days  to  push  the  organization,  and  different 
members  promised  to  assist  him,  and  Avith  plenty  of 
enthusiasm  the  campaign  for  members  Avas  lainich^d. 
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Birch 
Furniture 


Canadian  Birch,  when  made  into  furni- 
ture and  finished  as  we  finish  it,  compares 
favorably  with  American  Black  Walnut 
in  appearance  and  durability,  and  lends 
itself  equally  well  to  the  best  designs. 

Our  Dining  and  Bedroom  Suites  in  this 
wood  are  made  in  designs  that  are  pleas- 
ing, and  their  comparatively  low  cost 
makes  them  profitable  business  builders 
to  dealers  everywhere. 


The  North  American  Furniture  Co.,  Limited 

OWEN  SOUND         -  CANADA 


Chai 


rs 


For  Institutions,  Schools,  Hotels, 
Theatres,  Offices,  and  Steam- 
ships. 

Where  chairs  of  undoubted  dur- 
ability and  correct  design,  com- 
bined with  absolute  comfort  are 
required  m  large  or  small  quan- 
tities, your  needs  can  be  supplied 
from  the  line  made  by 


The  Owen  Sound  Chair  Company,  Limited 

OWEN  SOUND         -  CANADA 
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CHAIRS  OF  QUALITY 

North  American  Bent  Chairs  are  built  for  long  and  consistent 
service  by  expert  workmen  who  correctly  interpret  our  exact- 
ing requirements  of  quality.  They  will  harmonize  in  almost 
any  surrounding. 

When  you  sell  our  chairs  to  your  customers  you  give  them  a 
quality  product  that  creates  satisfaction  and  good  will. 

WRITE  FOR  QUOTATIONS 

THE  NORTH  AMERICAN  BENT  CHAIR 

COMPANY,  LIMITED 
OWEN  SOUND      -      -      -  ONTARIO 


THE   ONLY    COMPREHENSIVE    AND    PRACTICAL   WORK    AT  A    REASONABLE  PRICE 

THE  PRACTICAL  BOOK  OF 

Period  Furniture 


By, 

HAROLD  DONALDSON  EBERLEIN 
and 

ABBOT  McCLURE 

With  230  illuitrations  that  illustrate 
RIGHT  FURNITURE 

This  book  will  be  welcomed  by  all 
dealers  in  Right  Furniture,  (.An- 
tique or  Reproduced),  and  those 
who  wish  to  buy  it,  and  by  all 
maLers  of  Correct  Reproductions. 


Here  is  the  book  you  need 
to  give  you  complete,  concise 
furniture  information. 

Whether  you  are  a 

Saletman  Manufactnrer 
Dealer  Designer 
or  Connoissenr 

you  should  buy  this  handsome 
and  practical  volume. 


In  the  Furniture  business,  the  (act  is  becoming  more  and  more  important  every  day,  that  the  demand  for  "  Period  "furniture  is  becoming  the  rule 
rather  than  the  exception,  and  the  customer  naturally  looks  to  the  man  in  the  store  to  give  them  what  information  on  the  subject  they  may  lack 
themselves.  We  wonder  how  many  of  the  dealers,  in  smaller  cities  and  towns,  or  their  clerks  could  go  into  one  of  the  large  city  showrooms  where 
a  line  of  "  Period  "  furniture  is  displayed,  and  correctly  pick  out  the  various  pieces  belonging  to  the  different  periods  and  explain  to  a  customer 
just  what  constituted  the  different  characterisbcs  of  each.  You  cannot  help  but  see  what  advantage  it  would  be  to  you  to  know  all  about  furniture, 
and  here  at  last  is  a  book,  practically  an  encyclopedia,  at  a  reasonable  price,  which  tells  you  all  you  need  to  know  about  period  furniture. 

SENT  POSTPAID  TO  YOUR  ADDRESS,  $6.10 


CANADIAN  FURNITURE  WORLD,  51  Wellington  St.,  West,  Toronto 


Canadian  Furniture  World 

TORONTO  JULY  1920  CANADA 


A  THRIFT  REQUEST 
To  Our  Subscribers: 

About  your  subscription  receipt: — Instead  of  send- 
ing you  a  receipt  for  your  renewal  subscription,  we 
ask  you  to  watch  the  expiry  date  on  your  next  copy. 
By  it  you  will  see  your  remittance  has  been  received — 
it  will  be  advanced  accordingly. 
Thanking  you,  we  are 

Gratefully  yours, 
THE  COMMERCIAL  PRESS,  LIMITED. 

51  Wellington  W.,  Toronto. 


1920  Will  Be  Everything  points  to  the  coming 

Big  Summer  summer  being  a  record   one  for 

Resort  Year.  camping,  picnicing   and  kindred 

amusements.      There  are  several 

reasons  for  this. 

In  the  first  place,  it  is  a  very  evident  fact  that  pre- 
war amusements  are  being  taken  up  by  the  public  on 
a  greater  scale  than  ever  before.  This  is  demonstrat- 
ed hy  the  increased  attendance  at  moving  picture  and 
other  theatres  and  the  manner  in  which  dancing  is  be- 
ing indulged  in.  It  is  safe  to  say  that  with  the  com- 
ing of  warmer  weather  the  public  will  turn  their  atten- 
tion to  outdoor  activities  such  as  camping  and  sum- 
mer holidaying.  This-  should  all  prove  of  material 
benefit  to  the  retail  dealer. 

In  addition,  there  will  be  fewer  Canadians  spend- 
ing their  holidays  across  the  line  this  year  on  account 
of  the  exchange  situation  and  for  the  self-same  reason 
there  should  be  an  increase  in  the  mimber  of  visitors 
in  Canada  from  the  United  States,  as  their  money  will 
bring  a  premium  in  this  country.  This  will  all  help 
Canadian  merchants,  especially  those  dealers  who 
make  a  genuine  effort  to  cash  in  on  the  increased  busi- 
ness that  will  naturally  result.  Plans  .should  be  for- 
mulated now  for  going  after  this  business. 

sjc      sfc  ^ 

YourWageless  What  about  your  wageless  clerks, 
Clprks.  Mr.  Merchant?    It  is  usual  that 

higher  wages  have  to  be  paid  as 
time  goes  on  to  ordinarj^  clerks,  but  your  wageless 
clerks  are  not  one  bit  less  efficient  because  they  do  not 
draw  salaries  or  cost  you  more  money  every  once  in  a 
while. 

In  addition  to  being  strong  on  salcsmanshij),  there 
are  a  lot  of  human  frailities  that  these  clerks  do  not 
possess.  They  are  never  discourteous,  never  di.sloyal, 
never  indifferent.  They  work  overtime  without  mur- 
muring. They  never  gossip..  They  have  winning  per- 
sonalities. They  are  shining  examples  of  patience,  in- 
dustry and  good  nature. 


Their  names  are  Display.  They  are  twins,  and  their 
names  are  Store  Display  and  Window  Display.  Work 
them  to  the  limit.    They  will  not  complain. 

*   #  * 

A  Matter  of  It  is  often  a  moot  question  as  to 

Clerks.  how  far  business  men  are  justified 

in  taking  clerks  away  from  each 
other.  Some  boast  that  they  have  no  compunction  in 
taking  a  good  clerk  away  from  another  merchant  when 
they  want  him. 

The  question  is  no  doubt  a  delicate  one.  But  there 
is  scarcely  any  question  about  the  unfairness  of  one  mer- 
chant deliberately  trying  to  induce  a  capable  clerk  to 
leave  another  merchant's  employ.  If  a  clerk  who  is 
already  employed  with  another  makes  application  for 
a  position  that  is  another  matter.  In  that  case  there 
should  be  no  compunction  in  securing  his  .services  if 
they  are  wanted.  To  demand,  as  some  are  of  the  opin  - 
ion should  be  done,  that  the  consent  of  his  employer 
should  first  be  obtained  would  be  unjust  to  the  clerk. 
He  has  his  rights.  And  one  ot  his  rights  is  to  sell  his 
labor  to  whom  he  chooses  and  for  what  price  he 
chooses.  Agreements  among  employers  which  are  de- 
signed to  deny  him  this  right  would  create  a  most  un- 
just condition  of  affairs. 

^    ^  ^ 

Part.nerships  But  probably  the  best  guarantee 

for  Clerks.  of  all  against  losing  the  services  of 

a  particularly  good  and  faithful 
clerk  is  to  hold  out  the  prospect  of  a  partnership  in 
the  business  at  the  end  of  a  certain  defined  period. 

During  last  Christmas  holiday  trade  in  a  cei'tain 
Western  town  where  good  clerks  were  particularly 
scarce,  one  of  the  merchants  induced  a  young  man  who 
had  come  from  the  east  with  his  brothers  to  engage  in 
farming  to  give  him  a  helping  hand  for  a  few  Aveeks. 
The  young  man,  who  had  had  some  experience  in  a 
store  before  he  went  West,  showed  that  he  was  of  the 
material  from  which  good  merchants  are  made.  With 
a  view  to  permanently  retaining  his  servi?es  tlie  mer- 
chant offered  him  a  partnership  if  he  would  remain  in 
his  employ  for  a  year.  The  bait  took,  and  at  the  end 
of  the  twelve  months  the  young  man  became  a  pai't- 
ner  in  a  retail  business  which  has  exceptionally  bright 
prospects  before  it. 

To  take  a  first-class  clerk  into  partnership  is  some- 
times to  prevent  the  advent  of  a  dangerous  competitor. 
In  the  natural  order  of  things  the  clerk  that  is  of  the 
At  class  aims  to  go  into  business  on  his  own  account  at 
some  future  time.  If  he  sfarfs  up  in  the  same  town  ter. 
chances  to  one  he  will  attract  to  his  store  people  that 
formerly  dealt  with  his  old  employer.  Where  a  part 
nership  is  guaranteed  this  contingency  is  obviated. 
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!    What  Associations  are  Doing  1 

I  Furniture  Dealer  Speaks  on  Business  i 

?ijlMHIMirinnilUIIIIIMIIIIIMM:MIIMIMIiMIMIIIIIIIIIIIMIIIIIMIIMIMIIMIMIIIHIMIMMIIMIIIMIIIIIIIIIMMIIMIIMIMIIIIIIIIMIIIIIMIIMin 

The  best  address  delivered  at  the  recent  R.M.A.  coji- 
vention  at  Moose  Jaw,  Sask.,  recently  is  said  to  be 
That  delivered  by  the  able  Dominion  president — J.  A. 
Banfidd,  the  big  furniture  dealer  of  Winnipeg,  who 
wasted  no  time  in  getting  after  the  delegates  to  take 
more  interest  in  their  association  and  in  other  vital 
mattei-s  of  importance. 

"The  secret  of  success  is  work, "  he  declared.  "You 
can  never  expect  to  improve  your  business  without 
concentrating  your  efforts  and  to  be  entirely  success- 
ful you  must  contrive  something  out  of  the  channel 
of  the  ordin^^ry  course  of  business.  The  vast  majority 
of  the  members  do  not  apjjreciate  your  association. 

"Advertising  is  one  of  the  things  that  many  merch- 
ants to-day  are  neglecting.    You  will  find  them  wi'it- 
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-I.  .\.  Banfield,   Winnipeg   fui-niliire  dealer,  and 
President    of    tlu^    Dominion  R.M.A. 


ing  their  ads.  after  the  day's  business,  wben  all  ^heir 
vitality  is  gone.  This  is  not  the  proper  method.  Yon 
do  not  attempt  to  sell  to  a  difficult  customer  after  the 
stre.s.s  and  worry  of  business,  then  why  attempt  to 
catei-  to  the  difficnlt  class  when  in  the  same  condition, 
tlirough  tlie  medium  of  the  press?  Your  advertise- 
ments reflect  your  personality,  and  if  it  is  to  be  a 
good  selling  medium  must  be  full  of  snap  and  ginger. 

"You  should  remember  that  it  is  the  women  who 
are  the  buy.  They  ai'e  also  readers — reading  the 
ads.  first,  th"  social  column  next,  and  the  news  after- 
wards. Women  go  where  values  are  given,  but  men 
bu.y  what  appeals  to  thera.  This  is  the  reason  that 
there  are  so  many  gents'  furnishing  stores  Avith  com- 
paratively few  catering  to  women  alone." 

Dealing  Avith  the  manner  of  attacking  the  prcseiit 
high  price  level.  Mr.  l>ai:tield  stated  that  he  saw  no 
^•olution  to  this  condition  of  affairs  by  sensational  sales 
oF  goods  purchased  from  outside  wholesalers.  These, 
when  exhausted  had  to  be  replaced,  and  from  nianu- 
faeturos.  As  long  as  the  letail  man  had  to  practically 
beg  for  shipments  of  goods  there  was  no  hope  of  lower 
jirices.  which  can  only  eome  when  the  manufacturer 
comes  to  the  retail  trade  Avith  the  request  to  buy. 


The  speaker  closed  his  address  Avith  an  appeal  for 
the  Avholehearted  support  of  the  retailer.s  to  the  asso- 
ciation. As  it  existed  at  present  there  aa'bs  too  much 
"of  let  ^^^ireorge  do  it  and  then  give  George  Hades  for 
not  dcing  it  right,"  he  contended.  He  Avarned  th<'!n 
tliat  if  the  retail  trade  Avas  to  remain  on  their  prest-nt 
basis  that  real  effort  Avould  have  to  be  made,  for  too 
many  were  willing  to  conduct  their  business  along 
channels  of  least  resistance  and  Avith  no  thought  of 
the  future." 

Mr.  Banfield  I'eceived  rousing  cheers  at  the  end  of 
his  address. 


ELIMINATING  THE  PROGRAM  AD.  NUISANCE 

To  eliminate  as  touch  as  possible  the  " Program 
advertising  solicitor  the  St.  John  branch  of  the  Retail 
Merchants"  Association  has  appointed  a  censor  com- 
mittee, and  all  members  of  the  association  has  pledg.nl 
themselves  not  to  buy  any  space  in  any  advertising 
scheme  unless  it  is  first  submitted  to  the  secretary  of 
the  association,  who  would  in  turn  hand  the  appliea- 
tioit  to.  the  cen.sor  committee.  Avho  Avould  not  l-e 
known,  to  the  public. 

If  it  is  passed  and  endo)^sed  by  the  committee,  then 
the  solicitor  for  the  advertisement  goes  to  the  mereh 
ant,  but  Avithout  a  certificate  shoAving  that  the  sehpinc 
had  been  passed  the  merchant  Avould  decline  to  take 
space,  and  refer  the  canvasser  to  a  card  Avhich  haiigs 
in  his  office,  and  reads 

"This  firm  is  a  member  of  the  Retail  Merchaiivs' 
Association,  and  is  )iot  permitted  to  take  space  in  a'lv 
advertisijig  vcheme  until  such  has  first  been  pass'.d 
by  the  censor  committee  of  the  association." 


WHAT  IS  THE  NEOSHO  PLAN? 

By   G.   R.  LOAVE 

The  Neosho  Plan  retjuires  that  retailers  band  to- 
gether for  the  purpose  of  making  a  specific  offei-ins; 
in  the  Avay  of  bargains,  on  one  particular  day  in  the 
month;  that  the  annoixncement  of  this  bargain  shall 
go  out  in  company  with  as  many  as  are  offered  by 
the  different  merchants  of  the  city;  that  there  shall 
be  no  conflicting  offerings  nor  any  "so-called"  bar- 
gains ;  they  must  be  bona  fide  bargains  and  th^re  is 
a  committee  to  see  that  they  are.  These  advertise- 
ments are  all  set  in  the  same  sizes  of  type,  occupy  the 
same  size  space,  and  carry  no  display  AvhateA'-^r. 
Simply  sort  of  checkerboard  arrangement  of  ads.  AA'ith 
no  preferred  space.  This  circular  is  a  direet-by-nmil 
appeal,  going  into  every  home  in  the  territory  the 
toAvn  Avishes  to  reach. 

In  agreeing  to  undertake  the  plan  in  any  tOAvn  the 
merchants  obligate  themselves  to  not  sell  their  com- 
petitor's bargains  at  the  competitor's  bargain  price. 
This  makes  the  Golden  Rule  a  reality  and  you'd  be 
surprised  to  see  hoAv  little  transgression  of  this  prin- 
ciple is  found.  Merchants  realize  (|uickly  that  con- 
fidence of  the  farmer  must  be  acqtiired.  and  if  this 
))lan  is  to  Avork  they  knoAv  enotigh  to  see  that 
anv  b''each  of  faith  between  merchant  and  merchant 
will  be  reflected  back  in  their  dealings  Avith  the 
farmer.  "Tote  fair"  seems  to  express  the  matter  in 
a  pretty  good  Avay.  And,  Avherever  I've  been  for  the 
past  four  months,  they're  toting  fair. 
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I      Helps  For  The  Salesman  i 

I  Some  things  a  clerk  should  know  | 
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SOME  THINGS  A  CLERK  SHOULD  KNOW. 

That  he  is  never  too  old  to  learn. 

That  his  employer's  success  is  his  success. 

That  his  advancement  depends  entirely  upon  his 
own  individual  et¥orts. 

That  success  is  never  attained  without  hard  work. 

That  he  will  never  get  something  for  nothing. 

That  lie  should  never  be  ashamed  to  do  for  his  em- 
ployer what  he  would  have  another  do  for  him. 

That  he  is  not  paid  merely  for  his  presence,  but  for 
his  work — and  is  .judged  accordingly. 

That  it  is  his  etforts  and  not  his  intluence  which 
brings  promotion. 

That  the  bottom  of  the  ladder  is  the  best  place  to 
start. 

That  when  he  starts  at  the  bottom  and  works  up  he 
knows  more  than  the  man  who  starts  in  the  middle — 
and  usually  falls  down. 

That  persistency,  consistency  and  integrity  are  the 
three  virtues  of  success. 

That  our  best  retail  merchants  were  once  clerks  like 
himself. 

If  you  give  your  best  to  your  employer,  the  best 
possible  comes  back  to  you  in  skill,  training,  shrewd- 
ness, acumen  and  power. 

If  you  work  with  this  spirit,  you  will  form  life  habits 
of  accuracy;  of  close  observation;  a  habit  of  reading 
human  nature;  a  habit  of  adjusting  means  to  ends;  a 


habit  of  thoroughness  of  system;  a  habit  of  putting 
your  best  into  everything  you  do,  which  means  the 
ultimate  attainment  of  your  maximum  efficiency. 

Resolve  that  you  will  call  upon  all  of  your  resource- 
fulness, your  ingemiity,  to  devise  new  and  better  ways 
of  doing  things;  that  you  will  be  progressive,  up-to- 
date;  that  you  will  enter  into  yoiir  work  with  a  spirit 
of  enthusiasm  and  zest  which  knows  no  bounds,  and 
you  will  be  surprised  to  see  how  quickly  you  will  at- 
tract the  attention  of  those  above  .you. 

There  is  nothing  that  Avill  hurt  your  business  more 
than  to  let  the  stickers  remain  too  long  and  accumulate 
too  fast.  Like  the  barnacles  on  a  vessel's  bottom,  they 
will  impede  the  progress  of  your  trade.  Put  red  mate 
marks  on  them. 

Know  the  stock  from  the  front  door  to  the  back,  so 
as  to  be  able  instantly  to  put  your  hand  on  the  article 
wanted.  No  customer  wants  to  trade  with  a  clerk  who 
does  not  know  the  stock. 

The  clerk  Avho  ac('om])lishes  most  is  the  one  who  does 
makes  the  least  fuss. 

The  most  clever  man  is  the  one  who  surrounds  him- 
self with  people  more  clever  than  himself. 


HAS  NOTHING  ON  SISTER 

Billy — "My  uncle's  got  a  wooden  log." 
Silly — ''That's  nothing.    My  sister's  a  Red  Cross 
nurse  and  she's  got  a  cedar  chest." 


WRITE  US  FOR  PRICES  ON 

REED,  RATTAN,  TURPENTINE,  RESIN, 
COTTON  LINTERS 

E.  T.  CARTER  &  CO.,  Limited,  85  Front  St.  E.,  Toronto 


SASKATCHEWAN  R.M.A.  CON- 
VENTION 

The  seventh  annual  convention  of 
the  Saskatchewan  R.M.A.  was  held 
in  the  Baptist  church,  Moose  Jaw,  on 
June  8,  9,  and  10.  His  Worship 
Mayor  Hamilton  and  Walter  Thorne, 
l)resident  of  the  local  Board  of 
Trade,  welcomed  the  delegates. 
Then  followed  president's  address 
and  reports  of  the  treasurer  and  sec- 
retary. In  the  afternoon  of  the  first 
day  sectional  trade  meetings  were 
held,  and  in  the  evening  an  address 
was  given  on  "Commercial  Law," 
to'rether  with  a  moving  picture 
showing  the  making  of  stoves. 

The  second  day  was  given  over  to 
trade  sectional  meetings,  annual 
meeting  of  the  Retail  Merchants 
Mutual  Fire  Insurance  Co.,  and  a 
general  association  meeting  at  wh'ch 
a  report  was  presented  dealing  with 
recent  matters  before  the  Dominion 
Board.  The  evening  address  was  on 
"Banking,"  followetl  >»y  a  moving 
picture  showing  the  making  of  .shoe.s. 

The  third  and  concluding  day  was 
taken  up  with    considering  resolu- 


tions. J.  B.  Patton,  Regina,  gave  an 
address  on  "Income  Tax  Returns," 
^'iid  Dominion  R.M.A.  President  J.  A. 
Banfield,  Winnipeg,  told  of  the  work 
of  the  Dominion  Board  during  the 
year. 

After  the  elections  a  banquet  Avas 
tendered  the  visiting  rlelegates  by 
the  Moose  Jaw  R.M.A. 


R.M.A.  EXCURSION  AND 
CONVENTION 

The  fifteenth  Annual  Convention 
of  the  Dominion  Board  of  the  R.M.A. 
will  be  held  in  Vanvouver,  B.C.,  on 
Thui-sday  and  Friday,  July  22nd  and 
23rd,  1920.  This  will  be  "one  of  the 
most  important  conventions  for  re- 
tail merchants  that  has  ever  been 
held  in  Canada,  and  every  Province 
will  be  represented. 

In  order  to  unite  business  with 
nieasure,  the  executive  officers  have 
arranged  for  an  excursion  over  the 
C.P.R.,  to  run  from  Halifax  to  Van- 
couver, taking  on  at  the  various 
points  those  who  wish  to  attend. 
The  excursion  train  will  start  from 


Halifax,  leaving  on  the  followuig 
days:  Halifax,  July  12:  St.  John, 
July  12;  Quebec,  Julv  13  ;  Montreal, 
July  13;  Ottawa,  July  13;  Toronto, 
July  14;  Port  McNicoil,  July  14;  and 
will  pass  through  all  the  leading 
cities  and  toAvns. 

From  Port  McNicoil  delegates  take 
the  C.F.Tl.  steamers  to  Fort  William; 
fi'om  there  to  Winnipeg  aero.ss  the 
prairies,  through  the  Rockies,  stop- 
ping at  Banff  and  Lake  Louise,  and 
on  to  Vancouver. 

Returning,  excursionists  are  allow- 
ed the  option  of  comi)ig  back  via  the 
Okanagan  Valley,  Sicamous  to  Peii- 
tieton,  through  the  boundary  coun- 
tiy  to  Nelson  and  Crows'  Nest  Pass 
from  Kootenay  Landing,  to  Medicine 
Hat,  and  back  cast. 

The  excui-sion  is  open  for  any 
members  who  wish  to  invite  their 
friends  or  to  take  any  member  of 
their  family.  Full  particulars  as  to 
cost  and  other  particulars  can  be 
secured  by  applying  to  the  Secretary 
of  any  Provincial  Roai'd.  or  to  E.  M. 
Trowern,  Secretary  of  the  Dominion 
Executive  Council,  Room  49,  La 
Ban(|ue  Xationah^  Building,  Ottnwa. 
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THE  MAXWELL 

Sanitary  Copper-Alloy  Vault 


3^ 


THE  ONLY  VAULT 

Manufactured  Exclusively  of  Copper-Bearing  Steel 
The  Most  Rust- Resistant  Steel  or  Iron 

Known  to  the  Art. 

Its  Superiority  is  Now  Generally  Acknowledged 

Even  by  those  not  making  exclusive  use  o{  the  material. 

MAKE  NO  MISTAKE 

Handle  and  sell  the  goods  you  can  depend  upon. 
The  Maxwell  Vault  has  never  failed  you. 

Its  Quality  is  Always  Maintained  Regardless  of  Expense 

Carried  in  stock  by  all  leading  jobbers. 
ASK  FOR  PRICES 

Manufactured  by 

MAXWELL  STEEL  VAULT  COMPANY,   ONEIDA,  N.Y. 
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Undertakers'  Department 

Prohlenti  affecting  the  Undertaking  Profession  are  here  discussed  and  readers  are  incited  to  send  letters 
expressing  their  views  on  any  of  the  subjects  dealt  With — News  of  the  profession  throughout  Canada. 


PROGRAM  READY  FOR  C.E.A.  CONVENTION 
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List  of  subjects  Prof.  Dhonau  will  take  up  at  various  sessions  of  School  and  Convention 
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THE  final  touches  are  being  put  to  the  arrange- 
ments for  this  year's  C.  E.  A.  convention  at 
Toronto.  The  programme  itself  has  been  fixed, 
and  should  be  in  members'  hands  within  a  few  days. 
Below  we  give  the  convention  programme  and  also 
the  list  of  subjects  that  will  be  taken  up  at  the 
School : 

School  Programme 

It  is  Prof.  Dhonau "s  desire  to  have  all  students  pass 
the  Examining  Board ;  and  he  wants  no  exceptions. 

School  will  open  Tuesday,  August  81st,  and  will 
continue  for  the  week. 

Below  are  given  a  list  of  subjects  that  will  be  taken 
up  at  the  School  and  Convention: 

List  of  Lecture  Subjects 

1.  Visceral  anatomy  and  physiology. 

2.  Comprehensive  study  of  the  arteries,  capillaries 
and  veins. 

'S.  The  make  up  of  tissues. 

4.  The  blood. 

5'.  The  removal  of  blood. 

6.  The  embalming  fluid. 

7.  The  methods  of  injecting  embalming  fluid. 

8.  Disinfection  of  the  body,  room  and  contents. 

9.  Decomposition — its  causes  and  methods  of  pre- 
vention. 

10.  Discolorations — their  causes,  prevention  and 
cure. 

n.  Miscellaneous  special  information  and  examina- 
tion practice. 

Convention  Programme 
Tuesday,  September  7th 

The  Officers  will  receive  members  9  a.m.  to  10.30  a.m. 
10.30  a.m. — ^^Convention  called  to  order  by  President 

F.  F.  Morris. 

Reading  of  Minutes. 
Prof.  Chas.  0.  Dhonau  will  give  a  short  introductory 

talk,  covering  the  subject  of  his  lectures  and 

deinoiKstrations. 

Afternoon  Session 

The  Secretary  will  be  present  at  1.30  p.m. 

1.30  to  2.30 — Open  to  give  members  of  our  Association 
an  opportunity  of  addressing  the  Convention  on 
any  subject  beneficial  to  the  profession. 

2.30 — President's  address. 

Appointment  of  committees. 

3  to  4.30 — Lecture  by  Prof.  Dhonau. 


Why  embalming  fluids  do  not  harden  all  bodies 
alike.  (Report  of  special  research  work  in  this 
direction). 

Wednesday,  September  8th 

Meeting  called  to  order. 
Secretarj^'s  report. 
Treasurer's  report. 

9.30  a.m.. — Special  address  of  important  intei^est  to 
all  funeral  directors  by  Mr.  W.  Cawkeil,  S'?cretary 
of  the  Furniture  Manufacturers'  Association,  who  will 
give  an  hour's  address  on  "Credits,  Up-to-date  Book 
keeping,  and  Better  Business  Methods  for  the  Under- 
taker," a  very  important  topic  for  those  who  hope 
for  success. 

10.30 — Lecture  by  Prof.  Dhonau. 

A  new  conception  of  the  circulation  and  the  under- 
lying principles  of  the  method  of  injecting  the  veins. 

Afternoon 

The  big  Annual  Picnic  and  Games  and  Banquet  at 
Island  Park. 

Baseball  championship  —  Funeral  Directors  vs. 
Travellers. 

Races  for  men,  women  and  children,  of  al!  nges  and 
sizes. 

Contests  and  stunts  of  all  kinds. 

Thursday,  September  9th 

9  a.m. — 'Committee  reports  and  unfinished  business. 

10  a.m. — Lecture  by  Prof.  Dhonau. 

Practical  demonstration  of  the  alternate  injectu)n 
of  veins  and  arteries,  and  recitation  of  experiences 
with  this  method. 

11  a.m. — Nomination  and  election  of  officers. 

General  and  new  business. 

Afternoon  Session 

2  j).m. — Installation  of  officers  by  retiring  pr'widont, 

followed  by  conclusion  of  unfinished  business. 

3  p.m. — 'Concluding  lecture  by  Prof.  Dhonau. 

Questioji  box  and  miscellaneous  information  by 
re(juest. 

All  the  above  will  be  the  basic  subjects.  Additional 
special  information  will  be  given  where  the  need  is 
indicated.  Pi'of.  Dhonau 's  principal  aim  at  a  conven- 
tion is  to  fully  satisfy  every  seeker  for  knowledge  and 
to  have  him  return  to  his  home  feeling  that  his  trip 
was  worth  while. 

The  information  given  at  the  coming  convention 
will  well  be  worth  the  time  of  any  funeral  director 
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in  Canada,  and  especially  in  Ontario,  coming  to  the 
sessions.  The  Professor  will  not  repeat  anything  he 
has  previously  given  at  Toronto  as  his  program  calls, 
for  the  disci-ission  of  matters  that  have  become  im- 
portant since  his  last  visit. 

Thursday  and  Friday,  September  10th  and  11th 

Examinations  by  Ontario  Government  Board,  com- 
mencing at  ;5  o'clock  on  Thursday  and  9  oV-loek  on 
Friday. 

Prize  Drawing  at  Convention 

For  this  year's  drawing  contest  Doc.  Ferguson, 
Canadian  manager  of  The  Champion  Chemical  Co..  is 
giving  a  ^Iri  adjustable  cooling  board,  with  collaps- 
ible legs.  All  funeral  directors  in  attendance  at  this 
year's  convention  are  entitled  to  a  guessing  contest 
ticket. 


SUCCESSFUL  CONVENTION  AT  REGINA 

The  latest  methods  in  embalming  the  dead  and 
preparing  them  for  shipment  and  burial  were  demon- 
strated by  Prof.  A.  H.  Worsham,  of  Chicago,  at  the 
16th  annual  convention  of  the  Saskatchewan  Funeral 
Directors'  and  Embalmers'  Association,  which  was 
held  at  Regina  June  29  to  July  2  inclusive. 

At  the  conclusion  of  the  four-day  session,  examina- 
tions were  conduCLcd  for  the  benefit  of  aspirants  for. 
embalmers'  licenses,  the  examinations  being  conduct- 
ed by  the  professor,  a  member  of  the  association  and 
an  official  appointed  by  Dr.  Seymour,  commissioner 
of  the  bureau  of  piiblic  health  for  Saskatchewan. 

Among  the  attractions  at  the  convention  was  an 
exhibit  of  caskets. 

The  convention  was  held  in  the  provincial  Normal 
school  aiid  was  addressed  by  the  Rev.  Walter  C. 
Western  on  "The  Associations  of  the  Clergy  With 
Funeral  Directors,'"  by  Dr.  Row,  M.H.O..  for  the  city, 
on  "Sanitation  in  Connection  With  P>urial  Opera- 
lions,"  Dr.  Seymour.  Commissioner  of  Health  for 
Saskatchewan,  and  -J.  Jessop  Nott,  of  Medicine  Hat, 
on  "Service." 
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Regina  undertakers  state  tliat  the  Province  of  Sas- 
katchewan has  tiie  best  la\'.s  in  the  Dominion  con- 
cerning the  shipment  and  burial  of  bodies  and  credit 
is  given  the  Saskatchewan  Hureau  of  Health  for  the 
initiative  v.'hich  it  hris  taken  in  tliis  connection. 


NOVA  SCOTIA  CONVENTION  IN  AUGUST 

The  annual  convention  of  t!ie  .\ova  Scotia  Fniieral 
Direcior.s'  Association  will  be  held  in  Halifax  August 
17,  18  and  10  next.  Prof.  Worsham.  of  ("hicago.  will 
be  the  lecturer.   A  good  programme  is  Ix'ing  arranged. 


STERLING  TO  TAKE  OVER  NEW  DOMINION 

An  announcement  of  interest  to  the  funeral  direc- 
tors of  tlie  country  has  been  sent  out  by  "Sterling 
Caskets,"  Ltd.,  stating  that  as  the  New  Domiiiion 
Casket  Co.,  of  Guelph.  Out.,  has  been  unable  to  lake 
care  of  the  ever  increasing  demand  for  undertakers" 
supi)lies,  on.  account  of  limited  space.  Sterling  Caskets. 
Ltd.,  has  been  incorporated  to  take  over  the  wliole  if 
the  assets  of  tlie  New  Dominion,  and  i'ltend  moving 
the  same  to  the  new  plant  recently  purehas^-d  on  Mc- 
Donnell Square,  Toronto,  where  there  is  a  much 
larger  building  and  plenty  of  additional  ground  to 
take  care  of  still  further  expansion.  The  location  of 
this  new  plant  is  good  for  taking  care  of  rush  order* 
for  on<-of-town  customers,  as  the  factory  is  situated 
about  half  way  between  the  LTnion  and  Parkdale  sta- 
tions, and  for  city  business  the  location  is  central, 
enabling  the  company  to  servr.  city  customers  in  every 
direction  with  expediency. 

The  manageuient  will  be  under  the  direction  of  XL 
R.  Wansbrough.  who  is  widely  known  among  the 
funeral  directors  of  Ontario,  with  J.  M.  Arnold,  late 
proprietor  of  the  Ncav  Dominion  Co.,  as  factory  sttper- 
intendent.  Mr.  Arnold  is  an  experienced  casket  manu- 
facturer. 

The  company  expect  to  be  in  the  Toronto  factory 
at  an  early  date,  and  until  that  time  will  operate  the 
Guelph  factory  to  capacity.  A  complete  line  of  un- 
di  rtakers'  supplies  will  ]>e  cari-ied  at  Tor(;nto  when 
the  plant  is  ready. 
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Last  year  Will  J. 
White  and  Jules 
Bra/.il.  a  pair  of 
snappy  entertainers, 
worked  up  much 
music,  mirth  and 
laughter — so  much 
so  that  the  Execu- 
tive of  the  C.  F.  A. 
felt  compelled  to 
ask  them  agaii;  to 
keep  the  fun  agoing. 


.illlllllllliliiiiliiiliiliililllllllllllliiiij  iiiiiiiiiiii  liiMiiiiiinitJii  iiiiMiii.iiiiii:iiiii  MUM  r 


.tULES   BR.VZIL.  I 
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"PERFECT"  Steel  Vaults 


(MADE  IN  CANADA) 


"Perfect"  Vault  at  grave  ready  for  arrival  of  funeral. 


Hood  of  vault,  easily  handled  by  two  men,  is  placed  over  the  casket. 


Ready  for  lowering  device  or  straps. 


Built  to  give 
Service  and 
Satisfaction 

Beautifully  finished  with 
a  specially-prepared 
grey  vault  enamel  to 
protect  the  steel  from 
rust  and  chemical  action 
of  the  earth.  Is  air 
ind  water  tight  and 

Costs  Little 
More  Than 
the  Average 

Wooden  Shell 

Mr.  Undertaker:  The 
"Perfect  Vault '  opens 
up  an  entirely  new  and 
profitable  field  and  will 
add  dignity  to  your 
trade. 

Procrastination  will  rob  you 
of  the  extra  profit  you  should 
have.  "Prompt  and  efficient 
Service"  is  our  motto. 

Write  to-day  for  quotations 

Steel  Burial  Vaults 

Limited 

15  Jarvis  St.  TORONTO 
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A  WESTERN  ONTARIO  ESTABLISHMENT 

ONE  of  the  best  known  funeral  directors  in  West- 
em  Ontario  is  Geo.  E.  Loijan,  of  London,  Out. 
Mr^  Logan  has  been  in~  the  profession  for  over  30 
years,  all  of  that  time  in  London.    He  acquired  a 
business  of  his  own,  located  at  418  Richmond  Street, 
about  twelve  years  ago. 

On  the  younger  side  of  the  firm,  Harold  Logan,  eld- 
est son,  has  been  in  the  harness  for  the  last  eight 
years,  except  the  time  he  served  overseas.    He  holds 


GEO.  K.  LOGAN,  F.D.,  London.  Ont. 


a  diploma  from  the  Renouard  Training  School  of 
Embalmers  of  New  York,  also  a  New  York  State 
license  and  his  Ontario  license. 

Everett  Logan,  the  youngest  of  the  firm,  took  a 
hand  in  the  business  about  four  years  ago.  He  is  a 
competent  embalmer  and  general  useful  man  in  all 
details  of  the  business. 

"Service"  has  been  the  key-word  of  this  firm's 
success,  710  matter  if  a  man  is  a  pauper  or  a  wealthy 
man  he  gets  or  receives  the  same  attention  regardless 
of  creed  or  race. 

The  firm's  premises  are  located  near  the  centre  of 
the  city,  very  convenient  to  all  railway  stations,  thus 
assisting  shipment  on  first  train  any  out-of-town 
patients  W'ho  may  succumb  in  that  city. 

The  motor  equipment  is  complete  in  every  d(^tail 
including  a  touring  ear  used  for  first  call  work,  a 
casket  and  shell  car  for  delivery  of  the  casket  and 
outside  cases,  one  large  black  hearse,  one  large,  silver 
grey  hear.se,  also  one  horse-drawn  wagon,  and  one 
hor.se-drawn  hearse,  the  latter  two  used  for  winter 
Avork  only. 

The  interior  of  the  etalilishment  is  designed  as  fol- 
lows: Office  or  reception  room  in  front,  behind  whic  h 
is  located  their  room  for  conducting  funerals,  known 
now-a-days  as  a  chapel;  next  comes  the  sample  rooms, 
all  caskets  being  displayed  on  moveable  trucks,  a!id 
next,  but  not  least,  the  morgue,  located  at  rear  of 
l.'uilding.  An  adjoining  garage  for  the  motors  com- 
I)letes  the  downstairs  equipment. 

On  the  first  flooi'  above  the  main  one  are  located 
living  quarters,  where  some  one  is  always  on  the  alert 
to  attend  night  calls.  No  am.biilance  is  run  in  con- 
nection with  this  firm,  in  some  manner  it  never  ap- 
peared to  the  firm  to  be  just  the  proper  thing  to 
conneet  an  ambulance  with  the  undertaking  business. 


MR.  LOUDAN  BURIES  IRELAND'S  ARCHBISHOP 

The  mortal  remains  of  tlie  late  Lord  Primati-  of  All 
Ireland  (the  Most  Rev.  Dr.  Cro/ier)  were  interred  in 
the  grounds  of  St.  Patrick's  Cathedral.  Armagh.  Ire- 
land, on  Friday  afternoon,  April  80th.  During  the 
morning  the  coffin  was  removed  from  the  Archbishop's 
Palace  into  the  little  private  chapel  adjoining,  where 
the  Primate  was  accustomed  to  conduct  family  devo- 
tions. There  it  rested  on  a  catafalque  in  the  nave 
until  about  half-past  twelve,  when  it  was  borne  from 
the  sacred  building  to  the  hearse  by  a  number  of  the 
Palace  Employees.  The  coffin,  which  was  made  of  solid 
oak,  with  brass  mountings,  was  almost  hidden  by 
wreaths  and  other  floral  tributes. 

Clergy  from  all  parts  of  Ireland  assembled  in  the 
Palace  grounds  prior  to  the  departure  of  the  cortege, 
and  equally  imposing  was  the  concourse  of  laymen. 
Members  of  the  Orange  and  Ma.sonic  Orders  were 
present  in  large  numbers,  and  there  were  also  repre- 
sentatives of  many  social  and  benevolent  institutions. 
At  the  head  of  the  procession  a  detachment  of  troops 
belonging  to  the  Royal  Irish  Fusiliers  walked,  and  im- 
mediately behind  them  were  contingents  of  the 
Church  Lads'  Brigade  and  the  Boy  Scouts.  Then 
came  representatives  of  the  Masonic  Order,  succeeded 
by  the  hearse  and  the  chief  mourners. 

R.  R.  Loudan,  F.L.C.E.,  the  well-known  embalmer 
and  mortician,  assisted  by  his  son.  William  Jackson 
Loudanj  member  of  the  British  Embalmers'  Society, 
had  complete  charge  of  the  funeral  arrangements. 


NOTES  OF  THE  PROFESSION 

The  Fleury  Burial  Co..  Toronto,  has  been  registered. 

John  J.  Millard  has  sold  his  undertaking  business 
at  Newmarket. 

Stanley  Russell,  Acton,  Ont.,  is  feeling  very  happy 
these  days.  A  stork  flying  over  that  town  left  an 
eight-pound  son  on  his  doorstep. 

Fred  Hunter,  of  Hunter  &  Bean,  London,  Out., 
who  sold  out  recently  their  funeral  directing  business 


I'uneral  of  His  Grace  .r.jlu;  Baptist  Crozior.  Lord  Primate  of  .Vll  Ireland, 
leaving   Cathedral   at   -Vrmagh.     R.  R.   Loudan.    F.L.''.K..    had  rompleti- 
charge  of  funeral. 


to  A.  L.  Oatman,  has  joined  the  staft"  of  F.  W.  Mat- 
thews Co.,  Toronto,  as  also  has  Arthur  Hickman,  vrho 
has  returned  from  Overseas  after  five  years'  absence. 
In  Mr.  Hickman's  case  it  was  a  rejoin,  as  he  Avas  in 
Mr.  Matthews'  employ  before  he  left  for  overseas. 
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OMINjOA; 


QUALITY 


SERVICE 


You  want  the  best  results — 

You  believe  in  the  best — 

Then  buy  the  "Best." 

There  is    nothing  better**  than  Dominion  Service  Products, 


Number  543 

SOLID  QUARTER  CUT  OAK 

Number  544 

SOLID  MAHOGANY 


The  above  casket  is  without  question  one  of  the  finest  articles  produced  from  Quarter  Cut 
Oak  or  SoHd  Mahogany  lumber.  The  workmanship,  the  material,  the  finish— is  the  best 
labor  and  machinery  can  produce.    We  solicit  your  requirements  for  "Quality  Goods." 

Our  Motto:     The  Best  Goods  at  Fair  Prices/* 

Dominion  Manufacturers^  Limited 

Head  Office  and  Showrooms: 
109  Niagara  Street      -      Toronto,  Canada 

BRANCHES 

Vancouver         Calgary         Winnipeg         London         Hamilton         Toronto         Montreal  Three  River*  Amherst 
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SERVICE 


QUALITY 


Opportunity  is  knocking  at  your  door — 

Let  the  Quality  and  Service  man  in — 

Your  clients  demand  the  same  of  you. 


''Preparedness  and  Quality**  are  surely  two  of  your  best  assets. 


Number  325  Canopy  Couch — A  favorite  in  regards  to  Quality.  Your  clients  to-day  are 
demanding  High  Class  Goods  and  something  that  is  different  from  bygone  days.  Be  pre- 
pared for  their  demands  and  you  will  be  repaid  many  fold. 


"  Our  line  is  complete — Our  organization  is  at  your  service, " 


Dominion  Manufacturers,  Limited 

Head  Office  and  Showrooms : 
109  Niagara  Street  -  Toronto,  Canada 

BRANCHES 

Vancouver         Calgary         Winnipeg         London         Hamilton         Toronto         Montreal        Three  Rivers  Amherst 
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!  Preserving  Drowned  Bodies.  II.  i 

I  By  HOWARD  S.  ECKELS.  Ph.C.  | 

I  Dean  of  Eckels'  College  of  Embalming.  | 

1        Written  for  Canadian  Furniture  World  and  The  Undertaker.  | 
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It  is  well  to  appreciate  the  fact  that  all  disinfecting 
embalming  fluids  are  astringent,  and  the  greater  the 
astringency  the  greater  the  contraction  of  the  tissue 
and  the  closing  of  the  capillaries  which  is  the  cause 
of  swelling  on  the  further  injection  of  the  fluid.  Thus 
it  will  be  seen  that  the  more  effective  the  capillary 
wash  and  hlood  solvent  and  the  weaker  the  fluid  the 
greater  the  quantity  which  may  be  injected  without 
the  consequent  swelling  which  would  follow  the  in- 
jection of  the  stronger  and  more  astringent  solution. 

After  the  injection  of  the  capillary  wash  has  taken 
place  and  before  the  injection  of  fluid  in  the  carotids 
up  into  the  head,  blood  may  be  relieved  from  the 
vpins.  It  Is  of  great  advantage  to  always  inject  into 
the  carotid  arteries,  because  by  this  injection  you  in- 
sure circulation  throughout  the  face  tissue  inde- 
pendent of  the  rest  of  the  'bodj'-.  Therefore,  should 
there  have  been  a  puncture  by  the  trocar  during  the 
cavity  injection  no  interference  with  the  circulation 
of  the  face  would  occur. 

The  kind  of  drowning  cases  that  are  the  most  seri- 
ous to  the  embalmer  are  those  which  lay  in  the  water 
until  decomposition  produces  sufficient  gases  in  the 
bodj^  to  swell  its  bulk  so  that  it  is  lighter  than  an 
equal  bulk  of  water,  and  thus  the  body  rises  to  the 
top. 

Every  drowned  hody  thus  comes  to  the  surface  in 
lime,  and  is  in  consequence  somewhat  decomposed 
with  the  capillary  gases  thus  produced  which  inter- 
fere yvifh  and  retard  the  natural  circulation  to  such 
an  extent  that  it  is  almost  impossible  to  secure  per- 
fect preservation  by  the  injection  of  any  single 
artery  because  general  arterial  circulation  thus  is 
almost  impossible.  Therefore  it  has  been  the  opinion 
oE  em'balmers  less  experienced  that  such  eases  are  im- 
possible of  preservation  and  that  burial  must  take 
place  at  once. 

There  are  many  occasions  M'hen  the  undertaker  is 
desirous  of  preserving  and  producing  the  best  ap- 
pearance of  such  bodies,  and  for  your  benefit  I  will 
proceed  to  take  up  such  cases  in  detail. 

These  bodies  are  usually  found  to  be  swollen  at 
parts  or  there  may  be  distentions  all  over  the  entire 
body,  which  may  be  so  very  much  swollen  as  well  as 
discolored  that  it  is  an  obnoxious  su^bject  to  handle. 
Kveii  then  great  benefits  may  bo  derived  from  the 
proper  application  of  a  good  disinfeetin-^-  onibnlming 
fluid. 

r  wish  to  impress  you  with  the  moaning  of  tlii.s 
term.  Disinfectant  embalming  fluid  moans  a  fluid 
sufficiently  strong  to  destroy  the  agents  of  infection 
which  arc  bacteria  of  every  kind,  putrefaof ive  as  well 
as  disease  producing.  Therefore  when  this  solntioi^ 
is  hronght  into  contact  with  the  flesh  tissue  it  will  be 
found  to  prevent  further  fermentation  and  putrefac- 
tion, hence  the  generation  of  further  gases  Mill  be 
stopped  and  no  longer  invade  the  tissue  so  that  fur- 
ther swelling  will  stop  and  contraction  will  go  on  and 
the  body  become  more  natural  in  size  as  well  as  be- 
coming dry,  firm  and  free  from  odor. 

To  secure  this  kind  of  circulation  requires  the  injec- 


tion of  each  of  the  arteries  towards  the  extremeties — 
the  carotid  arteries  should  both  be  injected  towards  the 
head,  using  as  much  fluid  as  necessary  to  thoroughly 
disinfect  all  of  the  tissue,  and  yet  it  is  desirable  not  to 
use  too  much  fluid  to  fill  out  the  tissue  in  this  swelled 
condition  which  would  tend  to  keep  it  swollen. 

Experience  teaches  how  much  fluid  is  necessary  to 
inject  into  the  tissue  to  disinfect  and  prevent  further 
fermentation  and  thus  stop  the  further  production  of 
gases,  and  more  should  not  be  used  because  this  fluid 
of  its  own  bulk  would,  if  injected  beyond  that  point, 
produce  a  swelling  which  would  not  go  down  as  rapidly 
as  would  the  swelling  in  the  tissues:  were  putrefaction 
and  fermentation  stopped,  when  the  gases  which  have 
formed  previous  to  this  time  would  subside. 

After  this  injection  the  arterial  tube  may  be  taken 
therefrom,  and  the  arteries  tied,  when  the  axillary  arter- 
ies should  be  raised  and  injected  towards  the  hands. 
During  the  injection  here,  continued  manipulation  of 
the  arms  should  occur,  thus  encouraging  the  circulation 
of  the  fluid  throughout  this  tissue,  and  continuing  the 
injection  here  until  the  circulation  is  seen  to  occur  prop- 
erly throughout  hands  and  fingers,  when  the  finger  nails 
may  be  pressed  by  proper  massaging  the  blood  forced 
therefrom  and  the  entire  hand  become  a  nearly  natural 
color.  After  this  injection  the  femoral,  or  external  iliac 
arteries,  should  be  raised  and  injected  downwards. 
After  these  extremeties  are  properly  injected,  one  of 
these  arteries  should  be  injected  towards  the  trunk  of 
the  body. 


California  proposes  to  levy  a  tax  on  all  undertak- 
ers in  that  t^tate  of  one  dollar  per  permit  for  burial 
or  cremation. 


The  Supreme  Achievement 
in  Embalming  Fluid 

The  next  time  you  want  Embalm- 
ing Fluid,  do  not  merely  mention 
"Fluid,"  but  insist  on  "CaranaC." 

CaranaC  Embalming  Fluid 

is  a  specially  compounded  chemical 
which  will  not  alter  in  strength,  and 
a  fluid  you  may  depend  upon. 

We  Ship  Promptly 

CaranaC  Laboratory 

"The  All- Canadian  House" 

Peterborough    -    Ontario    -  Canada 
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AN  ENGLISH  FUNERAL  CHAPEL 

OX  tliis  11c) ge  is  illustrated  the  "Mortuary  Chaui- 
ber"  of  Dottridg'e  Brothers,  Ltd.,  Loudou,  Eug- 
laud,  oue  of  the  leacliug  funeral  directing  con- 
cerns of  Great  Britain.  Not  only  are  they  funeral 
directors,  as  we  understand  the  term  out  hero  in 
Canada,  but  they  are  casket  manufacturers  as  well — 
in  fact  they  make,  direct,  conduct  and  supervise  all 
arrangements  fur  funerals  from  the  first  stage  to  the 
final  one. 

Dottridge  Brothers,  too,  are  reformers  in  funeral 
directing  in  England,  and  they  are  responsible  for 
many  of  the  advances  which  the  professoion  has  made 
in  the  Old  Country  in  the  past  half  century.  We  in- 
tend  in  a  future  issue  to  give  a  complete  and  detailed 
description  of  their  huge  Dorset  works.  We  have 
nothing  like  it  here  in  Canada.  Because  of  this  we 
are  pleased  to  give  this  illustration,  showing  one  rocn 
of  their  moderii  establishment. 


AMERICAN  DEAD  TO  BE  REINTERRED 

The  United  States  Government  propose  to  bri;ig 
back  to  this  side  of  the  Atlantic  free  of  charge  44.000 
soldier  bodies  from  Prance.  Some  73,000  ((uery  cards 
were  .sent  out  asking  if  the  relatives  wished  the  bodii^iS 
interred  in  the  U.S.,  and  44,000  replied  yes. 

Buried  abroad  are  70,551  American  soldiers  in 
France;  2,519  in  England;  1,207  in  Germany,  1,015  in 
Belgium;  154  in  Luxemburg;  111  in  North  Riissia  ;  76 
in  Italy,  and  2  in  Spain., 


PROFESSIONAL  NOTES 

J.  Fred  Rice,  of  Digby,  X.S.,  has  purchased  a  new 
auto-hearse  from  one  of  the  Ontario  motor  hear.se 
companies. 

J.  H.  Bick.s  &  Sons,  Bridgetown,  X.S.,  funeral  direc- 
tors and  furniture  dealers,  are  now  making  cask"ts. 
both  cloth  covered  and  varnished  cases. 

C'has.  W.  Berg,  a  Wichita,  Kansas,  funeral  director, 
has  written  a  book,  "Confessions  of  an  Undertaker," 
dealing  with  the  retpiirements  of  the  modern  funeral. 
The  book  is  said  to  have  taken  well  in  the  United 
States. 


COULDN'T  HEAR  A  WORD. 

He  had  been  dining  well,  but  not  too  wisely,  and  as 
he  was  staggering  homewai'ds  a  friend  met  hira  and 
suggested  that  perhaps  it  would  be  better  if  he  Avere  to 
sit  quietly  in  a  picture  show  for  a  time.  They  accord- 
ingly went  in  together,  but  in  a  little  while  the  friend 
foiuid  the  inebriated  one  sobbing  quietly  to  himself, 
although  the  picture  then  flickering  across  the  screen 
was  certaiidy  not  a  pathetic  one.  "What's  the  mat- 
ter?" he  hissed,  "Why  can't  you  sit  quiet  and  look  at 
the  picture?"  "  'Sno  good,  ol'  man,"  sobbed  the 
otlier.  "I've  gone  stone  deaf.  T  can't  hear  a  single 
word  they  are  saying." 


Walter  Evel,  of  Evel  &  Co.,  Hamilton,  Out.,  has  re 
turned  from  a  trip  to  England. 


"How  do  you  like  that  cigar  I  gave  you,  old  man? 
For  two  hundred  bands  off  that  brand  they  give  you  a 
gramophone. ' ' 

"You  don't  say!  If  I  smoked  two  hundred  of  those 
cigai's  T  wouldn't  want  a  gramophone;  IM  want  a 
harp." 


£iijii.'iiiiiiiiiiM!i!iMi'iiiiiiiiiiiiiiiriiiiiimiiiiiMii-' 


Mortuary  Chamber 
for  the  use  of  trade 
customers  which 
Doti  ridge  Bros.,  Ltd, 
have  opened  in  their 
establishment  at  their 
Dorset  Works, 
London,  England. 
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TRADE  MARK 


"Quality"  Line 


Fair 
Prices 


.^■iiiiiii 


"Evel"  Stands  for  "QuaKty" 

first,  last,  and  all  the  time.  Whether  the  casket 
is  our  finest  mahogany  or  a  cheap  broadcloth — it  is 
made  with  honest  material,  the  design  is  artistically 
correct,  it  is  carefully  inspected,  and  it  is  stamped 
with  the  indefinable  touch  of  quality.  If  you  are 
looking  for  real  quality  goods  get  in  touch  with 
the  "  Evel  "  line. 


Polished  Caskets  in  Oak,  Mahogany,  Walnut,  Gum, 
and  Birch.  Cloth  and  Plush-covered  Caskets, 
Ladies'  and  Gents'  Suits  in  latest  fashions.  Pillow 
Sets  and  Linings  in  exclusive  designs.  Westfield 
Plate  Hardware. 


The  Evei  Casket  Company,  Ltd. 

Hamilton  Ontario 

Has  no  affiliation  with  any  other  firm  in  the  Trade 
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Austin  M.  Mitchell.  Guelph,  Out.,  has  just  purchas- 
ed a  new  Reo  hearse. 

H.  MacKenzie,  who  was  mentioned  in  our  last 
issue  as  assistant  manager  at  J.  H.  Robinson  &  Co., 
Hamilton,  writes  asking  us  to  correct  the  statement  in 
that  he  is  second  on  the  stafi. 

On  May  15  Snow  &  Co.  suffered  the  loss  of  a  valu- 
able laare.  Some  weeks  before  the  animal  was  in- 
jured in  the  leg  and  after  treatment  the  veterinary 
surgeon  recommended  shooting  her. 

Wall  paper  seems  to  be  quite  a  line  for  some  un- 
dertakers. We  thought  Joe  Phalen,  of  Arthur,  Out., 
was  in  a  class  by  himself,  but  Ed.  Henry,  up  in 
Thamesville,  also  carries  the  goods. 

Geo.  E.  Logan,  wife,  and  daughter  Iva,  of  London, 
Ont.,  have  left  for  a  trip  through  the  Canadian  North- 
West,  with  the  "Schriners'  Special,"  en  route  for 
Portland,  Oregon,  where  they  will  visit  a  month,  re- 
turning about  the  fifteenth  of  July. 

Wm.  Speers,  of  West  Toronto,  has  put  into  use 
for  his  Catholic  funerals  a  kneeling  bench,  or  prayer 
rail,  said  to  be  the  first  in  Canada.  This  rail  is  about 
six  feet  long,  is  of  telescopic  pattern,  and  can  be 
folded  into  a  suit  ease.  The  contrivance  is  patented 
in  both  Canada  and  the  United  States. 

Fred  W.  Matthews,  665  Spadina  Avenue,  Toronto, 
is  contem.plating  attractive  improvements  in  and 
around  his  already  beautiful  funeral  home,  to  the 
extent  of  about  $15,000,  which  when  completed,  with- 
out a  doubt,  will  stand  out  as  one  of  the  most  extra- 


ordinary establishments  of  its  kind  in  Toronto,  and 
excelled  by  none  in  Canada. 

John  K.  Breiinan.  who  was  on  the  Fred  W.  Mat- 
thews staff  at  Toronto  for  a  month,  has  gone  again 
to  the  west,  the  lure  of  the  prairie  being  too  strong 
for  one  who  has  tasted  its  freedom.  John  went  over- 
seas in  1916  with  the  09th  Edmonton  Battalion,  and 
has  only  recently  returned  to  harness  again.  He  was 
formerly  with  Graham  &  McCall  and  A.  M.  Shaver, 
Calgary,  before  striking  out  for  himself  with  tlie 
Wetaskiwin  (Alta.)  Undertaking  Co.  John's  first 
stop  will  be  Calgary. 

One  day  recently  as  one  of  Snow  &  Co. 's  hearses 
was  returning  from  the  north  end  of  Halifax,  X.S., 
the  rear  axle  broke,  throwing  the  driver  off  his  seat 
to  the  ground.  The  horses  started  to  run,  but  willing 
hands  soon  had  them  under  control,  but  not  before 
the  rear  carriage  of  the  hearse  was  a  complete  wr^ck, 
one  side  glass  broken,  and  the  ornaments  and  mould- 
ing on  the  lower  part  of  rear  end  of  body  of  the 
hearse  destroyed.  A  call  put  in  to  Lamphin's  carriage 
works  brought  the  manager  himself  on  the  scene  and 
under  his  direction  the  Avreck  was  loaded  on  a  large 
dray  and  hauled  to  86  Grafton  Street,  where  it  is 
being  repaired  and  repainted. 

Miss  Verda  Kitehing,  secretary  of  Schreiter's.  Ltd., 
Kitchener,  Ont.,  recently  sold  to  Norman  A.  Craig, 
West  Queen  Street,  Toronto,  upholstered  furniture  in 
tapestry  design  of  the  most  unique  pattern.  Miss 
Kitehing  made  a  special  trip  to  Toronto  to  visit  the 
new  funeral  home  of  Mr.  'Craig,  and  to  get  his  ideas 
of  the  interior  finishing  of  his  new  offices  and  rest 
room,  before  taking  his  order,  which  came  little  short 
of  $2000.  We  want  to  congratulate  Norm,  on  his  new 
quarters  and  Miss  Kitehing  upon  landing  the  order. 
P'or  she  is  quite  well-known  among  the  profession, 
who  always  remember  her  at  the  picnic,  where  she 
smiles  during  the  games  and  feasts  daring  the  ba)i- 
'luet. 


SEE  WHO'S  HERE 

THE   CHAMPION   COLLEGE   OF  EMBALMING,    TOEONTO,     SEPTEMBER    7 — 10,  1897 

Top  Row — E  Myles.  C.  L.  Young,  N.  Beamish,  Geo  Lawrence. 

.Second   Row — .).    I.assaline.   H.    White,    L.   Morris,   .i.   McArthur,   S.  Wallace,   D.   McKay,   E.  Robeson, 

W.  Brysloy,  J.  T,  Sarnt.  H.  A.  Bingham,  J.  E.    McDoncll,   C.  McArthur. 
Third  Row — E.  .1.  Humphrey,  .7.  Bradley,  J.  Coates,    Prof.-.Reuouard,  Mrs.  A.  M.  Gann,  Dr.  Myers,  Mrs. 

I.  Bedint,  J.  C.  McNabb,  A  Campbell. 
Bottom  Row — M.  M.  Brewster,  J,  B.  Woodall,  E.   C.  Williams,  J.  Yeoman,  W.  R.  Dpeton.  A.  E.  tiibson, 

.1.  N.  Devitt,  A.  Theaker. 
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One  of  the  many  mail  orders  received  during  the  last 
month.    Have  you  tried  Canicula  ? 

CANICULA  CHEMICAL  COMPANY 

366  BATHURST  STREET 
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I  Advertising  for  Funeral  Directors  1 
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FOR  thirty  years  or  more,  in  fact,  nearly  all  my  life, 
I  have  been  in  close  touch  with  the  work  of  the 
iindertaker.  I  have  seen  him  advance  step  by  step, 
discarding  the  cold  and  clammy,  the  unsightly  and  Tin- 
sanitary  ice-cabinet  for  the  beautiful  silken  couch;  the 
trocar  for  the  scalpel ;  the  dingy  shop  for  the  impressive 
mortuary ;.  the  coach  for  the  limousine.  In  all  this  evolu- 
tion, public  opinion  of,  or  perhaps  I  should  say  public 
interest  in,  our  work  as  undertakers  has  not  changed. 
Nor,  it  seems  to  me,  is  it  likely  to  change  until  we  our- 
selves awaken  to  a  full  realization  of  the  important 
position,  which,  because  of  the  nature  of  our  calling, 
society  holds  for  us; 

I  read  the  other  day  in  one  of  our  journals  an  editorial 
the  general  public  is  unfamiliar  with  the  processes  of 
on  the  subject  of  advertising — ethical  advertising — for 
funeral  directors.  The  writer  concluded  by  saying  that 
embalming.  There,  I  believe,  is  the  crux  of  our  whole 
problem.  Should  not  the  public  be  familiar  with  our 
work,  our  duties,  not  alone  in  caring  for  the  human  dead, 
but  in  our  greater  mission  of  protecting  the  living  from 
the  dangers  of  contagion  and  infection  in  our  work,  in 
short,  as  sanitarians? 

If  the  answer  to  that  query  is  in  the  affirmative,  and 
I  believe  you  will  agree  that  it  must  be,  then  what 
method  of  system  of  educational  publicity  should  be 
inaugurated  ?  Informative,  constructive  publicity,  either 
by  the  undertaker  individually,  or  by  the  collective 
body?  Here  is  a  matter  that  might  wisely  be  taken  up 
and  discussed  by  the  various  state  and  local  organiza- 
tions. 

In  the  literature  of  our  profession  or  our  vocation,  the 
dual  character  of  the  undertaker  is  clearly  indicated. 
He  .seems  to  be  both  business  man  and  professional.  But 
just  where  does  the  business  nature  end  and  the  profes- 
sional nature  begin?  Can  the  undertaker  without  danger 
of  losing  his  professional  identity  continue  to  be  both 
business  im\u  and  professional?  Many  have  attempted  a 
solution  of  this  problem.  Segregation  has  been  .suggest- 
ed. But  what  then?  I  do  not  believe  that  a  high  stand- 
ard of  professionalism  can  be  reached  while  we  cling  to 
the  idea  that  our  interests  are  better  conserved  by  con- 
cealing our  true  status — our  true  mission.  "We  are 
afraid  of  truth,  afraid  of  fortune,  afraid  of  death,  afraid 
of  each  other,"  says  Emerson.  Until  we  know  our  true 
mission  no  definite  plan  for  advancing  our  professional 
standard  can  be  intelligently  formulated.  It  has  been 
said  that  in  small  communities  the  good  work  of  the 
undertaker  is  well  known  to  all  the  people,  and  that, 
therefore,  there  is  no  need  of  advertising.  Need  of  what 
kind  of  advertising?  Advertising  to  enhance  the  volume 
of  business?  No.  Advertising  to  induce  the  sale  of  more 
expensive  caskets?  No.  But  does  the  undertaker  owe 
nothing  to  his  profession?  To  the  public?  Has  he  not 
a  greater  duty  to  perform  than  merely  receiving  the 
approbation  and  plaudits  of  the  members  of  his  commu- 
nity for  satisfying  them  that  he  is  properly  prepared 
for  the  sanitary  care  of  the  dead  and  that  he  under- 
stands the  latest  methods  of  preparing  the  remains  in 
tlie  most  approved  manner?  That  estimation  of  the 
value  of  his  .service  wliich  the  undertaker  holds  of  him- 
self is  the  estimation  of  his  value  held  by  the  public. 
It  is  his  judgment  which  is  reflected  in  the  judgment 
of  the  people.    And  let  us  see  what  this  self-appraise- 


ment is :  The  average  funeral  director  is  content  to  allow 
the  public  to  estimate  the  value  of  his  professional  ser- 
vice as  .secondary  in  importance  to  the  value  of  the 
business  or  barter  side  of  his  calling.  Sometimes  I  think 
the  funeral  director  is  the  greatest  compound  of  ultra- 
philanthropist  and  profiteer  one  could  possibly  imagine 
or  conceive.  And  yet  there  are  no  rich  undertakers.  I 
have  yet  to  see  an  article  in  a  secular  journal  in  which 
the  funeral  director  is  given  credit  for  scientific  advance- 
ment. Almost  daily-  we  can  find  items  and  stories 
derogatory  of  our  work  and  of  ourselves.  The  work  of 
the  funeral  director  is  not  appreciated  because  it  is  not 
understood.  It  is  not  given  .serious  thought  or  considera- 
tion. And  the  reason  is  not  because  the  public  is  un- 
sympathetic or  indifferent,  but  because  the  undertaker 
himself  underestimates  the  value  of  his  service  to  human- 
ity, because  he  himself  does  not  understand  or  appreciate 
his  true  mission. 

Confidence  begets  confidence.  True  .service  fails  of 
recognition  when  the  professor  is  ignorant  of  or  attempts 
to  conceal,  through  fear  of  public  opinion,  its  economic 
value.  Do  you  doubt  the  attitude  of  the  public?  Is  it 
not  expressed  in  pulpit  and  press,  by  judge  and  jury,  by 
lawyer  and  executor?  Let  us  not  mistake  public  opinion 
and  the  interest  that  the  public  takes  in  our  work.  As 
Polonius  had  it :  "To  thine  ownself  be  true,  and  it 
follows  as  night  the  day,  thou  canst  not  then  be  false  to 
any  man." 

Ours  is  a  wonderful  profession,  and  the  public  is  ready 
and  willing  to  accord  us  recognition.  Let  us  i^repare 
ourselves  and  be  ready  to  accept  it.  Any  profession 
which,  by  its  own  act,  or  by  municipal  or  court  action, 
is  placed  on  a  money  basis,  degrades  itself  into  an  occu- 
pation. 

I  wish  I  could  go  on  and  take  up  other  phases  of  our 
work,  but  I  shall  leave  these  for  the  psychologist.  The 
funeral  director  now  coming  to  the  fore,  will  no  more 
think  of  continuing  his  work  without  the  aid  of  publicity 
than  we  here  would  think  of  returning  to  the  days  of 
the  ice  box  and  the  trocar.  With  the  physician,  with 
the  dentist,  with  the  members  of  other  professions,  the 
undertaker  will  contend  for  professional  honors.  And, 
like  these,  he  will  do  it  through  the  force  of  publicity. 
Without  that  force  progress  will  be  slow.  With  it.  our 
highest  and  noblest  aspirations  will  be  realized. 


SHE  WAS  HIS  OWN. 

"I  wonder  will  Smithers  always  allude  to  his  wife 
so  lovingly  as  'my  own'?" 

"Well,  she  is  his  own.  Everything  else  in  his  home 
he  is  paying  for  on  the  installment  plan." 


CANICULA 

EMBALMING  FLUID 

Made  in  Canada  by  an  experienced 
chemist  from  the  highest  grade  of 
chemicals.  Canicula  does  the  work 
and  saves  you  the  exchange. 

CANICULA   CHEMICAL  CO. 

366  Bathurst  Street        -  TORONTO 
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ONTARIO 

Aylnier — 

Pipice  &  Co. 

Bobcaygeon — 

Byng,  G.  C. 

Bowmanville,  Ont. — 

Morris  &  Son,  L.  'Phone  10. 

Brantford — 

Thorpe  Bros. 
Funeral  Directors. 
Successors  to  H.  S.  Peirce. 

Both  phones,  200. 

Dungannon  — 

Sproul,  William 

Elmira — 

Dreisinger,  Chris. 

Hamilton — 

Blaehford  &  Sons. 

57  King  Street  West 
Dodsworth,  A.  H. 
59  King  St.  W. 
Eobinson,  J-  H-  &  Co., 
19-21  John  St.  N. 


Ingersoll — 

Mclntyres. 
F.  W.  Keeler,  proprietor 

Kingston — 

Corbett,  S.  S- 

Eeid,  Jas.,  254  Princess  St. 

London — 

Ferguson 's  Sons,  Joihn 
174  to  180  King  St. 

North  Bay — 

F.  J.  Martyn. 

Orillia — 

D.  Clark.  Tel.  159. 

Mundell,  J.  A.     Phone  126. 
150  Mississagia  St 

Oshawa — 

Luke  Burial  Co. 

Schomberg — 

F.  Skinner. 

St.  Catharines — 

Grobb  Bros. 

144-146  St.  Paul  St- 


St.  Thomas — 

William,  P.  R-,  &  Sons,  519 
Talbot  St. 

Stratford — 

Greenwood  &  Vivian,  Ltd. 
88-92  Ontario  St. 
White  &  Co.,  80  Ontario  St. 
Downs  &  Fleming. 

Toronto — 

Coibbledick,  N.  B. 

1508  Danforth  Ave.,  and 

2068  Queen  St.  E. 
Auto    equipment    for  all 

branches  of  service. 
Phone  Beach  73. 

J.  A-  Humphrey  &  Son, 
463  Ohurch  St. 

W.  N.  Knechtel. 
1202  Yonge  St. 
Motor  equipment  for  all 

branches  of  service. 
Motor  ambulance. 
Phone  North  4400. 

The  Fleury  Burial  Co. 

685  Queen  St.  E. 

Washington  &  Johnston, 
707  Queen  St.  E. 
Corner  of  Broadview. 

Wallaceburg — 

Cousins,  Burlington  &  Saint 

Welland— 

J.  J.  Patterson  &  Sons. 
Sutherland,  G.  W- 


Woodstock — 

Mack,  Paul. 

Whitby— 

Nicholson   &  Seldon. 


QUEBEC 


Montreal- 


Tees  &  Co.,  912  St.  Catherine 
St.  West. 


NEW  BRUNSWICK 
Moncton — 

Tuttle  Bros.,  164  Lutz  St. 

MANITOBA 

Brandon — 

Campbell   &  Campbell. 

Dauphin — 

Farrell,  A.  F. 

Winnipeg — 

Clark-Leatherdale  Co.,  Ltd 
2Z2  Kennedy  St- 

Thompson  Co.,  J.,  501  Main 

SASKATCHEWAN 
Moose  Jaw — 

Broadfoot  Bros. 

ALBERTA  , 

Banff— 

Tas.  A.  Reid 

346  Otter  Street. 

P.O.  Box  53.      Phone  99. 


The  Canadian  Dollar 

Is  Worth  100  Cents 


At  the  Canadian  establishment  of  H.  S.  Eckels  &  Co.  (Robert  S.  Flint, 
Manager,  Toronto,  Ont.),  because  your  cheques  are  deposited  in  a 
Canadian  bank  at  full  face  value.  That  is  why,  despite  the  temporary 
unfavorable  exchange  situation  with  the  United  States,  we  are  enabled 
to  make  you  a  very  considerable  saving. 

The  Eckels  embalming  fluids  are  prepared  in  Canada  from  materials  com- 
pounded by  H.  S.  Eckels,  according  to  formulae  known  to  him  alone. 


H.  S.  ECKELS  &  GO'S  CANADIAN  LABORATORIES 

Robert  S.  Flint,  Manager,  142  Quebec  Ave.,  Toronto,  Ont. 
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Index  to  Advertisers 


A 

Aiithes-Bsietz  Bros.  Furniture  Co .  .  .  .  31 

Art  Furniture  Co   30 

B 

Kaetz  Bros.  Furniture  Co   31 

Haet/.  Bros.  Specialty  Co   31 

Heaver  Furniture  Co   31 

C 

Canadian  Feather  and  Mattress  Co.  .  18 

Canadian   Fabrikoid  Limited   

Canicula    Co.,    Limited   64-71 

Canadian    Rattan   Co   24 

Carter,   E.  T   59 

Caranac  Tjaboratory    67 

Champion  Chemical  Co   i.b.c. 

Chesley    Furn.    Co   23 

Coomhe,   F.  E   9 


Dominion  Manufacturers 


.6.5-66 


E 

Fckles,  H.  S.  &  Co   7?. 

Egyptian    Chemical    Co   7t 

Elmira  I'urn.  Co   28 

Fngel   Upholstering   Co   30 

Evel   Casket   Co   69 

F 

Farquharson  Gifford  Co   6 


O 

Gem  Crib  and  Cradle  Co.  of  Canada.  33 

Gendron  Mfg.  Co  i.f.c 

Gold  Medal  Furniture  Co   25 

H 

Hachborn,    George    32 

Hourd  &  Co   19 

I 

Imperial  Rattan  Co   6 

Irish.   G.   L   34 

K 

Kindel  Bed  Co   3 

Kneohtel  Furniture  Co   17 

L 

Ijippeit  Furn.  Co.    32 

Lloyd  Mfg.  Co   19 


M 

Malcolm  Furn.  Co.,  Andrew    12 

Marshall  Ventilated  Mattress  Co., Ltd.  49 

Matthews  Bros   20 

Maxwell  Steel  Vault  Co.,  Ltd   60 

McLagan  Furniture  Co.,  Ltd.   4-5 

Meades  Uph.  Co   50 

Meaford    Mfg.    Co   22 

Morlock  Bros   24 


N 

North  American  Furniture  Co   55 

North  American  Bent  Chair  Co   56 

O 

Ontario  Spring  Bed  Co   21 

Owen  Sound  Chair  Co   55 

P 

Philips  Mfg.  Co  i.f.c. 


S 

Shafer  &  Co.,  D.  L   18 

.Simmons    Limited   o.b.c. 

Snyder  Desk  Co   10 

Snvder  Bros.  Upholstery  Co   11 

Standard  Bedding  Co   21 

Steele  &  Co.,  .Tas   51 

Stratford  Chair  Co   7 

Stratford  Mfg.  Co   8 

Steel  Burial  Vaults,  Ltd   63 


W 

Walter  &  Co..  B  

Watson  Furn.  Co.,  .T.  B. 
Woeller,    Bolduc   Co,    .  . 


20 
9 
29 


Victoriaville  Furn.  Co  26-27 
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The  Original 
Patented 
Concentrated 
Fluid 


Patented  Formula 
Strongest  and  Best 


Essential  Oil  Base,  com- 
bined with  Alcohol,  Glycer- 
ine, Oxidized  Formaldehyde 
and  Boron-Dioxide. 

A«k  other*  for  their  Formula 


Special  Canadian  Agents 

National  Casket  Co. 

Toronto,  Ont. 
GLOBE  CASKET  CO. 
London,  Ont. 
SEMMENS  &  EVEL  CASKET  CO. 
Hamilton,  Ont. 
GIRARD  &  GODIN 
Three  Riven,  Que. 
JAS.  S.  ELLIOTT  &  SON 
Preicott,  Ont. 
CHRISTIE  BROS. 
Amhertt,  N.S. 


Larger  Bottles  tilled  np  with  water  = 


j  Egyptian  Chemical  Co.  Boston,  U.S.A 
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For  Sale 
Wanted 


TERMS  OF  INSERTION 

so  cents  per  inseition  up  to 
twenty-five  words.  Each  additional 
word  two  cents.  If  Box  is  required 
5  centsextra  to  covir  postage, etc. 
Cash  must  accompany  each  order 
— no  accounts  bookc  d. 
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SITUATION  WANTED 

FL'^RNITURE  SALESMAN — with  four  years'  experience,  seeks 
position;  has  also  experience  in  undertaking;  best  of  refer- 
ences.   Apply  to  The  Furniture  "World,  Box  60. 

FOR  SALE — House  Furnishing  and  Undertaking  Business  in 
one  of  the  best  cities  in  Canada,  with  a  population  of  nine- 
teen thousand;  establisTied  62  years;  turnover  1919,  .$77,500; 
good  reason  for  selling  Apply  Box  64  Canadian  Furniture 
World,  51  "Wellington  Street  "W'est. 

FOR  SALE — Old  established  undertaking  business  in  East 
Elgin;  house,  b'-)rn,  stoek,  fixtures,  etc.;  i)riee  reasonable; 
just  the  i)lace  for  a  man  starting  out  for  himself.  "Write  for 
])articiilars  to  G.  L.  Cartwright  or  "W.  C.  Loucke.  real  estate 
rigents,  Port  Buvwell.  Ontario. 


FOR  SALF] — ^Single  deck  Greer  ea.^ket  wagon,  practically  new; 
will  sell  at  a  bargain,  owners  have  installed  motors.  Grobb 
Bros.,  St.  Catharines,  Ont. 

LICEXSKD  EMBALMER,  single,  age  30,  desires  position, 
city  or  country;  capable  of  taking  full  charge;  references. 
Reply  to  Box  66  Canadian  Furniture  "World,  51  "Wellington 
West,  Toronto. 

WANTED — A  Black  Hearse,  horse  drawn,  not  too  heavy;  also 
light  horse  drawn  ambulance.  Send  photo  or  snapshot  and 
lowest  price  to  Box  No.  62,  Canadian  Furniture  World  and 
the  Undertaker,  Toronto. 
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NO  WONDER  HE  SMILES 

He  always  gets  excellent  results  with  Champion  Fluid  and  every  time  he  uses  it  he 
knows  that  it  can  be  depended  upon,  knows  it  is  1 00%  PURE,  and  that  there  is  no 
guesswork,  for  it  is  always  of  uniform  quality. 

For  the  past  4 1  years  Champion  Fluid  has  proven  itself  to  be  dependable,  giving 
excellent  results  in  cases  that  were  attempted  as  hopeless. 


The  Champion  Chemical  Co.  Orange,  Calif.,  Oct.  31,  1919 

Springfield,  Ohio 

Gentlemen : 

As  to  your  Champion  Fluid,  it  is  not  new  nor  an  experiment  for  me.  The  first  body  I 
ever  prepared  was  with  Champion  Fluid  eight  years  ago,  and  my  last  one,  which  I  have  now, 
was  prepared  with  Champion  Fluid. 

1  use  other  Fluids,  but  for  my  most  difficult  and  hard  cases  I  always  use  Champion  with 
the  best  results. 

ELLIS  &  CLARK 

Funeral  Directors 


CHAMPION  CHEMICAL  CO. 

DR.  G.  W.  FERGUSON,  General  Manager 
38  Leuty  Ave.,  Kew  Beach,  Toronto 

Canadian  Manufacturing  Plant 


The  High  Rent  Problem 

and  the  Importance  of  Malting  Smaller  Homes 
Attractive  as  well  as  Comfortable 


A COUNTRY-WIDE  WAVE  of  increased  rents  and  living  expense  is 
emphasizing  the  popularity  of  smaller  homes. 

Everywhere  people  are  confronted  by  the  necessity  of  either  "renting  a  room  or 
two"  or  moving  into  smaller  apartments. 

These  conditions  exist  in  almost  every  community.  Many  months  will  probably 
pass  before  home-building  activities,  restricted  during  the  World  War,  will  catch 
up  with  the  demand. 

Progressive  Furniture  Dealers 

in  many  of  the  larger  cities  have  already  emphasized  the  advantages  of  Simmons 
Folding  Couches,  Davenports  and  Day  Beds,  as  the  logical  solution  of  over- 
coming the  space  limitations  of  these  changed  living  conditions. 

The  unprecedented  interest  of  the  trade  in  this  class  of  merchandise  to-day 
indicates  that  the  idea  of  prominently  exploiting  the  advantages  of  Couches, 
Davenports  and  Day  Beds,  will  become  more  and  more  general. 

The  Simmons  Line  affords  the  widest  possible  range  of  designs  that  completely 
satisfy  the  increasing  demand  for  Beds  of  Two-Fold  Service. 


SiMMONs  Limited 

EXECUTIVE  OFFICES: 

MONTREAL 

Works:      Montreal,      Toronto,      Winnipeg,      Calgary,  Vancouver 
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The  Canadian  Mersereau  Co.,  Limited 


//W5q 

MO  SAG 


OlessSppin 

I  m)  a  n V  " 


Write  for  Prices,  Window  Displays  and 
Advertising  Helps 


Mersereau  Brass  Beds  command  at- 
tention wherever  they  ate  shown. 
Customers  instantly  recognize  their 
superior  quality  and  know  instinc- 
tively that  they  are  built  for  maximum 
service. 

The  Way  Sagless  Spring  is  a  real 
trade  winner  that  will  bring  you  steady 
profits.  Your  customers  are  easily 
sold  when  you  demonstrate  its  many 
exclusive  features.  It  is  all  Metal 
Sanitary,  Germ  Proof.  It  won't  Sag 
and  is  guaranteed  for  25  years. 

We  invite  you  to  see  our  display  at 
the  Canadian  National  Exhibition 
where  we  will  occupy  our  usual  stand. 


The  Canadian  Mersereau  Co.,  Limited 


FLORENCE  ST. 


TORONTO,  ONT. 
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KROEHLER 

Bed  Chesterfields 


Not  until  you  consider  the  real  character  that  is 
built  into  Kroehler  Creations  will  you  appreciate 
the  superior  quality  of  these  productions. 

The  painstaking  care  that  is  exercised  in  their 
manufacture  can  be  instantly  recognized  when  you 
see  the  line,  and  the  longer  you  live  with  Kroehler 
Furniture  the  more  apparent  this  fact  becomes. 

Kroehler  Bed  Chesterfields,  with  Chairs  to  match, 
appeal  to  those  of  refined  tastes  who  demand 
that  their  furniture  not  only  expresses  comfort  and 
convenience,  but  possesses  an  atmosphere  of 
distinction  which  subtly  suggests  the  spirit  of  the 
period  they  are  adapted  from. 

Kroehler  Bed  Chesterfields  are  upholstered  with 
artistic  tapestries  of  superior  quality  and  have 
abundant  accommodation  for  a  full-sized  mattress 
and  all  bedding. 

We  recommend  that  you  place  your  order  now 
so  as  to  insure  early  delivery. 


THE  KINDEL  BED  COMPANY,  LIMITED 

Stratford  -  Ontario 
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FURNITURE 


5109— Diner 


McLagan 


Because  of  its  beauty,  fineness,  and 
quality,  McLagan  Furniture  has  no 
peer.  Our  aim  is  to  interpret  the 
high  ideals  of  the  old  masters  in 
modern  form.  This  exquisite  Louis 
XV  period  dining  room  suite  ad- 
mirably portrays  the  realization  of 
that  aim.  It  will  become  more 
valued  with  use  just  as  antiques  of 


In  Solid  Mahogany  or 


THE  McLAGAN 


STRATFORD 


5107— Table 


5109A — Diner 
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niRMITURK 


Furniture 


our  forefathers  grew  more  beautiful 
with  age.  Furniture  of  this  quaHty 
will  be  better  enjoyed  the  longer 
it  is  in  use.  It  will  serve  for  one 
generation  after  another.  McLagan 
creations  make  instant  appeal  to 
those  who  demand  furniture  that 
is  faithful  in  every  detail — fitting 
for  the  home  of  true  refinement. 
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Furniture  for 


Furniture  that  has  the  qualities 
of  attractiveness  with  perfec- 
tion of  design  and  finish, 
giving  constant  and  extended 
service,  is  much  to  be  desired. 
The  products  of  our  organiza- 
tion have  all  of  these  virtues, 
at  prices  well  within  the 
reach  of  the  average  buyer. 
Stratford  Chair  Furniture  is 


The  Stratford 

STRATFORD 


252a— DRESSER 


904-3— ROCKER 
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rURNITURK 


the  Bedroom 


the  kind  that  puts  pep  and  en- 
thusiasm into  your  sales  force. 
Thf^  salesman  has  confidence  in 
the  quality  of  the  goods  offered; 
therefore  his  sales-talk  and 
manner  are  more  convincing; 
sales  come  easier.  Stratford 
Chair  Furniture  stays  sold  and 
is  a  permanent  advertisement  of 
reliability. 


Chair  Co.,  Ltd. 

ONTARIO 


251a-DRESSER 


904-1— CHAIR 


250a— DRESSER 


254a— STAND 


255a -CHIFFONIER 
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piMiiTiiiiB: 


THE  IMPERIAL  LINE 


offers  exceptional  opportunity 
for  securing  artistic  designs  in 
Reed  Furniture  that  are  faith- 
fully executed  in  all  essential 
details,  craftsmanship,  and 
finish.  Built  in  a  modern 
factory,  these  creations  have 
a  quality  and  distinctiveness 
that  reveals  itself  with  long 
service. 


IliHil 


Imperial  Rattan  Company,  Limited 


STRATFORD 
ONTARIO 


No.  821 


\TO furniture  can  permanently  satisfy 
the  desires  of  a  cultured  patron- 
age that  is  not  attractive,  correct,  and 
in  possession  of  the  virtues  that 
make  good  furniture. 

Farquharson  -Gif  f  ord 
Creations 

have  ALL  of  these  merits  in 
liberal  portions  so  varied  as  to 
please  your  most  fastidious  cus- 
tomers. 


Farquharson-Gifford  Company 


STRATFORD 
ONTARIO 
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Woeller  -  Bolduc  Furniture 


Every  line  of  this  beautiful  Chesterfield 
Suite  bespeaks  the  skill  of  the  master 
craftsman.  Graceful,  yet  obviously  dur- 
able, there  is  a  subtle  atmosphere  of 
refinement  that  is  characteristic  of  all 
Woeller,  Bolduc  creations.  Upholstered 
in  high-grade  tapestry,  its  distinguished 
appearance  will  make  instant  appeal  to 
those  of  good  taste,  as  much  as  its  wear- 
ing qualities  appeals  to  sound  judgment. 

Eastern  dealers  are  requested  to  call  at 
our  permanent  showrooms  on  the  third 
floor,  Wilder  Building  (Balmoral  St. 
Entrance),  while  in  Montreal. 


WOELLER,  BOLDUC  &  COMPANY 

WATERLOO      -      ONTARIO  • 
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No.  530.  Dresser. 


\f^OU  will  appreciate  the  excellence  of 
this  new  Heppelwhite  Design  in 
Chamber  Furniture.  It  can  he  supplied 
in  Ivory  Enamel,  Walnut  or  Mahogany, 
at  a  most  reasonable  price.  Your  enquiries 
will  receive  our  best  attention. 


No.  530.    Round  End  Bed,  with  cane  panel. 
Also  supplied  in  Twin  size. 


No.  530.    Toilet  Table. 


No.  530.  Night 
Table. 


No.  530.  Chifforett. 


No.  530.  Chair. 
Upholstered  Seat. 


Malcolm  &  Hill 

Limited 

Head  Office:  KITCHENER 
yllso  at  LIST OW EL 
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Kapok  Mattresses 


Our  line  of  Kapok  Mattresses  filled  with 
100%  pure  Japara  Kapok  are  REAL 
leaders  that  move  fast  and  establish  cus- 
tomer confidence,  which  means  continued 
patronage. 

There  is  no  need  for  a  long  Hne  of  selling 
talk  to  close  each  sale.  Sales  come  easy 
and  often,  because  the  customer  can  see 
the  outstanding  QUALITY,  the  superior 
workmanship  and  finish.  They  know  in- 
stinctively that  they  are  getting  full  value. 


Catalogue  on  request. 

The  Canadian  Feather  &  Mattress  Co. 

LIMITED 

TORONTO  OTTAWA 


=1IIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIMIIIIIIlllllllllllllllllllllllllllllllllllMIIIIMIIIIIIIIIIIIIIinilllllllllllllllllllllllM 


NIIIIIIIIIIIIIIIIIIIIIIIIIIIMIIIIIIIIMIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIII  'llllllllllllllllllll!llillllllllllMIIIIMIIMIMM  lllllininilllllllllllllllirillllllllrilllllliT 


A  SHAFER  CEDAR  CHEST 


SOLVES  GIFT  GIVING 

During  the  summer  months  many  marriages  take  place,  _  Friends  of  the  newly- 
weds  cannot  just  think  of  a  useful  present  to  give.  Cash  in  on  this  extra  business, 
suggest  Shafer  Cedar  Chests.  A  show  card  with  a  neat  display  is  all  that's  needed. 


D.  L.  Shafer  8z  Company,  St.  Thomas,  Ont. 


Write  for  price  list  and  full  particulars  of  our  gross  lot 
offer. 


Elite — The  Choice 


of  wide  awake  furniture  men  who  are  alive  to  the  possi- 
bilities of  the 


mELITE 


FOLDING  TABLE 

as  a  trade  magnet  in  their  store. 

The  Elite  not  only  sells  itself — but  often  attracts  a  profit- 
able customer  and  results  in  a  long  chain  of  money-making 
sales.  !» 


Hourd  &  Co.,  Limited 


Sclr  Licersresand       DEPT.  W 
Manufac'urri.'  LONDON 
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Bedroom  Suite  No.  667 


The  Louis  XVI 

Bed 


room 


Suite 


.!iM  ii:!ii<Niiiitii;l!iiliillilllNiiiiiii:ii::;iliiiMiliiiiiiiliil!i[iiii:!iiiiiii 


This  beautiful  Louis  XVI  Bedroom  Suite 
combines  attractiveness  and  dignity  with 
an  atmosphere  of  refinement  in  design  and 
finish  that  oniy  infinite  care  and  superior 
workmanship  can  impart.  These  virtues 
are  characteristic  of  all  Knechtel  creations, 
which  make  for  lasting  quality  and  service. 


iiiiiiiiiiiiriiiiiiiiiiiiiiiii[iiiiiMiiiiiiiiiiiiiiiMnjiiiiiiiiiiiiiiii;iii:tiiiiiiiiiiiiiiiiiiiiii>i:iliii;iii;ii!iiM 


THE  KNECHTEL  FURNITURE  CO 

LIMITED 


HANOVER 


ONTARIO 
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ALL  DEALERS  WHO  WISH  TO  KNOW  ALL  THEY  CAN  ABOUT  PERIOD 
FURNITURE,  ORIENTAL  RUGS  AND  AMERICAN  ARTS  AND  CRAFTS 
SHOULD  SECURE  THESE  SPLENDID  VOLUMES. 


n 

1 

TH£  PfciCTICAL 

BOOK  OP 

Tht  Practical  Book  of  PERIOD  FURNITURE 

By  HAROLD  DONALDSON  EBERLEIN  *nd  ABBOT  McCLURE. 

With  250  illustrations.  A  special  feature  is  an  illustrative  chronological 
key  for  the  identification  of  Period  Furniture.  Octavo,  handsome  decor- 
ated cloth,  in  a  box,  $6.75.     Postage  paid. 

The  Practical  Book  of  ORIENTAL  RUGS 

By  G.  GRIFFIN  LEWIS. 

New  Edition,  Revised  and  Enlarged.  With  20  illustrations  in  full  color. 
93  illustrations  in  doubletone.  70  designs  in  line.  Folding  chart  of  rug 
characteristics  and  a  map  of  the  Orient.  Octavo,  handsomely  bound, 
in  a  box,  $6.75.     Postage  paid. 

The  Practical  Book  of 

EARLY  AMERICAN  ARTS  AND  CRAFTS 

By  HAROLD  DONALDSON  EBERLEIN  ud  ABBOT  McCLURE. 

American  glass,  Mexican  majolica  and  glass,  American  ironwork,  copper, 
brass,  lead  and  tin,  needlework,  silverplate  and  goldsmithing,  pewter, 
pottery,  decorative  painting  on  household  gear,  portraiture  and  allegori- 
cal painting,  coverlets  and  carpets,  illumination,  handblock  printing, 
carving  and  lace.  232  illustrations.  Octavo,  handsome  cloth,  in  a  box. 
$6.75.    Postage  paid. 


CANADIAN  FURNITURE  WORLD 
and  THE  UNDERTAKER 

51  Wellington  West,  TORONTO,  Ont. 
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LLOYD'S  1920 
Campaign  is  greater 
than  all  other  baby 
carriage  advertising 
for  all  time 

—  COMBINED! 


iiiiiiimi<»  |Tm  "'"i./iii  X-) 
""""""   ^  Min'Mi,,'  ,',"""/.,  ,, 

J'' ::!:''!;  !■:!'"'; 

n''"i,,'." 


'I  „'• 


■'///:/ 


"Wife 


A  Message 
to  Babies 

Immediately  upon  your  arrival  on  earth j 
qo  straight  to  your  mother  and  tell  her 
about  these  wonderful  Lloyd  Baby 
Carriages  that  have  become  the  talk  of  the  ^ 
whole  Baby  World,  incniiiin  mil  niimli'tdi  ' 


iiifiiiit 

iiii/iiai 


Great  Inventor,  weaves  \ 
Baby  Carriages  on  J , 
Loom  linn  11/ lo  iiiiiiii/iii 

IIUIIIIMIrL'iO^IIIIIIII 


MarshaU  B.  Lloyd 

iint'iknnn  f~~ 


And  Lloyd  Advertises  To  The  Trade  As  Well 

On  top  of  the  list  of  97  carefully  chosen  newspapers;  the  30  "super"  Sunday 
newspapers;  and  the  5  National  publications,  LLOYD  Loom  -  woven  Baby 
Carriages  are  advertised  in  eighteen  of  the  most  influential  trade  papers.  Why? 

Because  LLOYD  believes  that  the  Trade  is  entitled  to  KNOW  all  about  the 
METHOD  AND  THE  LOOM  which  have  revolutionized  the  manufacture  of 
baby  carriages  and  wicker  furniture.  Because  LLOYD  believes  that  the  Trade 
will  welcome  suggestions  toward  bigger  business.  Because  LLOYD  has  the 
utmost  faith  in  trade  journals. 

These  are  the  trade  papers  which  carry  LLOYD  advertising 
Watch  them  for  LLOYD  news 


i4</i>er(i«er 
Buyer 

Canadian  Journal 
Canadian  World 
Chicago  Journal 
Dealer 


Des  Moines  Journal 
Five  States  Journal 
Good  Furniture 
Grand  Rapids  Record 
Index 

Pacific  Trade 


Reporter 
Review 

St.  Louis  News 
Southern  Journal 
Worker 
World 


LLOYD  MANUFACTURING  COMPANY 


Menominee 

ORILLIA,  ONTARIO, 


Michigan 

MONTREAL,  222  Craig  Street  West 
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CANADIAN  NATIONAL  EXHIBITION 

AUG-  28      TORONTO     SEPT.  11 

"The  Greatest  Annual  Event  on  Earth" 

Where  the  Nation  shows  its  best  finished  product  of  the  Mine, 
Fisheries,  Forest,  Factory,  Studio  and  Laboratory  for 
Exhibition,  Comparison,  Instruction 
and  Encouragement. 

"  THE  EMPIRE  TRIUMPHANT !  " 
PAGEANTRY  ON  A  MASSIVE  SCALE 
INCOMPARABLE  MUSIC 

Fine  Arts,  Second  Instalment  Canadian  War  Memorials 
Paintings,  Applied  and  Graphic  Arts,  Inter- 
national Photographic  Salon. 

DEMONSTRATIONS  DAILY  BY  NORTH- 
WEST MOUNTED  POLICE 

Two  days  of  Sensational  Automobile  Racing—Mile-a- 
minute  Motor  Boats  and  Water  Sports- 
National  Motor  Show- 
Electric  Show. 

SUPERLATIVE  PROGRAMME  OF  AMUSEMENTS 

America's  Best  Live  Stock,  Poultry,  Tractor  and  Farm 
Machinery  Displays  —  Horticultural  Exhibition — 
Government  Exhibits  and  Demonstrations 

NATIONAL  MOTOR  SHOW 
And  a  Score  of  Other  Special  Attractions 

42nd  Consecutive  Year  —  1,201,000  Visitors  in  1919 


ugu.'-:l,  1i)'2() 
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The 

MEAFORD 
LINE 


High  grade  materials  and  modern 
machinery  directed  by  expert 
workmen  combine  here  at  Mea- 
ford  to  give  the  furniture  that 
bears  our  name  the  lasting  quali- 
ties of  usefulness  which  makes 
Meaford  Furniture  the  symbol  of 
durability.  Every  piece  measures 
up  to  our  standard  of  beauty  and 
utility. 


The  Meaford  Line  has  grown 
to  be  an  accepted  standard 
among  the  foremost  furniture 
buyers  as  well  as  the  public. 

If  you  are  not  already  a  Mea- 
ford dealer  we  would  suggest 
that  you  get  in  touch  with  us 
at  once. 


Meaford  Manufacturing 

COMPANY,  LIMITED 


No.  5020A 


MEAFORD 


ONTARIO 
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CLEAN-CUT  CHAIRS 

FOR  THE  AVERAGE  STORE 

This  beautiful  diners,  as  well  as  the  many 
others  contained  in  the  Elmira  Lines  are 
manufactured  to  meet  the  needs  of  the 
average  trade.  They  are  well  and 
carefully  made  through  out,  have  the 
approval  of  thousands  of  home  owners 
all  over  the  country  and  of  merchants 
every  v\  here  who  sell  them. 

Get  a  copy  of  the  new  catalogue 
of  the  Elmira  Line  and  secure  a 
few  of  these  chairs  for  your 
floor.  They  will  pay  you  a  good 
profit. 

The  Elmira  Furniture  Co.,  Ltd. 

MAKERS  OF 
"THE  ELMIRA  LINE" 


ELMIRA,  ONT. 


De  Luxe 

Chesterfields 
and  Chairs 


At  The 

Canadian  National 
Exhibition 

Aug.  28th  to  Sept.  nth 


A  splendid  showing  of  theDeLuxe 
line  of  Upholstered  Furniture  will 
be  a  feature  of  interest  to  furniture 
merchants  visiting  the  Canadian 
National  Exhibition.  Dealers  and 
their  friends  are  cordially  invited 
to  visit  our  booth  in  the  Process 
Building.  Come  early  and  often. 


Del  uxe  Upholstering  Co, 

KITCHENER,  ONTARIO 


A  unjust,  1920. 
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REED  FURNITURE 


1172  Arm  Rocker 


To  those  who  seek  the  aristocrat  of  Reed  Furniture  the  beauty  and 
dignity  of  Hne  in  this  reed  rocker  makes  a  lasting  appeal.  Our  reed 
creations  have  that  indefinable  touch  of  the  master  craftsman  of  to-day 
who  searches  both  the  present  and  the  past  for  his  ideals. 

We  don't  hesitate  to  recommend  our  Reed  Furniture  to  the  most 
exacting  buyers,  because  it  will  stand  the  most  rigid  inspection. 
Furniture  such  as  this  will  help  you  develop  and  maintain  a  most 
satisfactory  and  permanent  patronage. 


CANADIAN  RATTAN  CHAIR  CO.,  LTD 

VICTORIAVILLE      -  QUEBEC 
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WE  ARE  1 

SLIDE  SPECIALISTS  j 

Having  manufactured  SLIDES  | 

exclusively — for  30  year*  | 

Many  Canadian  Table-makett  uie  | 

WABASH  SLIDES-  j 

Because  1 

We  furnish  Better  SLIDES  at  | 

Lower  Cost.  1 

Made  hy  = 

B.  WALTER  &  COMPANY  I 

Factory  St.      WABASH,  IND.  | 

Canadian  RepreMentative :  i 

A.  B.Caya,  28  King  St.  E.,  Kitchener,  | 

ELIMINATE  SLIDE  TROUBLES     Ont.,  successor  to  Frank  A.  Smith  | 

lllhMIIIMIIIIIIIIKIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIII  III  IIIIIIIIIIIIIMINIIMinilllllllllinilllllllllllllMIIIIIIIIMIIIIIMIMIMIIMIIillllMIIIIIIIIMIIMIMIMIIIIIIMMIMIIMIIIIIIIIIIIIMIIII^ 


I  THE 

HEART 

I  OF  YOUR  EXTENSION 
1         TABLE  IS  THE 

SLIDE 

I  YOUR  TABLE  IS 

I  CONDEMNED  IF  THE  SLIDE 
I  DOES  NOT  WORK 

I  PROPERLY 

I      WABASH  SLIDES 

I  INSURE 
1       SATISFIED  CUSTOMERS 


WARA^H  <JI  IHF^  I    HELP  SELL  TABLES. 


THAT  QUALITY  COUNTS  IS  WORTH  REMEMBERING 


Also 


That  our  goods  do  not  crack,  open  at  the  joints  or  have  unfinished  backs, 
but  are  properly  finished  all  over,  as  we  use  craftsman  methods  and  get 
the  most  out  of  our  lumber. 

9 

MATTHEWS   BROS.,  LIMITED 

THE  BIG  CANADIAN  MOULDING  HOUSE 

1906  DUNDAS  STREET  WEST  TORONTO,  CANADA 


TTTrrrriTTrrTTTTmTTTTmTTTTTITnTiX|1JllUn''l''LliUUJILn 


IininniiiimnirMrrr-.^n 


i 


P  Morlock  Furniture 

Satisfies  the  universal  longing  for  real 
comfort  with  refinement  of  design  m 
line  and  finish.  Greatest  possible 
utility  and  maximum  service. 


Morlock  Bros.,  Limited 


HANOVER 


ONTARIO 


mm 


No.  602 

Builders  of 

CHESTERFIELDS 
ARM  CHAIRS 
PARLOR  SUITES 
and  COUCHES  of 
QUALITY. 


August,  1920 
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Here  Thei^  Coi'iel 

Happij  Babies  In 
Their  Sidwai^s! 


At  this  time  of  the  year  there 
is  many  a  hurried  call  on  the 
dealer  for  a  Sulkie  or  Stroller. 
The  Winter  Carriage  becomes 
too  cumbersome  for  baby  during 
the  hot  Summer  months,  and 
Mothers  prefer  the  light  Sum- 
mer type. 

In  the  SID  WAY  Line  every 
desirable  Summer  Model  is  avail- 
able. With  bodies  of  hand- 
woven,  genuine  reed,  built  on 
the  suspension  springs,  baby  can 
enjoy  a  comfortable  ride  free 
from  shocks  and  bumps.  Smart 
wheels,  neat  handles,  and  other 
little  finishing  touches  turn  the 
whole  into  a  most  pleasing  vari- 
ety of  designs. 


This  illustration  contams  a 
few  of  the  Sidway  Variety. 
Are  you  connected  with  this 
line?  They  are  a  favorite  with 
a  large  part  of  the  Canadian 
Trade,  and  to  that  trade  now 
handling  them  we  leave  the 
Sidway  Reputation.  It  is  a 
"Made-in-Canada  Line."  Cat- 
alog on  request. 


With  a  sample  of  these  on  your  floor  you'll  surely  find  an  increased 
demand.  Sid  ways  are  a  temptation  to  buy  on  sight,  and  once  bought 
they  stay  sold.    Each  Sidway  sale  makes  a  new  friend  for  you. 

SIDWAY  MERCANTILE  COMPANY 

Dufferin  Street       -:-       TORONTO,  ONT. 
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THE  GENDRON  MFG.  COMPANY 

LIMITED 


THROUGHOUT  the  Dominion  it  is  a  well-established  fact 
that  we  have  mastered  the  art  of  making  vehicles  for  the 
younger  ones. 

Our  Noiseless  ROLLER 
BEARING  COASTER  is  a  fair 
exponent  of  our  supremacy  in  this 
line. 

Every  detail  in  the  construction 
of  this  waggon  has  been  carefully 
studied  to  assure  its  elegance  and 
durability. 

If  you  are  not  yet  acquainted 
with  this  Coaster  we  would  advise 
you  to  place  a  trial  order  without 
delay. 


THE  GENDRON  MFG.  CO.,  LIMITED,  TORONTO 

Makers  of  Reed  Furniture,  Baby  Carriages,  Invalid  Chairs,  Bathroom  Fixtures 


No.  20572.    U  inch 


A  GOOD  DESIGN 

Will  hasten  choice  and  save  your  salesman's  time.  No.  20572, 
made  in  all  widths  from  H  inch  to  3  inch  in  waxed  or  polished 
finish,  is  one  of  our  most  attractive  designs  in  Quarter  Cut  Oak, 
We  have  in  our  line  all  the  everyday  patterns  and  many  others 
that  are  different. 

Phillips  Manufacturing  Company,  Limited 


258-326  Carlaw  Avenue 


TORONTO,  ONT. 


August,  1920. 
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=  1  GOLD  MEDAL  LINE  | — = 

Everybody  goes  to  the  Canadian  National  Exhibition,  Toronto — 
August  28th  to  Sept.  1  1  th. 

Stop  at  the  Gold  Medal  Booth,  Centre  Aisle,  East  End, 
Industrial  Building. 

SEE  OUR  Exhibit  of  the  wonderful  new 

BELL  DIVANETTE 


We  will  also  show  you  the  points  of  perfection  in  the  celebrated 

GOLD  MEDAL  PHONOGRAPHS 

and  explain  their  superiority  over  other  makes. 

The  Gold  Medal  Furniture  Mfg.  Co.,  Limited 

TORONTO         MONTREAL         WINNIPEG  UXBRIDGE 


24 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER 


August,  1920 


A  Most  Cordial 
Invitation 


is  extended  to  furniture  dealers 
and  their  friends  to  visit  our 
permanent  showrooms  at  our 
factory  m  Hespeler  at  any  time. 
New  designs  are  being  com- 
pleted from  time  to  time,  each 
one  maintaining  the  Hespeler 
reputation  for  producing  goods 
of  high  quality  and  exclusive 
design. 


The  Hespeler  Furniture  Co 

LIMITED 

Hespeler  -:-  Ontario 


August,  1920 
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Necessities  for  the  Baby 


Wheel  Bassinettes 
Cribs  and  Cradles 
Baby  Walkers 
Play  Yards 
Porch  Gates 
Reed  Doll  ^^arnages 


THESE  LINES  ARE  LEADERS  IN  ANY  FURNI- 
TURE STORE,  AND  CREA  TE  SALES  UPON  SIGHT 


Place  your  orders 
to-day  for  this  line 
of  q  uick-sell  in  g  mer- 
chandise. 


Quick  Delivery 


Prices  Right 


THE  GEM  CRIB  &  CRADLE  CO.,  OF  CANADA 

8  Queen  Street  North       -       Kitchener,  Ontario 
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Living  Room  Furniture 


Our  No.  812  Living  Room  Suite 


The  beauty  of  design  and  correctness  of  proportion  will 
appeal  to  the  buyer  looking  for  suites  that  will  be  not 
only  profitable  but  a  pleasure  to  sell.  Made  in  Solid 
Walnut,  finished  Antique  Brown,  and  upholstered  in 
Silk  Damask,  Mohair,  or  fancy- figured  Tapestry. 


We  have  opened  up  a  large  per- 
manent showroom  at  our  factory 
and  invite  your  inspection. 

The  Waterloo  Furniture  Co. 

LIMITED 

WATERLOO  ONTARIO 


D.  O.  MCKINNON 

GENERAL  MANAGER 


W.  B.  HART 

ADVKRTlSINa  MANAaCR 


FurnitureVorld 


A1IBTHB 


JAMES  O'HAGAN 

EDITOR 


Published  by  The  Commercial  Press,  Ltd.,  5  I  Wellington  West,  Toronto 

Subscription  Rate  $1.00  per  year  in  Canada,  Great  Britain  and  British  Colonies;  $1.50  to  the  United  !?tates. 
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THE  HOUSE  OF  QUALITY  anJ  GOOD  VALUE 

WHIIMMIIIMMIMIIMIMIIIIMMIIMIMIIIIIIIMIIMMIMIIIIMIIIIIIIIIIIMIIIIIIIIIIMIMMIMIMIIIMMIMIIIIMIIIIMIIIIUIMIMIIIMIMIIIIMIIH 

Furniture  department  of  Brantford  store— Building  up  a  business— Talking  quality  in  advertis- 
ing— Featuring   series   of    publicity   talks   and   demonstrations — Splendid   window  displays 
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ONE  of  Ihe  latest  firms  in  the  retail  furniture  busi- 
ness in  Canada  is  that  of  E.  B.  Crompton  &  Co., 
Ltd..  of  Brantford,  Out.  AVhile  entering  the  fur- 
niture field  only  last  spring- — April  1st,  to  be  exact — 
it  already  has  made  a  place  and  name  for  itself  among 
the  foremost  furniture  firms  in  Western  Ontario. 

T^ike  many  another  successful  firm  E.  B.  Crompton 
&  Co.,  Tjtd.,  began  business  in  a  small  way  in  what  avo 
now  call  the  "early  days."  Tt  was  in  1886  that  E.  B. 
Crompton  opened  a  small  dry  goods  store  in  Bramtford. 
The  foundation  stone  was  laid  f.rm  and  secure,  how- 
ever, so  the  upbuilding  of  the  business  had  a  good  start. 
8!o\v  at  firsil,  the  growth  of  the  store  and  its  business 
has  been  steady. 

As  the  yeal^s  passed  by  more  help  was  retpiired  and 
department  after  department  was  added,  until  to-day 
the  Crompton  store  is  the  largest  and  best  general  de- 
partment store  iti  Brantford,  and  indeed,  one  of  the 
best  betv/ecu  Toronto  and  Detroit. 

One  of  Mr.  Crompton 's  early  lieutenants  was  C.  F. 
Ramsay,  the  present  general  manager  of  the  company. 
j\lr.  Ramsiay  has  passed  through  all  the  posts  in  the 
business,  entering  as  a  lad  in  the  parcelling  department, 
lie  has  been  observant,  too,  and  quite  some  time 
ago  he  thought  of  the 
lieed  of  a  good  furniture 
department  to  round  out 
the  store's  facilities  and 
activities. 

Brantford  had  and  has 
a  couple  of  good  furniture 
stores,  but- no  especial  ef- 
fort has  been  made  to  im- 
press on  its  citizens  the 
fact  that  furniture  is  a 
very  important  item  in  the 
building  up  of  culture  and 
refinement  in  a  people. 
So,  as  has  been  rfaid,  after 
much  thought  and  con- 
sideration a  furniture  de- 
partment was  opened  up 
last  spring,  the  company 
engaging  an  expert  furni- 
ture man  as  head  of  the 
department. 

The  business  of  the  M. 


A  series  of  ads.  on  better  l)ed(iing  in  the  enrly  summer  is  still 
liringiinK    "quality"    business   to    the    Crompton    stove.     K-xamplcs  of 
some  of  the  ads. 


E.  Long  Furnishing  Co.,  Ltd.,  located  across  the  street, 
was  acquired,  and  an  introductory  sale  inaugurated 
by  Mr.  E-ait,  the  new  manager,  in  the  Long  premises 
preparatory  to  moving  into  the  Crompton  store.  The 
first  real  furniture  advertisiuig  done  in  Brantford 
was  used  to  give  publicity  to  this  sale,  and,  say  the 
company  officials,  the  eflfect  is  to  be  felt  even  yet  in 
the  store. 

From  April  1  to  May  15  the  sale  continued,  and,  ac- 
cording to  Mr.  Rait,  he  began  to  think  he  would  have 
no  stock  left  to  move  into  the  big  store. 

Department  Opened  in  Own  Store 

On  May  .15  the  new  furniture  department  was  open 
ed  in  the  Compton  store,  the  entire  fourth  floor  being 
given  over  to  furniture  stocks.  Tt  is  one  of  the  bright- 
est furniture  floors  to  be  found  anyAvhere  in  the  country. 
Along  one  side  are  a  series  of  four  furnished  rooms, 
where  are  set  oi¥  various  suites  just  as  if  they  were  in 
the  purchaser's  home.  Originally  planned  in  the 
Adam  period  at  present  the  rooms  are  displaying 
bedroom,  library,  diningroom  and  livingroom  suites  in 
medium-priced  period  furniture.  All  the  little  fur- 
nishings and  fittings  that  go  lo  make  up  and  give  a 
  "homey"  and  comfort- 
able tone  to  the  settings 
are  u.sed  in  the  displays. 
There  are  the  combs, 
brushes,  perfumes  and 
pin-cushions,  on  the  bed- 
room dresser;  the  china, 
I'lit  glass  and  silverware 
in  the  diiiingrooin  ;  books 
and  ornaments  in  the 
library,  and  magazines 
and  papers  in  the  living- 
room.  Having  a  large  and 
varied  stock  to  draw  on 
the  display  man  is  en- 
abled to  get  and  give 
sjdendid  display  pictures. 

On  the  floor  is  shown 
the  regidar  and  usual  fui-- 
nitnrf>  lines,  and  in  the 
ai'rangement  these  are  set 
ofif'  to  advantage.  Tt  was 
notieeabl(>  on  mv  visit  how 
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A    hlfle    1'iiriiisli.,-d    rooiii    an    the    house    furnishing  floor 
serves    to   demonstrate   tlonr    ;iiid    piano    himps    as   well  as 
fieor  eoxeiinus. 


evenly  and  well  balanced  was  the  display  of  the  stocks. 
The  third  floor  of  the  Crompton  store  is  given  over 
to  the  carpets,  linoleums,  oilcloths,  curtains  and  gen- 
eral home  furnishings.  This  department  is  not  new, 
but  its  ^vorth  is  gi-eatly  added  to  by  having  a  furni- 
ture department  in  conjunction  with  it;  and,  it  might 
be  added,  the  furniture  department  is  also  enhanced 
by  having  this  kindred  display  of  home  furnishing 
stocks. 

Of  the  intervening  history  of  the  firm  since  its 
founding  in  18S6  it  may  be  said  that  the  present  name 
was  adopted  in  1915,  Avhen  the  firm  became  incor- 
porated as  a  limited  liability  company.  In  that  year 
fire  had  destroyed  the  old  Crompton  store,  and  the 
business  was  lo'Cated  in  temporary  premises  until  the 
present  structure  was  erected  and  opened  in  October, 
1915. 

This  year  an  amalgamation  of  the  Crompton  Coju- 
pany  has  taken  place  v.dth  the  "Arcade"  Com]i,iiiy, 
of  Hamilton,  and  when  the  details  are  all  settled,  as 
is  likely  within  a  few  days  now,  Mr.  Crompton  will 
retire.  The  management  of  the  two  companies  -v^ill 
remain  as  at  present,  Mr.  Ramsay  being  head  at 
i;rantford  and  M,r.  J.  P.  Whelan,  general  manager  of 
the  Arcade  store  at  Hiamilton. 

Layout  of  Departments 

The  Oompton  building  is  located  on  the  corner  of 
Colborne  and  Queen  Streets,  with  a  frontage  of  80 
feet  on  the  former  and  depth  of  140  on  the  latter.  It 
has  five  floors  and  a  basement.  The  fiont  part  of  the 
basement  i.s  given  over  to  salesroom  for  chinaware, 
cut  gla.ss.  baby  carriages,  statuary,  enamelware  and 
general  kitchenware.  The  arrangement  of  these  stocks 
could  hardly  be  improved  upon.  The  cut  glass  room 
and  the  display  of  ciiina  dinner  services,  all  ready  for 
use,  are  well  worth  adopting  by  other  dealers  handling 
those  and  similar  lines. 

The  rear  of  the  basement  is  Ui^ed  as  a  parcelling- 
room  and  for  shipping  and  delivery  purposes.  On 
the  landing  leading  to  the  basement  is  an  in(|uiry 
desk,  a  very  useful  office  in  any,  and  every  large  stove. 

'J''he  main,  first  and  second  floors  are  devoted  to 
women's  needs,  dry  goods,  mUlinery,  etc.,  and  are 
under  the  care  of  Mr.  Finch,  who  is  a  first-class 
merchandizing  man.  The  main  floor  with  its  lofty 
ceiling  and  splendid  display  cases  are  certainly  a 
credit  to  his  ta.ste  and  .judgment. 

Some  of  the  outstanding  features  of  the  buildiiig 
are  the  lighting  facilities,  both  natural  and  artificial. 


The  daylight  permeates  every  part  of  the  building, 
and  the  semi-indirect  artificial  lighting  system  is  a 
splendid  substitute  on  dull,  dark  days  and  during  the 
winter  season. 

Fire  protection  i.s  also  (piitc  noticeable.  Every 
little  ceiling  space  on  every  door  has  its  automatic 
water  carrier  rea(!y  to  operate  in  case  of  danger.  An 
automatic  phone  system  enables  any  department  or 
tloor  to  connect  up  with  any  other  part  of  tlie  build- 
ing immediately. 

A  safety  elevator  service  is  a  great  convenience  for 
customers,  and  an  added  useful  service  i.s  a  drinking 
water  bubbler  at  the  elevator  entrance  on  every  floor. 

On  the  home  furnishing  floor  are  two  very  popular 
departments — a  rest  room  and  a  diningrooin.  Both  of 
these  rooms  are  raoistly  in  evidence  from  the  norm 
hour  on,  and  it  is  not  unusual  for  men  to  be  seen 
taking  advantage  of  the  rest  room  for  some  part  of 
tlie  day.  From  noon  until  about  three  o'clock  the 
dining-  service  is  in  full  swing,  and  after  that  hour 
five  o'clock  tea  is  served.  Tho.se  who  have  tried  out 
both  state  that  these  features  are  the  best  to  be  had 
in  JJrantford. 

In  connection  with  their  home  furnishing  the  Cromp- 
ton Company  conduct  two  workrooms  for  making 
blinds  and  draperies. 

Splendid  Window  Displays 

Some  mention  was  made  earlier  in  this  story  of  th." 
flood  of  da.vlight  in  this  store,  which  of  course  pri>- 
supposes  many  windows,  with  the  natural  connecting 
up  the  window  displays.  It  had  been  said  before  my 
visit  to  Brantford  that  the  Crompto)!  Company  had 
some  of  the  best  and  most  original  window  displays 
to  be  found  in  Ontario,  and  .since  looking  them  over 
1  want  to  vouch  for  the  accuracy  of  that  remark. 
"While  interested  particularly  in  furniture  (and  there 
was  but  one  window  showing  of  summer  furniture 
and  furniture  coverings)  all  the  displays  showed  taste 
and  talked  sales.  These  and  all  the  Avinclow  and 
interior  displays,  as  well  as  show  cards,  general  ad- 
vertising, etc.,  ai'e  the  result  of  the  thought  and  elforts 
of  Mr.  E.  H.  Welch,  some  of  Avhose  work  has  been 
spoken  of  in  parts  of  the  country  far  from  Brantford. 

The  furniture  department  is  under  the  charge  of 
Mr.  -las.  Rait,  a  thoroughly  seasoned  and  experienced 
fniiiiture  man.    While  still  a  young  man  in  years,  the. 
Crompton  furniture  department  is  the  third  similar 
department  that  he  has  opened  in  Canada. 

Mr.  Rait  is  a  native  of  Glasgow,  Scotland,  and  in 
his  early  years  was  apprenticed  to  the  furniture  busi- 


The    "old     log  cabin,"   inadp  of  rugs.     a  dcniunstraliou 
feature  in  tlie   Crompton  store. 
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ness.  He  also  served  some  time  in  a  carpet  mill  souie- 
wliere  in  Scotland,  so  when  he  go^t  through  all  his 
Scottish  training  he  was  readly  to  tackle  real  work 
"on  his  own."  Leaving  Scotland  he  went  to  Winni- 
peg, entering  into  employment  with  Robinson  &  Co.'s 
department  store  there,  and  passing  through  many 
stages  of  promotion  until  the  necessity  of  having  a 
furniture  department  forcibly  appeale'd  to  his  super- 
ioi's.  M'hon  ]^:^r.  Rait  was  chc)sen  to  inaiigurate  that  de- 
partment. 

We  next  hear  of  him  in  Toronto,  when  A.  Welch  & 
Son  having  decided  to  open  a  furniture  department 


i 


t'lu'laiii   and   home   funiisliiiig   section    in    the   Crompton  store. 

offered  him  a  place  and  told  him  to  go  ahead. 
iVfter  a  short  period  Mr.  Rait  went  for  a 
time  with  the  House  P"'urni.shing  and  Carpet 
('o.,  also  of  Toronto.  And  now  he  has  taken 
charge  of  the  Crompton  Company's  depart- 
ment, "-limmie,''  as  the  travellers  fondly 
call  Ml'.  Kait,  has  one  watcliAvord,  and  that 
is  "enthusiasm,"'  spelled  in  capital's.  In  fact 
some  of  the  travellers  say  he  loves  his  Avork 
iiioi'e  lhaii  he  loves  his  wife. 


of  the  campaign  is  that  Brantford  people  now  ask 
for  quality  uuittresses.  The  Crompton  people  say  the 
cheapest  mattress  they  are  asked  for  costs  $17. 

Other  advertising  and  publicity  stunts  have  been 
trie'd — ^and  successfully — with  other  furniture  lines. 
All  of  these  advertisements  run  in  serial  form.  la 
fact  Mr.  Rait  says  he  has  his  serial  copy  ready  up  to 
October  next.  One  of  the  most  recent  serials  was  that 
dealing  with  period  furniture — "The  charm  of  period 
furniture,"  introducing  William  and  Marv,  was  one 
of  th  esc.  Others  dealt  with  Queen  Anne,  Adam 
Bi'others.  Hepplewhite,  etc. 

_   F'or  August  great  preparations  are  being 

made  to  inaugurate  the  first  "August  Fur- 
niture Sale''  in  Brantford.  But  it  wiU  be 
different  from  the  uHial  run  of  similar  sales 
elsewhere.  Instead  of  advertising  cut  prices 
the  (Jrompton  Co.  will  conduct  a  series  of 
demonstrations  on  their  home  furnishing 
floor  preaching  (luality  and  showing  how 
good.s  are  made.  There  will  be  twelve 
demonstrations  in  all — seven  of  an  educa- 
tioiial  nature  and  five  of  a  practical!  turn. 

Nfw  Form  of  August  Sale 

One  of  the  first  of  these  will  deal  Avith  the 
matter  of  furniture  prices.  Workmen  will 
M'ith  raw  lumber  go  through  the  various 
processes  of  building  up  furniture  as  pre- 
vi'ins  to  th<^  war  in  1914,  and  some  of  the 
pi'cscnt  day  furniture  will  be  compared  with 
this  showing  the  advances  made  by  manufac- 
turers during    the    interval.    C'hai'ts  will 


What  .Advertising  Has  Done 

Mr.  Rait  is  also  a  strong  believer  in  con- 
sistent advertising.  His  first  efforts  along 
this  line  w  hh  the  Crompton  Co.  was  a  series 
of  ads.  used  in  the  local  daily  giving  pub- 
licity to  beds.  While  not  entirely  origiiud 
the  "to  be  contimied"  bedding  story  which 
ran  in  the  company's  daily  newspaper  ad- 
vertising in  the  form  of  .series  of  talks,  was 
new  to  iirantford. 

The  talks  on  "How  Much  Sleep  Should 
You  Have?"  "Why  do  Some  People  Wake  up 
Tired?"  "Why  do  People  Sleep?"  made  Brant- 
ford citizens  thiidc.  in  connection  with  this 
.sipecial  bedding  sale  tluT''  was  conducted  a 
"]5etter  liedding  Week,"  during  which  a  com- 
petition Avas  opened  to  the  Brantford  school 
l)oys  and  girls  for  the  best  100-word  composition  giv- 
ing an  answer  to  the  (piestion  "Why  do  people  sleep?" 
Prizes  were  given — a  wrist  watch,  a  fountain  pen  and 
an  eversharp  pencil,  for  the  best  answers,  and  it 
goes  without  saying  tiiat  the  competition  was  keen 
and  the  competitors  numerous.    The  resultant  effect 


Cai'i^ot  and  rui^"  section  in   I  lie  Ci'oniplon  store. 

show  tin  costs  and  charges  of  fui'iuture  in  1!)11  and 
in  1920. 

Other  demonstrations  will  show  the  nuuiufacture 
and  utility  of  refrigerators,  "Farabeds,"  i-ag  rugs, 
Persian  rugs,  mattiesses,  etc.,  and  interesting  com- 
jietitions  will  show  the  worth  of  varicnis  floor  cover- 
ings, |)olish('s,  eti'.  It  is  hoped  that  these  demonstra- 
tions will  teach  cust oiimm's  to  ask  foi'  (|uality  goixh 
I'ather  than  cheaj)  lines. 

Following  these  August  demonstrations  the  com- 
pany v.'ill  issue  a  Home  Lovims'  Autumn  Uooklet  bo- 
fore  the  month  of  Sej)tember.    This  booklet  will  carry 
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out  tiu-ee  idoas — Kifst,  incite  fall  furniture  bmsiiiesis,  The  (;oiiij)any  also  play  uj>  their  name  in  all  the 

by  stii-ring  up  sales  of  better  furniture  in  the  home;  store's  departments,  for  they  have    a  "CVomptona" 

seconc!,  to  induce  (-ash  trading  as  it  is  intended  to  build  bi-and  of  goods,  whioh  stands  for  (juality  in  every  di- 

up  a  sti'ictly  cash  furniture  trade;  and  third,  to  reach  vision  of  their  business.    In  the  furniture  department 

out  after  country  business  in  the  neighboring  counties.  it  is  the  "Cromptona"  niatti-ess. 

The  booklet  is  expected  to  reach  15,000  homes  within  Qf  course  being  an  up-to-date  ami  progressive  busi- 

a  radius  of  25  miles  from    Brantford,    and  will  be  nc^s  house  the  Cromi)ton  ("o.  must  needs  look  after 

mailed  to  peoj)le  residing  witliin  this  limit  in  Brant,  fjie  welfare  of  its  emjiloyee.s.    Business  hours  are  9 

ITaldimand.  Oxfoid.  Watei-loo  and  Wentwortli  eoun-  (o  6  daily,  and  9  to  9  Saturday,  with  the  store  closing 

ties.  every  Wednesday.    Employees  are  allowed  one  and 

Preparing  for  Outside  Deliveries  a  ^\\un-tL'i'  hours  at  lunch  tijue. 

To  meet  the  delivery  ijuestion  Mr.  Rait  has  already  

])i-ovided  a  special  Hudson  super-six  to  take  complete 

furniture  and  furnishings  for  a  four-room  house    on  WHAT  DO  YOU  SPEND  FOR  ADVERTISING? 

one  load.    Regular  delivery  trips  are  already  being  ^he  (juestion  is  fre(iuentlv  asked  bv  dealers,  "What 

inade  to  Hamilton,  Paris,  Gait  and  Guelph.  percentage  of  mv  total  sales  should'  T  spend  for  ad- 

Tliere  is  very  little  more  to  add  except  to  say  a  yertisingr'  and 'in  order  to  answer  this  definitely  an 

word  about  the  matter  of  signs.    All  the  advertising  exchange  made  a  careful  investigation,  writing  to  a 

carries  the  firm's  slogan — "The  House  of  Quality  and  number  of  dealers  in  different  parts- of  the  country 

Good  Value."'    This  slogan  is    also  inserted    in  the  in  order  to  determine  what  amounts  were  spent  on 

tiled  floor  at  the  entrance  to  the  store.    Other  signs  rental  and  advertising  and  how  these  amounts  com- 

in  the  Avindows  and  on  the  pillars  of  the  store  invite  pared  with  total  gross  sales. 

customers  to  "Visit  our  new  furniture  department  on  Replies  were  received  from  many  quarters  so  that 

the  4th  floor."'    Then  there  is  a  good  motto  on  the  the  figures  submitted  form  a  true  estimate  of  Avhat  is 

side  wall  of  the  elevator,  good  to  read  by  both  cms-  actually  being  spent  by  dealers.   From  these  figures  it 

tomers  and  sales  help — "There  is  one  thing  we  are  is  apparent  that  the  average  rental  is  a  little  less  than 

most  concerned  about — no  customer  must  go  away  3  per  cent,  of  the  gross  sales  and  advertising  amounts 

unless  satisfied."  to  about  3  per  cent,  of  the  total  sales. 

~J|IIMIIIMIIIIIIIIIi:illllllMI|i|ll!IMIIIini|l:{|lllllillllll!UIIIII!i||lllii:illMIIIIIIMMIlMMIIIIIMIIIIIIIIIIIIIIIIIIIIII^  rilllllllMIIIIIIIIMIIIIIIIHIIIIIIi'lllllllllllMIIIIIIIIIIIIIIIIIIJIIIIIIMIIIIIIIIIIirillllllllirilllllllllllllllllllU: 


Better  Homes  and  Better  Furniture 

I  Contributed  to  Canadian  Furniture  World  | 

I  By  J.  A.  C.  I 

PROBABL.'X'  in  no  other  respect,  not  even  in  the  matter  of  dress,    is  personalit\-    better  ex-  | 

pressed  than  in  tiie  furnishing  of  a  home,    and  more  and  moi'e    every  year    people    are  | 

5  studying  furnishing    and  furniture  frojn  every  point  of  view,  so  as  to  obtain  originality  in  | 

I  carrying  out  a  particular  decoration  scheine  which  will  without  doubt  impress  on  the  mindis  of  | 

I  others  their  personality  and  taste.  | 

I  Yet  there  is  still  a  great  deal  of  scope  to  educate  the  ])ublic  up  to  better  furniture  and  this  | 

I  educati(ni  must  without  doubt  !)egin  Avith  the  maiuifacturer  by  designinig  aiul  produciug  more  | 

I  artistic  and  better  lines.  | 

I  Now,  taking  for  gi'anted  tor  the  momeui,  that  the  manufacturer  is  doing  his  part,  the  most  | 

I  iiiiportajit  part  has  yet  to  be  performed  by  the  retailer,  by  buynig  i)art  of  his  season  "s  order  a  | 

I  little  above  the  average,  or  just  a  few  distinctive  pieces,  Avhich    are  ahvays    good  from    an  | 

I  advertising  point  of  view,  by  havinig  them  displayed  in  a  proper  setting  with  due  attention  paid  | 

I  to  color  combination  and  environment.  1 

1  The  final  part  of  the  programme  of  course,  lies  Avith  the  sales  clerk,  Avho  should  be  encour-  | 

I  aged  to  study  better  furniture,  to  be  able  to  talk  about  better  furniture  and  not  ahvays  folloAv  | 

1  tlie  lines  of  least  resistance  by  shoAving  the  most  po])u!ar  seller  and  nothing  else.  | 

I  An  instan"e  occurs  to  tlie  Avriter  in  connection  Avith  the  house  fu'-nishing  business,  Avhere  | 

I  a  customer  went  into  a  large  departmental  store  to  buy  some  curtain  net  by  the  yard  for  her  | 

I  w  indows.    She  hajipened  to  be  waited  on  by  a  young    lady  wlio  had    made  a  study  of  hand-  | 

I  iiiailc  lace  panels  Avith  the  result  that  instead  of  spending  forty  or  fifty  dollars  on  curtain  net  f 

I  sli(>  left  an  order  for  something  like  three  hundred  dollars,  simply  because  the  sales  clerk  Avas  i 

1  able  to  talk  up  something  better  than  the  customer  had  in  mind.  | 

I  Now,  hoAV  often  does  the  same  thiuig  ;ippl.v  in  the  furniture  business?    ScA'eral  manufac-  I 

i-  turers  are  this  year  making  special  designs  in  high    grade    Furniture,  not  so  much    from  the  [ 

I  point  of  view  that  they  expect  them  to  be  big  sellers,  but  that  they  Avill  to  some  extent  raise  | 

I  the  standard  of  furniture  being  sold.  I 

I  The  furniture  trade  of  Canada  is  yet  in  its  infancy,  let  us  all  aim  at  high  ideals    in    its  | 

I  •  groAvth.  I 
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Introducing  New  Lines 
Through  Window  Display 


Audience  in  front  of  Adams  Furniture  Co's  store 
at  Toronto,  watching  display  and  demonstration 
of  refrigerators. 


iiMiniiiiiiiii;iiiiii"lilMi:!iMi:iiiiiiii:iii: 


NOTHING  that  you  can  do  will  add  more  to  your 
profit  account  than  the  study  of  humjan  nature  in 
the  selling  end  of  yonr  business  and  the  work- 
ing up  of  business  on  goods  of  quality  Avhieh  are 
goods  of  profit,  for  is  it  not  so  in  the  eyes  of  a  pur- 
chaser that  "the  recollection  of  (juality  remains  long 
after  the  price  is  forgotten?" 

One  of  the  best  means  of  introducing  a  new  line  is 
through  3'our  store  window.  And  a  feature  that  adds 
much  to  the  effectiveness  of  display  is  the  symmetry 
with  which  the  articles  that  go  to  make  up  the  Avhole 
are  arranged. 

Care  must  be  taken  not  to  bring  the  articles  of  dis- 
play into  juxtaposition  so  that  they  will  clash  or  other- 
wise interfere  with  their  separate  or  combined  in- 
fluence on  the  public. 

The  general  effect  which  is  another  important  point 
in  the  make-up  of  a  successful  display — must  always  be 
kej)t  in  mind.  A  good  general  effect  is  probably  second 
only  to  a  good  special  feature  in  attracting  attention 
first  to  the  display  and  then  to  the  merchandise  ex- 
ploited. 

Another  point  to  consider  in  the  make-up  of  a  display 
is  workmanship.  Nothing  does  more  to  spoil  the  effect 
and  discredit  an  otherwise  satisfactory  display  than  a 
dowdy  and  slovenly  handling  of  goods.  The  result  in- 
creases in  proportion  to  the  grade  of  goods  shown. 


having  the  effect  of  cheapening  and  detracting  from 
the  real  worth,  and  of  course  the  better  the  goods  are 
the  more  they  suffer  in  proportion. 

The  importance  of  displaying  merchandise  for  sale 
has  always  been  recognized;  but  the  practice  of  apply- 
ing the  principles  of  artistic  skill  and  taste  to  this  work 
is  a  comparatively  modern  innovation.  The  value  of  at- 
tractively displaying  merchandise  cannot  be  over- 
estimated. It  compares  with  all  other  forms  of  public- 
ity in  impressing  the  average  individual,  as  the  con- 
crete in  any  line  of  exemplification  compares  with  the 
abstract. 

All  other  forms  of  publicity  re(iuire  the  exercise  of  the 
imagination  in  order  to  obtain  a  fair  grasp  of  the  sub- 
ject under  consideration ;  while  the  proper  display  of 
an  article  appeals  directly  to  the  desires,  and  at  once 
creates  a  want.  It  suggests  and  emphasizes  both  the 
lack  and  the  desirability  of  possession,  and  sets  in  mo- 
tion the  train  of  consideration  that  ends  in  sales. 

HINTS  FOR  THE  V/INDOW  DRESSER 

Don't  let  your  windows  lie  idle  for  even  a  minute. 
In  most  communities  many  people  are  oyfdoor'K  al- 
Ai'ays.  Make  a  good  impression  on  them  v.'itli  an  at- 
tractive display. 

Don't  make  your  'windows  ton  "fuss'v."  l)ack'- 
grounds  should  be  yi^vy  j)lain  and  not  filled  up  Avitli 


I'llillllMlllllllllllllinii: 

DEMONSTRATION  OF  REFRIGERATORS. 

MR.  I'.iSSKrjL,  (if  'J'lio  .\(hmiK  Funiiturc  Co., 
'I'dionlo.  inits  on  inoro  atli'Bctivc  and  novel 
window  displays  tlian  possibly  any  other  fur- 
nit  uic  man  in  Canada.  Recently  he  made  a  display 
and  had  a  ycnng  lady  demonstrate  the  line  of 
refrigBrators  handled  by  the  firm,  and  like  so  many 
■of  their  special  «ales  this  one  brouiiht  on  splendid 
business. 

The  ecntral  feature  of  the  window  display  w-is 
a  white  enamelled  refrigerator,  filled  with  ice  and 
food  and  set  in  a  frani';  of  white  silk,  crushed  to 
resemble  snow.  Stalactites  of  imitation  ice  hung 
from  (lie  top  and  frosted  Arctic  flowers  were  .sus 
pended  from  the  ceiling.  Heside  the  refrigerator, 
on  one  side,  -.vas  a  pot  of  ferns,  and  on  the  other  a 
St  or  I-  ijiirslmg  willi  flames,  on  which  was  set  a  cake 
of  ic.  The  ice  was  a  rough  chunk  of  glass  and 
the  tlanies  were  yellow,  blue,  pink  and  red  silk  rib- 
bons illuminated  liy  a  secreted  electric  lani))  and 
sent  up  as  if  licking  tlie  ice  by  a  concealed  electric 
fan.  It  was  a  splendid  disi)lay.  splendidly  con- 
ceived. 

A  pul)lic  test  v.'as  made  of  the  refrigerator  on 
display,  local  newspapei-men  being  the  ,iudges.  They 
locked  the  refrigerator  on  Saturday  noon  a,nd  opened 
it  on  Monday  noon,  finding  food,  tobacco,  milk,  etc., 
in  as  good  condition  as  when  put  in  the  box. 


IMIIIIIIIIIII'II'IIII'IIIIIIIIIIII 
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elieeseeloth,  or  signs  which  have  no  relation  to  the 
product  shown. 

Don't  scatter  the  things  you  put  in  the  window. 
Display  them  in  groups. 

Keep  your  windows  light  the  frames  Avell  painted 
and,  above  all,  clean. 

A  merchant  in  a  town  across  the  border  has  a  set 
of  window  signs  so  arranged  that  he  claims  do  him  a 
world  of  good.   Here  they  are : 

Do  you  know  any  good  reason  for  trading  else- 
Avhere?    If  so,  tell  us. 

No  sale  is  a  sale  here  unless  you  are  satisfied. 

Your  money's  worth  or  your  money  back. 

We  aim  to  please.    Is  our  aim  true? 


You  are  our  guest. 
Thank  you,  call  again. 

It  is,  of  course,  impo.ssible  to  catalogue  all  the 
articles  that  might  be  suggested.  Merchants  thor- 
oughly posted  on  merchandise  will  themselves  know 
what  finding  to  push.  When  practicable,  in  order  that 
results  may  be  seen  clearly,  it  may  be  advisable  to 
concentrate  on  some  particular  article. 

If  you  have  "specials"  or  new  articles  with  which 
your  customers  are  unfamiliar,  put  them  in  the  win- 
dows with  a  sign  telling  about  them  and  quote  prices. 

Make  yourn  the  best  window  in  your  neighborhood. 
The  windows  are  the  index  to  your  store.  Attrac- 
tively trimmed  windows  .show  that  you  are  alert  to 
please  your  customers,  and  indicate  progre.ssivene.ss. 


y|iii!:n::M'Miiii:'iiiiiiii!  ii:mi:iim:imimimimiiiiiiimiiiiiiiiiiiiiiiiiiiiiiiiiiimiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiimiiiiiiiiiiiiiiiiiiiimiiiii!^ 

I  Window  Display  Suggestions  for  | 
I  Electrical  Goods  I 
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MU'CII  has  been  written  regarding  the  importance 
of  the  show  window  to  the  furniture  dealer.  Tlie 
value  of  the  window  space  is,  however,  propor- 
tionate to  the  degree  of  attention  which  is  given  not 
only  to  an  attractive  dress  but  to  the  timeliness  of 
the  goods  displayed. 

Summer  Season  Offers  Exceptional  Opportunities. 

The  summer  season  offers  exceptional  opportunities 
to  the  furniture  dealer  to  arrange  special  displays  of 
appliances  which  are  of  particular  appeal  during  hot 
weather  and  the  accompanying  suggestions  will  be 
found  particularly  pertinent. 

The  suggestion  shown  in  Fig.  1  is  for  use  Avith  a 
display  of  electric  fans. 

"Icicles"'  extend  entirely  around  the  background. 
To  make  these,  use  either  cotton  wadding  or  f^.otton 
batting.  The  icicles  can  be  cut  the  desired  shape  with 
scissors  if  wadding  is  used.  The  batting  icicles  should 
be  cut  or  torn  and  rolled  in  the  hand  to  give  a  better 
shape.  Diamond  dust  or  powdered  mica,  bought  from 
a  painter,  shovJd  be  sprinkled  on  the  icicles.  A  cut- 
out North  Pole  is  the  centre  piece.  The  cards  are 
connected  Avith  ribbon  to  a  fan  and  read,  "Make  your 
own  cool  comfort,"  "Electrical  cool  comfort." 

Fig.  2  has  a  AvindoAv  against  the  background.  The 
frame  can  be  made  by  nailing  a  fcAv  strips  of  wood 
together. 

Curtains  are  hung  at  the  sides.    Through  the  Avin- 


dow  is  a  sun  ju.st  rising  above  the  horizon.  This 
.should  be  a  scenic  panel  set  back  a  short  distance 
from  the  windoAV  frame.  An  alarm  clock  with  the 
hands  at  five  o'clock  stands  on  the  AvindoAv  sill.  Small 
pictures  are  hung  at  the  sides. 

Electric  stoves  should  be  featured.  The  card  is 
inscribed,  "Early  breakfasts  are  easily  and  quickly 
prepared  Avith  an  ekctric  disc  stove." 


GOOD  WINDOWS  BEST  ADVERTISING 

In  the  opinion  of  J.  H.  Harris,  Avho  several  Aveeks 
ago  opened  a  retail  store  at  683  St.  Clair  Avenue, 
Torojito,  an  attractive  Avindow  display  is  a  dealer's 
best  advertisement.  If  the  AvindoAv  displays  are  ef- 
fective, people  Avill  be  draAvn  inside  the  store.  Good 
windows  are  an  irresistible  magnet.  After  customers 
enter  the  door,  the  battle  is  half  won.  Complete 
A'ictory  in  the  consummation  of  the  sale  requires  an 
attractive  arrangement  of  the  interior,  and  good  sales- 
manship. Mr.  Harris  clianges  his  AvindoAv  displays 
every  two  Aveeks  so  that  the  same  display  Avill  anpear 
on  tAVo  successive  Soturdavs. 


FLOWING  FOUNTAIN  IN  WINDOW  DISPLAY 

The  b.Tck  porch  of  a  bungalow,  fitted  up  Avith  sum- 
mer fill  lilt nre,  Avith  a  quaint  fountain  .spurting  up  a 
constant  stream  of  water  AA'as  the  display  in  the  Avin- 
dow  of  a  New  York  department  store,  as  an  advertise- 
ment for  its  summer  furniture.  The  entire  effect  ob- 
tained by  the  window  decorator  Avas  not  that  of  the 
usual  window  display,  but  like  a  stage  setting  for  an 
iiitcresting  play. 


Spasmodic  advertising  is  better  than  none  at  all,  but 
has  not  nearly  the  pulling  poAver  of  steady,  consistent, 
carefully-prepared  publicity. 


!S2 


1 — Suggestion   for   a  display  of  Electric  Fans. 


Fig.   2 — Suggestion  for  a  display  featuring  Disc  Stoves 
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I  Cool  Trade  Breezes  for  the  | 
I  Warm  Weather  | 

Trade  winds — are  those  raised  by  a  drummer  in 
talking  business. 

Isn't  it  surprising  what  the  Government  can  get 
away  with?  No,  we're  not  speaking  of  the  new 
taxes !  But  we  notice  that  a  person  will  put  money  in 
a  Government  stamp  machine  and  get  nothing  in 
return — and  take  it  good  naturedly.    If  the  same  per- 


son gets  similar  treatment  from  a  gum  machine  lie 
raises  an  awful  f^^ss  with  the  dealer. 

^  ^j* 

Motion  in  the  air  has  a  cooling  eflPeet.  Stir  the  air 
up  your  self  by  a  little  speed. 

^  ^  ^ 

The  dealer  who  is  too  busy  to  change  his  advertise- 
n\ents  regularly  Avould  probably  have  no  time  to  pick 
up  dollar  bills. 

Just  because  th(!  clerk  has  a  good  berth  is  no  rea- 
son why  he  should  go  to  sleep  on  the  job. 


Good  Advertising  Copy  For  The  Retailer 


By  JAMES  W.  FISK 


ADVERTISING  covers  a  great  multitude  of  things. 
When  we  think  of  retail  advertising  the  first 
question  that  comes  to  our  mind  is  "Why  ad- 
vertise?"  Advertising  is  expensive.   If  we  take  space 
in  the  newspapers  it  costs  something. 

I  believe  we  should  have  an  understanding  as  to 
just  wh}^  we  ought  to  advertise  before  we  do  any  ad- 
vertising. There  are  many  who  advertise  in  the  public 
press  with  nothing  to  say,  and  there  are  many  who 
when  the  time  comes  to  fill  the  regular  space,  merely 
turn  it  over  to  the  editor  and  say,  "You  know.  Bill, 
write  x^>  something,"  or  "Let  is  stand  like  last  Aveek. " 
There  are  many  who  have  not  as  yet  a  true  conception 
of  the  function  of  advertising,  and  when  I  say  advertis- 
ing I  speak  of  retail  advertising. 

The  immediate  sale  shouldn't  concern  us  a  great  deal 
because  there  is  very  little  profit  in  it.  It  is  the  repeat 
sale  which  counts.  It  is  the  good-will  of  those  who 
come  and  visit  our  store  to  test  our  goods  and  our  ser- 
vice. We  need  to  satisfy  all  these  people  time  after 
time;  we  need  this  continued  patronage;  we  need  this 
great  following  that  comes  to  us  without  the  expense 
of  going  out  and  soliciting  business  every  time.  Just 
think  Avhat  it  would  mean  in  your  business  if  you  had 
to  send  somebody  around  to  your  customers  every  time 
you  wanted  them  to  come  in.  And  so  we  have  adver- 
tising: and  the  greatest  function  of  advertising  is 
bringing  people  to  the  store. 

Advertisin.g  doesn't  sell 
goods  ;  it  may  get  the  sale 
well  under  way  ;  it  may  create 
the  desire,  but  a  sale  isn't 
made  until  the  merchandise 
ha.s  actually  passed  into  the 
eastoiner's  hands,  and.  except 
in  mail  order  advertising, 
printed  copy  can't  do  that. 
So  we  decide  that  we  want 
advertising,  because,  not  only 
do  we  want  people  to  come 
to  the  store  often er,  but  we 
want  more  people  to  come  to 
the  store.  Therefore  let  us 
pick  out  the  things  *hat  will 
attract  them  and  fill  our  ad- 
vertisement with  items  of  that 

sort.  as  'ibtivi!  sample  shows. 


U'iiiMi!:iiiiiiiiiiiiii:iiiiiniiiii[:iiiiii!in!i  Ml  mill  n  mill: 


The  Home  Market  Is  The  Best  Market 


Tis  developnient  moans  busy  stores, 
pinsiirvijii-i  farms:  a  liusier  aid  betli 
Imsiness  in. 

W'ljfger  Home  Industries  mean  more  employeoM 
and  create  a  greater  demand  for  s'ciods  prcduced  on 
tile  farms,  and  time  saved  in  selling  your  products. 

It  means  better  chances  of  employment  for  our 
men,  boys  and  girls,  better  wages  with  less  expense. 

[t  means  better  living  conditions,  social,  moral 
and  sanitary,  better  lionics,  schools,  chni'clies  and 
;i   cleaner  community. 

A  bigger  and  better  Town  makes  your  farm  more 
vahiable,  your  living  niori>  attractive  and  the  life 
and  education  of  your  cliildren  more  lucrative  and 


BuiU  up  The  Home  Market 


We  have  two  things  to  advertise,  and  those  things  are 
both  service.  AVe  are  selling  nothing  but  service.  We 
have  the  service  that  the  store  renders,  and  we  have  the 
service  that  the  merchandise  renders.  One  is  probably 
just  as  important  as  the  other. 

Advertising  doesn't  mean  cutting  prices  on  every- 
thing you  have.  Cut  prices  are  not  the  only  thing  that 
will  attract.  Many  stores  are  not  operated  on  the  basis 
of  cutting  prices.  No  one  would  accuse  any  high-elass 
store  of  giving  money  away.  We  are  not  always  think- 
ing about  price.  There  is  a  general  tendency  away 
from  cutting  prices. 

Estimate  Sales  Exactly. 

We  ouglit  to  be  able  to  estimate  sales  so  exactly  and 
order  our  goods  so  that  we  would  have  no  overstocks, 
no  short  ends,  no  odd  lots,  which  must  be  closed  at  a 
sacrifice,  and  m^anufacturers  should  put  up  merchandise 
so  scientifically  that  we  never  would  have  the  "jobs" 
passed  on  to  iis.  Let  us  realize  that  merchandising  and 
advertising  is  something  more  than  issuing  a  catalogue 
of  prices. 

I  saw  some  advertising  recently  put  out  by  a  Western 
store.   It  didn't  pull,  and  the  retailer  couldn't  imagine 
why.    lie  had  tried  to  get  into  a  little  two  column 
eight-inch  space  a  little  about  everything  he  had  in  his 
store,  just  like  putting  a  jungle  of  things  in  your  show- 
window  so  that  peoplo  might 
know  you  had  a  collfction  of 
junk  there,  but  could  not  tell 
what  it  Avas.    Had  that  man 
realized  that  the  function  of 
advertising  was  to  bring  the 
people  to    that    stove,  and 
featured  one  attractivf'  it(MU 
in  that  ad,   he  Avould  have 
gotten  results. 

You  may  be  doing  a  lot  of 
things  in  your  business  that 
think  the  public  under- 


faefories  and 
town   to  do 


K 
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^ep  stores  and 
wages  for  I  hi' 


factories  bnsv  and  provide  work 
MKN   AT  HO  Mi':. 


L.  MORRIS  &  SON  § 

Furniture   Dealers   and   Undertakers.  | 
Bowmanville  and  Orono  = 
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Kvcu   the  small  town  dealer  can   get  up  good  ad.  copy, 


you 

stands  very  thoi'oughly  and 
yet  even  our  customers  may 
not  know  what  is  going  on 
unless  we  tell  them.  Tf  we 
are  willing  to  cash  che(|ues  on 
pay-day  instead  of  having 
them  go  to  the  saloon,  or  if 
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we  are  iiistailiiig  a  new  line  of  anything-,  or  if  we  are 
going  to  keep  open  on  Sunday  morning,  let  us  tell  them 
about  it. 

If  we  are  running  a  credit  business  scientifically  and 
carefully  so  that  a  credit  business  is  going  to  assist  us, 
and  we  realize  that  it  is  a  good  thing  for  the  business 
and  we  Avant  to  extend  our  credit  obligations,  let  us 
advertise  for  customers  and  let  us  specify  the  kind  of 
credit  customers  we  want.  If  we  have  rest  rooms  or 
any  other  convenience  about  our  store,  or  if  there  are 
ai^y  reasons  why  a  customer  should  come  to  our  store 
instead  of  going  to  the  other  fellow's,  let  us  tell  them. 
Somebody  said,  "There  are  only  two  ways  to  be  suc- 
cessful ;  one  is  to  do  what  everyone  else  does  and  do  it 
better;  and  the  other  is  to  do  the  thing  the  other  fellow 
does  not  think  about."   Some  of  us  are  so  in  a  rut,  and 


I  I II     CRESCtlNX'S  AUGUST 


Seasonable  advertising  is  iilways  good.     There  is  nothing  really  new 
ir.  August  furniture  sales,  l)Ut  this  Winniiieg  house  makes  out  a.  very 
l)rescntLihl('  tasi; 


SO  are  our  competitors  and  other  business  men,  that  it 
is  not  difficult  to  do  something  that  the  other  fellow 
i.sn't  doing,  something  that  the  public  would  like  to 
have  us  do. 

What  Do  People  Want? 

Now.  service  in  business  may  mean  .dif¥erent  things. 
What  our  service  should  be  depends  on  the  demands  of 
our  customers  just  as  triily  as  our  advertising  depends 
on  what  our  customers  want.  If  you  and  I  could  ad- 
vertise and  talk  to  our  prospective  customers  just  the 
same  as  the  manufacturer  probably  sizes  us  up  as  deal- 
ers, you  and  T  could  go  into  our  store  and  see  many 
places  for  improvement.  Let  us  find  out  what  these 
people  want. 

A  fellow  in  Omaha  some  years  ago  was  running  a 
retail  store  at  a  small  profit.  He  bought  and  install- 
ed new  fixtures  to  make  his  store  look  better  and  ran  a 
Brussels  carpet  down  the  aisle.  In  a  short  time  this 
man  was  out  of  business.  His  trade  did  not  want  these 
things,,  and  I  believe  you  and  T  can  sometimes  go  to  the 
extent  of  bringing  business  to  ourselves  and  then  kill- 
ing the  business  so  that  a  rnonument  wjll  §ta,nd  above 


the  last  resting  place  of  what  has  once  been  a  thriving 
business.  Let  us  find  out  what  our  customers  want 
and  then  give  them  that  as  near  as  possible 

We  have  two  kinds  of  service ;  the  s.erviee  your  store 
can  render  and  the  service  your  raerchandi.se  can  ren- 
der. I  remember  a  case  in  Duluth  two  years  ago  when 
a  customer  stopped  and  picked  up  an  ornament  of  sil- 
verware and  said,  "What  is  this?"  and  the  clerk,  pre- 
tending not  to  hear,  didn't  answer.  But  the  customer 
was  very  insistent,  and  she  leaned  over  the  counter 
and  said,  "What's  this  used  for?"  The  clerk  looked 
and  said,  "That  isn't  used  for  anything.  That  is  a 
Christmas  present."  I  believe  that  was  the  truth.  We 
find  some  people  who  do  buy  those  things  that  are  not 
exactly  useful.  Usually,  however,  they  expect  to  do 
something  with  them.  We  have  got  to  get  the  mer- 
chandise and  tell  what  it  is  going  to  do  for  this  and  for 
that  customer.  The  customer  doesn't  care  about  your 
having  an  over-stock  or  that  you  made  a  mistake  in 
buying,  but  she  does  care  how  convenient  this  thing  is 
and  how  well  it  is  going  to  wear.  She  does  care  how 
beautiful  it  is,  and  how  stylish  it  is,  she  does  care  about 
all  those  things  which  are  going  to  administer  to  her 
comfort  and  pleasure. 

Advertise  Seasonable  Lines. 

So  we  want  to  look  at  our  merchandise  through  the 
eye  of  the  customer,  and  when  we  get  readj^  to  adver- 
tise anything  pick  out  those  things  which  are  season- 
able and  timely.  I  believe  we  ought  to  get  out  our  mer- 
chandise and  size  it  up  as  the  customer  ought  to  see  it. 
and  reason  out  why  the  customer  ought  to  buy  it.  That 
is  the  big  thing.  People  don't  spend  money  without  a 
struggle,  and  it  is  necessary  sometimes  to  administer 
an  anesthetic  before  we  attempt  it,  and  we  want  to  do 
it  with  just  as  little  pain  as  possible  and  still  get  the 
greatest  results.  Let  us  not  onlj^  decide  Avhy  customers 
should  buy,  but  decide  why  he  or  she  may  hesitate,  why 
she  may  consider  buying,  why  she  may  not  rush  in 
and  lay  down  the  money  immediately,  and  we  want  to 
advertise  not  only  to  bring  in  people  to  the  stoi-e,  but 
to  get  them  to  buy  Avhen  they  get  to  our  store. 

Let  us  therefore  get  the  merchandise  out  and  look  it 
over.  Let  us  see  if  there  is  anything  about  this  partiv'u- 
lar  thing  that  is  new  or  out  of  the  ordinary.  Let  us 
look  at  this  garment,  and  wonder  whether  a  woman 
will  appear  as  a  queen  when  she  goes  down  the  .street 
Avearing  it.  Let  us  realize  that  we  must  try  to  side  in 
without  particular  customers  and  have  what  they 
want. 


There's  always  hope  for  the  man  who  Avorks,  but 
despair  for  the  fellow  Avho  Avaits  for  something  to  turn 
up. 


ARE  YOU  BOOSTING? 

A EE  you  boosting  tlie  store  at  every  opportunity? 
If  not.  then  you  sioulfl.  One  of  the  store's  best 
advertisements  is  a  happy  and  contented  store 
family.  You  can  help  out  a  whole  lot  by  doing  your 
share. 

We  do  not  mean  by  boosting  that  you  are  to  con- 
tinually din  into  the  ears  <if  everyone  you  meet  the 
praises  of  the  store — they  get  tired  of  that,  and  it  does 
more  harm  than  good.  IJse  good  judgment  in  your 
boosting.  Do  it  in  a  nice  quiet  way.  Whenever  you 
see  a  good  opportunity  just  put  in  a  nice  gentle  boost. 
It  helps  a  whole  lot  more  and  does  not  bore  people.  It 
interests  them  and  that  is  just  what  we  want. 

Join  the  Booster  Club  and  boost  for  your  store. 
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I  THE  CANADIAN  INDUSTRIES  EXHIBITION  | 

I  A  REPORT.  AND  A  CRITICISM  | 

i  By  S.  J.  Cook,  sales  manager  The  McLagan  Furniture  Co.,  Limited  1 
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THE  CcUiadiaii  Industries  Exhibition  held  recently 
in  London,  England,  timed  to  open  on  Jun€  3rd, 
was  formally  opened  at  1L30  a.m.,  June  7th,  by  Sir 
Geo.  McLaren  Brown  in  place  of  Sir  Geo.  Perley  who 
was  unavoidably  absent.  Though  opened  at  noon  on 
j\[onday.  many  of  the  exhibits  were  far  from  eompiete, 
oui'  own  iiicludied.  The  first  part  of  our  shipment  ar- 
rived Saturday,  June  5th,  while  the  remainder,  con- 
sisting of  two  phonographs  and  three  Davenos,  did 
not  show  Uj)  till  7  p.m.  Tuesday,  June  8th.  Consider- 
able feeling  on  the  part  of  exhibitors  was  aroiised  by 
this  delay  and  forwarding  agents  came  in  for  con- 
siderable abiise.  Our  goods  which  were  in  Montreal 
on  April  2;Jrd  were  not  dispatched  till  May  26th,  via 
8S.  Varentia.  On  arrival  at  London  the  boat  lay  in 
tlie  river  three  days  to  enable  her  to  unload  lumber 
piled  on  lier  decks.  When  she  finally  berthed,  the 
])ort  of  London  authorities  and  H.M.  customs  offi- 
cials added  still  further  to  the  delay  in  delivery,  due 
to  red  tape,  for  which  these  two  departments  are  most 
notorious. 

]iy  Wednesday  m.orning  we  were  ready  to  receive 
visitors,  having  all  our  goods  to  hand  and  set  up  in 
a  very  attractive  display.  This  Avas  practically  one 
week  late  of  the  day  advertised  for  opening,  and  some 
of  the  dealers  were  not  slow  to  remind  us  that  it  did 
not  speak  well  for  obtaining  deliveries  promptly  when 
Canada  could  not  even  set  up  her  exhibition  on  time. 

Keady  a*-  we  were  for  visitoi",s  on  Wednesday  morn- 
ing a  very  few  made  an  appearance.  Thursday  came 
and  there  was  i>ractically  no  improvement  and  T 
realized  that  something  must  l)e  done  to  try  and  dra>v 
the  dealers,  but  how  was  it  to  be  acco:mplished  ? 

On  my  ai'rival  in  London  I  had  expected  to  see  huge 
signs  and  billl)()ards  all  ovei-  the  city  and  country  an- 
nouncing tlu>  holding  of  the  Exhibition  and  further 
a  liberal  amount  of  newspa))er  display  ads.  in  use. 
but  they  wei'e  conspicuous  by  their  absence. 

I  had  been  under  the  impression  rhat  the  Exhibi- 
tion Avas  under  the  patronage  of  the  Canadian  Manu- 
facturers' Association  and  the  Dominion  Government, 
both  oF  which  were  lending  financial  and  moral  sup- 
l)ort.  I  received  rather  a  rud'e  shock  to  find  it  other- 
wise. The  idea  of  an  exhibition  found  birth  in  the 
minds  of  some  trade  paper  ])ublishers,  the  foremost 
being  an  export  publication.  The  Dominion  Govern- 
ment and  Manufacturers'  Association  Avere  both  ap- 
l)r()aci!ed,  but,  aside  from  gi\'ing  it  their  blessing,  re- 
fused to  assume  any  responsibility  or  lend  any  fiiuiii- 
eial  support.  It  was  therefore  decided  to  apjjroach 
a  professional  exhibition  promoter. 

The  oidy  newspaper  ads.  inserted  by  the  manage- 
ment were  some  small  oue-column  six-inch  notices 
that  T  doubt  wer''  Avoi'th  the  money  they  co*it. 

By  Thursday,  June  lOth,  the  attendance  at  the  Ex- 
hibition not  having  improved,  the  exhibitors  Avere  up 
in  arms  a£rainst  the  management  on  account  of  lack 
of  ])ublicity.    We  met  the  manager  and  some  rather 


straight  talk  Avas  indulged  in.  The  exhibitors  Avei'e 
even  Avilling  to  go  further  and  put  up  more  money 
for  advertising,  but  Ave  were  told  that  no  space  was 
available  in  the  leading  papers  for  fully  three  weeks. 
The  manager  promised  to  try  and  see  the  editor  of 
the  Daily  Mail  and  report  to  us  on  the  following  day 
on  the  prospect  of  being  able  to  secure  space.  We  did 
not  hear  from  him  on  the  day  following  and  a  meet- 
ing of  only  the  exhibitors  Avas  held.  A  certain  sec- 
tion Avas  for  closi)ig  up  and  pulling  out,  but  they  were 
persuaded  that  this  Avould  appear  childish  and  the.y 
decided  to  stick.  It  seemed  hopeless  that  at  that  late 
date  sufficient  publicity  could  be  obtained  to  make  the 
shoAV  the  success  that  Avas  hoped  for  it. 

The  second  week  of  the  Exhibition,  the  attendance 
was  very  much  improved  and  it  Avas  decided  to  carry 
on  for  the  remaining  three  days  of  the  week,  ft 
could  not,  however,  be  said  that  on  the  Avhole  the  Ex- 
hibition did  justice  to  Canada.  There  were  only 
about  eighty  firnus  represented  and  some  of  the  dis- 
plays Avere  on  a  very  small  scale.    While  it  was  a  big 


S.  J.  COOK. 

ox|)ense  I  felt  fairly  Avell  satisfied  by  the  time  'he 
show  closed,  that  we    had  obtained    our  money's 
worth  in  publicity  both  to  dealers  and  general  pub 
lie  and  lunl  formed  connections  that  would  prove  ex- 
ceptionally valua]>le  in  the  future. 

Reasons  for  Disappointment 

There  \\  (  re  several  reasons  to  which  wei'c  at'ti"ibul- 
ed  the  somewhat  unsatisfactory  attendance  and  whicli 
should  be  carefully  taken  into  account  at  any  subse- 
(pient  Canadian  Exhibition  at  London.  They  Avere  as 
follows 

1.  Lack  of  proper  publicity. 

2.  The  tim(>  of  the  vear.      June  is  more    or  less  » 
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holiday  mcntli  and  many  dealers  are  oper'ating  short- 
handed.  Usually  dealers  who  travel  at  that  time  of 
the  year  do  so  for  pleasxise  and  not  business.  It  is 
between  seasons  and  not  condiueive  to  buying.  The 
large  music  dealers  were  })raecieally  all  at  the  Scar- 
borough ccnvention. 

o.  The  Canadian  Exhibition  was  a  cosmopolitan 
display  of  manufactured  products  from  chocolates  to 
farming  machinery,  with  very  few  of  any  individual 
class.  Trade  exhibitions  at  Ijoudon  are  usually  .spe- 
cialized. 'Inhere  will  be  a  clothing  exhibit,  then  later 
a  shoe  exhibit,  or  dry  goods,  etc.,  to  each  of  which 
dealers  in  the  particular  trade  interested  are  drawn 
where  they  can  see  a  large  J'epresentation  of  the  line 
they  are  interested  in. 

4.  The  general  falling  off  in  trade  and  almost  en- 
tire cessati(ni  of  retail  buying,  particularly  anything 
new. 

.1.  The  location  of  the  Exhibition.  Agricultural 
Hall  is  located  in  Islington,  one  of  the  poorest  riec- 


tions  of  the  city  and  i-arely  visited  by  the  better  ele- 
ment. It  is  more  or  less  unknown  to  the  west-enders, 
and  particularly  unknown  to  out-of-town  visitors. 

The  r)lym|>ia  or  Crystal  Palace,  both  of  which  are 
very  -well  known,  would  hiive  been  very  much  more 
suitable  from  almost  every  standpoint. 

There  was  a  very  decided  feeling  among  exhibitors 
that  they  were  being  taken  advantage  of  in  the  mat- 
ter of  charges  for  everything  that  w'as  re(|uired. 
Stand  renters,  decorators,  florists,  photoigraphers  and 
in  fact  almost  everyone  about  the  place  seemed  to  be 
imbued  with  the  idea  that  they  had  to  make  a  whole 
year's  profit  out  of  this  one  exhibition  in  spite  of  the 
fact  that  the  shows  follow  at  Agricultural  Hall  in  close 
sniccession  and  the  building  is  all  bo^oked  up  for  nine 
months  ahead. 

Saturday  evening.  June  20th,  the  first  Canadian 
Exhibition  in  London  was  brought  to  a  close  with  a 
ban(|uet  of  the  exhibitors,  at  which  Sir  George  McL. 
I'rown  presided.  On  the  whole  the  feeling  was  ex- 
pressed that  while  many  had  not  realized  all  their 
hopes  and  anticipations  they  were  fairly  well  satisfied 
with  results  and  that  what  at  first  looked  like  a  dis- 
mal failure  proved  on  the  whole  to  turn  out  fairly 
satisfactory. 


REMINISCENT  OF  TORONTO'S  EARLY  DAYS. 

The  Kay  section  of  the  AIurray-Kay  Co..  Toronro, 
was  established  in  1848  at  the  corner  of  King  and 
Yonge  Streets,  where  now  stands  the  C.  P.  R.  sky- 
scraper, as  a  drv  goods  store  under  the  name  of 
IJctley  &  Kay. 

The  city  was  not  then  completely  lighted  by  gas. 
The  price  of  gas  was  five  dollars  per  thousand  feet,  an(i 
the  quantity  manufactured  less  than  five  million  feet 
annually.  Fancy  the  job  of  the  lamplighters  who 
had  to  light  oil  lamps  on  windy  nights.  And  these 
men  probably  were  passing  rich  on  eighteen  shillings 
(about  $4.50)  a  week  and  able  to  raise  in  comfort  a 
small  breed  of  future  members  of  parliament. 

The  Globe  newspaper  then  was  a  tri-weekly,  not 
com.ing  out  as  a  daily  until  1853,  the  j-ear  of  the  in- 
ception of  the  Murray  firm.  Omnibuses  ran  to  Rich- 
mond Hill,  Thornhill,  Cooksville  and  Stree+sville,  and 
one  every  hour  from  the  market  to  Yorkville.  A  hor:-e 
ferry  plied  to  the  island,  and  there  Avere  fifteen  com- 
mon schools.    The  population  of  Toronto  wa.s  ::--ont 
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25  000.  Steamboats  left  daily  for  Kingston,  H;".nd- 
ton.  Niagara  and  Rochester,  calling  at  Port  Hope  and 
('Obourg. 

In  1866  the  store,  "which  was  then  known  as  John 
Kay,  removed  to  new  promises  at  34  King  Street  West, 
and  the  sale  of  carpets  M-as  added,  (\intiiuied  pros- 
perity' had  caused  the  rag  carpets  and  matling  of  old 
day's  to  be  relegated  to  back  rooms  and  longing  eyes 
turned  towards  Wilton,  Brussels  and  Axminster.  and 
even  the  artistic  creations  of  distant  Turkey  and 
Persia.  In  a  few  years  John  Kay  had  attained  the 
distinction  in  carpets  and  floor  coverings  of  being 
the  leading  house  in  Ontario,  if  not  in  all  Canada. 
Curtains  were  added  to  the  stock  a  little  later,  and  in 
1885  the  sale  of  furniture  was  undertaken  and  Avas 
successful  from  the  start. 

The  reputation  of  the  Kay  furniture  reached  far 
and  Avide.  In  188S  the  firm  became  John  Kav,  Son  & 
Company,  and  a  limited  liability  company  in  1900. 
Wall  papers  and  electric  fixtures  Avere  noAV  part  of 
the  stock.  The  original  eJohu  Kay  died  over  a  quarter 
of  a  century  ago,  and  in  1907  the  firm  was  under  the 
name  of  John  Kay  Company,  Limited,  J.  P>.  Kay  be- 
ing in  control.  In  1910  this  old  pioneer  Rrm  linked 
arms  Avith  W.  A.  Murray  &  Co.,  under  the  title  of  the 
Murray-Kay  Company. 
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THE  furniture  ex'liibitions  held  last  month  wiiile 
not  so  sneeessful  as  anticipated,  had  merits  that 
should  have  attracted  a  larger  attendance  of  the 
trade — the  Aveather  was  pleasant  for  travelling  out- 
of-toAvn,  the  little  holidaying  diversion  from  biisiness 
for  a  few  days  during  the  sutimier  spell  is  always 
beneficial  to  the  retailer,  and  the  displays  were  well 
worth  while. 

Kitchener,  the  prime  mover  in  the  July  furniture 
shows,  niaile,  of  course,  the  most  exteiisive  exhibition. 
The  united  displays  of  nearly  a  dozen  manufacturers 
in  the  Auditfriuni  of  that  city  was  probably  the  best 
--certainly  the  most  varied — furniture  exhibition  held 
in  Kitchener. 

Wliile  there  Avere  some  fcAV  new  good  things  shoAvn, 
there  was  a  very  noticeable  demonstration  in  tlie 
exhibits  of  a  tenchniey  to  concentrate  on  fewer  lines. 
This  cou centra tion  on  production  is  also  teaching 
manufacturers  to  revamp  and  rearrange  their  plants 
so  as  to  facilitate  the  movement  of  furniture  in  the 
making  through  their  factories.  All  of  Avhich  Avill 
benefit  the  trade  and  the  public  generally. 


DISPLAYS  AT  KITCHENER  AUDITORIUM 

In  the  Queen  Street  Auditorium  a  number  of  local 
and  out-of-town  manufacturers  made  displays  of  their 
furniture  and  kindred  lines.  Among  others  Avere 
those  lines  represented  by  P.  C.  Brandt. 

Gem  Cribs  and  Cradles 

A  A'cry  large  range  of  reed  doll  carriages  Avere 
shown  in  this  display,  so  many  in  fact  that  it  Avould 
make  many  a  little  girl's  heart  glad  to  see  these  and 
the  other  articles  embracpd  in  this  line.  Included  in 
the  exhibit  Avere  children's  cribs,  cradles,  baby  Avalk- 
ers,  wheeled  bassin^^ttes,  Avardrobes,  Avork  stands, 
verandah  and  work  tables,  high  chairs,  children's 
rock-ers  and  chairs,  bath  chairs  and  folding  gates. 

Ontario  Woodworking  Co. 

A  kindred  line  to  the  above  children's  goods  Avas 
the  toy  line  made  by  this  Canadian  comp.any  and  also 
hamiled  through  Mr.  Brandt.  It  really  looked  like  the 
(^hristrrias  season  to  see  so  many  tricycles,  rocking 
horses,  duck  and  animal  roclcers,  baby  and  doll  sleighs 
and  earriaiges.  and  toy  Avagons  of  various  designs  and 
sizes,  baby  cars,  toy  horses  and  Avagons  of  nmny 
colors.  It  speaks  Avell  for  Canadian  manufacfurers 
that  they  are  able  io  oft  out  so  many  and  so  varied 
a  line  -is  this,  and  it  shows,  too,  the  advances  that  have 
been  made  as  a  resu't  of  the  Avar  period  in  increasing 
om-  Mirinufactured  lines. 

C.  H.  .Hartshorn  Co. 

Tjieliided  in  F.  d.  lirandt's  display  Avas  a  large  show- 
ing of  Hartshorn  baby  carriages  of  the  latest  designs 
and  A\  ith  :dl  tlie  latest  attachments  and  e(|uipment. 
The  advantages  tliese  carriages    have    oyer  the  old- 


fashioned  carriages  of  a  fcAV  years  ago  shows  Avhat 
proigress  is  being  made  in  looking  after  the  comfort 
of  the  present  day  hahy. 

Beaver  Furniture  Co. 

Diningroom  furniture  was  the  strong  feature  of  the 
■'Beaver"  line.  >Several  suites,  mostly  in  quartered 
.)ak  and  A\  ilh  a  line  fumed  finish,  were  the  centre  of 
an  exceedingly  attractive  display.  Other  items  in  the 
exhibit  Avei  e  china  cabinets,  buffets  and  dining  chairs, 
the  latter  Avith  the  convenient  slip  seats. 

The  "Beaver"  line  is  certainly  making  good  pro- 
gress. 

.Art  Furniture  Co. 

The  Art  line  of  bedroom  furniture  was  an  important 
exhibit.  Most  of  the  designs  shoAvn  Avere  on  period 
lines.  Queen  Anne  and  Louis  predominating.  Wal- 
iiut  Avas  the  Avood  mostly  favored,  the  finish  of  several 
of  the  suites  being  yery  faA'orably  commented  on. 

The  all-Avood  beds  Avere  an  especial  feature  of  the 
Art  Furniture  Co.'.s  display,  the  bow  ends  of  the 
period  designs  giving  a  rich  and  findshed  appearance 
to  the  suites. 

.Several  library  tables,  additional  productions  of  the 
Art  line,  added  to  the  worth  of  the  exhibit. 

Other  Auditorium  Exhibits 

Among  the  other  exhibitors  in  the  lower  Auditorium 
hall  were  J.  C.  Mundell  &  Oo.,  of  B'lora,  Avho  showed 
in  conjunction  Avith  the  Kiddie  Kar  Komipany.  also  of 
Flora;  the  Glady  Upholstering  Co.,  and  Kreiner  &  Co., 
Kitchener ;  and  the  Specialty  Upholstering  Co.,  of 
Waterloo. 

George  H.  Hachborn  &  Co. 

Upstairs  in  the  Auditorium  Hachborn  &  Co.  made 
an  extensive  display  of  their  upholstered  furniture  in 
their  permanent  shoAvrooms.  The  Hachborn  line  is 
an  extensive  one,  embracing  couches,  parlor  suites, 
chesterfields,  davenport  beds  and  living  room  suites. 
Items  from  all  these  lines  Avere  shown,  and  especially 
prominent  were  the  parlor  suites,  which  seem  to  be 
coming  back  again  in  demand. 
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Upholstery  Springs 

Highest  quality  Upholstery  Springs, 
made  from  the  finest  grade  High  Car- 
bon Steel  Wire,  oil  tempered  after 
the  coiling  operation,  thus  insuring 
uniform  strength  and  "No  Set."  Re- 
member, the  quality  of  your  High- 
Grade  Upholstering  depends  entirely 
on  the  quality  of  the  springs  you  are 
using. 

HELICAL  SPRINGS 

for  spring  bed  and  mattress  fabrics. 
Get  the  habit  ;   buy  Canadian  .springs 

James  Steele,  Limited 


Guelph,  Canada 
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The  covernns'S  in  the  living  room  furniture  are  ex- 
tensive in  colorings  and  patterns.  Tapestries,  of 
{•curse,  are  most  nu}nerous,  but  there  were  many  fine 
velour  and  silk  coverings  displayed,  particularly  in 
the  parlor  suites.  ■ 

Club  chairs  and  rockers  in  leather  and  tapestry  cov- 
erings, JVIorris  and  reclining  chairs,  and  the  big  line 
of  Haehborn  conches  complete  a  fine,  extensive  and 
varied  display. 

Lippert  Furniture  Ca. 

Also  in  the  upstairs  exhibition  haill  at  the  Auiditori- 
ium  the  Lippert  Furniture  Co.  made  a  complete  sho-\v- 
ing  of  their  dinin groom  and  living  room  suites,  par- 
ticularly featuring  period  suites,  which  the  compam^ 
are  specializing  in  at  present.  Queen  Anne  lines  per- 
haps predoniinated  over  other  periods,  though  two 
Louis  designs  and  one  Italian  desifgn  were  deserving 
of  all  the  attention  they  attracted.  The  ornamenta- 
tion of  the  Lippert  furniture  lines  are  worthy  of  more 
than  passing  mention.  It  is  both  rich  and  in  good 
taste. 

In  conjunction  with  the  Lippert  furniture  line  the 
Lippert  Table  Co.  also  .showed  several  of  their  pro- 
ductions. 

Engel  Upholstering  Co. 

This  company  made  a  display  under  the  direction 
of  A.  H.  Gillam,  sales  manager,  in  the  Fischman  build- 
ing on  Quecri  Street,  a  few  dooi-s  from  the  Auditorium. 
The  Fngel  line  is  being  concentrated  on  chesterfields 
and  arm  chairs.    This  furniture  line  is  both  a:ttractive 
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i  Xo.  5.30 — Dresser  with  hanging  mirror,  Hepple-  | 

i  white  desisn,  made  in  ivory  enamel,  walnut  and  = 

=  mahogany,  by     Malcolm   &  Hill.     Limited,     of  s 

=  Kitchener.  '  | 
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in  appearance  and  of  pleasing  lines.  A  chesterfield 
shown  was  their  Xo.  201.  with  kidney  front,  locse 
cushions.  It  was  exceedingly  inviting,  arms  and  back 
being  as  comfortably  soft  and  yielding  as  the  seat  it- 
self.   It  was  a  really  high-elass  piece  of  furniture. 

Wunder  Furniture  Company 

A  small  space  in  the  factory  of  the  Wunder  Furni- 
ture Company,  Limited,  at  Kitchener,  Avas  devoted  to 
new  designs  in  living  roomi  suites  with  show-wood 
frames.  Some  pieces  from  their  regular  line  were 
also  on  display. 

Anthes-Baetz  Lines 

The  display  of  Raetz  Bros.  Furniture  Co.,  Baetz 
Bros.  Specialty  Co.  and  Anthes-Baetz  Furniture  Co.  in 
the  Anthes  factory  .showroom  was  one  of  the  best  of 
the  whole  exhibition.  Not  quit*  so  extensive  as  last 
January,  it  was.  nevertheless,  very  extensive.  The 
first  thing  that  struck  a  person  entering  the  exhibition 
hall  was  the  large  floor  lamp  display  which  served 
the  double  purpose  of  exhibiting  themselves  and  en- 
hancing the  exhibit  of  the  general  furniture  display. 
The  lamps  this  year  are  new  in  shape,  in  colorings  and 
in  arrangement  of  the  Japanese  silk  coverings. 

A  number  of  booths  .separated  and  set  off  the  varioiis 
lines  of  furniture  for  hall,  livingroom.  diningroom, 
library  and  bedroom.  There  were  some  new  uphol- 
stered livingroom  pieces  in  both  Italian  and  Spanish 
designs,  the  former  distinctly  new.  Several  library 
tables  also  were  built  on  Spani.sh  and  Italian  classic 
lines. 

The  central  object  of  attention  in  the  whole  display 
was  possibly  the  gorgeoiis  canopy  bed  of  antique 
mahogany  and  blue  damask  coverings  and  trimmings. 
Built  on  Hepplewhite  lines  it  drew  much  favorable 
comment.  The  bed  was  set  off  in  a  booth  with  a  com- 
plete suite  of  fourteen  other  pieces.  The  suite  had  the 
ncAV  shield  wall  mirror,  highboy,  dresser,  dressing 
table,  candle  shades  and  full  complement  of  chairs. 

Most  of  the  new  furniture  runs  to  Itajian  Renais- 
sance period  lines,  though  in  the  diningroom  suites 
Spanish  lines  still  obtain.  A  unique  covering  on  some 
livingroom  upholstered  furniture  Avas  a  Paisley  pat- 
tern with  colorings  and  lines  of  the  old  style  shawl. 
Hall  furniture  partook  of  the  prevailing  Italian  and 
Spanish  lines. 

The  exhibition  hall  was  nicely  decorated  with  floral 
trappings  and  trimmings  about  the  pillars,  and  light- 
ed from  above  with  inverted  ceiling  lamps. 

Malcolm  &  Hill  Line 

This  company  made  a  display  of  four  new  bedroom 
siiites.  They  are  concentrating  on  mediium  bedroom 
furniture.  While  the  exhibit  appears  to  sound  small, 
it  certain  was  «  display  Avorth  seeing.  Both  th(> 
period  lines  and  the  fini.sh  were  of  a  high  grade,  and 
the  suites,  set  ofl'  as  they  were  in  compartments,  cti- 
abled  visitors  to  note  their  beauty. 

An  ivory  enamelled  bedroom  suite  Avas  the  first 
display.  Twin  beds  were  ,shoAA-n,  though  this  and  all 
the  other  suites  are  to  be  had  in  both  full-size  double 
and  twin  beds.  This  suite  and  the  other  three,  arje 
also  made  in  walnut  and  mahogany.  The  designs  ar« 
original  from  draAvings  made  by  their  OAvn  designer. 
Period  lines  are  folloAved,  Queen  Anne  and  Hepple- 
white predominating.  On  the  dressing  tables  the 
mirrors  are  a  little  shorter  than  eustomaiy  and  pui'- 
posely  made  so  that  they  may  be  mo\'ed  to  greater 
and  shorter  angles. 

The  exhibit  was  set  off  in  the  ncAv  shoAvrooms  of  the 
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companv',  wliich  had  been  recently  painted  and  decor- 
ated. Panelled  partitions  were  used  to  separate  the 
varioTTs  rooms,  cream  and  white  being  used  as  the 
principal  colorings  on  ceiling,  walls  and  partitions. 
Inverted  lamps  lighted  the  display. 

A  lunch  room  for  vivsitors  wa.s  an  adjunct  of  the 
exhibit,  and  in  the  reception  room  a  number  of  items 
from  the  De  Luxe  line  were  used  as  seating  accommo- 
dation for  visitors. 


IN  WATERLOO  FACTORIES 

The  Watei'loo  furniture  plants  vied  with  the  sister 
city  in  making  the  July  furniture  show  an  exhibition 
M-orth  while. 

Waterloo  Furniture  Line 

The  new  showrooiu  at  the  Waterloo  Purniture  Co. 
looked  its  best  with  an  exceptionally  fine  showing  of 
the  company ',s  latest  productions.  Always  a  istrong 
producer  of  high  grade  parlor  furniture,  this  com- 
pany had  some  splendid  sizites  and  individual  pieces 
oji  exhibit.  A  very  extensive  line  of  three-pieee  suites 
for  parlor  ami  livin groom  were  shown.  Away  from 
the  heavily  upholstered  chestei'fields  these  Waterloo 
chesterfields  with  cane  back  and  silk  upholstery  looted 
light,  neat  and  rich. 

Mahogany  finishes  prevailed,  and  the  colorings  in 
both  silk  and  mohair  were  varied  enough  1o  suit  the 
taste  of  anybody  and  everybody. 

New  livingroom  chairs  in  solid  mahogany,  cane 
hack,  built  on  period  lines,  with  loose  cashions  and 
scats  were  enticing,  as  also  were  the  new  livingroom 
suites  in  nrahogany,  walnut  and  quartered  oak.  The 
company  expect  to  have  shortly  a  dozen  new  lines  of 
parlor  and  livingroom  furniture,  with  cane  backs  a 
strong  feature. 

Along  with  their  own  display  a  showing  Avas  made 
of  Reitzel  Rros.  diningrooni  furniture  in  walnut  and 
oak.  The  Waterloo  showroom  looked  very  pretty 
with  the  decorated  pillars,  its  eeiling  lights  a,nd  its 
brightly  colored  silk  and  velour  upholstery. 

Snyder  Bros.  Upholstering  Co. 

The  raa;gnificent  showing  of  upholstered  goods  made 
by  this  company  last  January  in  their  splendid  show- 
rooms was  repeated  in  July.  Rersides,  the  new  items 
were  prominently  displayed. 

Many  new  color  combinations  were  shown  in  up- 
ho.stered  coverinigs^  and  a  new  line  of  chenille  cover- 
ings was  used  to  good  eft'eet  on  some  furniture. 
Mohairs  are  establishing  themselves  fii-mly  with  the 
better  class  of  buyers. 

TJie  period  lines  still  are  in  vogue  and  among  them 
were  noted  a  coui)le  of  new  down-filled,  loose-uphol- 
stered suites  with  blue  aiul  gold  decorations  on  a 
inu'lherry  background.  There  was  also  displayed  a 
couple  of  new  designs  of  wing  chains  and  chesterfields 
in  two  and  three-piece  suites. 

In  the  all-wood  showroom  were  displayed  a  half- 
dozen  new  deisigns  in  library  tables  and  co.stuimifM's. 
.shown  in  the  white.  Th'^re  was  disjolayed,  too,  many 
samples  from  the  big  mission  line  of  chairs  and  rock- 
ens  nmde  by  this  firm. 

Woeller,  Bolduc  &  Co. 

In  the  company's  showroom  near  the  G.T.R.  Water- 
loo station  Woeller,  Boldue  &  Co.  made  a  display  of 
their  extensive  upholstered  lines  of  furniture.  Among 
others  there  were  several  new  designs  of  chesterfield 


Baetz  Bros.  Specialty  Co. 

Limited 

KITCHENER  -  ONTARIO 

Makers  of 

ARTISTIC  PORTABLE 
ELECTRIC  LAMPS 
and  SHADES 

ASSOCIATED  WITH 

Baetz  Bros.  Furniture   Co.,  Limited 

Living  Room  Furniture 

Anthes-Baetz  Furniture  Co.,  Limited 

Chamber  and  Dining  Room 
Furniture 
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suites.  This  coin])a]iy's  production  of  luxurious  up- 
holstered furniture  made  it  neeeissary  recently  to  open 
new  showrooms  in  Montreal. 

Upholstered  rockers,  ehib  and  libra.r3'  cliairs,  a  big 
line  with  this  firm,  were  displayed  to  advantaige,  and 
some  show-wood  frames,  library  tables  and  parlor 
suites  made  this  company's  exhibit  a  comprehensive 
one. 

Gold  Medal  Furniture  Co.'s  Display 

The  Gold  Medal  Furniture  Co.  held  an  exhibition 
of  their  lines  in  their  Toronto  factory  showrooms  on 
Van  Home  Street.  There  they  showed  samples  from 
their  full  line  of  upholstered  furniture,  Hercules  bed 
springs,  Gold  Medal  mattresses,  box  springs,  steel 
couches,  phoftographs,  etc. 

A  sprcial  display  was  made  of  the  BeLl  patent  big 
bed  divanette.  This  bed  when  opened  out  has  a 
length  of  4  feet  6  ijiches,  capable  of  talcing  the  largest 
size  mattress,  and  even  then  is  easily  folded  into  the 
divanette ;  in  fact,  its  sanitary,  ventilalting  feature  is 
a  big  point  with  the  Bell.  When  folded  this  divanette 
has  a  capacious  space  available  for  storing  bedding 
and  pillows.  Its  construction  is  simple ;  the  frailest 
woman  can  easily  operate  it  when  opening  or  closing. 

The  regular  Gold  Medal  line  of  upholstered  parlor 
and  livingroom  furniture  was  there  in  profusion — 
chesterfields,  club  chairs,  rockers,  etc. — with  a  big 
range  of  coverings  and  colorings.  Many  of  the  indi- 
vidual pieces  had  loose  cushion  upholstering. 

Andrew  Malcolm  Furniture  Co. 

At  their  permanent  showrooms  in  Kincardine  the 
Andrew  Malcolm  Furniture  Co.,  Ltd.,  of  Kincardine 
and  Listowel,  had  a  well  arranged  display  of  their 
liigh  grade  line.  Suites  for  the  dining  room  and  bed- 
room in  the  periods  of  Louis  XVI.,  Queen  Anne,  Hep- 
pelwhite,  Adam,  Georgian  and  Jaeobcan  were  shown 
in  abundance.  One  bedroom  suite  with  four-poster 
bed  made  in  mahogany  with  two-tone  effect  attracted 
considerable  attention.  A  feature  of  the  dlsiplay  Avas 
a  dresser  made  by  the  Andrew  Malcolm  Company 
over  fifty  years  ago. 

Watson  Furniture  Display 

The  J.  15.  Watson  Furniture  Company,  Limited,  have 
fitted  up  a  r.eat  permanent  showroom  at  their  factory 
in  Kincardine.  JMany  new  and  attractive  designs  in 
reed  chesterfields,  chairs,  chaise  lounges,  lamps  and 
ferneries  were  shown  finished  in  fumed,  frosted  brown, 
fro.sled  blue,  old  ivory.  French  grey  and  old  rose. 
Elaborate  coverin.gs  in  English  cretonnes,  shadows, 
Irisli  linens  and  Enigii.s:h  tapestries  made  t'heir  display 
a  i)artieularly  striking  one.  A  chesterfield  suite  with 
wing  arms,  covered  in  a  peacock  pattern,  was  out- 
staiiding. 

F.  E.  Coombe  Furniture  Co. 

This  company  also  have  made  a  permanent  ,show- 
roo)n  at  their  factory  in  Kincardine,  in  which  they 
displayed  their  line  of  chesterfield  saiites-,  dinner  wag- 
ons, .spinet  desks,  library  tables  and  novelty  giit 
])ieces.  C'hesterfield  .suites  with  show-wood  frames  and 
cane  batdcs  are  a  strong  line  with  this  firm.  A  new 
cliesterfield  of  the  stuff  over  type  with  built-in  Mar- 
shall cushions  was  shown  and  received  a  great  deal 
()\'  coinment  from  visiting  buyers. 


Hespeler  Furniture  Company 

At  their  permanent  sliowrooms  in  Hespeler,  the 
Hespeler  Furniture  Company,  Limited,  displayed  a 
few  of  their  attractive  suites.  One  suite  for  the  bed- 
room in  .s'olid  walnut  Avith  twin  beds  of  the  four-poster 
type,  ex(iuisitively  hand  carved,  was  particularly  note- 
worthy. Period  diningroom  and  bedroom  furniture 
made  by  this  firm  Avil]  always  fiinl  prominence  in  stores 
of  merit. 


POLICY  OF  HAMILTON  FURNITURE  STORE 

An  important  announcement  appeared  a  few  days 
ago  in  the  Hamikon  dailies  anent  the  recently  incor- 
porated Greens,  Hamilton,  Ltd.,  formerly  the-  Green 
Furnishing  Co.  of  that  city.  Tn  keeping  Avith  the 
steady  growth  and  progressive  policy  of  the  store 
three  former  exeeiitives  of  the  compaiiy,  Frederi'^-k 
Sloan,  Wi.'l  J.  Nash  and  Frank  0.  Cundill  have  been 
added  to  the  directorate  in  the  respective  positions  of 
sC'-'-retary-treasurer,  buyer  and  sales  manager.  Kirke 
H.  Green  is  president  and  managing  director  of  the 
newly  incorporated  concern. 

In  conjunction  Avith  the  announcement  oFTTieir^t- 
corporation,  the  directorate  has  made  public  its  store 
policies,  both  to  its  customers  and  to  its  employees. 

The  business  is  conducted  entirely  from  the  cus- 
tomer's vicAA'point  and  a  unique  service  department 
gives  prompt  attention  to  any  errors  or  mi.sunder- 
.standings  AA'hich  may  arise.  Greens  is  never  .Sfatis-fjed 
until  the  customer  is  satisfied,  Avhich  means  that  satis- 
faction is  absolutely  guaranteed  or  money  cheerfully 
refunded. 

The  salespeopile  are  trained  to  giA-e  prompt  and 
courteous  serAdce,  and  no  visitor  to  Greens  Avill  be  har- 
rassed  by  insistent  salesmen. 

The  most  cordial  relations  exist  betAveen  the  man- 
agement aiul  the  employees  at  all  tinres.  The  fonner, 
in  a  sincere  endeavor  to  make  Avorking  conditions  as 
congenial  as  possible,  liaA^e  shortened  the  Avorking 
hours  considerably,  have  inaugurated  a  bonus  sysf^^n 
for  the  sales  and  office  staffs,  and  are  noAv  perfecting 
a  p'^an  AA'hereby  the  employees  Avill  share  in  the  profits 
of  the  company. 

After  six  months'  service  employees  are  given  holi- 
days with  pay,  and  are  paid  for  time  lost  through 
sickness  or  other  unaA'oidable  causes. 

The  August  furniture  sale  at  Greens,  Avhieh  is  a 
yearly  CA^ent  looked  forAvard  to  by  many  home  loA'ers. 
will  this  year  be  eombined  with  the  incorporation 
sale,  making  one  big  sale,  knoA^-n  as  the  Incorporation 
and  August  cash  furniture  sale.  This  event  Avi^l  be 
bigger  than  CA^er  and  many  startling  bargains  will  be 
found  on.  the  Avell  stocked  floors  at  both  King  Street 
and  Barton  Street  stores. 


J.  A.  Munro,  Streetsville,  Out.,  is  succeeded  by 
Munro  &  English. 

Ed.  Henry,  of  TlhamesA'ille,  Out.,  Avith  ]\Irs.  Henry, 
paid  a  visit  to  London.  Out.,  during  Jidy. 

D.  M.  AndrcAvs,  Toronto,  and  ]\Ir.  Cole,  London, 
both  representing  Dominion  IVranufaeturers,  Ltd.. 
were  visitors  to  the  Regina  couA'ention  of  the  Sas- 
katchcAvan  F.  D.  Association,  held  last  month. 

The  Board  of  Estimate  of  I\Iiddletown,  X.Y.,  have 
granted  the  re(|uest  of  the  funeral  directoi*s  of  that 
town  for  an  increase  of  75  per  cent,  in  fees  for  charity 
funerals.    The  rate  is  iTicreasod  from  i^2Q  to  $85. 
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Birch 
Furniture 


Canadian  Birch,  when  made  into  furni- 
ture and  finished  as  we  finish  it,  compares 
favorably  with  American  Black  Walnut 
in  appearance  and  durability,  and  lends 
itself  equally  well  to  the  best  designs. 

Our  Dining  and  Bedroom  Suites  in  this 
wood  are  made  in  designs  that  are  pleas- 
ing, and  their  comparatively  low  cost 
makes  them  profitable  business  builders 
to  dealers  everywhere. 


The  North  American  Furniture  Co.,  Limited 

OWEN  SOUND        -  CANADA 


Chairs 


For  Institutions,  Schools,  Hotels, 
Theatres,  Offices,  and  Steam- 
ships. 

Where  chairs  of  undoubted  dur- 
ability and  correct  design,  com- 
bined with  absolute  comfort  are 
required  in  large  or  small  quan- 
tities, your  needs  can  be  supplied 
from  the  line  made  by 


The  Owen  Sound  Chair  Company,  Limited 


OWEN  SOUND 


CANADA 
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Bent  Wood  Chairs 


In  workmanship  and  finish  the  manufacturers 
of  North  A  merican  Bent  Chairs  have  yielded 
nothing  to  the  strained  economic  conditions. 
We  are  making  to-day  chairs  that  are  as  good 
as  they  have  ever  been — if  not  better.  Their 
economy,  quaHty  and  utiHty  keeps  them  in 
popular  favor  and  among  the  fast  sellers. 

THE  NORTH  AMERICAN 
BENT  CHAIR  CO..  LIMITED 


OWEN  SOUND 


ONTARIO 


Marshall  Cushions 


INSIST  ON  THIS  TRADE  MARK  ON  ALL 
MARSHALL  PRODUCTS 


You  are  invited  to  our 
booth  at  the  Canadian 
National  Exhibition,  In- 
dustrial Building.  We 
will  be  glad  to  see  you. 


Marshall  Ventilated  Mattress 


Chicago,  III. 


Company,  Limited 
TORONTO,  CANADA 


London,  Eng. 
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FURNITURE    DEALERS   MAKE  MERRY 
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Joint  picnic  of  Toronto  and  Hamilton  furniture  dealers  and  their  employees — Oakville  the  place 


THE  first  joint  picnic  of  the  Toronto  and  Hamilton 
Retail  Furniture  Dealers"  Association  was  held 
in  Victoria  Park,  'Oakville,  on  Wednesdiay  after- 
noon, July  28,  when  an  extensive  and  varied  pro- 
gramme of  sports  was  run  off.  Beginning  with  a  base- 
ball game  between  the  Toronto  and  Hamilton  dealers 
there  were  races  of  all  kinds  for  everybody  on  the 
grounds. 

The  indoor  baseball  game  resulted  in  a  win  for  To- 
ronto, 13  to  12,  but  it  was  nip  and  tuck,  with  the  odds 
early  in  the  game  favoring  Hamilton.  A  glance  at  the 
score  will  show  hoAV  and  Avhy  the  game  was  won  and 
lost. 

The  Score  Card 

Toronto--  12    3    4    5  6 

^eecoiube,  1st  b   1    .    0    1    1  x 

Yolles,  catcher    1     .    0    1    0  0 

Dale,  pitcher    0    .     1    0'    .  0 

Goodman,  s.s   0    .     1     .    0  0 

xBillings,  3rd  b   0    .    0    ..  x  1 

Burroughes,  2nd  b   0    -    0    0  1 

zSpeyer,  l.f   ■    x     .    0    x  1 

Mawson,  c.f   0    .    1)   x  1 

Kemp,  r.f   0    .    x    x  1 

2  0  2  3  1  5 
xCaswell  played  part  of  game  for  Billings. 
zMosher  played  part  of  gatiie  for  Speyer. 

Ha  mil  ton—                             1    2  3  4  5  6  7 

Kelly,  1st  b                                0    .  1  1  0  .  1 

Stein,  p.  .                                  0    .  1  1  0  .  0 

Devine,  2nd  b                             1     •  0  0  .  .  x 

Hawev.  3rd  )).  .  .  -.                      1     .  1  x  .  .  0 

McTntosli,  l.f  ■              0    .  X  0  .  0 

xYaylor,   c                                       1  0  0  .  1 

English,  s.s                                      0  0  x  .  x 

zYoung,  i-.f                                      0  .  1  X  X 

Hughes,  c.f                                 •    0  .  1  0  x  . 

2    1    3    4    0    1  1 
xCoonan  p'aycd  pai'f  oi'  game  for  Xaylor. 
zT'utler  played  i)ai't  of  game  For  Young. 

Eddie  Bag.sh aw  was  umpire  at  home  plate  and  Hei-b. 
Meade  on  tiu'  base.';,  but  because  of  interference  on 
I'luinijig  decisions  ami  a)i  accusation  that  he  was  fav- 
oi'ing  the  Toronto  team  and  didn't  know  the  game 
ICddie  was  sui)p]anted  by  a  Hamiltonian. 

l-i'ol lowing  the  ball  game  the  ainuial  ra'-es  were  i-un 
oft'  with  this  result : 

10  yai'd  Kiace— Employees  oiil\-. 

ls(   |)rize.  No.  17  (liliette  Xiiylor 

2nd  prize.  Military  Brushes   Engli^li 

3rd  ])rize.  Knife   Liddle 

T h r e e -1  egged  R ace — O]) e n 

ist  ]»ri/e.  Auto  Stroj>  Razoi-  Hughes  and  Harv-'y 

2nd  prize.  Fountain  Pen  Tack  and  Webster 

3rd  prize.  Flash  Ijight   Tanner  and  Allen 

()l)stacle  Race — Open 

1st  prize,  Xo.  17  (lillette   Sharpe 

2nd  prize.  Military  Brushes   Parment<M- 

3rd  prize,  Flash  Light   Thonipson 


Baickward  Race,  50  yards — Open 

1st  prize,  Gillette  Razor   Kemp 

2nd  prize,  Fountain  Pen   Balmei' 

3rd  prize.  Flash  liight   Jones 

Standing  Jump — Open 

Is't  prize,  Gillette  Razor   Pearcy 

2nd  prize.  Fountain  Pen   Dale 

3rd  prize,  Knife   McEaichren 

Baloon  R'ace,  100  vards — Open 

Lst  prize.  No.  17  Gillette  Razor   Young 

2nd  prize.  Military  Brushes   Seecoi'd 

3rd  prize,  Flasih  Light   (lolliiis 

Putting  the  Shot,  16  Ibs.—Open 

1st  prize.  No.  17  Gillette  Razor   Irving 

2nd  prize.  Military  Brush   Bagshaw 

3rd  prize.  Flash  Light  'CHiird>erlai;d 

Quarter  Mile  Race — Open 

1st  ])rize.  No.  17  Gilleitte  Riazor  Duidnp 

2nd  prize.  Military  lirush   Little 

3rd  prij:e.  Knife   McGee 

Brick  Race 

1st  prize,  No.  1^  Gillette  Razor   Stevenson 

2nd  prize.  Fountain  Pen   Knowles 

ord  prize.  Knife  -.Jones 

^NIMIIIIIIIIIIIIIIIIIIMIMIIIIIIIIIIMIMIMIMIIIIIIIIIIIMIIMMIIIIIIIIII'IIIIMIIIIIIIMIIIIIIMIMIIIIIHIMMMIllliaMIIIMIIIIIHnil^ 

I  THE  428TH  ANNIVERSARY  | 

I  '  of  the  I 

I  DISCOVERY  OF  CANADA  | 

I  will  bp  felehrated  by  the  i] 

I  Toronto  and  Hamilton  Furniture  Dealers  and  Travellers  | 

I  ill  tlu'  form  of  a  Monster  Gathering  which  wiill  | 

1  bo  the  Amiiial  Pieiiie  ^ 

I  July  the  Twenty-Eighth  1 

I  is-  Iht'  date,  the  i)lace  | 

I  Victoria  Park,  Oakville  | 

1  All  exft'llent  ])ro{;raiiiine  of  s[iorts  has  1 

I  been  arranged,  including  a  i 

I  Championship  Indoor  Ba.seball  Match  | 

I  for  Clip  donated  by  Vir.  B.C.  .Burrouglics.  Value  ^^loo.oo  | 

I  Hamilton  vs.  Toronto  1 

I  1  Keiircs(iitati\c  cai-li  store  only  | 

I  Sjiurts  will  conimeiicc  at  1..'50  o 'clo'Ck  shari),  | 

I  standard  time  | 

I  Slipper  I 

I  will  III'  si'r\('d  at  llic  ;;roiiiids  5.:!0  slaiuliard  time  i 


i  YOU  arc  c(irdi;illy  iiivilcd  to  make  yoiir^eU'  cons|Mci'-  | 

1  oils  at  this  celclirat  ion  of  the  greatest  of  all  historical  I 

I  events.    A  wonderful  time  is  assured.    Let    nothing  | 

I  but  your  departure    to  another    world  ]irevent    your  1 

I  presence.    Arrangeinents    have    been    made    for  the  1 

I  parking  of  cars  at  the  grounds.  | 

1  Tickets  can  be  secured  from  C.  B.  Tadman,  of    t\\c  | 

I  Home  Furniture  and  Carpet  Comjiany,  of  Toronto,  or  | 

I  W.  J.  Nash.  Green  Furnishing  Company,  of  Hamilton,  1 

I  chaniiiion  gunmen  who  will  be  on  hand  to  relieve  you  1 

i  of  your  loose  change.    Also  at  the  grounds.  2 

iiiiiiiiiiiiiiiiiiiiiiiiiiiimiitiiiiiiiiiiiiiiiiii  iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii'iiiiii  Miiiiiiiiiiiiii  iiiiiiiiiiMiiiiiiiil 
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Dinner  Bell  Rings 

At  Hie  coiiclusiou  of  the  races  diiiuei'  was  called.  It 
was  served  in  the  pavilion  on  the  grounds,  the  ladieis 
of  the  Oakvi'Ue  W.C.T.U.  catering  to  the  wants  and 
needs  of  the  inner  man.  Although  the  menu  ran  the 
gamut  from  soup  to  nuts,  there  was  very  little  left 
for  the  cafeteria  after  250  hungry  men  got  through 
with  what  Avas  placed  before  them. 

Distribution  of  prizes  folloM-ed  the  nieial,  Chairman 
Guy  lAike  callinig  off!  and  presenting  the  gifts.  Mr. 
Luke  also  took  occasion  to  thank  all  present  for  their 
turning  out  and  making  the  jiienic  such  a  success.  It 
was  the  best  of  any  summer  picnic  so  far  heM. 

He  also  said  a  little  about  organization,  touching 
on  the  starting  oif  of  the  retailers'  association  at 
Stratford  last  January,  and  mentioning  the  effect  of 
a  visit  to  Otta^va  in  regard  to  a  cutting  off,  or  rather 
hindei'ing  the  putting  on,  of  a  luxury  tax  on  furni- 
ture. Organization  was  helpful  to  retailer,  traveller 
and  manufacturer  and  he  hoped  to  see  a  retailers' 
association  Dominion  wide.  He  received  a  short  time 
a:go  a  letter  from  a  Maritime  dealer  asking  permission 
to  join  the  Ontario  retail  association;  thait  shows  what 
influence  a  good  organization  has. 

More  Baseball 

After  supper  the  Eaton  baseball  teaim  challenged  a 
picked  team  from  the  employees  of  Hamilton  and  To- 
ronto furniture  stores,  and  they  Avent  down  to  defeat, 
Eddie  Ijagshaw  with  his  overhand  motion  and  under- 
hand delivery  puzzling  every  batter  who  faced  him, 
Why  Eddie  has  not  been  picked  up  by  New  York  or 
Chicago  is  strange,  for  every  person  who  saw  him  in 
the  points  sure  did  see  some  v/ondeifuil  motions — and 
he  had  his  revenge  on  the  Hamilton  boys  who  threw 
him  out  of  the  earlier  game. 

Bagshaw  was  also  a  winner  in  the  chicken  race. 
The  third  man  in  thought  he  had  no  chance,  so  Etldie 
grabbed  the  bird,  ran  in,  got  third  prize,  and  sold  the 
chicken  for  a  dollar  to  Acker  of  the  Danforth  Avenue 
furniture  store.  Acker  put  the  chicken  in  his  car, 
but  when  he  started  for  home  the  bird  ha'd  flowai.  We 
don't  know  who  had  chicken  soup  next  day. 

James  Baird,  of  Plattsville,  gave  a  three-minute 
talk  at  the  dinner.  He  was,  he  thought,  about  the 
oldest  furniture  rnan  at  the  picnic — 41  years  in  the 
trade,  he  said.  He  g-ave  reminiscences  of  the  early 
days,  Avhen  such  men  as  Jirumie  Hay  of  Woodstock, 
Burr  Bros.,  Guelph.  Simon  Snider  and  Geo.  McLagan 
Avere  on  the  scene. 

Picnic  Pick-ups 

There  Avere  45  automobiles  on  the  grounds.  All  the 
big  Hamilton  and  Toronto  dealers  got  out  their  trucks 
for  their  employees. 

The  Green,  Hamilton,  Ltd,,  firm  came  along  with 
their  new  delivery  car,  a  splendid  machine  Avith  all 
the  latest  fixings.  It  was  its  first  trip,  having  been 
delivered  to  the  company  at  noon  only  of  picnic  day. 

The  committee  having  charge  of  the  picnic  Avas 
composed  of  Gu^'  Luke,  Hamilton,  chairman;  Frank 
Walker,  Hamilton,  sports:  Clarence  Coryell,  Toronto, 
prizes;  Messrs,  Tadman,  Bert  Burroughes,  and  Bert 
IMenzie,  i)riiiting,  grounds  and  refreshments;  and  Bob 
Byron,  automobiles.    Tliey  all  did  spleiulid  work. 

Percy  Brown  did  the  thoughtful  act  in  calling  at 
the  Orthopedic  Hos])ital  for  Capt.  Hoodfess  and  taking 
him  to  see  his  old  friends  at  the  picnic. 

Bert  Meiizie  wa.s  first  aAva,A'  j'rorn  Sunnyside,  but  last 


to  jeacli  the  pioiic  grounds.  Ue  develoj)ed  a  hot  tin- 
while  listening  to  the  ping,  ping  of  the  rifles  at  Long 
Branch,  so  backed  in  for  repaii-s.  Avhile  the  passing 
throng  gave  him  the  ou'-e  over  going  by. 

"Susy's"  band  from  Burlington  furni.shed  the 
music.  They  played  anything  and  eveiything  from 
rags  to  jags. 

Jnvitationis  Avere  sent  out  to  168  furniture  firms. 

The  Hamilton  boys  got  out  their  OAvn  programme 
giving  names  under  "dark"  titles.  "Any  player 
punching  the  umpire  AA'ill  have  to  take  his  place."  Avas 
one  of  the  rules  laid  down  by  the  mountain  fellows. 
Another  was  to  the  effect  that  "any  person  sober  aff^r 
the  fifth  inning  Avill  please  take  charge  of  the  ball  an.d 
bat,  if  they  can  be  found.'' 

New  sttints  Avere  (ought  to  be)  presented  to  the 
entrants  in  the  obstacle  race. 

Where  was  Bill  B^ney,  Bill  White,  Jimmie  Rait  and 
man.y  more  of  the  once-upon-a-time.  Of  cfuirse  wo 
did  not  misLS  them  much ;  but  they  certainly  missed  ns. 


LLOYD  EMPLOYEES  PUBLISH  PAPER 

The  Liloyd  Mfg,  Co,,  manufacturers  of  baby  car- 
riages at  Menominee,  Mich,,  are  publishing  a  monthly 
paper,  called  the  "Lloyd  Shop  Ncavs"  for  the  benefit 
of  their  employees.  The  first  issue  has  just  appeared. 
It  is  a  four-page  paper  with  illustrations,  carrying 
personal  items  of  interest  for  those  for  whom  it  is 
published.  The  ncAv  paper  Avill  try  to  bring  the  Lloyd 
workers  closer  together  in  sociail  relationship. 

One  of  the  items  is  that  relating  to  the  annual 
picnic,  Avhic'h  had  not  come  off  when  the  paper  Avas 
printed,  but  presume  from  the  progrannne  it  Avas  a 
successful  affair.  The  employees  of  the  compai'y 
are  the  editors    and  ncAvs  gatherers    of  Lloyd  Shop 

NfCAVS. 


ADAMS  COMPANY  OPEN  NEW  STORE 

The  Adams  Furniture  Co.,  Toronto,  have  removed 
Prom  the  City  Hall  Square  to  their  lu'w  building  on 
Vonge  Street,  tliat  city.  The  removal  was  made  Avith 
only  one  day's  loss  of  seli'ing,  but  no  loss  of  time  so 
far  as  business  Avais  concerne<l.  When  tlie  curtains 
rang  doAvii  on  Friday,  July  .''O,  the  moving  began. 
Saturday  the  ground  floor  was  cleared,  but  the  offices 
were  open  iov  account-])aying  ]iurposes.  All  that  day 
furniture  moving  went  on.  The  Monday  holiday  Avas 
taken  advantage  of  to  clear  out  the  building  and 
ai-range  the  stodk  in  the  new  store,  so  that  Avlien  the 
iiCAv  store  Avas  opened  on  Tuesday,  August  2,  visitors 
Avho  did  not  knoAV  Avhat  had  been  going  on  did  not 
appear  surprised  at  the  even  floAv  of  business,  except 
to  comment  on  the  beauties  of  the  new  building. 


MARITIME  FURNITURE  DEALERS  UNITE 

Two  furiiiture  businesses  at  Sydney,  C.B. — ]\I 
Steckier  and  the  Home  Furnishing  Co. — have  merged 
their  interests,  and  in  future  these  businesses  Avill  be 
conducted  jointly  under  the  name  of  The  Steckier 
Home  Furnishing  Co,,  in  the  ground  floor  stores  at 
;?60-'564  Charlotte  Street,  at  present  occupied  by  the 
Steckier  business,  H,  Waltermann,  avIio  formei-ly 
managed  the  Home  Furnishing  Co,,  Avill  be  manager 
of  the  ncAA'  concern,  A  full  line  of  furniture,  carpet>J 
and  household  furnishings  Avill  be  carried. 
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CANADA'S  FOREIGN  TRADE 

(Janada's  trade  figures  for  the  fiscal  rear  ended 
May  31st  Jiave  just  been  issued.  Imports  for  that 
period  totalled  $1,064,516,169  as  compared  with 
$916,429,385  for  1919  and  $618,457,144  for  1914.  Ex- 
ports for  the  same  period  totalled  $1,239,492,098  for 
1920  as  coiupai-ed  with  $1,216,443,806  in  1919  and 
$431,588,439  in  1914. 

The  United  States  led  the  list  of  countries  from 
wliich  our  importatio)is  caine,  these  totalling'  $801,428,- 
755  for  1920.  The  United  Kingdom  was  next,  im- 
portatioiis  from  that  eounti-y  totalling  $126,269,274. 

In  exports,  both  the  United  Kingdom  and  United 
States  Avere  customers  to  a  greatly  increased  extent. 
an<l  both  about  ecjual.  Exports  to  the  United  States 
for  1920  totalled  $464,029,014  and  those  to  the  Unit.-d 
Kingdom  totalled  $489,151,806.  liot'h  of  thes?  figiues 
show  substantial  increases  over  1914. 

Lines  showing  inerease  in  importations  as  comj^areJ 
with  1919  include :  Brushes,  carpet  sweepers,  clocks 
and  watches,  anthracite  coal,  earthenware  and  china- 
ware,  electric  apparatus,  explosives,  flax,  hemp  an.d 
jute,  glass  and  glassware,  gutta-percha  and  Indian 
rubber,  hides  and  skins,  ivory  manufactures,  leather, 
•(;'Qpper,  machinery,  miscellaneous  inetad'si,  oiil'cloth, 
vegetable  and  other  oils,  ])aints  and  varnishes,  resin, 
seeds,  s]-»irits  of  turpentine,  motor  and  other  vehicles, 
waste. 

Lines  showing  decrease  in  importations  as  compared 
with  1919  include:  Tiles,  cordage,  rope  and  twine, 
brass,  agricultural  implements,  iron  ore,  other  iron 
and  steel,  lead,  zinc  and  other  manufactures,  oil  cake 
and  meal,  fish  oils  and  mineral  oils,  and  wax. 

Lines  showing  increase  in  exports  for  1920  as  com- 
pared with  1919  ar'e  as  foJlov.'s:  Tiles,  brushes,  coal, 
binder  twine,  flax,  hemp  a»id  jute,  gutta-percha  other 
than  for  boots  and  shoes,  agricultural  implements, 
machinery,  other  iron  and  steel,  'oil  cake,  oils,  rags 
and  wast<>,  automobiles,  automobile  parts. 

Lines  showing  decrease  in  exports  for  1920  as  com- 
pared witli  1919  are  as  follows:  Coke,  electrical  ap- 
j.'aratiis,  explosives,  unmanufactured  leather,  aluminum 
in  bars,  blocks,  etc.,  raw  asbestos,  copper  and  manu- 
factures of,  bars  and  rods,  iron  ore,  wire  and  wire 
nails,  le;id.  n'ckel,  other  metals,  paints  and  varnishes, 
sails,  awnings  aiul  tarpaulins,  veliieles  other  than 
autonu)l)iles. 


PRESTON  R.  M.  A.  MEETING 

The  Preston.  Out.,  Retail  Merchants'  Association  at 
its  anniud  meeting  recently  set  the  hours  of  closing 
their  stores  as  follows:  Monday,  Tuesday  and  Thurs- 
day evenings,  6  o'clock;  Wednesday,  12.30  noon;  Fri- 
day evening  9  o'clock;  Saturday  evening  10  o'clock. 

Never  in  the  history  of  the  town  has  there  been 
such  harmony  and  friendshij)  among  the  merchants, 
'i'he  following  officers  were  elected:  President,  A.  W. 
Eltherington ;  1st  Vice-President,  M.  Sanderson;  2inl 
Vice-President.  A.  H.  Mathews;  Secretary-Treasnr^'r, 
B.  W.  Zelman  ;  Executive.  R.  Nafe,  L.  Taylor  and  G. 
Fishei-. 


EARLY  CLOSING  COMPULSORY  IN  MANITOBA 

The  eiiCorcenieiit  of  the  early  closing  by-law  is  llie 
only  way  of  having  fair  competition  in  the  retail  tr  idf, 
according  to  the  ojjinion  of  the  Manitoba  R^^tail  Merr-h- 
ants'  Association.  Those  who  are  opposed  to  tlu'  by- 
law wish  to  have  special  privileges  conferred  u!)on 


ihem,  so  that  they  may  be  permitted  to  remain  open 
at  night.  In  handing  down  judgment  on  the  by-law 
the  Court  of  Appeal  declared  that  the  law  did  not 
discriminate.  A  man  has  the  right  to  choose  whether 
he  will  do  a  night  business  and  confine  himself  to  the 
lines  that  may  be  carried,  or  he  may  carry  other  lines 
and  be  obliged  to  close. 


EARLY  SATURDAY  CLOSING  IN  ST.  THOMAS 

A  determined  move  toward  6  o'clock  Saturday 
night  closing  was  inaugurated  in  St.  Thomas  during 
the  latter  part  of  May,  when  the  retail  merchants, 
through  the  initiative  of  the  local  Retail  Merchants' 
Association,  signed  up,  almost  unanimously,  to  close 
their  respective  places  of  business  at  10  o'clock  Satur- 
day night  imtil  October  1,  when  9  o'clock  closing  is 
to  be  introduced  and  maintained  until  April  30,  1921, 
at  which  time  the  important  (ptestion  will  ur.doubtedly 
again  be  considered. 

The  movement  was  started  by  the  newly-organized 
Retail  Clerks'  Association  of  St.  Thomas,  who  in  a 
giant  petition  asked  for  9  o'clock  closing  the  year 
round,  explaining  that  they  believed  the  general  pub- 
lic would  heartily  support  them  in  their  request,  and 
that  the  conservative  chaiiige  would  soon  pave  the  way 
for  the  desired  6  o'clock  closing. 


THE  ELMIRA  LINE 

The  above  is  the  title  of  a  new  catalogue  (No.  4) 
which  tilie  Elmira  Furniture  Co.,  Ltd.,  has  jtist  issue*! 
and  which  is  devoted  to  their  chair  lines.  Some  28 
pages  are  filled  with  illustrations  of  their  many  and 
varied  chairs  for  diningroom,  living  room,  parlor,  hall 
and  library.  The  aim  of  the  company  continues  to 
be  towards  meriting  the  confidence  of  customers  by 
supplying  o)dy  high  standard  furniture  at  reasonable 
prices,  and  a  glaivce  through  this  new  catalogue  justi- 
fies this  confidence. 

Period  lines  are  followed  in  nuiny  of  the  new  pat- 
terns coming  out.  American  black  walnut  and  quar- 
tei  C'd  wbite  oak  being  extensively  used.  Most  of  the 
diners  have  upholstered  slip  seats  and  full  pad  backs, 
'A'itli  steel  slides  on  feet.  The  catalogue  is  splendidly 
printed  on  coated  stock,  and  the  light  brown  cover 
with  gold,  black  and  dark  brown  embellishments  giv 
the  book  a  rioh  appearance.  The  loose-leaf  binding  is 
so  arranged  that  whenever  the  company  get  out  new 
lines  it  Avill  be  possible  to  insert  extra  sheets  con- 
veniently in  this  new  catalogue. 


LIVINGROOM  AND  PARLOR  FURNITURE 

The  John  C.  Mundell  Co.,  Ltd.,  Flora,  Out.,  have 
just  put  out  a  new  catalogue  of  their  varied  furniture 
pi'oduetions,  which  include  chesterfields,  ladies  parloi- 
and  elub  chairs,  library  tables,  rockers,  settees,  and 
genei-ally  upholstered  livingroom  and  parlor  suites 
aiul  individual  pieces.  Novelty  furniture  items  also 
find  a  large  place — smokers'  stands,  jardinere  stands, 
sewing  cabinets,  and  artiales  of  like  nature.  Hall  and 
library  chairs  and  tables  in  a'l-wood  are  as  well  a  big 
line  with  this  company,  aiul  all  of  them  are  il'lusti-atiMl 
and  described  in  this  new  catalogue  just  issued. 


A  new  corporation  taking  in  all  of  Mr.  Weber's  in- 
terests has  been  gazetted  with  head(|uarters  at  Kitch- 
ener, Out.,  under  the  name  of  K.  ().  Weber,  Ltd.  The 
new  company  embraces  the  Waterloo  and  National 
1^'urnilure  C'ompanies  among  other  conicerns. 


4G 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER 


August,  1920. 


^1,  IIMIMII!III'IIIIIi:i:miMIIIIIIMIIIIIIiII  mil  Illlllllllllllll  iiiiiimiiiiiiiimiiiiimiimiiiiimiiiiiiiiimimiiiiiimiii^ 


KNOBS  of  NEWS 


=riiiiiiMi  iiiiiiii  iiiiiMiiii  III!  I  iiiiiiN  iiiiiiii  mil  iiii  '.  n  iiiiii;ii!i;i;  - 

Wiggily  Toys,  Ltd.,  lias  been  ineoq^orated  wi'th  a 
capital  of  $40,000. 

The  Standard  Bedding  Co.  have  completed  their  new 
building  at  H'oronto. 

The  Doniinion  R..M.A.  held  its  annual  convention  at 
Vancouver  on  July  22  ajid  23. 

R.  J.  McNally  has  sold  his  furniture  business  at 
Blackstoek,  Ont'.,  to  F.  A.  Biailey. 

T.  II.  Speers  has  purchased  Dennis  &  Wright's 
furniture  business  at  Pi'eston,  Ont. 

The  Oakville  (Ont.)  Basket  and  Veneer  Works  are 
erecting  factory  costing  *1 50,000  by  day  labor. 

The  Brantford  (Ont.)  Washing  Machine  Co.,  Ltd., 
lias  been  incorporated  with  a  capital  of  $100,000. 

Chas.  Watson  has  purchased  J.  H.  Millard's  furni- 
ture and  undertaking  business  at  Newmarket,  Ont. 

The  plaint  of  the  Peterboro  Canoe  Oo.,  Peterboro, 
Ont.,  was  dama.ged  recently  by  fire  to  the  extent  of 
$3,000. 

The  Provincial  Converition  of  t!ie  New  Brunswick 
R.M.A.  will  be  bold  at  St.  Stephen,  N.P..,  September  20 
and  21. 

John  D'ucas  &  Co.,  furniture  dealers,  Montreal,  have 
dissolved  and  a  new  firm  under  the  old  name  has  been 
formed. 

J.  A.  Munro,  furniture  dealer,  Streetsvillc,  Ont.,  has 
taken  in  a  partner.  The  firm  name  is  now  Munro  & 
English. 

A  fire  brigade  has  been  formed  aanong  the  em- 
ployees of  the  Andrew  Malcolm  Furniture  'C'o.'s  Lis- 
towel  plant. 

Dominion  Composition  Furniture  and  Toy  Mfg.  Co., 
Ltd.,  has  been  incorporated  at  Victoria,  B.C.,  with  a 
capital  of  $50,000. 

Wilder  &  Hutchinson  have  leased  the  old  Waddell 
furniture  factory  in  Orono,  Out.,  and  are  converting 
it  into  a  flax  mill. 

The  Sturgis  Baby  Carriage  Co.,  Ltd.,  Toronto,  has 
been  incorporated  by  Ontario  charter  with  a  capital 


of  $40,000,  to  manufacture  and  sell  children 's  col- 
lapsible carts,  go-carts,  doll  carts,  speeders  and 
vehicles. 

The  Gi-eat  West  Furniture  Stoi-e,  Regina,  Sa,sk.. 
have  opened  a  branch  in  the  Regina  Trading  Co.'.s 
store  in  the  same  city. 

Wm.  Smedley,  Toronto,  Oni.,  manufacturer  of  an- 
ti(pie  and  special  furniture,  is  building  an  addition  to 
his  store  at  a  cost  of  $1,500. 

The  Comfort  Mfg.  Co.,  Toronto,  who  manufacture 
a  line  of  stuff-over  chairs  and  settees,  have  moved  from 
Jarvis  Street  to  645  King  Street  west. 

Reinborn's  new  furniture  store  at  Regina,  Sa.sk., 
was  opened  on  July  3,  a  musicale  being  held  afternoon 
and  evening.    Refreshments  were  also  sers'ed. 

Walter  Morrison,  an  employee  of  Yolles'  Furniture 
Co.,  Toronto,  was  killed  on  Dominion  Day  by  falling 
30  feet  from  the  roller  coaster  at  Tlanlan's  Point. 

The  North  American  Furniture  Co.,  Owen  Sound 
Chair  Co.  and  National  Table  Co.,  all  of  Owen  Sound, 
Ont.,  are  installing  electric  energy  and  machinery. 

Simmons,  Ltd.,  of  Montreal.  Que.,  have  taken  out 
a  provincial  charter,  authorizing  them  to  do  business 
in  Ontario,  provided  they  do  not  use  a  capital  in  ex- 
cess of  $300,000. 

The  Sellers  Kitchen  Cabinet  Co.  of  Canada,  Limited, 
has  been  granted  an  Ontario  charter,  permitting  them 
to  do  business  in  the  province  provided  they  do  not 
employ  a  capital  in  excess  of  $60,000. 

The  Snyder  Furniture  Co.,  Elmira.  Ont.,  are  con- 
structing three  Sidiman  lumber  curing  kilns  and  are 
re-arranging  their  yard  so  as  to  handle  their  lumber 
more  economically  and  with  less  labor. 

W.  J.  Bear,  Toronto,  is  erecting  a  three-storey  fur- 
niture factory,  135  x  24,  and  installing  new  e(|uipment. 
Mr.  Bear  confines  his  line  almost  entirely  to  the  manu- 
facture of  antique  furniture.  The  new  factory  will 
cost  between  $40,000  and  $50,000. 

Greens  Hamilton,  Ltd.,  has  been  incorporated  with 
a  captital  of  $250,000  and  head(iuarters  at  Hamilton, 
to  take  over  the  Green  Furniture  Co.  The  provisional 
directors  are  Kirke  Hamilton  Green,  Frederick  Sloan, 
B'rank  Oliver  Cundill  and  William  James  Nash. 

The  National  FurnitiTre  Co.,  Ltd.,  Winnipeg,  has  been 
incorporated  with  a  capital  of  $250,000,  to  cany  on  a 
wholesale  and  retail  business  in  furnilure,  electric  fit- 
tings and  household  appliances,  office  furnishings  and 
equipment,  crockery,  earthenware,  glassware,  china- 
ware,  rugs,  carpets,  linoleum  and  oilcloth. 
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STAMPS  FOR  SALES  TAXES 

Latest  advices  on  the  sales  tax  question  are  that  the 
collection  of  the  new  taxes  by  means  of  revenue 
stamps  will  go  into  effect  August  10,  but  until  then 
retailers  must  make  remittances  to  the  nearest  Inland 
lievenue  office.  The  decision  of  the  Inland  Revenue 
Department  to  begin  the  stamp  collection  on  August 
10  is  said  to-  be  final. 

Stamps  have  already  been  printed  of  denominations 
from  one  cent  to  10  cents,  of  13,  15,  20,  25,  30  cent.s, 
and  every  multiple  of  10  cents  up  to  $1,  and  for  $1, 
$2,  .-t;:',,  .+4,  .1^5,  and  m. 

The  stamp.s  are  of  different  colors  so  that  clerks  can 
distino'iiish  them  (|uickly  and  there  are  so  many  de- 
nominations that  it  is  possible  to  affix  the  exact 
amount  of  the  tax  in  the  majority  of  cases  with 
either  one  or  two  stamps.  There  are  a  few  exception- 
al cases  where  three  stamps  would  be  needed.  The 
stamps  of  higher  value  would  be  useful  in  the  ease  oF 
stock  transfers  and  the  selling  of  expensive  articles. 

The  stamps  are  uniform  in  design,  bearing  tbe  bust 
of  His  Majesty,  with  t!he  Avords  "inland  revenue"  in- 
serted above  the  head  and  the  words  "excise  tax" 
down  below,  while  the  denomination  of  t'he  Stamp  is 
shown  on  either  side. 

After  considering  all  methods  of  cancellation,  in- 
cluding various  kinds  of  indelible  pencils,  it  has  been 
decided  that  the  only  .satisfactory  method  will  be  by 
means  of  a  punch.  Tliis  will  be  supplied  by  the  de- 
partment at  cost  to  all  merchants  and  every  stamp 
will  have  to  be  cancelled  by  means  of  it  after  being 
affixed  to  an  invoice  or  sales  receipt.  The  exact  type 
oi'  the  punch  has  not  yet  been  determined. 

While  no  refund  of  taxes  collected  under  the  origin- 
al resolution  and  discontinued  luider  the  final  resolu- 
tion is  allowed,  some  dealers  have  interpreted  this  to 
mean  that  no  refund  of  taxes  collected  is  allowed  in 
a))y  case.  This  is  erroneous,  however,  for  in  the  case 
ot  goods  purchased  being  i-eturned  to  a  store  for  a 
refund,  the  total  amount  paid,  including  tihe  tax,  is 
to  be  refunded  to  the  customer.  The  dealer  adjusts 
the  matter  by  taking  the  amount  out  of  his  next  remit- 
tance of  taxes  to  the  Government,  and  shows  a  copy 
of  credit  slip  for  tlK-  amount  as  evidence  of  his  having 
refunded  the  amount  of  the  tax. 


CONCENTRATE  ON  MEDIUM  BEDROOM  SUITES 

Malcolm  &  Hill,  Limited,  have  now  fully  establish- 
ed themselves  in  Kitchener  and  the  exhibition  recently 
licld  has  fully  demonstated  their  fine  line  of  medium- 
pi-iced  period  chamber  furniture.    It  is  the  intention 


of  the  company  to  specialize  in  tlie  manufacture  of 
bedroom  lines  of  medium  price,  which  is  a  step  in  the 
right  direction,  under  present  conditions. 

The  lines  are  designed  by  Mr.  Stanley  Stirrup,  who 
was  brought  specially  from  Grand  Rapids  by  Mr. 
Jas.  Malcolm  foi*  the  sole  purpose  of  designing  for 
the  Andrew  Malcolm  Furniture  Oo.,  of  Kincardine, 
and  Malcolm  &  Hill,  Limited,  Kitchener.  Not  content 
v.ith  this  move  a  first-class  superintendent  and  a  fin- 
ishing expert  were  also  obtained  from  Grand  Rapids 
to  stimulate  produdion  and  educate  the  Canadian 
funuturf;  worker.  The  general  concensus  of  opinion 
is  tbat  with  siich  excellent  design,  workmanship  and 
finish  the  furniture  buyers  in  this  country  will  have 
ample  variety  of  goods  to  meet  the  demands  of  a 
steadily  growing  critical  public. 

Since  taking  over  the  plant  at  Kitchener  from  the 
0.  Ilibner  Furniture  Co..  Malcolm  &  Hill  have  made 
numerous  alterations  in  the  plajit  conducive  to  pi'o- 
duction,  and  at  the  same  time,  not  forgetting  the 
welfare  of  their  employees,  in  the  establislnnent  of 
an  excellent  lunch  room  in  th.e  basement,  where  the 
men  are  able  to  spend  the  noon  hour  in  comfort. 

The  executive  and  officers  of  the  new  incorporation 
are  Edwin  A.  Hill,  president :  James  Malcolm,  vice- 
president  and  managing  director;  S.  J.  Rutherford 
and  Bryce  B.  Hunter,  directors;  J.  H.  Kennedy,  sec- 
retary; Stanley  H.  Stirrnp,  designer;  S.  H.  Maxwell, 
superintendent,  and  Fred  Hansen,  finishing  foreman. 

NEXT  STATION— WATERDOWN 

Bill  Beney  is  quite  a  descriptive  talker  w'hen  it 
comes  to  the  eats.  A  few  days  ago  he  motored  some 
friends — dealers,  travellers  and  newspapermen — frotn 
Kitchener  lo  Toronto  indds  fine  Studebaker,  and  on 
the  way  told  them  of  a  fine  place  at  Waterdown.  Said 
])ill:  "One  of  the  nice  things  about  Waterdown  is 
that  it  is  close  to  Hamilton — not  too  close — and  they 
have  chicken  there  that  is  so  tender  that  it  actually 
melts  in  your  mouth  and  the  more  you  eat,  the  more 
they  urge  you  to  have  still  another  portion.  The 
vegetables  are  fresh  from  the  truck  gardens  and  are 
cooked  by  a  genius  who.  Heaven  be  praised,  never 
uses  the  mysterious  gooey  sauees  which  are  invariably 
served  in  city  hotels  having  imported  cliefs.  These 
vegetables  taste  real,  as  the  Good  Lord  intended  them 
to  taste,  and  not  like  a  '  What-is-it. ' 

"The  pies  are  the  kind  mother  used  to  make  and  1o 
show  you  how  wond.erful  this  place  is,  the  waitress 
apologized  because  she  thought  we  would  object  to 
having  the  cream  so  thick!" 

I>ill  had  more  to  say,  bnt  space  forbids.  You're 
hungry  now.  anyway. 
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THE  MAXWELL 

Sanitary  Copper-Alloy  Vault 


Manufactured  Exclusively  of  Copper-Bearing  Steel 
The  Most  Rust-Resistant  Steel  or  Iron 

Known  to  the  Art. 

Its  Superiority  is  Now  Generally  Acknowledged 

Even  by  those  not  making  exclusive  use  of  the  material. 


MAKE  NO  MISTAKE 

Handle  and  sell  the  goods  you  can  depend  upon. 
The  Maxwell  Vault  has  never  failed  you. 

Its  Quality  is  Always  Maintained  Regardless  of  Expense 

Carried  in  stock  by  all  leading  jobbers. 
ASK  FOR  PRICES 

Manufactured  by 

MAXWELL  STEEL  VAULT  COMPANY,   ONEIDA,  N.Y. 


Angus!.  1!)1!'J 
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Undertakers'  Department 


Problems  affecting  the  Undertaking  Profession  are  here  discussed  and  readers  are  invited  to  send  letters 
expressing  their  Oiews  on  any  of  the  subjects  dealt  with — News  of  the  profession  throughout  Canada. 


SASKATCHEWAN  PRESIDENT'S  ADDRESS 
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Officers  elected  1920-21— President  Yule  touches  on  many  matters  of  interest  to  funeral  directors 


AT  the  recent  Sa.skatchewan    Funeral  Directors' 
Convention,  held  in  Regina  and  reported  in  part 
in  our  last  issue,  the    following    officers  were 
elected  for  the  ensuing  year: 

Hon.  President,  W.  s".  Yule,  Swift  Currerit,  Sask. 
President,  Ohas.  Ta.vlor,  Rosetowii,  Sask. 
Vice-President,  W.  A.  Edwards,  Saskatoon,  Sask. 
Second  ^'ice-President.  T.  G.  Ross,  Assiniboia,  Sask. 
Sergeant-at-Arms,  Ct.  H.  McKague,  Saskatoon,  Sask. 
Seeretary-TiTasurer,  J  as.  McGuirl,  Moosoiinin,  Sask. 

President's  Address 

AV.  S.  Yule,  of  Swift  Current,  who  presided  at  this 
year's  convention  delivered  this  address  covering  the 
work  of  the  year : 

I  am  glad  to  -welcome  you  to  this  our  seventh  an- 
nual convention.  A  .vear  ag'O  you  honored  me  by 
electing  me  to  the  highest  office  in  your  gift,  an  honor 
I  deeply  appreciate. 

This  convention  should  partake  much  the  nature 
of  a  re-unio)i.  We  are  here  to  cultivate  the  social  side 
of  our  nature.  We  should  learn  to  know  each  other 
V)etter  and  esteem  rach  otlier  at  greater  worth.  AVe 
are  here  for  a  real  time  socially  and  also  to  brush  up 
ourseh'es  professioiuilly,  and  to  consider  better  and 
more  advanced  methods.  I  am  .sure  if  you  put  your 
heart  into  Ihis  convention  and  attend  the  meetings 
regularly,  you  will  go  awa.v  better  and  bigger  men.  I 
might  .just  say  it  will  depend  on  yourself  what  you 
get  out  of  these  meetings. 

Your  Executive  feel  that  they  have  engaged  for 
this  convention  in  the  person  of  Profess'or  Worshaw, 
a  real  big  man  in  oiu*  calling.  He  comes  highly  i-e- 
commended,  and  1  am  sure  you  will  listen  to  what  he 
has  to  s'a.v  to  you  with  great  interest. 

We  are  indebted  to  Mr.  Jessop  X(>tt,  of  Aledicii!'" 
Hat,  for  coming  here  and  he  will  have  something  to 
say  that  will  be  of  interest  to  you  all.  Mi-.  Xott  is 
one  of  the  outstanding  men  of  our  profession. 

1  am  sure  F  exiu-ess  the  feeling  of  all  the  members  of 
111"  Saskatchewan  Funeral  Directors'  Association  M-hen 
I  say  we  wei-e  greatly  grieved  to  learn  of  the  death 
of  Professoi  Hohenschuk,  who  wa.s  our  lecturer  some 
six  years  ago  here  in  Regina.  He  was  an  outstanding 
num  in  America  and  his  passing  away  will  be  a  great 
loss  to  all. 

The  funeral  directors  of  Saskatchewan  feel  decplx- 
the  death  of  ]\Ir.  Dave  Clark,  of  Winnipeg.  Mr.  Clark 
was  one  of  the  l)est  known  funei'al  directors  of  the 


VVest  and  was  also  a  very  highly  reispected  citizen  of 
the  city  of  Winnipeg.  I  would  suggest  a  resolution 
of  sympathy  be  sent  to  j\Irs.  Clark. 

We  are  all  glad  to  have  our  friend  Mr.  Monds  here 
with  us  after  his  very  severe  illness.    Steve  is  prob- 
ably the  best  known    traveller    Avest  of  the  Great 
Lakes.    I  would  ask  you  all  to  rise  and  sing  "He's  a 
Jolly  good  fellow." 

Meaning  of  Loyalty 

I  have  a  few  words  to  say  on  loyalty,  for  loyalty  is 
the  foundation  upon  which  the  whole  structure  of  our 
civilization  is  formed.  We  must  be  loyal  to  our  Coun- 
try. 1  became  imbued  with  that  while  in  Atlantic 
City — the  National  Convention  seemed  to  be  steeped 
in  loyalty  to  their  country. 

We  must  be  loyal  to  our  Province  of  Saskatchewan, 
to  the  city  or  town  in  which  we  reside ;  lo.yal  to  our 
friends  and  business  associates.  Lo.valty  is  esisential 
to  the  progress  of  the  world.  Without  loyalty  the 
world  could  not  exist.  There  would  be  no  staple  gov- 
ernment in  our  country  to-da.v  were  it  not  for  the 
loyalty  of  its  citizens.  There  Avould  be  no  successful 
business  e)it(  rprise  in  Canada,  if  it  were  Jiot  for  tiie 
loyalty  of  the  big  majority  of  its  peoiple.  The  success- 
ful business  depends  more  on  the  loyalty  of  its  assist- 
ant, than  it  does  on  an.vthing  else. 

It  is  also  true  that  (Mties  and  towns  prosper  accord- 
iivg  to  the  loyalty  of  their  citizens,  and  1  ask  you,  ai'c 
.you  taking  an  active  part  in  all  that  goes  to  the  ad- 
\  ancemejit  of  your  city  or  town?  There  is  no  reason 
in  the  world  that  because  you  are  a  funeral  director 
should  not  be  identified  with  every  good  Avoi'k. 
Our  calling  is  judged  by  the  men  who  are  in  it:  see 
to  it  that  you  hold  oui-  business  uj)  to  the  highest- 
standard.  I  am  directing  this  pai'ticularly  to  the  new- 
men. 

Each  and  every  funeral  director  in  Saskatcliewiin 
has  a  moral  obligation  to  perform,  and  that  is  to  help 
our  association  i)i  eveiy  possible  way.  Don't  us-  a 
hammer  in  knocking. 

"The  Devil  may  take  tiie  man  who  knocks. 
The  man  who  scoffs  ami  the  man  who  nuvcks. 
He  is  the  man  who  never  lifted  a  pound. 
He  never  does  an.vthing  else  but  kii-k 
Who  car.  oidy  growl  and  bark  and  bay. 
And  get  ai'ound  in  the  peoples'  wa,v. 
When  they're  ti-yino'  to  do  as  best  thev  can, 
Sotiicthing  to  benefit  their  fellow  man." 
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We  also  have  witli  iis  representatives  of  the  diftcr- 
eiit  iiiaiuit'acturers,  and  I  propose  to  give  the  mem- 
bers a  chance  for  a  round  table  talk  to-morrow,  when 
1  hope  yon  "will  be  able  to  discuss  things  freely  Avith 
each  other  and  thereby  get  better  acquainted.  Some 
of  you  may  wonder  what  there  will  be  to  talk  over, 
but  I  believe  there  are  many  suggestions  from  both 
that  would  be  of  mutual  advantage.  None  of  us  are 
])erfect,  Ave  all  make  mistakes.  But,  when  a  plumber 
makes  a'  mistake  he  charges  twice  for  it ;  when  a  law- 
year  makes  a  mistake  that  is  just  what  he  wanted 
because  he  has  a  chance  to  tiy  the  case  over.  When 
a  judge  makes  a  mistake  it  becomes  la'w ;  when  a 
preaciier  niskes  a  mistake  nobody  knows  the  differ- 
ence. When  a  doctor  makes  a  mistake  we  bury  it 
for  hiin,  but,  when  a  funeral  director  make  a  mistake 
— Good  night ! 

At  owv  last  meeting  you  delegated  me  to  attend  the 
National  Convention  held  in  Atlantic  City,  with  the 
object  in  view,  if  I  thought  advisable,  to  appjy  for 
membership.  I  bc'g  leave  to  report  that  I  attended  all 
the  meetings,  and,  while  there  were  a  lot  of  good 
speakers  and  the  National  Association  is  very  essen- 
tial to  the  funera'l  directors  of  the  U.S.A..  insomuch 
that  tiiey  are  accomplisliing  legislation  that  couW  not 
1)6  done  if  the  different  States  Avere  not  united  in  one 
solid  body.  Ave  Avonld  do  better  by  having  a  National 
Dominion  Association. 

While  our  association  Avas  not  aware  that  other 
provinces  Avould  be  represented  at  Atlantic  City.  T 
might  just  say  that  Mr.  Bert  Gardner,  Secretary  of 
MaTiitoba;  Mr.  Greenwood,  of  Stratford;  Mr.  Cobble- 
dick,  R.  V.  Stone  and  F.  W.  MattheAvs,  of  Toronto, 
Avere  in  attendance.  We  Canadians  met  on  two  oc- 
casions and  talked  over  the  advisability  of  forming  a 
Canadian  Association,  taking  in  all  the  provinces 
organ iroed.  We  got  in  touch  Avith  the  Maritime  Pro- 
vinces and  they  are  interested  in  forming  a  purely 
Canadian  Associatioj). 

T  might  just  say  T  was  re(|uested  to  do  AA'hat  I  could 
to  have  Alberta  organize,  for,  as  you  are  aware,  their 
orgajii/.ation  has  not  been  active  for  some  years.  J 
Avrote  several  of  the  fameral  directors  in  Alberta  and 
the  dilferent  casket  travellers  interviewed  them  on 
1lu'  matter  of  reorganization.  The  result  was  that  I 
met  by  ap])ointmejit  several  of  the  Alberta  funeral 
directors  in  Calgary  on  April  r2th,  and  Ave  had  a 
meeting.  At  the  gathering  they  appointed  an  execu- 
tive to  go  into  the  n)atter  more  fully  and  i-eceive  sug- 
gestions. At  that  meeting  they  asked  Mr.  Shaver,  of 
Calgaiy,  aJid  myself  to  go  to  Edmonton  and  intervicAv 
the  Department  of  Public  Health,  AA'hich  Ave  did,  and 
AA'ere  given  assurance  they  Avould  lend  their  support. 

The  details  of  tlie  proposed  Canadian  As'sociation 
as  far  as  Ave  have  talked  them  over,  I  will  not  go  into 
here,  but  Avill  take  it  up  at  the  round  table  talk,  AA'lren 
Ave  shall  have  moi'e  time  to  go  into  t'lu'  details. 

There  is  one  matter  I  believe  should  be  taken  up 
and  that  is  in  regard  to  the  names  of  some  of  the  pro- 
A'incial  associations.  For  instance,  Ontario  call  them- 
selves the  ('anadiaii  Funeral  Directors'  Association, 
the  Manitoba  men  call  themselves  the  Western  Can- 
ada Association.  T  believe  it  Avould  be  well  to  have 
their  attention  called  to  the  fact  that  in  Canada  there 
is  a  good  big  healthy  baby  of  an  asisoeiation  called  the 
Saskatchewan,  and  I  believe  each  asisoeiation  should 
be  named  after  its  respective  province. 

To  those  of  you  Avho  have  enjoyed  the  priviflege  of 


membership  in  the  j)ast,  I  bid  you  Avelcome  ;  and  to 
you  AA'ho  have  come  for  the  tirst  time,  I  extend  to  you 
on  behalf  of  every  member  of  the  association  a  hearty 
Avelcome  and  trust  that  you  Avill  have  benefited  by 
being  present. 


KINGSTON  F.  D.  DOES  OWN  ENGRAVING 

Our  associate  editor  recently  A'^isited  "The  leading 
undertaker"  of  Kingston.  Ont..  Robt.  J.  Reid.  to  look 
over  the  ncAv  limousine  Avhich  completes  the  entire 
Reo  equipment,  all  four  vehicles  having  been  pur- 
chased within  the  last  feAv  Aveeks.  He  found  the  very 
hospitable  and  amiable  proprietor  busy  as  ufnial  in 
his  office  and  at  Avork  in  a  Avay  that  it  has  never  been 
our  lot  to  find  an  undertaker  avaeating  before. 

Mr.  Reid  A'ery  casually  placed  a  plain  silver  casket 
name  plate  upon  the  desk  before  hiin,  drcAv  a  feAv  lines 
upon  it  with  the  regular  engraver's  tocls,  inscribed 
the  person's  name,  the  age,  the  date  of  death,  finishing 
with  a  special  triangular  instrument  used  for  shadiiig. 

When  asked  Avhetlier  this  Avas  talent  or  training,  or 
both.  Bob  very  ujiconcerned  replied,  "Neither."  and 
continued,  "When  T  was  a  young  lad,  father  used  to 
send  me  to  the  old  engraver's.  T  Avatche-d  him  en- 
grave time  and  time  again  and  thought  I  AA^ould  like 
to  learii  the  Avork.  So  one  day,  Ave '11  say  more  than 
forty  years  ago  (AA'hen  people  used  to  drink)  I  took 
a  plate  to  the  old  gentleman  and  found  him  drunk. 
This  naturally  delayed  that  part  of  oui'  Avork  in  plac- 
ing the  name  plate  on  the  casket  at  our  establishment, 
because  the  plate  had  to  be  put  on  in  the  home  later. 
So  I  got  an  old  plate  or  tAvo  and  began  to  practice. 
Then  later  I  bou^ght  some  tools,  an  aAvl  and  this  .me 
here  (picking  up  the  triangular  tool)  and  from  then 
on  did  the  best  T  could.  It's  fair  Avork.  Not  good. 
Nothing  extra — but  since  T  started  Ave  have  never 
liad  to  Avait  for  the  })late  to  be  engraved.  That's  the 
handy  part." 

But  at  this  point  his  lady  secretary  could  hold 
back  no  longer  and  very  proudly  .said,  "I've  noticed. 
h'OAvevei-,  when  it  is  necessary  to  have  the  jcAvelei's 
help  us  in  a  rush  their  work  neA'er  suits,  that's  hoAV 
good  Ave  think  Mr.  Reid's  Avork  is."  And  we  must 
add  that  never  between  coasts  have  Ave  seen  such 
beautiful  engraving  on  name  jdates  as  that  done  by 
Robt.  J.  Reid  in  free  hand. 


ADVICE  AND  WARNING 

Mr.  Joseph  Tickell.  Belleville,  Ont..  a  member  of 
the  Ontario  Board  of  Examiners,  hias  recently  been 
called  to  several  small  toAvns  near  his  place  of  resi- 
dence to  assist  the  Crown  Attorney  in  enforciiig  the 
Act  providing  that  a  person  embalming  or  ]n-ofessing 
to  embalm,  or  advertising  themselves  to  be  an  under- 
taker, nmcli  be  licensed  by  the  Ontario  Board  of  Em- 
balmers.  And  i-ight  at  this  point  it  might  be  in  line 
to  say  that  all  this-  can  be  aA'oided  .should  any  under- 
taker AA'ho  is  in  business  or  who  is  an  assistant  in  the 
business  and  Avho  according  to  law  should  haA-e  a 
license,  by  .sending  in  their  name  and  making  the 
proper  application  for  entry  to  the  School  of  Embalm- 
ing Avhich  is  held  prior  to  the  coming  examination 
during  the  first  week  in  September.  If  you  are  in 
this  class  do  the  right  thing  and  do  it  noAv.  Don 't 
wait  and  get  into  the  "have-to"  croAA'd — .be  a  good 
fellow  and  show  everyone  you  AA-ant  to  do  something 
of  your  own  free  Avill  and  accord. 
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A  Big  Convention 

will  be  a  big  benefit  to  the  Funeral  Directors 
of  Canada.  The  attendance  of  ALL  is  needed 
to  make  it  BIG,  and  the  benefit  to  EACH 
will  be  well  worth  the  time  and  money  in- 
volved. COME. 

77.6  Biggest 
Event  Yet 

in  the  history  of  the  Canadian  Embalmers 
Association  Conventions  will  be  our  display  of 
Caskets  and  Funeral  Accessories,  at  our  new 
and  modern  showrooms, 

109  Niagara  Street 

A  trip  to  our  showroom  is  well  worth  your 
expense  alone.  Visit  us  as  often  as  you  can. 
Send  your  mail  and  phone  calls  here.  In  other 
words,  make  our  quarters  your  headquarters. 

 COME  

Dominion  Manufacturers,  Limited 

Head  Office  and  Showrooms  : 
109  Niagara  Street        -        Adelaide  1681  or  1682 
Toronto,  Canada 

BRANCHES 


Vancouver         Calgary         Winnipeg         London         Hamilton         Toronto         Montreal        Three  Riven  Amherst 
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SERVICE 


QUALITY 


A  Resolution 

A  resolution  is  just  as  strong  as  its  maker. 

At  the  very  beginning  we  resolved,  by  using  QUALITY 
materials,  to  build  the  most  practical  and  complete  designs 
in  Caskets  and  Funeral  Supplies  in  Canada.  We  did 
it — we  are  doing  it  every  day.  And  the  reception 
afforded  Dominion  Service  has  proved  the  strength  of  our 
resolution — the  wisdom  of  our  policy. 

Keep  in  mind  all  the  things  you  know  a  Funeral  Supply 
House  should  provide — Steel  Caskets,  Varnished  Caskets, 
Covered  Caskets,  Children's  Caskets,  Casket  Hardware, 
Robes,  Linings,  Fluids,  Instruments,  Vaults  and  all 
sundries,  etc.,  and  check  them  over  with  Dominion 
Service  Products  and  Stock.  Then  you  will  really  know 
the  advantages  of  dealing  with  Dominion  Service  Branches. 

Dominion  Manufacturers^  Limited 

Successors  to 


National  Casket  Co  Toronto,  Ont. 

The  Globe  Casket  Co  London,  Ont. 

Girard  &  Godin  Three  Rivers,  Que. 

The  Semmens  &  Evcl  Casket  Co  Hamilton,  Ont. 

Christie  Bros.  &  Co-   Amherst.  N.S. 

The  Semmens  &  Evel  Casket  Co  Winnipeg-,  Man. 

The  D.  W.  Thompson  Co  Toronto,  Ont. 

Girard  &  Godin   Montreal,  Que. 

Vancouver  Casket  Co  Vancouver,  B.C. 


Head  Office  and  Showrooms: 


109  Niagara  Street     -      Toronto,  Canada 
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FINAL  TOUCHES  ON  C.  E.  A.  PROGRAM 
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Executive  whippiag  dealers  into  shape — Gist  of  Business — Why  members  should  attend — Picnic 
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PROGRESS  is  being  made  with  tlie  progTamuie  of 
the  coming  C.E.A.  convention  at  Toronto,  which 
will  be  held  as  usual  in  the  Anatomical  BuiWiiig 
of  Toronto  University.    The  school  will  open  on  Tues- 
day, August  31,  and  the  convention  on  Tuesday,  Sep- 
tember 7. 

A  meeting  of  the  Executive  will  be  held  on  Mon- 
day, September  6  (Labor  Day)  to  whip  into  shape  any 
outstanding  points  that  may  arise  between  now  and 
convention  time. 

Wednesday  afternoon,  September  8,  the  big  picnic 
will  be  held  at  the  Island,  with  the  usual  ball  game 
between  the  funeral  directors  and  the  travellei^s.  Both 
are  out  to  win.  A  series  of  races  and  games  will  fol- 
low, and  a  banquet  will  terminate  the  proceedings. 
A  musical  programme  wilil  intersperse  the  dinner. 
"Will  White  and  Jules  Brazil  contributing  and  direct- 
ing the  music.  All  Avill  be  over  in  time  'to  catch  the 
evening  boat,  and  allow  of  keeping  appointments  in 
the  city,  at  the  theatre  or  at  the  Exhibition,  which 
vviLl  be  in  full' swing  during  convention  weeks. 


WHY  YOU  SHOULD  COME 

There  are  so  many  features  to  this  year's  Con- 
vention that  it  is  advisable  for  members  to  make 
early  arrangements  to  be  present.  Be  sure  to 
take  in  the  picnic  and  games,  on  Wednesday  after- 
noon. There  will  be  many  new  features  and  events 
of  interest  and  amusement  to  all. 

We  are  living  in  a  progressive  age,  and  this  year's 
Convention  will  be  a  "practical"  and  progressive 
on*^.  Prof.  Dhonau  will  give  his  addresses  in  plain, 
un(!erstandal)le  langiuige,  and  will  do  his  work  along 
the  most  scientific  and  up-to-date  lines.  He  will  also 
have  something  important  to  say  about  the  "venous" 
system  of  embalming,  wiiich  is  being  much  discussed 
these  days. 

Every  meiirbcr  in  good  standing  as  he  registers  at 
CoMvention  Hall  will  receive  a  comt)liMUMitary  ticket 
entilling  him  to  all  the  privileges  of  the  picnic,  games, 
dinner  and  entertainment. 

Jules  Brazil  and  Will  Wliite,  who  created  a  furore 
of  mirth  and  music  last  year,  will  aid  those  afflicted 
with  dyspepsia  to  digest  and  enjoy  their  dinner,  as 
well  as  giving  the  final  touches  to  the  fun  of  the  day. 


I  STATIONERY  SAMPLES  WANTED 

i  r  I  1  111^  Editor  of  Cauailiaii  Furniture  W^orld  would 

I  I     1)1'  pifaseil  to  re('ei^■(J  from  all  'Caiiadiau  funeral 

1  iliicc'tors  samples  of  their  stationery — letter  heads, 

I  envelopes,  funeral  forms,  raiils,  etc.   It  is  the  wish  and 

1  intention  of  the  officers  of  the  C.  E.  A.  lat  the  coming 

I  convention  to  make  di»[ila,v  of  these  for  educational 

I  purposes.    If  you  ha\'e  any  such  forms — ^and  we  know 

I  .\  ou  have — send  samjilcs  to  the  Editor  Canadian  Fur- 

I  niture    World  and  The    Undertaker,    51  Wellington 

I  Street  West,  Toronto.      They  will  be  promptly  ac- 

I  knowledfieii  and  will  form  a  Vialuable  base  for  the  ex- 

I  lii>)itioi)  which  it  is  propo.sed  to  be  madie. 

I  Do  IT  NOW! 

^IIIIIIIIIIIIIIIIIIIIIIIMIIIIIIIIMIIIIIIIIIIIIIIIIIIIIII 


GAMES  AND  SPORTS 

The  programme  of  the  sports  for  Wednesday  after- 
noon, September  8th,  is  as  follows : 

1 —  A  real  ball  game  between  the  Travellers  and  the 
Funeral  Directors.  Prize — Box  of  cigars  given  by 
C.E.A. 

2 —  100  yards,  open  to  m.embei's  under  25  years. 
1st  prize — ^Case  of  Canicula  Embalming  Fluid. 
2nd  prize — Box  of  cigars. 

3rd  prize — Confectionery. 

3 —  75  yards,  open  to  members  betw^een  25  and  85 
years.  Three  prizes  donated  b,y  Dominion  Manu- 
facturers, Ltd. 

4 —  Old  Boys'  Race,  75  yards,  open  to  members  over 
35  years.  Three  prizes  donated  bv  The  St.  Thomas 
Metallic  Vault  Co.,  Ltd..  St.  Thomas,  Out. 

5 —  Fat  Man's  Race.  200  pounds  or  over,  open  to  mem- 
bers, i60  yards. 

1st  prize — ^Case  of  Eckels'  speciiil  ''Zero"  embalm- 
ing fluid.    Donated  by  H.  S.  Eckels  &  Co 
2nd  prize — Donated  by  Central  Casket  Co. 
3rd  prize — Box  of  cigars. 

6 —  Ladies'  50  yards  dash — Open  to  wives  and  daugh- 
ters of  liceiised  embalmers.  Three  prizes  donated 
by  Elliott  Bros.,  Prescott. 

7 —  Handicap  Race,  75  yards,  open  to  proprietors 
actively  engaged  in  business.  Three  prizes  donat- 
ed by  Evel  Casket  Co.,  Hamilton. 

8 —  Assistants'  Race,  100  yards,  open  to  students  at 
this  year's  school.  Donated  by  Canadian  Furni- 
ture World  and  The  Undertaker. 

1st  prize — 24  months  paid  up  subscription. 
2nd  prize — 18  months  paid  up  subscription. 
3rd  prize — 12  months  paid  up  subscription. 

Other  events  will  be  added  between  now  and  picnic 
time,  including: 

Walking  Race  for  nuirricd  ladies. 

Wheelbarrow  Race  for  the  huskies. 

Thi'cad  and  Needle  Race  for  the  Tra vcVIUts. 

Clothes  Pin  Race — Very  funny. 

Potato  Race  for  ladies. 

Peanut  Race  for  members. 

lioot  and  Shoe  race. 

Biscuit  Eating  and  Whistling  Competition. 
Marble  Throwing  Contest. 


CANICULA 

EMBALMING  FLUID 

Made  in  Canada  by  an  experienced 
chemist  from  the  highest  grade  of 
chemicals.  Canicula  does  the  work 
and  saves  you  the  exchange. 

CANICULA   CHEMICAL  CO. 

366  Bathurst  Street        -  TORONTO 
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NEW  FUNERAL  BUILDING  AT  MONTREAL 

Fred  Wray.  2!)0  iMouutaiii  Street,  Montreal,  pro- 
prietor of  tJie  Jos.  ('.  Wray  Brothers  firm,  has  just 
completed  liis  !t;."300.000  building  whieli  is,  without 
doubt,  one  of  the  very  finest  establishments  in  Can- 
ada. The  building  is  TOO  x  160  feet,  built  of  red  brick, 
\^  hich  from  the  front  has  the  appearance  of  a  massive 
residence  or  mansion. 

The  ambulances,  hearses  and  other  vehicles  enter 
on  the  riight,  making  a  complete  circle,  being-  arranged 
to  exit  from  the  other  or  east  side.  Stables  and  gar- 
ages are  in  the  rear. — sleeping  (]uarters  for  the  men 
being  just  above  on  the  first  fioor. 

The  mortnary  is  in  thf  basement  on  the  same  level 
with  the  garage  or  a  trifle  lower.  Offices,  private 
office,  rest  rooans.  showroom  and  state  rooms  are  on 
the  second  fl.oor,  where  a  beautiful  light  color  of  tanpe 
and  ivory  has  been  carried  out,  tbe  rich  deep  carpet- 
ing being  of  a  darker  sliade  of  M'ilton.  On  this  flooi' 
too  mnch  cannot  be  said  in  description  of  the  beauty 
accomplished  in  the  decoratiiig,  furnishing  and  trim- 
ming, where  all  the  furniture  is  of  the  mos-t  elaborate 
and  exclusive  tapestry. 

The  showroom,  40  x  60  feet,  is  eleigantly  finished  in 
plate  glass  with  the  ceiling  rounding  ont  into  one  of 
the  grandest  dome  effects  possible.  There  is  no- 
thing in  the  centre  of  the  room  excepting  an  appro- 
pi'iate  heavily  carved  mahogany  table.  Entering  this 
lioom  to  the  left  stands  a  marvelous  sculptor's  inter- 
pretation of  "Inspiration"  done  in  Italian  bronze, 
the  base  upon  a  stage  aJid  co\'T"red  by  a  protective  wil- 
low groove,  bnilt  in  for  it  alone. 

The  third  and  fourth  floors  are  taken  up  with  stock 
and  equipment  of  diffei'ent  kinds.    While  Ave  feel  that 


we  luive  made  a  meagre  atkMii|)t  at  a  description  c»f 
Canada's  greatest  uiHle?-takiiig  estal)lisliment.  which 
covers  some  64.000  feet  of  floor  s]>a('e,  looming  up 
like  a  mammoth  manor  trimmed  in  Ix'autiful  mottled 
green  tile,  sujiported  at  the  entrance  by  what  tbe 


FREU.  WRAY.  Montn  al 


landscape  ai-fist  has  intended  to  picture  as  an  entry 
of  horse  shoe — we  asMire  theT  readers  Ave  are  promised 
in  tlie  future  some  interior  photograpl'S  which  will  \ct 
us  all  have  a  moi'e  perfect  view  of  the  Fi-ed  Wray 
funei'al  home. 


ALBERTA  ASSOCIATION  REVIVED 

Alberta  fu)ieral  direcloi's  have  revixed  their  asso- 
ciation, and  at  a  recent  meeting  elected  these  offlcers : 
President.  Robert  Foster,  Calgary;  Vice-President,  F. 
Fetterley.  Letlibridge ;  Secretaiy-Treasurer,  H.  G. 
Stone,  Red  Deer. 

ATTENTION:  PROF.  DHONAU! 

Dr.  Ferguson  says,  with  apologies  to  Professor 
l>honau.  tliat  he  can  hardly  imagine  prohibition  'in 
Cincinnali.  for  wiien  a  man  walks  straight  down  there 
the  peoph'  thiTik  lie  is  lame. 


According  to  a  Vancouver  paper,  when  G.  A. 
Schreitei-,  of  tiie  DeLuxe  I'pholsrering  Co..  Kitchner. 
Out.,  was  in  A^ancouver,  attending  the  convention  of 
the  C.M.A.  held  there  recently,  he  made  a  complete 
survey  of  the  province  with  a  vieAV  to  establishing  a 
furniture  factory  there.  He  considers  that  Vancouver 
offers  many  advantages  for  manufacturing. 


The  Supreme  Achievement 
in  Embalming  Fluid 

The  next  time  you  want  Embalm- 
ing Fluid,  do  not  merely  mention 
"Fluid,"  but  insist  on  "GaranaC." 

CaranaC  Embalming  Fluid 

is  a  specially  compounded  chemical 
which  will  not  alter  in  strength,  and 
a  fluid  you  may  depend  upon. 

We  Ship  Promptly 

CaranaC  Laboratory 

"The  All- Canadian  House" 

Peterborough    -    Ontario    -  Canada 
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I   FUNERAL  SERVICE  | 

I  Address  given  before  Toronto  Luncheon  Club  | 

I  By  Fred  W.  Matthews  | 
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AT  a  recent  July  weekly  luncheon  of  the  Toronto 
Den  of  Lions,  a  neAvl.y  formed  social  club,  Vred 
W.  Matthews,  tlie  genial  secretary  of  the  Oana- 
dian  Embalmers"  Association,  was  the  speaker  of  the 
day,  and  as  the  various  speakers  are  expected  in  t'heir 
addresses  to  tell  their  auditors  something  of  their 
avocation,  Mr.  ']\fatthews  named  his  subject  to  his 
Friend  Cubs  "A  Little  Talk  on  Funeral  Service."' 

The  notice  of  our  )neeting  to-day,  said  Mr.  MatthevvS, 
in  starting  oft',  was  a  little  irregular — purposely  so — 
and  I  am  glad  to  see  it  has  had  the  desired  effect.  Next 
week  we  will  have  the  pleasure  of  listening  to  Dr.  Pred 
Minns,  who  is  a  "regular  fellow,"  and  no  doubt,  he 
will  send  out  a  "regular"  Jiotiee  and  receive  "regular"' 
results. 

It  is  (|uite  usual  for  an  amateur  to  make  some  excuse 
when  called  upon  to  perform  some  little  entertain- 
ment or  give  instruction,  with  the  remark.  "I  have  for- 
gotten my  music,"  or  "T  have  a  bad  cold."  In  my  case 
I  can  just  say  that  when  I  proposed  two  weeks  ago 
that  we  should  have  a  s'hort  talk  on  our  own  particular 
line  or  profession  from  one  of  our  oavji  members  I  did 
not  expect  that  you  would  select  me  on  so  short  a 
notice.    Nevertheless,  here  we  are. 

My  subject  is  a  "grave"  one,  and  one  we,  if  in  normal 
condition,  wish  to  sidestep  as  long  as  possible.  Some 
time  ago  T  was  in  the  company  of  several  medical  men 
and  a  guest  was  being  inti'oduced  to  those  present.  It 
nmst  have  struck  him  as  being  a  club  composed  of 
doctors.  As  it  happened  I  was  the  only  layman  in  the 
jvarty.  The  guest  afterwards  a.sked  me  if  1,  too.  was 
a  doctor,  aJid  my  reply  was  "No,  although  T  follow  the 
medical  profession. ' ' 

The  general  public  have  littlo  knowledge  of  funeral 
servicf,  and  I  suppose  that  is  (piite  natural.  The  term 
"undertaker"  is  a  misplaced  word  and  should  not 
apply  only  to  men  and  women  of  my  calling,  as  every 
living  creature  is  an  undertaker.  Unless  they  "under- 
take" they  ceas'e  to  cxis^  "P'uiun'al  service"  is  more 
applicable. 

When  a  family  has  a  breavement  the  niembers  of  the 
family  do  ]n)t  run  around  the  corner  to  purchase  a 
coffin — that  day  luas  passed — but  they  employ  a  man 
who  will  carry  out  their  wishes  in  a  revei-ential  and 
seienlitic  maimer. 

Funeral  service  is  what  we  are  delivering  to-day. 
with  the  business  or  commercial  as])ect  under  cover 
as  much  as  y)ossible. 

The  origin  of  the  word  "undertaker"'  (hites  back 
many  years,  when  a  death  occurred  in  a  certain  com- 
munity and  the  (|uestion  arose  as  to  who  would  un- 
dertake to  ])rej)are  the  body  for  burial.  One  indi- 
vidual consented,  after  whicli  he  was  called  the 
"uiulertaker" — hence  the  coming  of  the  word  which 
has  no  significance  in  our  line  of  work.  1  would  like 
to  repeat  myself  liy  saying  in  my  estimation  "funeral 
service"  is  the  api)licable  term. 

Our  line  is  divided  into  two  classes — the  commercial 


and  the  professional.  The  commercial  is  the  trading 
in  funeral  supplies.  The  profes.sional  is  the  prepar- 
ing of  the  dead  human  body  for  burial,  and  sanitary 
.service.  It  is  necessary  to  have  a  license  for  both 
branches,  issued  by  the  Provincial  Government.  A 
commercial  license  may  be  had  for  the  asking.  The 
embalmers'  license  is  issued  by  a  Government  board 
after  an  examination  on  anatomy  and  sanitation..  It 
is  also  necessarv  for  the  applicant  to  serve  one  year 
under  a  qualified  practitioner  before  a  permit  is 
granted. 

Last  week  we  had  the  pleasure  of  listening  tf)  an 
address  by  Jack  Rawbon  on  the  subject  of  "Human 
Windows.'"  He  cautioned  us  to  take  care  of  the  body. 
He  had  associated  with  the  body  mind  and  spirit.  In 
my  ease  we  have  only  the  bod.y  left,  but  you  see  we 
are  still  interested  in  our  earthly  tabernacle,  and  fol- 
low it  from  the  cradle  to  the  grave.  Oui'  body  is  of 
great  importance  in  life,  and  we  reverentially  care 
for  it  after  death,  until  it  reaches  the  point  frinn 
whence  it  came.  An  army  of  men  and  women  are 
tlaily  caring  for  the  same. 

In  a  few  words  f  will  outline  the  process  of  em- 
balming. It  is  very  simple.  It  is  merely  carrying  a 
disinfectant  and  germicide  through  all  the  circulatory 


FRKU    W.    M  \'rTHKWS 

systt'in  by  gravitation  oi-  bulb  syringe  to  all  jiarts  of 
the  body  through  the  arteries  and  veins  after  death, 
the  same  as  the  heart,  or  a  carburetor  distributes 
biood  tluriiig  life.  The  main  thing  for  the  operator  to 
know  is  how  much  and  w'hat  sti-ength  of  fluid  is  re- 
(jiiired  to  preserve  and  to  get  the  natural  cosmetic 
elV'ect. 

There  ai'c  many  items  of  ir.terest  that  I  could  talk 
to  you  about  under  this  heading  if  time  would  permit, 
but  as  m.v  allotment  has  been  consumed  [  will  close 
by  saying  that  funeral  service,  disinfection  and  sani- 
tati'on,  Avhich  are  universally  beneficial  to  the  com- 
munit.N'  at  large,  are  fast  coming  to  the  front. 
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Dennis  &  Wright  have  sold  their  business  to  T.  H. 
Speers. 

Chas.  Dunham,  of  Aurora,  Out.,  has  taken  charge  of 
tlio  funeral  business  of  Chas.  Watson  at  NeMffmarket. 
Mr.  Watson  recently  purchased  J.  H.  Millard's  fur- 
niture and  undertaking  ])usiness. 

T.  S.  Fetterley,  the  newly-elected  vice-president  of 
the  reorganized  Alberta  Funeral  Directors'  Associa- 
tion, paid  a  visit  to  Toronto  during  the  past  month 
jiieking  up  information  relative  to  other  funeral 
directors'  associations. 

Dr.  G.  W.  Ferguson,  of  the  Champion  Chemical  Co., 
has  gone  east  to  the  Maritime  Provinces  in  the  inter- 
ests of  his  firm.  While  in  Halifax  he  will  atterid  the 
convention  of  the  Nova  Scotia  Funeral  Directors'  As- 
sociation. Bob  Flint,  of  H.  S.  Eckles  &  Co.,  will  also 
attend  that  convention. 

Fi-ed  W.  MatthcAvs,  Toronto,  recently  conducted  the 
funeral  of  H.  C.  Callan,  assistant  manager  of  an 
aeroplane  company.  While  the  funeral  was  a  inotor 
one,  the  "flower  car"'  was  an  aeroplane,  and  an  avia- 
tor dropped  the  flowers  on  the  casket  as  it  was  borne 
into  Forest  Lawn  Mausoleum. 

Edmond  Gauthier,  proprietor  of  the  Gauthier  Com- 
I)any,  Limited,  Ottawa,  after  a  strenuous  spring  and 
fore-summer,  is  now  in  camp  at  his  summer  home  a 
few  miles  out.  This  firm  recently  purchased  the  busi- 
ness of  F.  F.  Jardins,  Ihill,  running  the  two  jjlaces 
under  one  name,  retaining  the  branch  over  the  river 
in  Quebec  1o  take  care  of  that  locality. 


EXAMINATION 

BY  THE 

Board  of  Examiners 

TO  BE  HELD  AT 

TORONTO 

Commencing  THURSDAY,  SEPTEMBER  9th, 
1920 

THE  Government  Board  of  Examiners,  under  the 
Embalmers*  and  Undertakers'  Act,  will  conduct  an 
Examination  in  the  Anatomical  Section  of  the 
Toronto  University,  commencing  Thursday  afternoon, 
September  9th,   1 920,  at  3  o'clock,  and  continuing 
Friday,  September  1 0th,  morning  and  afternoon. 

Candidates  wishing  to  take  the  Examination  for 
Qualification  and  Government  License  as  Embalmers 
will  send  in  their  application  and  fee  of  $20.00  to  the 
Secretary  not  later  than  September  1st,  1920.  Blank 
forms  of  application  can  be  had  on  application  to  the 
Secretary. 

T.  E.  SIMPSON. 

Secretary- Treasurer, 
SAULT  STE.  MARIE.  ONT. 


Donald  J.  Harris,  proprietor  Brady  &  Harris, 
Ottawa,  recently  returned  from  his  summer  cottage, 
'•The  Mascot,''  situated  at  Old  Orchard  Beach, 
Maine.  When  mentioi-ing  that  the  family  also  re- 
turned home,  Mr.  Plarris  .said  that  while  they  had 
lots  of  sunshine  the  temperature  wa.s  not  as  warm  as 
it  usually  was  this  time  of  year,  the  latter  fact  taking 
the  joy  out  of  the  Beach  life.  This  is  the  eighth  .s\uti- 
mer  the  Harris  family  have  spent  at  Old  Orchard 
Beach. 


FURNITURE  TRAVELLERS  USE  AUTOS 

Scene :  Small  town  hotel,  worried  travelling  sales- 
man at  writing  desk.  Befoie  him  a  small  pile  of 
monej^  and  a  sheet  containing  a  column  of  expense 
account  figures. 

He  adds  and  frowns.  Counts  money  and  frowns 
again.  Thinks  hard.  Frowius  harder.  Thinks  harder. 
Frown  disappears.    Smiles.    Leans  back  in  chair. 

Holds  left  hand  out  in  front  of  him,  and  says. 
"Giddap,  boss,  giddap. ''  Holds  attitude  a  minute. 
Then,  "Whoa,  hoss." 

Adds  to  column  of  figures: 

"Livery  $6.00." 
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For  Sale 
Wanted 


TERMS  OF  INSERTION 

50  cent*  per  insetlion  up  to 
twenty-five  words.  Each  additional 
word  twocents.  If  Bex  is  required 
5  cents  extra  to  cover  postage, etc. 
Cash  must  accompany  each  order 
— no  accounts  booked. 
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CADILLAC  CAE  FOR  SALK— A  1913  model  Cadillac  car  in 
Hrst-c]ass  condition,  suitable  for  funeral  director's  ear. 
or  chassis  for  hearse;  a  bargain  at  .$1,250.  For  further 
]>articiilars  apply  Box  71  Canadian  Furniture  World,  -51 
Welling-ton  St.  West,  Toronto.  A 

FOR  SALE — House  Furnishing  and  Undertaking  Business  in 
one  of  the  best  cities  in  Canada,  with  a  population  of  nine- 
teen thousand;  established  62  years;  turnover  1919,  .$77,500; 
good  reason  for  selling  Apply  Box  64  Canadian  Furniture 
World,  51  Wellington  Street  West. 

FOR  SALF; — ^Single  deck  Greer  casket  wagon,  practically  new; 
will  sell  at  a  bargain,  owners  have  installed  motors.  Grobb 
Bros.,  'St.  Catharines,  Ont. 

FOR  SALE — Undertaking  business  in  Alberta.  Good  town  ; 
big  territory  to  work  ;  motor  hearse  :  and  good  equip- 
ment. Very  little  cash  required  if  you  can  give  good 
securit.y.  Owner  has  big  interests  in  Old  Country  which 
need  his  attention.  Apply  to  Box  67,  Canadian  Furniture 
World  and  Ihe  Undertaker,  51  Wellington  W«st,  Toronto. 

LICENSED  Embalmer  and  undertaker  desires  position; 
capable  of  taking  full  charge;  also  three  years'  experience 
with  furniture;  prefers  undertaking.  Box  751  Simcoe, 
Ont.  A 

WANTRD — Position  by  embalmer  and  funeral  director,  30 
years  of  age,  married,  piotestant,  over  8  years'  experience 
with  all  classes  of  work;  Ontario  licenses:  can  drive 
nearly  any  make  of  car;  capable  of  taking  full  charge; 
o])en  1st  of  October  or  sooner.  Box  70  Furniture  World 
and  Undertaker.  A 

WAXTED — Young  man  as  assistant  embalmer  for  town  out- 
side of  Toronto;  state  qualifications  and  salary  expected. 
Address  Box  68  Furniture  World. 

FOR  SALE — An  excellent  paying  furniture  and  undertaking 
business  in  Western  Ontario,  in  town  of  over  five  thousand: 
annual  turnover  thirty-five  thousand;  no  payment  less  than 
eight  thousand  cash.  Apply  Box  72  Furniture  World. 
51  Wellington  Street  West,  Toronto. 
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All  the  big  funeral  directors  of  Canada  are  using  Canicula 
— they  find  it  most  satisfactory.  If  you  have  not  tried 
this  fluid  with  the  velvety  flow  we  would  suggest  that 
you  order  a  case  to-day. 

CANICULA  CHEMICAL  COMPANY 

366  BATHURST  ST.,  TORONTO 
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I      Treating  Peritonitis  Cases 

I  By  HOWARD  S.  ECKELS,  Ph.C.  | 

I  Dean  of  Eckels'  College  of  Embalming.  | 

I       Written  for  Canadian  Furniture  World  and  The  Undertaker.  | 
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PERITONITIS  develops  at  an.v  age  and  is  coiwmoii 
to  any  class.  Therefore,  no  routine  method  ot! 
enibaliuiiig  can  be  followed.  It  is  most  important, 
liosvever,  for  "the  embalmer  to  realize  that  peritonitis 
is  an  intlamed  condition  of  the  peritoneum,  and  liy 
{:)ie  time  the  disease  has  reached  its  crisis  the  intlam- 
iiiatioii  has  become  extensive  and  is  likely  to  involve 
much  of  the  surrounding  tissue.  He  should  remember 
that  this  inflamed  and  swollen  tissue  also  is  congested 
.issue  throughout  which  the  circulation  is  not  normal. 
In  these  cases  arterial  embcilming  should  be  done  as 
.soon  after  death  as  is  convenient. 

When  death  from  peritonitis  occurs  it  generally 
takes  place  after  only  a  few  clays'  sickness.  It  is 
'•blood  poison,"  and  as  the  entire  body  is  infected 
with  the  germs  of  disease  as  well  as  the  putrefaetivf 
bacteria  which  develop  rapidly  after  death,  rigor 
mortis  is  apt  to  set  in  very  rapidly. 

Thi.s.  ill  turn,  being  of  short  duration,  is  followe-l 
bv  tlie  natural  chemical  change  which  is  known  to  us 
as  putrefaction.  These  conditions  are  hastened  ma- 
terially by  heat  and  moisture,  while  cold  retards  tiie 
growth  of  putrefactive  bacteria  for  a  short  time. 

Arterial  embalming  alone  can  be  depended  nptm  for 
the  preservation  of  these  cases.  The  putrefactive  bac- 
teria (saprophytic  germs)  are  not  destroyed  by 
freezing,  and  while  they  do  not  develop  rapidly  should 
the  body  be  frozen,  nevertheless  are  ready  to  increase 
at  a  surprising  rate  when  the  temperature  is  raised. 

In  embalming  a  body  dead  of  peritonitis,  the  injec- 
tion of  a  larger  (piantity  of  fluid  than  that  used  ordin- 
arily is  rei]i!ired,  because  the  blood  that  is  contained 
in  the  arteries,  capillaries  and  veins  with  all  of  the 
tissues  of  the  entire  body  needs  thoi-ough  disinfection, 
'i'he  fluid  you  inject  into  the  arteries  first  fills  tlie 
aorta  and  all  of  the  smaller  branches;  second,  the 
smaller  branches,  and.  finally,  the  cipillaries.  The 
aorta  bring  filled  first,  its  shortest  branches  (which 
convey  the  blood  in  life  to  the  tissues  of  the  viscera) 
naturally  carry  a  larger  proportion  of  the  fluid  to  the 
vital  organs  in  the  body,  cavities  where  the  tissue  as 
well  as  the  blood  is  to  be  thoroughly  disinfected. 

P.iit  how  about  the  blood  in  the  veins,  which  has 
been  forced  ahead  of  the  fluid  and  which  occupies 
these  veins  to  their  extreme  capacity,  hindering  the 
free  circulation  of  the  fluid  through  the  capillaries  in 
certain  parts  of  the  body  and  preventing  the  fluid  fr{)m 
either  assimilating  or  mixing  properly  with  this 
blood  ? 

This  condition  is  apt  to  occur  when  only  a  small 
))oi-tion  of  fluid  is  used,  or  Where  raw  formaldehyde 
Hiiirl  is  em])loyed.  Therefore,  the  be.st  treatment  for 
this  class  of  cases,  where  there  is  an  excesis  of  blood, 
is  to  drain  the  blood  from  the  body  by  the  axillary 
vein  tube.  Before  disposing  of  this  blood,  even 
through  the  sewerage,  it  should  be  properly  and 
thoroughly  disinfected  with  an  equal  amount  of  em- 
balming fluid,  a  ten  pei'  cent,  solution  of  fonnalde- 
hyde.  or  an    efpial  amount    of  solution    of  corrosive 


chloride  of  mercury  Mjichloride),  l-r>00,  so  that  all 
possible  chance  of  contamination  may  be  removed. 

it  is  more  important  in  this  type  of  case  than  in 
ail}-  other,  that  your  first  injection  should  be  of  a 
capillary  wash,  because  of  the  vitiated  condition  of 
the  blood. 

After  this  has  been  done  the  circulation  of  the  fluid 
through  the  body  should  be  continued  until  the  bl<);)d 
shows,  by  the  presence  of  fluid  in  it,  that  it  is  liber- 
ally diluted.  In  these  cases  the  cavities  should  be 
thoroughly  injected  after  aspirating  the  gases,  which 
in  peritonitis  usually  are  found  to  exist  in  large  ipian- 
tities — so  great,  indeed,  that  fre(|uently  purging  is 
j)i'oduced  by  the  pressure  of  gases  in  the  abJoiniiKil 
cavities  against  the  diaphram,  which  presses  agains; 
the  luugs,  forcino'  them  to  occupy  a  smaller  space  than 
normal.  This  forces  from  the  bronchial  tubes  in  the 
lungs  any  mucus  or  blood  which  may  have  collected 
from  the  smaller  air  cells  and  mort^  tender  blood  vess  -'s 
of  the  liitig  tissue. 

The  stomach  tube,  here.  also,  will  be  found  su!)erio!- 
to  the  trocar. 

It  is  necessary  to  relieve  these  gases  before  the 
arterial  injection  is  conipleted,  but  great  care  should 
be  taken,  whenever  gases  are  relieved  from  such  cases, 
that  they  should  be  thoroughly  disinfected  before  be- 
ing allowed  to  contaminate  the  air  in  the  room  which 
either  the  embalmer  or  some  innocent  person  might 
breathe  and  contract  the  disease. 

Peritonitis  is  a  septicemia  disease,  and  is  regarded 
an  infectious  only.  Nevertheless,  an  atmosphere  which 
is  so  heavily  laden  with  germs  as  Avould  follow  care- 
lessly pauiping  gases  from  the  body  into  the  room 
may  cause  one  of  the  many  forms  of  bloo;i  poisoning. 

The  best  way  to  guard  against  possible  contamina- 
tion is  to  fill  the  bottle  about  one-(|uarter  full  of  '  the 
peroxide  of  hydrogen  fluid,  attach  the  drop  tube  to 
the  goose  neck  (as  arranged  for  injecting  fluid),  and 
w  ith  this  apparatus  aspirate  the  gas,  forcing  it  t*hrough 
the  fluid.  \Ahich  will  disinfect  it.  In  addition  to  this, 
it  is  alsr>  of  importance  to  carry  this  gas  outside  the 
vooim  altogether.  This  can  be  accomplished  by  a  long 
piece  of  tubing  from  the  injector  side  of  your  pump. 
Passing  the  tube  out  of  the  windoAv,  you  can  prevent 
the  escape  of  any  gas  from  the  body  into  the  room  or 
house. 

This  method  is  eiKlorscd  by  every  ■indertaker  care- 
ful of  the  h.ealth  and  the  comfort  of  his  patrons,  and 
who  has  due  regard  for  his  own  health.  It  is  a  sani- 
tary precaution  that  should  be  follon-ed  in  all  eases. 

After  wa.shing  the  body  thoroughly.  i)lenty  of  fluid 
should  be  injected  into  the  cavities,  all  orifices  of  tlie 
Itody  should  he  closed  with  cotton  saturated  with 
flui'l,  and  fluid  should  be  injected  into  the  nostrils  as 
well  as  the  mouth. 

For  its  best  appearance  the  body  may  be  left  l.ving 
on  the  couch  or  embafming  table  at  such  an  inclint' 
that  the  head  and  shoulders  (particularly  that  part 
of  the  face,  neck  and  ears  which  Avill  be  exposed  at 
the  time  of  the  funeral)  shall  be  above  a  I'ue  level  A\ith 
the  highest  elevation  of  the  rest  of  the  body. 

It  may  be  found  necessary  to  aspirate  the  gases  on 
the  second  day  and  inject  more  fluid  should  there  bo 
occasion  to  further  treat  the  case. 
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ONTARIO 

Aylnier — 

Pierce  &  Co. 

Bobcaygeon — 

Byng,  G.  C. 

Bowmanville,  Ont. — 

INfoiris  &  Son,  L.  'Phone  10. 

Brantford — 

Thorpe  Bros. 
Funeral  Directors. 
SuccessDrs  to  H.  S.  Peirce. 

Both  phones,  200. 

Diingannon  — 

Sproul,  William 

Elmira —  n 

Dreisinger,  Chris. 

Hamilton — 

Blachford  &  Sons. 

57  King  Street  West 
Dodsworth,  A.  H. 
59  King  St.  W. 
Eobinson,  J-  H-  &  Co., 
19-21  John  St.  N. 


Ingersoll — 

Mclntyres. 
F.  W.  Keeler,  proprietor 

Kingston — 

Corbett,  S.  S- 

Reid,  Jas-,  254  Princess  St. 

London — 

Ferguson's  Sons,  John 
174  to  180  King  St. 

North  Bay — 

F.  J.  Martyn. 

Orillia — 

D.  Clark.  Tel.  159. 

Mundell.  J.  A.     Phone  126. 
150  Mississaga  St 

Oshawa — 

Luke  Burial  Co. 

Schomberg — 
F.  Skinner. 

St.  Catharines — 

Grobb  Bros. 

144-146  St.  Paul  St- 


St.  Thomas — 

William,  P.  R.,  &  Sons,  519 
Talbot  St. 

Stratford- 
Greenwood  &  Vivian,  Ltd. 
88-92  Ontario  St. 
White  &  Co.,  80  Ontario  St. 
Downs  &  Fleming. 

Toronto — 

Cobbledick,  N.  B. 

1508  Danforth  Ave.,  and 

2068  Queen  St.  E. 
Auto    equipment    for  all 

branches  of  service. 
Phone  Beach  73. 

J.  A-  Humphrey  &  Son, 
46.3  Church  St. 

W.  N.  Knechtel. 

1202  Yonge  St. 
Motor  equipment  for  all 

branches  of  service. 
Motor  ambulance. 
Phone  North  4400. 

The  Fkniry  Burial  Co. 

685  Queen  St.  E. 

Washington  &  Johnston, 
707  Queen  St.  E. 
Corner  of  Broadview. 

Wallaceburg — 

Cousins,  Burlington  &  Saint 

Welland— 

J.  J.  Patterson  &  Sons. 
Sutherland,  G.  W- 


Woodstock — 

Mack,  Paul. 

Whitby— 

Nicholson   &  Scldon. 

QUEBEC 

Montreal — 

Tees  &  Co.,  912  St.  Catherine 
St.  West- 

NEW  BRUNSWICK 

Moncton — 

Tuttle  Bros.,  164  Lutz  St. 

MANITOBA 
Brandon — 

Campbell   &  Camiibell. 

Dauphin — 

FarreH,  A.  F. 

Winnipeg — 

Clark-Leatherdale  Co.,  Ltd 
232  Kennedy  St- 

Thompson  Co.,  J.,  501  Main 

SASKATCHEWAN 
Moose  Jaw — 
Broadfoot  Bros. 

ALBERTA 

Banff- 
las.  A.  Reid 

346  Otter  Street. 

P.O.  Box  53.      Phone  99. 


The  Canadian  Dollar 

Is  Worth  100  Cents 


At  the  Canadian  establishment  of  H.  S.  Eckels  &  Co.  (Robert  S.  Flint, 
Manager,  Toronto,  Ont.),  because  your  cheques  are  deposited  in  a 
Canadian  bank  at  full  face  value.  That  is  why,  despite  the  temporary 
unfavorable  exchange  situation  with  the  United  States,  we  are  enabled 
to  make  you  a  very  considerable  saving. 

The  Eckels  embalming  fluids  are  prepared  in  Canada  from  materials  com- 
pounded by  H.  S.  Eckels,  according  to  formulae  known  to  him  alone. 


H.  S.  ECKELS  &  GO'S  CANADIAN  LABORATORIES 

Robert  S.  Flint,  Manager,  142  Quebec  Ave.,  Toronto,  Ont. 
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-Viitlies-Biiftz  Urus.  Kurniliire  Co  39 

B 

Biietz  Bros.  Furniture  Co  39 
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Board  of  Examiners   -56 
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Canadirin   Ptatl;er  and   Mattress   Co...  112 

Canadian   Fabrikoid  Limited   
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De  liUXfi  Furniture  Co  18 

Dominion  Manufacturers   51-.5'i 

E 

Eckles.  H.  S.  &  Co  59 

Ksyptian  Chemical  Co  60 

Elmira  Furn.  Co  18 
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Malcol-n  Furn.  Co..  Andrew   11 

Malcolm  &  Hill  Furniture  Co.  10 
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Matthews   Bros  20 

Maxwell  Steel  Vault  Co.,  Ltd  48 
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Woeller,   Bolduc  Co   9 


rlllli>'rlMIMII'IMIIIIi:iMIIII!HIIIIUIIIIMIMMIIMIMIMIMIIIIMIIIIIIMIMIIIIIIMIIIIIIIIIIIIIIIIIIMIIIIIIIIIIIIIIIJIIIIIIIIIIMIII  IIIIIIIIIMIIIIIMIMMIililllllllllllllilMinilUMIII  lI'MnllJIIMUIIIIIIIIIIIIIMIilllllllllJIIi'llll.llllllllllllliaallllllllllllllllllllllllllllllllllirilllllintllllllllllllll^ 


£!MIMMMIIi;ilMIIIMlllM|l|IIHIIIil.lM|l|MIMIMilMI!ill|:|IMII!MIIIMH!IIIIIIMMIMIIIIIMMIIMIIIIIIIIIIIMIMMIIIIIIIIMIIMMIMIMIIMMM^ 


The  Original 
Patented 
Concentrated 
Fluid 


Patented  Formula 
Strongest  and  Beat 


Essential  Oil  Base,  com- 
bined with  Alcohol,  Glycer- 
ine, Oxidized  Formaldehyde 
and  Boron-Dioxide. 

Atk  others  for  their  Formnla 

Special  Canadian  Agenti 

National  Casket  Co. 

Toronto,  Ont. 
GLOBE  CASKET  CO. 
London,  Ont. 
SEMMENS  &  EVEL  CASKET  CO. 
Hamilton,  Ont. 
GIRARD  &  GODIN 
Three  Rivers,  Que. 
JAS.  S.  ELLIOTT  &  SON 
Prescott,  Ont. 
CHRISTIE  BROS. 
Amherst,  N.S. 


Larger  Bottlts  tilled  ap  with  water  | 


Egyptian  Chemical  Co.  Boston,  U.S.A 
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I  At  all  times  it  is  essential  (or  the  salesman  to  know  his  | 

I  goods,  but  when  times  are  a  little  quiet  it  is  doubly  so,  | 

I  and  anyone  desirous  of  making  a  success  as  a  sales-  | 

I  man  must   first   equip   himself   with   a   thorough  i 

I  knowledge  of  the  line  he  is  trying  to  sell.  | 

I  Here  is  the  book  which  you  need  | 

I  to  give   you   accurate,   concise,  | 

I  and  complete  furniture  information.  | 

I  THE  PRACTICAL  BOOK  OF  1 

I  PERIOD  FURNITURE  | 

I  By  i 

I  Harold  Donaldson  Eberlein  | 

I  and  I 

I  Abbot  McClure  \ 

I  With  230  illustrations  that  illuitrate  i 

1  RIGHT  FURNITURE  | 

I  A  special  feature  is  an  illusttdtive  chronological  key  for  the  iden-  | 

I  tilication  of  Period  Furniture.    Octavo.    Handsome  decorated  | 

I  cloth,  in  a  box  —$6.00  net,  postage  extra,  | 

I  This  book  will  be  welcomed  by  all  those  who  wish  to  buy  Right  | 

I  Furniture  (Antique  or  Reproduced)  for  the  Household,  by  all  1 

I  dealers  in  the  same,  and  by  all  makers  of  Cottect  Reproductions.  | 

I  Whether  you  are  a  Salesman,  Manufacturer,  Dealer,  Designer,  | 

I  or  Connoisseur,  you  should  buy  this  Handsome  Practical  Volume.  | 

1  PRICE  $6.10,  Postage  Paid  M 

I  CANADIAN  FURNITURE  WORLD  1 

I  and  THE  UNDERTAKER  | 

1  51  WELLINGTON  WEST,  TORONTO  1 
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is  the  title  that  Champion 
Fluid  has  earned  through 
forty- two  years  of  use  by 
leading  embalmers.  Its 
preservative  and  cosmetic 
qualities  are  dependable 
even  in  extreme  cases. 


The  Champion  Chemical 

Company 


DR.  G.  W.  FERGUSON.  Canadian  Manager 

38  Leuty  Ave.,  Kew  Beach,  TORONTO 
Canadian  Manufacturing  Plant:  WINDSOR 
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SALES  HELPS  FOR  PROGRESSIVE  SIMMONS  DEALERS 


Why  are  Summer  Hotels 
not  more  popular  ? 

Why  is  it  so  many  of  them  are  handicapped  in  competing  with  the  great  modern 
hotels?  You  can  answer  from  your  own  experience.  How  many  times  have  you 
gone  on  a  week-end  trip  and  lain  awake  for  hours,  unable  to  sleep  in  an  old 
squeaky  bed,  or  turned,  restless,  from  side  to  side,  on  a  lumpy  mattress  or  sagging 
spring  ? 

The  bed  is  the  real  test  of  any  hotel  or  home. 

The  Chateau  Frontenac,  Chateau  Laurier,  the  Ritz-Carlton,  the  Fort  Garry  and 
Royal  Alexander  at  Winnipeg,  the  Palliser  at  Calgary,  the  Empress  Hotel  at 
Victoria — in  fact,  all  the  better-equipped  hotels  in  the  Dominion — take  no 
chance  when  it  comes  to  ensuring  sound  and  restful  sleep  for  their  guests. 
Their  bedrooms  are  furnished  with  Simmons  Beds  and  Bedding. 

They  realize  that  a  guest  who  wakes  up  in  the  morning  refreshed,  invigorated, 
and  glad  to  be  alive,  is.  a  contented  guest.  The  hotel  has  made  a  friend  who  will 
return  on  every  possible  occasion,  and  who  will  recommend  it  to  his  or  her  friends. 

The  Simmons  Light  Steel  beds  that  are  found  in  the  leading  hotels  and  clubs  are 
the  last  word  in  scientific  and  artistic  bed  construction.  They  are  built  with  one 
high  ideal  always  in  mind,  to  invite  deep,  undisturbed,  refreshing  sleep.  Yet  they 
cost  but  little  more  than  ordinary  beds. 

Simmons  Mattresses  and  Springs  provide  luxuriant  ease  and  comfort.  There  is  no 
sagging,  hollowing  or  humping.    They  make  complete  relaxation  possible. 

Simmons  Limited 

EXECUTIVE  OFFICES : 

MONTREAL 

Works:     Montreal,    Toronto,    Winnipeg,    Calgary,  Vancouver. 
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THE  GENDRON  MFG.  COMPANY 


LIMITED 

THROUGHOUT  the  Dominion  it  is  a  well-established 
that  we  have  mastered  the  art  of  making  vehicles  for 
younger  ones. 

Our  Noiseless  ROLLER 
BEARING  COASTER  is  a  fair 
exponent  of  our  supremacy  in  this 
line. 

Every  detail  in  the  construction 
of  this  waggon  has  been  carefully 
studied  to  assure  its  elegance  and 
durability. 

If  you  are  not  yet  acquainted 
with  this  Coaster  we  would 
advise  you  to  place  a  trial  order 
without  delay. 


THE  GENDRON  MFG.  CO.,  LIMITED,  TORONTO 

Makers  of  Reed  Furniture,  Baby  Carriages,  Invalid  Chairs,  Bathroom  Fixtures 


No.  B4G5 

QUARTERED  WHITE  OAK,  FUMED  OR  ANY 
FINISH.  AUTO  SPRING  CUSHION  SEAT. 

CHAIR  TO  MATCH 


"The  Elmira  Line" 


comprises  many  new  designs  in  Rockers  and 
Chairs  for  the  Den  and  Living-room,  as 
well  as  the  large  line  of  Chairs  for  the 
Dining-room. 

The  experience  of  hundreds  of  furniture 
merchants  all  over  the  country  points  to  the 
superiority  of  'The  Elmira  Line"  in  attract- 
ing the  average  trade — which  represents  the 
largest  number  of  Canadian  citizens.  It  has 
the  style  and  durability  of  the  best  made 
furniture  in  Canada.  It  supplies  the  ever- 
growing demand  for  neat,  artistic  patterns, 
that  can  be  sold  by  the  retailer  at  a  moder- 
ate price. 

The  Elmira  Furniture  Co. 

LIMITED 


Makers  of 
'The  Elmira  Line' 


ELMIRA,  ONT. 
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KROEHLER 

Daveno-Suite 
No.  427 


The  charming  styles 
produced  by  Kroehler 
designers  are  well 
matched  by  the  excel- 
lent quality  achieved 
through  Kroehler  work- 
manship. This  com- 
bination of  elegance  of 
design  and  excellence 
of  quality  is  the  means 
by  which  Kroehler 
Furniture  stands  pre- 
eminent in  furniture 
production  and  mer- 
chandising. 


Short  and  Long 
Davenos 

Living  Room 
Suites 


Variety  and  value  are  embodied  in  no  line 
more  than  in  our  varied  range  of  Daveno- 
Suites.  It  gives  to  Kroehler  Furniture  the 
maximum  of  appeal  to  the  desires  for  real 
beauty  as  well  as  for  durability  that  means 
long  and  satisfactory  service. 


THE  KINDEL  BED  COMPANY,  LIMITED 

STRATFORD    :-:  ONTARIO 
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No.  420 
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This  Bedroom  Suite  is  an  example  of 
McLagan  craftsmanship  in  artistic  fur- 
niture. Built  on  simple,  graceful  lines, 
correctly  typifying  the  Queen  Anne 
Period,  the  entire  suite  possesses  that 
touch  of  grace  and  beauty  which  make 
irresistible  appeal  to  those  who  take 
genuine  pride  in  the  harmonious  ap- 
pointments of  their  homes. 


The  McLAGAN 


Stratford 


No.  422 


No.  426 


No.  429R 


IT  '  T^-^l 
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TOitNlTURK 


Bedroom  Suite 


This  Suite  perpetuates  the  really  fine 
elements  of  one  of  the  Historic  Styles  com- 
bining individuality  and  refinement. 

McLagan  Furniture  will  always  be  the 
Choice  of  Connoisseurs. 

Made  only  in  American  Black  Walnut. 


FURNITURE  CO. 


Ontario 


LIMITED 


No.  423 


No.  429D 


No.  429 


No.  429B 


No.  427 
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Reed  and  Rattan  Furniture 


Your  discriminating  custom- 
ers who  have  studied  and 
closely  observed  the  most 
attractive  furniture  combina- 
tions demand  Reed  furniture 
of  correctness  and  refinement. 
To  these,  our  products  em- 
bracing perfection  of  design, 
rare  artistry  m  the  selection 
of  tapestries,  sterling  durabil- 
ity and  a  price  commensurate 
with  the  whole,  make  a  very 
positive  appeal. 


IMPERIAL  RATTAN  COMPANY,  LIMITED 

STRATFORD         -  ONTARIO 


ADVERTISING  THAT  PAYS 


WANT 
ADS 

BRING 
RESULTS 


2  cent*  per  word 
per  insertion 


THE 
CANDAIAN 
FURNITURE 
WORLD 


J  F  you  have  something'  for  sale  try  a  want 
ad.  in  our  ad.  column,  and  you  will  be  sur- 
prised at  the  results. 


OUR 
CIRCULATION 
COVERS 
THE  FIELD 


2  cents  per  word 
per  insertion 


The  Commercial  Press,  Ltd,  51  Wellington  W.,  Toronto 
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STRATf^Olt  D 


Sectional  Bookcases 


i 


7/ 


A  QUALITY  LINE  OF 
EXCEPTIONAL  MERIT 


During  the  Fall  and  Winter  Season  people  everywhere  read  more  books.  This 
is  your  opportunity  to  push  sales  of  9tob?~V\^rwiekc  Sectional  Bookcases. 
A  neat  window  display  will  impress  your  patrons,  and  the  easy  manner  a 
library  may  be  started  will  make  an  irresistible  appeal.  Each  Olobc^^V^rwickc 
sale  means  other  Qtobc-^Vcrwickc  saleslater  on, as  additional  units  are  required 
from  time  to  time.  When  you  sell  trade-marked  goods  of  known  quality  and 
value  you  gain  the  confidence  of  your  customers — you  add  prestige  to  your 
store,  and  your  service  creates  satisfaction  which  means  permanent  patronage. 


Stratford,  Ontario 
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STitATrOttP 


PUi«litTURe 


Furniture  for 


Furniture  that  has  the  quahties 
of  attractiveness  with  perfec- 
tion of  design  and  finish, 
giving  constant  and  extended 
service,  is  much  to  be  desired. 
The  products  of  our  organiza- 
tion have  all  of  these  virtues, 
at  prices  well  within  the 
reach  of  the  average  buyer. 
Stratford  Chair  Furniture  is 


The  Stratford 

STRATFORD 


252a— DRESSER 


904-3-ROCKFR 


1 


256— BED 


255d— DRESSING  TABLE 
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FURNITURK 


the  Bedroom 


the  kind  that  puts  pep  and  en- 
thusiasm into  your  sales  force. 
The  salesman  has  confidence  in 
the  quality  of  the  goods  offered ; 
therefore  his  sales-talk  and 
manner  are  more  convincing; 
sales  come  easier.  Stratford 
Chair  Furniture  stays  sold  and 
is  a  permanent  advertisement  of 
reliability. 


Chair  Co.,  Ltd. 

ONTARIO 


904-1— CHAIR 


250a— DRESSER 


251a— DRESSER 


254a— STAND 


255a-CHIFFONIER 
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JUVENILE 


FURNITURE 


No.  551 


This  toy  set  should  be  displayed  on  every  dealer's  floor. 
It  is  a  live  line  that  will  show  good  profits.  Substantially 
built  so  that  it  will  last  and  stand  rough  usage.  It  makes 
an  ideal  gift  for  the  children.  Its  quality  and  value  is  so 
convincing  that  it  practically  sells  itself.  A  real  leader 
for  Christmas  trade.  We  strongly  advise  you  to  order 
now  so  as  to  insure  early  delivery. 


CANADIAN  RATTAN  CHAIR  CO.,  LTD. 

VICTORIAVILLE      -  QUEBEC 


TmiiiiiuiiiinrrinTr.pnrijm:Trtiinjfnini.TmjigiTTTjg 
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Folding  Screens 

In  a  Variety  of  Designs 


These  screens  are  strongly  built  and  well-finished.  Oak 
frames  with  silkoline,  denim,  or  burlap  fillings.  Other 
screens  are  supplied  with  wallpaper  on  beaver  board, 
with  panels  in  the  top  filled  with  Japanese  imitation 
leather,  yet  another  kind  is  finished  just  with  wall  paper 
and  beaver  board.  A  galaxy  of  styles  so  varied  as  to 
please  your  most  critical  customers. 


No.  104 --Oak  Frame  supplied  with  wall  paper 
on  beaver  board  with  panels  in  the  top  fliltd  with 
imitation  Japanese  leather. 


No.  101 — Oak  Frame  with  Silkoline  Filling,  and 
can  also  be  supplied  with  frame  only. 


A  Big  Line  of  Goods  for 
Fall  and  Christmas  Trade 


Our  Folding  Card  Tables,  Library  Tables,  Children's 
Desks,  Costumiers,  Smoker  Stands,  Umbrella  Stands, 
Pedestals,  and  Children's  Furniture  are  all  quality  pro- 
ducts and  built  for  service.  They  are  in  big  demand 
for  Fall  and  Christmas  trade,  and  we  strongly  advise 
you  to  check  up  your  stock  at  once,  to  order  early  and 
avoid  the  last  minute  rush. 

IVe  can  miJ^e  prompt  shipment  on  an^  oj  the  above 
lines,  and  our  prices  are  right.    W rite  for 
our  Fall  Supplement  to-day. 


The  Stratford  Manufacturing  Company,  Limited 

STRATFORD  :-:  ONTARIO 
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Desks  and  Tables 


Snyder  Desk 


AND 
Limited 


WATERLOO 


The  stately  dignity  of  Snyder 
Office  Desks  and  Tables  makes 
instant  appeal  to  the  business 
man.  Made  from  selected 
material,  designed  to  give  max- 
imum service,  they  have  an 
atmosphere  of  quality  and  tone. 

Send  for  our  new  catalog. 


Table  Company 

ONTARIO 


oo- 
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Upholstered  Furniture 
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There  is  an  elegance  and  charm 
about  this  Chesterfield  which 
bespeaks  superior  quahty  and 
refinement.  It  possesses  that 
splendid  workmanship  and  finish 
so  characteristic  of  all  Snyder 
creations.  Such  designs  will 
always  find  favour  with  those 
people  who  appreciate  good 
furniture. 


Snyder  Bros.  Upholstering  Comnpay 

Limited 


WATERLOO 


ONTARIO 
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No.  560.  Bed 


No.  560.    Toilet  Table 


Malcolm  &  Hill 

Limited 

Head  Office:  KITCHENER 

Also  at  Listowel 


'HI 


No.  560.  Dresser 


ANOTHER  strik  ing  design 
k  from  the  Malcolm  &  Hill 
line.  This  suite  after  the 
Heppelwhite  period  will  maintain 
our  reputation  for  making  attractive 
furniture  at  a  reasonable  price. 
Built  in  walnut  and  mahogany 


'  i  ■  t 

i 

^  - 

No.  560 
Night  Table 


No.  560.  Chiffonett 


No.  560.  C 
Upholste  red 
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NEW  GEORGIAN  DESIGN 

No.  970 

Cleverly  executed,  solid  mahogany  construction, 
including  drawer  interiors,  highly  figured  veneer. 

ANDREW  MALCOLM  FURNITURE  CO.,  LIMITED 

KINCARDINE  (Head  Office)  and  LISTOWEL 
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No.  20572.    1  inch 


No.  20572.  liinch 


A  GOOD  DESIGN 

Will  hasten  choice  and  save  your  salesman's  time.  No.  20572, 
made  in  all  widths  from  H  inch  to  3  inch  in  waxed  or  polished 
finish,  is  one  of  our  most  attractive  designs  in  Quarter  Cut  Oak. 
We  have  in  our  line  all  the  everyday  patterns  and  many  others 
that  are  different 

Phillips  Manufacturing  Company,  Limited 


258-326  Carlaw  Avenue 


TORONTO,  ONT. 


5?» 


tup:  PR ACTIC.A.L 
BOOK  OF 
EARLY  AMERICAN 
ARTS  AKD  CRAFTS 


A KNOWLEDGE  of  the  Products  of  Eorly  American  Arts  and  Crafts 
is  absolutely  essential  to  the  up-to-date  Furniture  salesman  and 
dealer.  Heretofore  it  has  been  necessary  to  secure  the  information  either 
through  experience  in  handling:  the  objects  or  in  numerous  books.  All 
that  it  is  necessary  to  know  about  the  subject  can   now  be  found  in 

THE  PRACTICAL  BOOK  OF 

EARLY  AMERICAN  ARTS  and  CRAFTS 

By  Harold  Donaldson  Eberlein  and  Abbot  McClure. 

232  illustrations;  handsome  cloth;  octavo;  in  a  box.    $6.10  postpaid 

There  are  chapters  on  American  glass,  Mexican  majolica,  American  ironwork,  copper,  brass,  lead  and  tin, 
needlework,  silverplate,  goldsmithing,  pewter,  pottery,  decorative  painting  .n  household  gear  portraiture 
and  allegorical  painting,  coverlets  and  carpets,  illumination,  handblock  prmtmg  carving  and  lace.  Our 
forefathers  were  artists  in  many  spheres.  They  made  a  vast  variety  of  beautiful  and  interestmg  objects 
The  antique  makes  so  powerful  an  appeal  now-a-days  to  all  people  of  taste  that  a  knowledge  of  the  arts  and 
crafts  of  our  ancestors  is  essential  to  the  dealer  unless  he  is  to  fall  behind  his  customers  in  appreciation  and 
knowledge.  Many  of  these  objects,  or  reproductions  of  them,  have  become  of  established  demand  and  others 
might  well  be  added  by  the  wide-awake  dealer  or  decorator. 

The  long  article  on  American  Silver  is  the  latest  word  on  this  subject  and  may  be  found  of  great  profit. 

Canadian  Furniture  World  and  The  Undertaker 

51  WELLINGTON  ST.  W.,   TORONTO,  ONT. 
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Kapok  Mattresses 

By  reason  of  their  outstanding  excellence 
of  finish,  substantial  construction,  su- 
perior workmanship  and  the  careful 
selection  of  high-grade  materials,  our 
Kapok  Mattresses  are  of  greater  value 
and  give  better  service.  The  efficiency 
of  our  organization  built  up  through 
long  years  of  specialized  experience 
results  not  only  in  a  product  of  high 
quality,  but  hiph  quality  at  the  least 
possible  cost.  You  can  sell  these  mat- 
tresses with  the  assurance  that  they 
will  create  good-will  and  give  mutual 
satisfaction. 

The  Canadian  Feather  &  Mattress  Co. 

LIMITED 

TORONTO  OTTAWA 
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I  SHAFER 
I  CEDAR 
I  CHESTS 
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There  is  both  profit  and  satisfaction  to  dealers 
who  carry  Shafer  Cedar  Chests— the  profit  of  an 
honorable  commercial  transaction  and  the  satis- 
faction of  selling  a  product  that  is  right  and  gives 
value  received. 

Catalogue  on  Request 

D.  L.  Shafer  &  Co. 


St.  Thomas, 


Ontario 
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Mr.  Furniture  Dealer 


Is  Your  Newspaper  Advertising 
Going  Over  With  a  Punch  ? 


T  IVE  furniture  dealers  must  ad- 
^  vertise  their  merchandise  in 
an  intelHgent  way  m  order  to  get 
the  maximum  turnover.  You  will 
find  many  advertisements  in  this 
book  for  every  season  of  the  year 
— convincing  advertisements  that 
will  bring  customers  to  your  store. 
Write  to-day.  Order  now.  Mail 
five  dollars  at  once.  You  will  find 
this  book  a  valuable  aid  in  making 
your  advertising  a  success. 


600  SELECTED 

FURNITURE  ADS. 

for  Newspapers, 
Circulars,  etc. 


The  subjects  include  : 

Service  and  Store  Policy 
Cash  vs  Credit 
January  Sales 
Semi-Annual  Sales 
Period  Furniture,  etc.,  etc. 


PRICE:  FIVE  DOLLARS 


The  Canadian  Furniture  World 

51  WELLINGTON  WEST,  TORONTO 


September,    1 920 
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1  AtaU  times  it  is  essential  for  the  salesman  to  know  his  = 

I  goods,  but  when  times  are  a  little  quiet  it  is  doubly  so,  | 

I  and  anyone  desirous  of  making  a  success  as  a  sales-  | 

I  man  must   first   equip   himself   with   a   thorough  | 

I  knowledge  of  the  line  he  is  trying  to  sell.  | 

I  Here  is  the  book  which  you  need  | 

I  to  give   you   accurate,   concise,  | 

I  and  complete  furniture  information.  | 

I  THE  PRACTICAL  BOOK  OF  I 

I  PERIOD  FURNITURE  I 

1  By  I 

I  Harold  Donaldson  Eberlein  1 

§  and  I 

I  Abbot  McClure  ] 

I  With  250  illustrations  that  illustrate  'i 

I  RIGHT  FURNITURE  | 

I  A  special  feature  is  an  illustrative  chronological  key  for  the  iden-  1 

I  tification  of  Period  Furniture.    Octavo.    Handsome  decorated  | 

I  cloth,  in  a  box — $6.00  net,  postage  extra.  | 

I  This  book  will  be  welcomed  by  all  those  who  wish  to  buy  Right  1 

I  Furniture  (Antique  or  Reproduced)  for  the  Household,  by  all  1 

I  dealers  in  the  same,  and  by  all  makers  of  Correct  Reproductions.  | 

I  Whether  you  are  a  Salesman,  Manufacturer,  Dealer,  Designer,  | 

I  or  Connoisseur,  you  should  buy  this  Handsome  Practical  Volume.  1 

I  PRICE  $6.10,  Postage  Paid  | 

I  CANADIAN  FURNITURE  WORLD  | 

I  and  THE  UNDERTAKER  | 

I  51  WELLINGTON  WEST,  TORONTO  | 

:>iiiiiiiMiiiiiiiiiiiiiiiiiiiiiiiii  iiiiiiiiiiiiiiiiiiiiiiiiiinniiiiiiiiiiiiiiiiiiiiiiiiMiiiiiiiiiiii  iiiiiiiiiiiiiiiiiiiiiiiiiiiiiMiiiiiiiiiiiiiiiMiiin 


BALL 

Chairs 


I  Beauty  of  design,  and  quality  of  | 

I  construction  are  features   that  | 

I  characterize  Ball  Chairs.   They  i 

1  meet  the  requirements  of  your  | 

1  customers  because  of  their  dura-  [ 

i  bility  under  every  condition  of  i 

1  service.  | 

I  It  is  worth  your  while  to  see  our 

I  product,  and  to  feature  it  on 

I  your  floor. 

The  Ball  Furniture  Co. 

I  LIMITED 

Hanover         -  Ontario 

~,IIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIMIII  I  lllllllllilllllllllllllllllllllllllllllllllllllllllllllllllllNI|l|lllll>!llllli:illlli:illlllllllMIMIM|- 


Living  Room  Furniture 

Our  line  presents  to  you  attractive  Living  Room  Suites 
upholstered  in  high  grade  art  tapestries.  Perfect  in 
every  detail,  their  outstanding  individuality  appeals  to 
every  buyer  of  high-class  furniture.  Are  also  supplied 
with  Marshall  Spring  Cushions. 

MORLOCK  BROS.,  LIMITED 

HANOVER      -  ONTARIO 


No.  602 


Builders  of 

CHESTERFIELDS 
ARM  CHAIRS 
PARLOR  SUITES 
and  COUCHES  of 
QUALITY. 


1 
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Knechte 


No.  454  Adam  Bedroom  Suite 


Period  Bed  Room  Furniture 

Knechtel  productions  in  the  periods  of  Adam,  Queen  Anne, 
Will  iam  and  Mary,  Hepplewhite,  or  Louis  XVI,  will  please 
your  average  customer.  You  can  sell  this  furniture  with  the 
assurance  that  it  will  give  complete  satisfaction. 

THE  KNECHTEL 

HANOVER 


nnjTrT7PnTiiiin|ii^-,;rr 


rrmffrnriirlimnmrr 


September,    1920        CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER 


Furniture 


Dining  Room  Suite  No.  347 


Queen  Anne'* 

The  suite  illustrated  above  is  made  in  Walnut,  either  satin  or 
polished  finish.  The  buffet  has  plain  British  plate  mirror,  and 
drawer  bottoms  are  walnut  veneered.  Case  tops,  fronts  and 
gables  are  five  ply  veneer,  posts  and  frames  of  solid  walnut. 

FURNITURE  CO 


ONTARIO 


LIMITED 


nnnfmnmminaiiTi 
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ALL  DEALERS  WHO  WISH  TO  KNOW  ALL  THEY  CAN  ABOUT  PERIOD 
FURNITURE,  ORIENTAL  RUGS  AND  AMERICAN  ARTS  AND  CRAFTS 
SHOULD  SECURE  THESE  SPLENDID  VOLUMES. 


IHt  !  ^  T' 
FERIf>l>l-lJKM'ILKI 


The  Practical  Book  of  PERIOD  FURNITURE 

By  HAROLD  DONALDSON  EBERLEIN  wd  ABBOT  McCLURE. 

With  250  illustrations.  A  special  feature  is  an  illustrative  chronological 
key  tor  the  identification  of  Period  Furniture.  Octavo,  handsome  decor- 
ated cloth,  in  a  box,  $7.50.     Postage  paid. 

The  Practical  Book  of  ORIENTAL  RUGS 

By  G.  GRIFFIN  LEWIS. 

New  Edition,  Revised  and  Enlarged.  With  20  illustrations  in  full  color. 
93  illustrations  in  doubletone.  70  designs  in  line.  Folding  chart  of  rug 
characteristics  and  a  map  of  the  Orient.  Octavo,  handsomely  bound, 
in  a  box,  $7.50.     Postage  paid. 

The  Practical  Book  of 
EARLY  AMERICAN  ARTS  AND  CRAFTS 

By  HAROLD  DONALDSON  EBERLEIN  and  ABBOT  McCLURE. 

American  glass,  Mexican  majolica  and  glass,  American  ironwork,  copper, 
brass,  lead  and  tin,  needlework,  silverplate  and  goldsmithing,  pewter, 
pottery,  decorative  painting  on  household  gear,  portraiture  and  allegori- 
cal painting,  coverlets  and  carpets,  illumination,  handblock  printing, 
carving  and  lace.  232  illustrations.  Octavo,  handsome  cloth,  in  a  box. 
$7  50.    Postage  paid. 


CANADIAN  FURNITURE  WORLD 
and  THE  UNDERTAKER 

51  Wellington  West,  TORONTO,  Ont. 
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DURING  the  next  few  days  our  Salesmen  will  begin  soliciting  business  for  Spring,  1921. 
They  bring  a  message  of  vital  importance  to  the  Furniture  trade ;  perhaps  you  are  already 
acquainted  with  the  raw  material  situation,  but  for  the  benefit  of  those  who  are  not 
thoroughly  posted,  let  us  state  a  business  fact. 

A  considerable  part  of  our  raw  material  comes  from  the  United  States,  and  manufacturing  and 
transportation  conditions  in  that  country  are  in  such  a  chaotic  state  that  there  is  no  certainty 
when  goods  ordered  will  be  shipped,  or  after  they  are  shipped  when  they  will  reach  their 
destination.  These  conditions  force  us  to  order  months  in  advance  necessary  materials  for  our 
products.  To  day,  through  foresight  in  previous  buying,  we  can  meet  your  requirements  for 
Fall  Trade. 

""THIS  is  a  position  which  it  is  imperative  to  maintain  for  your  interests 
and  ours.  Our  part  is  the  contracting  for  the  raw  materials,  making 
them  up  info  the  various  lines  and  having  them  ready  for  shipment  when 
required.  YOU  can  greatly  assist  by  intima  ing  to  our  salesman  your 
approxi  nate  requirements  for  Spring  Delivery.  When  he  calls  will  you 
talk  it  over  with  him? 


SIDWAY  MERCANTILE  COMPANY 

Children's  Vehicle  Manufacturers 
Dufferin  Street  -:-  Toronto,  Ont. 
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No.  5020 


M 


ford 


This  exquisite  Bedroom  Suite  ad- 
mirably portrays  the  beauty  and 
utihty  which  characterizes  all 
Meaford  Furniture. 

Beauty  and  utility  are  two  im- 
portant selling  points,  prime  essen- 
tials of  good  furniture.  Neither  is 
satisfactory  or  commercially  valu- 
able without  the  other. 

Beauty  obviously  presupposes  per- 
fection of  style  as  well  as  general 


The  Meaford  Manufact 

MEAFORD 


No.  5020 


No.  5020 


Xo.  5020 


iT:n!TTrni[rn 
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T,niniHMi[i;i;[|i[fiMT^rTiriiiniMiiiiijj^iMiiiiiiiiritiiinmoiTnrrFiTTin^ 


Furniture 


attractiveness.  Utility  must  follow 
as  a  requisite  of  the  present 
vogue  for  quality  furniture. 

Well-designed,  carefully-con- 
structed and  beautifully-finished 
Meaford  Furniture  will  not  only 
give  good  service,  but  will  endear 
itself  with  long  association. 

Dealers  who  carry  the  Meaford 
Line  have  found  it  to  be  merchan- 
dise that  has  constructive  business- 
building  qualities. 


uring  Company,  Limited 

ONTARIO 


No.  5020A 


No.  5020 


No.  o()20 


No.  5020 
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HEART  '  ^^W^^^^^H^^H  SLIDE  SPECIALISTS 


OF  YOUR  EXTENSION   '  .  "^HE 

TABLE  IS  THE  WABASH  .: 

SLIDE        (TABLE  SHOE- 


YOUR  TABLE  IS 


f-:  -  ■  - 

CONDEMNED  IF  THE  SLIDE    -'U^.Vi  Tri>--r/tl 
DOES  NOT  WORK  (-b.fVALlLlliillli 

PROPERLY  — « 


WABASH  SLIDES 

INSURE 


Having  manufactured  SLIDES 
exclutively — for  30  year* 

Many  Canadian  Table-malcers  use 

WABASH  SLIDES- 
Because 
We  furnish  Better  SLIDES  at 
Lower  Cost. 

Made  by 

B.  WALTER  &  COMPANY 

Factory  St.      WABASH,  IND. 

Cnnadian  RepreMentative  : 
A.  B.Caya,  28  King  St.  E.,  Kitchener, 


SATISFIED  CUSTOMERS  WABASH  SLIDES  t    "uiMINATE  SLIDE^TROUBLES     Oct..  .uccessor  to  Frank  A.  Smith 

illllllMMlllllllllllllllllillllllllllli.llll!.  Mli:illllllllllMIIIIIIIIIIIMIIIIIIIMIi:i  III  IIIIIIIIIIIIIIIIIIIIIIIIIIIIMIMIMIMIMIIIIIIIIIIIIIIIIIIIIIMIMIMIIIIIIIIIIIIillMIIIIMIIMIMIIMIMIIIIIIIIIIIIIIIIIIM^   IIIIMIMMMI  IM1IIIIIIIIIIIIIIIMIMllllllllllnilll"'lllllllllli:illlMlllrillMMM; 


THAT  QUALITY  COUNTS  IS  WORTH  REMEMBERING 


Also 


That  our  goods  do  not  crack,  open  at  the  joints  or  have  unfinished  backs, 
but  are  properly  finished  all  over,  as  we  use  craftsman  methods  and  get 
the  most  out  of  our  lumber. 

MATTHEWS   BROS.,  LIMITED 

THE  BIG  CANADIAN  MOULDING  HOUSE 

1906  DUNDAS  STREET  WEST  TORONTO,  CANADA 


ADJUSTO 


The  Perfect 


SANITARY 

VENTILATED 

ADJUSTABLE 


MATTRESS 


=9 


ADJUSTO  IS  GUARANTEED  AND  SOLD  BY  DEALERS  EVERYWHERE. 

MANUFACTURED    SOLELY  BY 

THE  ONTARIO  SPRING  BED  b  MATTRESS  CO. 


LONDON 


> • CANADA 


The  sterling  qualities  of  the 
Adjusto  Mattress  have  been 
recognized  and  appreciated  by 
the  several  hundred  customers 
who  handle  our  line.  The  ex- 
clusive selling  features  offered 
you  in  the  Adjusto  Mattress, 
along  with  good  value,  guarantee 
the  sale. 

Also  manufacturers  of  high  grade  com- 
bination and  layer- felt  mattresses. 

The  Ontario  Spring  Bed 
&  Mattress  Co. 


London 


Canada 
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A  Leader 


Designed  and  built  to  make  its  appeal 
from  the  standpoint  of  service  and  in- 
trinsic value,  the  Tilt-Top  Tv^in  will 
prove  a  REAL  leader  in  your  table 
department. 

In  detail  and  arrangement  the  Tw^in 
Pedestal  has  those  features  that  assure 
the  LASTING  qualities  of  usefulness, 
which  immediately  attract,  and  insure 
the  sale. 

If  you  build  your  table  business  on 
Twin  Pedestal  sales  you  can  be  as- 
sured of  the  permanent  good-will  of 
the  patrons  you  serve. 


TWIN 


iiiiiMiiiiiiiiiiiiiMiiiiiliiiiiiiiiiii: 


Tht "  Twin"  Pedestal 
Built  for  Service 


CHESLEY  FURNITURE  CO.,  LIMITED 

CHESLEY      -  ONTARIO 
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Chamber  Furniture 
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The  popular  demand  for  bedroom 
furniture  of  individuality  and  merit, 
combined  with  superior  quality, 
has  brought  universal  appreciation 
of  our  product. 

Every  design  is  a  masterful  inter- 
pretation of  one  of  the  famous 
periods.  In  workmanship  and 
finish  they  have  that  substantial 
charm  which  immediately  appeals 
to  the  careful  buyer. 


IIIMIIIIIMMIIIIIIMIIIIIIIIMIIIMIMIIMIIIIIIIMIMIMIIIIIIIIIIIIIIMIMIMIIMIIIIIIMIMIIIIIIilMIMIMIMIMIMIMIIIIMIIIIIMIMIIIIIIIMIi 

Art  Furniture  Co.,  Ltd. 

KITCHENER,  ONTARIO 


DINING  ROOM  FURNITURE 


THE 

BEAVER 

LINE 


Good  values  as  well  as  good  service  are  features 
vs^hich  characterise  the  Beaver  Line  of  Dining  Room 
Furniture.  Our  productions  offer  values  unexcelled 
for  the  amount  invested.  The  reason  for  this  is  that 
they  are  manufactured  from  w^ell  chosen  materials, 
carefully  machined  and  finished  w^ith  the  conscien- 
tious purpose  of  producing  furniture  permeated  with 
those  features  which  make  people  buy. 

You  will  never  be  disappointed  with  the  Beaver  Line. 


The  Beaver  Furniture  Co.,  Limited 

KITCHENER      -  ONTARIO 
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Fabrikoid  Upholstered 
Furniture  Means  More 
Sales  and  Bigger  Profits 


THE  demand  to-day  is  for  better- 
grade  furniture.  Quality  counts 
for  more  than  low  price  with  the 
average  purchaser,  but  quaUty  must 
carry  with  it  a  guarantee  of  service 
that  means  economy. 

Fabrikoid  upholstering  makes  it 
possible  for  you  to  give  this  guarantee 
of  economy.  Leather  for  upholstery 
is  out  of  the  question  now — its  price 
is  prohibitive  except  in  rare  instances 
— and  Fabrikoid  insures  the  same  ap- 
pearance at  a  lower  price,  and  at  the 
same  time  is  a  covering  that  will  not 
crack,  peel  nor  chip,  and  is  impervious 
to  water  and  grease. 

Capitalize  these  selling  points. 
Tell  your  customers  about  Fabrikoid. 
Push  your  sales  of  Fabrikoid  uphol- 
stered furniture,  and  increase  your 
sales  and  profits. 


Canadian  Fabrikoid  Limited 

Head  Office,  Montreal 
Toronto       Winnipeg  Vancouver 
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CJhe  I920  LLOYD  campaian 
is  areater  than  all  other 
bahu  carriage  advertising 
for  all  time  ^  COMBINED 


0 

0 


n  D    L  Immediately  upon  yotir  arrival  go 

l/ear  OaOy:  mother  a«d  tell  her  about  these 

Lloyd  Baby  Carriages  that  have  became  the  talk  of  the 
whole  Baby  World. 

You  probably  saw  it  amwmtced  i«  the  Stork  Nciv^ 
that  the  great  Inventor,  Marshall  B.  Lloyd,  has  at  last 
created  a  method  of  weaving  baby  carriages  by  mo- 
dunes,  so  that  the  Lloyd  Loom  nawiveaves  m  a  matter 
of  MINUTES  a  far  better  carnage  than  it  used  10 
take  the  fastest  fingers  many  weary  hours. 

rELL  her  that  this  Lloyd  Loom  weaves  Bab\ 
Carriages  so  fast  and  so  fine  that  you  can  u'O/i  h 
the  loveliest  carriages  granv  and  take  j/j.  i<e<ore 
your  very  eyes. 

Do  tins  ngl"  «»'»> 
llie  street  will  turn  around  to  ad 
if/if  H  you  go  out  for  a  rtdr- 

j  for  Healll,  and  llaffin 
VUITUR  SJOKK  \ 


92,  820,  462 

Sales  Talks  on 
LLOYD 
Loom-Woven  Baby  Carriages 

LLOYD  Loom- Woven  Baby  Carriages  are  the 
subject  of  92,  820,  462  strong  selling  ads. 
during  1920.  They  will  reach  EVERY  pros- 
pective baby  carriage  user — and  thousands  more 
—so  that  "baby  carriages"  will  mean  "LLOYD," 
and  "LLOYD"  will  mean  "baby  carriages." 

-AND  THEN  WE 
WORK  TOGETHER 


This  great  volume  of  LLOYD  advertising  can 
make  people  WANT  LLOYD  carriages — but  it 
can't  tell  them  all  just  WHERE  to  find  them. 
THAT  part  is  up  to  YOU.  You  can  get  them  to 
your  store  in  many  ways :  First,  by  advertising 
over  your  own  nime  in  your  own  papers :  second, 
by  putting  LLOYD  carriages  in  your  windows 
and  on  your  floor;  third,  by  following  up  your 
local  BIRTH  RECORD. 

REMEMBER  that  WE  will  be  mighty  glad 
to  help  you  work  out  plans;  to  make 
suggestions,  and  to  furnish  you  with  cuts 
or  mats  for  your  advertising. 

Lloyd  Manufacturing  Co. 

MENOMINEE,  MICHIGAN 
ORILLIA,  ONT.  MONTREAL,  QUE. 
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Floor  Lamps  and  Silk  Shades 


No.  10 

$13 


No.  15 

$13 


No.  35 

$15 


Made  in  Imitation  Mahogany,  beautifully  finished  and 
wired  complete.  Prompt  delivery.  We  have  a  beautiful 
line  of  silk  shades  in  all  colors,  24  and  26  inch,  ranging 
in  price  from  $  1  2.50  to  $35. 

Remember,  we  have  a  large  range  of  Serving  Trays, 
Statuary,  Framed  Pictures,  Picture  Frames,  etc.,  and  will 
make  up  assortments  to  suit  your  requirements. 


G.  L.  IRISH 


499  Queen  Street  West 
Toronto,  Canada 
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Weight  33  pounds, 
Imperial  Roll  Edge, 
70  tufts  each  side. 
Best  Art  Satin  or 
A.C.A.  Ticking. 


The  label  illustrated 
below  is  an  exact 
reproduction  ot  the 
label  that  appears  on 
every  Light-o"  Mat- 
tress. The  Mattress 
is  not  a  Light-o  unless 
it  is  trademarked 
with  this  label. 


\  G  H  r. 


o 


THE  ONLY  STANDARD  KAPOK  MATTRESS 


100  P.C.  PRIME 

We  guarantee 
the  filling  in  this 
Mattret*  is  100  per 
cent,  prime  Japara 
Java  Kapok. 

NOTICE.— To 
preserve  the  life  of 
this  mattress  it 
shouH  be  turned 
every  day,  and  ex- 
posed to  the  sun 
at  least  once  a 
week. 


JAPARA  JAVA 
KAPOK 

It  is  sanitary. 
It  is  clean,  odor- 
less, perspiration 
proof  and  non- 
absorbent,  thus 
assuring  a 
healthful,  r  e  s  t- 
ful  and  refresh- 
ing sleep. 


OUR  TRADE  MARK 


QUALITY  MATTRESS  COMPANY 

WATERLOO,  ONTARIO 


THE  QUALITY  MATTRESS  COMPANY 

Waterloo        -  Ontario 
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ARISTOCRAT 
WELLWORTH 


IIIMIMIMIIMMIIIIIIIIIIIMIIIIMIMIIIIIIIIIIIIIIIIIMIIIIIIIIIIIMIlhi; 


I  'WO  mattresses  whose  service,  comfort 
and  quality  are  guaranteed.   Filled  with 
1  00  %  pure  Japara  Kapok,  they  are  light, 
durable,  and  give  your  customers  the  maxi- 
mum amount  of  service. 

The  guaranteed  mattress  means  security  for 
both  customer  and  dealer. 


Kopol^       I  Every  mattress  that  leaves  our  factory  is  per- 

il 1  feet  in  every  detail,  and  bears  our  signature 

Mattresses  I  — or  label — the  seal  of  integrity. 

of  Quality     j  Dealers  who  stock  the  Aristocrat  or  the 

Wellworth  make  sales  easy  —  the  value  is 
such  as  to  add  good  will  and  prestige  to 
your  store. 

If  you  are  not  already  stocking  Mattresses 
made  by  the  Standard  Bedding  Company, 
we  invite  you  to  get  in  touch  with  us  to-day. 
You  will  be  more  than  pleased  with  the 
values  we  offer. 


IIIIIIIIIIIIIIIIIMIIMIMIIIIIIIIIMIIIIMIMIIIIIIIIIMMIIIIIMIMIIIIIIIIIIIIIMIIIIIMIII  Illlll  IMIIIII  IIIIJ  I  Illll  

The  Standard  Bedding 

COMPANY,  LIMITED 
27-29  Davies  Ave.    ::     Toronto,  Ontario 
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Divanettes  and  Chairs  for  Livingroom 


H  every  furniture  dealer  could  have  stayed  at  our 
exhibit  for  a  few  hours  during  Exhibition,  he 
would  have  been  surprised  at  the  flattering  com- 
ments of  the  general  public  upon  our 

Bell  Patent— Big  Bed- 
Big  Mattress  Divanette 


Why  not  carry 
the  best  and 
satisfy  your 
customers  ? 


Every  visitor  to  our  booth  was  emphatic  in  the  assertion 
that  It  is  the  best  Divanette  they  had  seen.  The  features 
that  appealed  to  one  and  all  can  be  summarized  briefly  as 
follows : 

1..A  full  size  Bed  4  ft.  6  in.,  opening  up  to  the  same 
heigh't  as  a  lirass  bed. 

2.  A  thick  full  weight  felt  mattress. 

3.  A  spring  attached  to  the  head  and  foot  of  the 
frame  giving  the  same  resiliency  as  a  regular  bed 
spring;  not  swinging  from  the  sides  like  other  makes. 

4.  Two  persons  can  sleep  comfortably  and  not  be 
rolled  to  the  inside  of  the  bed. 

5.  When  closed  there  is  plenty  of  free  air  ventilation 
and  big  storage  space  for  all  bed  clothes. 

6.  No  cross  bars  or  slats  under  the  spring  to  bump 
the  sleeper. 

7.  Easy  and  simple  to  operate. 


The  Gold  Medal  Furniture  Mfg.  Co.,  Limited 

TORONTO         UXBRIDGE         MONTREAL  WINNIPEG 
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Woeller-Bolduc  Furniture 


Every  line  of  this  beautiful  Chesterfield 
Suite  bespeaks  the  skill  of  the  master 
craftsman.  Graceful,  yet  obviously  dur- 
able, there  is  a  subtle  atmosphere  of 
refinement  that  is  characteristic  of  all 
Woeller,  Bolduc  creations.  Upholstered 
in  high-grade  tapestry,  its  distinguished 
appearance  will  make  instant  appeal  to 
those  of  good  taste,  as  much  as  its  wear- 
ing qualities  appeals  to  sound  judgment. 

Eastern  dealers  are  requested  to  call  at 
our  permanent  showrooms  on  the  third 
floor,  Wilder  Building  (Balmoral  St. 
Entrance),  while  in  Montreal.  Mr.  A. 
T.  Edwards  is  in  charge. 


WOELLER,  BOLDUC  &  COMPANY 

WATERLOO      -  ONTARIO 


D.  O.  McKINNON 

GENERAL  MANAGER 


FurnitureWorlb 


_    JAMES  O'HAGAN 

W.  B.  HART  ^HU'nHBF***^™'^*™^^ 


ADVERTISINa   MANAGER  ^^^^^^ 

Published  by  The  Commercial  Press,  Ltd.,  5  I  Wellington  West,  Toronto 
Subscription  Rate  $1.00  per  year  in  Canada,  Great  Britain  and  British  Colonies;  $1.50  to  the  United  States, 


Vol.  10. 

TORONTO,  SEPTEMBER,  1920 

No.  9. 

BUSINESS  BUILT  on  TRUTHFUL  ADVERTISING 


M'IIIIIIIIIIIIMIIIIIilMIIIIIIIIII!l!llll:IIIIIIMIIIIIIIMIIIIMIIMIIIIMIIMMIIIIIIIIIIMIMIMIMIMMIIMII!MIIIIMIIIIMIIIMIIIIIIIMIIIIMIMII^ 


ii:iiiiiiiiii:iiiiiiiihiiiiiii'|i:iiiii 


Growth  and  development  of  Greens,  Hamilton,  Limited— Windows  and  display  are  strong  features 

lllllllllll>MIIIMIMIMIIIini;illllMI>IIMIIIIIiyillllllllllli;illMlllllllllllllllllllllllllllllinMJIMIIMIMIIIIMMIIMIIIIMIMIIIMIIIIMII^ 


IX  last  month's  issue  of  Canadian  Furniture  World 
mention  was  made  of  the  reorganization  and  incor- 
poi'ation  of  Greens,  Hamilton,  Ltd.  The  publication 
of  this  news  brings  to  notice  one  of  the  prominent 
furniture  stores  in  Western  Ontario. 

The  Green  furniture  business  was  established  in  1902 
by  the  father  of  the  present  president,  and  the  young 
business  had  several  homes  in  smaller  quarters  along 
King  Street,  Hamilton,  before  it  acquired  the  Frank 
E.  Walker  furniture  business  and  location  in  1918. 

The  Walker  business,  itself,  had  a  history  of  35 
years  behind  it  and  had  grown  from  small  beginnings 
until  it  had  accjuired  the  location  at  King  and  Cather- 
ine Streets. 

One  of  the  outstanding  events  in  Green  furniture 
hi.s^ory  was  the  purchase  of  the  business  and  stock  of 
the  Hoodless  Furniture  Co.,  one  of  the  pioneers  in  the 
trade  in  Hamilton,  with  a  record  of  60  years'  business 
behind  it. 

So  with  the  growth  and  development  of  the  business 
it  was  but  natural  that  the  Green  Furniture  Company 
should  be  incorporated,  and  that  others  should  share 
the  respojisibility  of  carrying  along  the  destiny  of  the 
various  departments  which  were  taking  all  the  time 
and  energy  of  the  proprietor. 

Kirke  H.  Green,  head  of  the  company,  with  the 
title  of  president  and  managing  director,  has  now  as- 
sociated wdth  him,  Fredei;ick  Sloan  as  secretary-treas- 
urer, Will  J.  Nash  as  buyer,  and  Frank  0.  Cundill  as 
sales  manager.   

Revamping  the  Store 

When  the  Walker  store  was 
taken  over,  two  years  ago,  a 
thorough  overhauling  was 
given  the  premises.  A  new 
front  of  glass  and  glazed  tile 
running  from  sidewalk  to  roof 
was  put  in  the  King  Street 
end  and  additions  and  exten- 
sive alterations  were  made  at 
the  back  and  interior.  All 
to'd  some  $35,000  were  spent 
on  improvements.  Among 
other  things  new  oak  floor- 
ing was  laid  all  over  the 
building. 


Fin  tied  Roaen  tlT.H 


Greens 


Gf^uitm  Reductions  Throughout  the  Store. 


I  Incorporation  and  August  Casti  Furniture  Sale!  | 

 Bfue  Satte  Price  Ticheti !  \ 


Wbewl  Coal$16aTonl 


Greens 


Kxaiiijile  of  style     of  advprtising  done     for  Greens, 
Hamilton,   I^iniited,  by  their  advertising  manager,  R. 
.1.  Uevine. 


While  the  building  itself  is  not  the  best  furniture 
store  we  have  seen,  owing  to  the  construction  of  the 
original  building,  the  best  possible  use  has  been  made 
of  the  premises  to  tit  it  up  as  an  up-to-date  furniture 
store.  There  are  two  display  windows  on  the  King 
Street  front,  one  of  them,  on  the  corner,  running  along 
Catherine  Street  about  30  feet,  and  capable  of  show- 
ing to  advantage  two  suites  of  furniture  at  the  same 
time.  The  building  has  a  frontage  of  25  feet  on  King 
Street,  and  a  depth  of  100'  feet  on  Catherine  Street, 
with  an  annex  of  about  50  by  60  feet.  It  has  four 
selling  floors  with  basement  in  addition  and  an  attic 
used  to  take  care  of  surplus  stock. 

Entering  from  King  Street  the  main  display  and 
sales-  floor  is  given  over  to  a  variety  of  furniture  lines. 
On  the  day  of  the  writer's  visit  the  local  Ad.  Club  was 
conducting  a  "Dollar  Day"  sale  in  all  the  retail  storc-h, 
of  Hamilton  and  Greens  had  fixed  up  a  sales  display 
on  which  special  prices  had  been  quoted.  These  spt 
cials  were  furniture  items  for  every  room  in  the  home. 

Usually,  however,  the  front  selling  space  of  the 
main  floor  is  given  over  to  seasonable  lines,  the  man- 
agement believing  in  showing  and  pushing  the  goods 
that  are  wanted  at  each  recurring  season. 

Arrangement  of  Interior 

Behind  this  main  selling  floor  are  a  couple  of  phono- 
graph demonstration  rooms  and  in  rear  of  these  are 
the  offices  of  the  sales  manager,  the  buyers  and  the 

 president.    On    the  opposite 

side  to  these  rooms  and 
offices  is  the  receiving  and 
shipping  room.  Here  (|uite 
a  good  system  is  in  vogue 
The  company  has  a  large 
warehouse  in  the  cast  end 
of  Hamilton,  where  all  sur- 
plus stocks  are  carried.  Stocks 
wanted  for  the  King  Street 
store  are  brought  to  the  rear 
of  the  building  and  left  with 
the  receiver,  who  notifies  the 
office.  It  is  a  hard  and  fast 
rule  that  no  article  of  furni- 
ture leaves  the  receiving  room 
unless  a     ticket  is  attached 


Greens 
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I  KIRKE  H.  GREEN, 

I  President  and  Managing  Director. 

^IIIIIIMIIIIIIIIIIIIIIIIMIIIIIIIMIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIi: 


Kirke    H.  Green, 

to  wliose  jjrc  gressive 
spirit  and  e.xeculive 
aljilic.v  is  due  a 
\  ery  great  deal  ef 
tlie  steady  growth 
<if  Greens,  Hamilton, 
Limited,  ii-oni  its 
former  modest  state 
to  the  jiresent  posi- 
tion as  one  of  Ham- 
ilton's leiding  house- 
fuinisliing  stores, 
has,  by  persistent 
effort  and  business 
like  metbods  made 
the  na.me,  ''Greens'' 
a  bousehold  word  in 
Hamilton  and  vicin- 
ity, Mr.  Green  has 
again  demonstrateO 
his  good  judgment 
by  selecting  as  di- 
rectors the  three 
former  executives. 
Frederick  Sloan, 
Will  J.  Nash  and 
Frank  O.  Cundill. 
and  his  position  as 
president  and  man- 
aging director  be- 
speaks for  Greens, 
Hamilton.  Tjimited,  a 
very  bright  future. 


Frederick  Sloan — 

comijetent,  cour- 
teous office  staff, 
under  the  supervi- 
sion of  Frederick 
Sloan,  assures 
Greens'  patrons  of 
the  kind  of  office 
service  that  makes 
for  pleasant  shop- 
ping, ''Accuracy  and 
promptness''  is  the 
motto  of  this  de- 
partment. 

Mr.  Sloan's  effi- 
cient administratioii 
will  help  materially 
in  eliminating  un- 
necessary overhead 
costs,  thus  permit- 
ting lower  prices  on 
merchandise. 

His  lifetime  ex- 
perience and  train- 
ing in  financial  and 
statistical  circles  in 
Canada  and  abroad 
made  him  an  in- 
valuable acquisition 
to  the  directorate  of 
Greens. 


A 


I  FREDERICK   SLOAN,  | 

S  Secretary-Treasurer  and  Director.  = 
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giving  information  abont  size,  (inality  and  price — 
notliing  is  left  to  chance.  Tliis  ticltet,  in  keeping  -with 
the  company's  name,  is  green,  and  it  remains  on  the 
article  right  up  to  the  time  of  delivery.  Should  it 
happen  that  a  special  price  is  named  on  an  article  a 
special  ticket  of  another  color  is  attached  as  well  for 
the  salesman's  use  and  information. 

In  the  shipping  room  the  same  careful  attention  is 
paid  to  outgohig  furniture  items. 

Rising  fi-om  the  centre  of  the  .store  is  a  flight  of 
stairs  leading  to'  the  business  office,  on  a  gallery  -over 
the  manager's  office  be^ow.  Here  Mr.  Sloan  with 
a  corps  of  assistants  presides.  The  bookkeeping  .sys- 
tem is  much  the  same  as  in  other-  large  furniture  stores 
with  possibly  this  exception  that  the  Green  Company 
has  been  considerably  cutting  down  the  amount  of  its 
credit  business  and  enlarging  the  cash  end.  At  pres- 
ent the  business  is  about  half  cash  and  half  credit. 

In  the  east  end  branch  store  on  Barton  street,  where 
also  is  the  company's  warehouse,  a  cash  business  only 
is  conducted. 

Business  of  Half  Million 

Last  year  a  turnover  of  something  above  half  a 
million  dollars  was  done  in  the  King  Street  store  and 
around  .'ji;}5,000  ifi  the  Barton  Street  store. 


From  the  main  floor  a  splendid  pa.ssenger  elevator 
lifts  customers  to  any  and  all  of  the  floors  above. 

On  the  second  floor  is  the  display  of  upholstered 
furniture.  At  present  this  department  is  somewhat 
cramped,  but  this  will  be  remedied  in  a  short  while 
when  improvements  contemplated  will  give  the  whole 
floor  over  to  the  upholstered  section,  Avith  an  addi- 
tional up-'stairs  display  window  that  maj^  be  seen 
from  the  opposite  side  of  the  street. 

On  the  third  floor  to  the  front,  is  an  extensive  show- 
ing of  library  tables,  livingroom  suites,  chairs  and 
music  cabinets,  and  to  the  rear  of  this  floor  are  the 
beds,  mattresses,  folding  beds  and  general  bedroom 
furniture. 

The  fourth  floor  displays  are  given  over  to  baby 
carriages  towards  the  front  of  the  store,  and,  in  what 
used  to  be  the  attic  at  the  rear,  but  now  a  well-lighted 
and  well-arranged  sales  floor,  there  are  shown  extra 
dining  tables  and  diners. 

In  the  annex  are  two  splendid  sales  floors — better 
perhaps  than  any  other  floors  in  the  building.  Down- 
stairs are  shown  the  bedroom  and  diningroom  suites, 
dividers  being  used  to  cut  off  the  various  disj^lays.  At 
the  back  of  this  room  is  one  of  the  best  features  of  the 
whole  store,  a  furnished  bungalow.  The  outside  front 
is  well  planned  and  well  painted  and  decorated,  with 
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A  window  disi)lay  of 
electric  heaters  which 
sold  50  of  these  articles 
recenth'  in  the  Green 
store  at  Hamilton. 
Note  Niagara  Falls  in 
baickgiround  and  "vvixes 
connecting  power  house 
with  electric  stove. 
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I  WllA.  .1.  NASH. 

=  Buyer   and  Director. 

?illlllllllllilllliiiiiiiiiiiiiiJillliiiiiiiiMiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiMii; 


Will    J.     Nash  is 

familiar  to  the  home 
loving  public  of 
Hamilton,  thioaigh 
his  former  associa- 
tion with  the  J. 
Hoodless  Furniture 
Company.  His  life- 
long experience  in- 
cludes all  branches 
of  the  furniture 
trade,  and  specially 
fits  him  for  the 
position  he  now 
occupies  as  director 
and  buyer  for 
Greens,  Hamilton, 
Ijimited.  Mr.  Nash 
is  recognized  in  the 
furniture  markets  as 
a  buyer  of  disci'ini- 
i)i;ite  taste,  with  a 
keen  perception  of 
values.  Lovers  of 
good  furniture  may 
rest  assured  that 
tlipir  nci'ds  can  be 
suiijilird  here  from 
stocks  carefully  se- 
lected by  one  who 
is  an  expert  in  his 
line. 


hll'l!lllllll!lllllli;illllll.- 


Frank   0.  CundiU 

is  well  and  favor- 
ably known  to  Ham- 
ilton people,  and  has 
made  for  himself 
many  fi  lends  among 
the  l)uyiiig  public. 

.\s  director  and 
sales  manager  of 
Grei'iis,  Haniilt(ii), 
Limited,  he  nivrs  to 
the  new  conii)any  the 


benefit 
years  of 
in  the 
trade  — • 
proven 


if 


mil 


exjierionce 
furniture 

and  his 
execut  ive 


ability  and  untiring 
energy,  coupled  with 
a  strong  and  likeable 
personality,  will 
prove  a  strong  fac- 
tor in  the  growth 
of  the  company.  His 
position  as  sales 
manager  assures  the 
Imyiiig  ijublic  of 
l>roni|il  ajul  unifiirm- 
ly  ciiurteiius  service 
from  the  sales  staff 
of  Greens. 


FRAXK  O.  CUXDILL 
Sales  Manager  and  Director 
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floral  trellis  overwork.  Inside  are  three  furnished 
rooms — livingroom,  diningroom  and  bedroom.  The 
Green  Company  makes  a  specialty  of  three-room  bun- 
galow suits,  Hamilton  being  a  city  where  many  such 
apartments  obtain. 

Something  New  in  Rug  Rack 

A  tine  wide  stairway  leads  upstairs  to  the  floor 
covering  department.  A  large  rug  rack  is  installed 
here,  a  new  idea  about  which  is  the  canopy  top,  the 
outside  rim  of  which  is  fitted  with  x-ray  lights.  This 
idea  alone  cost  $500,  Avhich  will  give  a  faint  hint  of 
what  the  company  paid  to  get  an  eflfect. 

Around  this  room  are  stocked  the  floor  oilcloths  and 
linoleums  on  a  slightly  raised  dais  and  enclosed  be- 
hind steel  pipe,  which  keep  the  stock  always  in  good 
display  position.  It  is  possible  before  the  year  is  out 
that  a  newer  system  will  be  installed,  however,  where- 
by only  samples  of  floor  linoleums  will  be  displayed, 


a  separate  room  taking  care  of  the  stock  and  being 
used  as  a  cutting  room. 

In  connection  with  the  floor  coverings  display  are 
also  the  curtains  and  draperies,  carpet  sweepers,  floor 
stains  and  furniture  polishes,  etc. 

In  the  basement  are  the  stoves,  washing  machines, 
refrigerators,  kitchen  cabinets  and  other  kitchen  fur- 
niture. The  company  is  fortunate  in  having  at  the 
head  of  this  department  Mr.  Geo.  S.  Adams,  a  versa- 
tile salesman  and  an  originator  of  special  sales  and 
display  stunts.  All  the  original  "Dollar  Day"  ideas 
about  the  store  are  his.  In  a  recent  store  demonstra- 
tion put  on  by  Mr.  Adams  25  combination  Treasure 
stoves  were  sold  in  three  days,  and  through  a  special 
electric  heater  display  50  of  these  articles  were  sold. 
That  shows  that  it  pays  to  display  goods. 

Specializing  on  Single  Line 

In  stoves  and  heaters  the  Green  Company  have  found 
that  it  is  inadvisable  to  carry  more  than  one  make 
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Prize  window  awarded 
first  prize  of  $100  to 
Greens,  Hamilton,  Ltd. 
Note  laniount  of  coal  in 
centre  and  its  residue 
of  ashes,  necessary  to 
do  the  work  which  the 
oil  in  can  will  do  in 
one  of  the  oil  \-aiior 
stoves. 
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of  any  line  of  stoves.  In  coal  and  combination  stoves* 
a  locally  manufactured  line  is  handled;  in  gas  stoves 
another  single  line  is  carried;  and  in  coal  oil  stoves 
the  Red  Star  Detroit  vapor  oil  stove  is  pushed. 

Speaking  of  window  displays  Green,  Hamilton,  Ltd., 
are  firm  believers  in  their  worth.  In  fact  at  all  times 
there  are  outstanding  displays  in  the  windows — dis- 
plays that  bring  in  cash  to  the  till.  We  show  a  couple 
with  this  article. 

A  short  while  ago  the  Detroit  Vapor  Stove  Co.  ofiCer- 
ed  a  prize  of  $100  to  all  their  agent-dealers  through- 
out America  for  the  best  and  most  telling  display  of 
their  Red  Star  oil  stove.  There  were  many  contestants 
and  all  of  them  seemed  to  be  after  the  prize,  bat 
Greens  Avon  the  laurels  with  their  demonstration  win- 
dow arranged  by  Mr.  Adams.  Robt.  J.  Devine,  the 
firm's  advertising  manager,  told  the  story  in  the  Red 
Star  News. 

Features  of  Recent  Sale 

For  a  week  before  the  campaign  some  "mystery" 
advertising  was  done  asking  the  people  to  watch  out 
for  the  "Red  Star."  Both  windows  were  used  for 
display  and  demonstration  purposes.  In  one  Avas  a 
one-burner  stove  going  Avith  a  kettle  of  Avater  ahvays 
boiling.  At  its  side  was  a  large  sign  stand  with  a 
glass  tube  attached  holding  half-a-gallon  of  coal  oil 
and  feeding  into  the  range.  Midway  on  the  sign  stand 
was  a  clock,  showing  the  public  how  much  oil  was 
consumed  per  minute.  And  on  the  sign  were  Red 
Star  cut-outs  reading : 

"This  tube  when  full  contains  one  half  gallon  of 
coal  oil." 

.  "Each  line  indicates  one-eighth  of  a  pint." 
"Time  it."    (Just  above  the  clock.) 
"One  burner  of  the  range  is  turned  full  on,  pro- 


iJiagrain  sliowing  size  and  excent  of  Greens,  Limited,  main  slnro 
on  King  Street  East,  Hamilton.  AVith  so  much  glass  and  so  many 
reflections  it  is  almost  impossible  to  get  a  good  plioto  of  the  building. 


tlucuig  ai)pr()ximately  1,000  degrees  of  cooking  heat." 

"Positively  the  most  efficient  oil  range." 

A  AvindoAv  card  in  striking  colors  read  "On  Trial! 
You  be  the  judge  and  make  us  prove  that  the  Red 
Star  vapor  oil  stove  burns  at  least  22  hours  on  a  gal- 
lon of  coal  oil.  Our  defence  and  evidence  Ave  produce 
herewith  in  Exhibit  A.  Many  people  stopped  to  time 
the  stove's  oil  consumption. 

The  second  Avindow  Avas  couA'erted  into  a  model 
kitchen  Avith  a  A'apor  oil  stove  in  foreground,  and 
refrigerator,  kitchen  cabinet,  sink,  etc.,  in  back- 
ground. A  glass-topped  table  held  the  cooked  pro- 
ducts taken  daily  from  the  oven  by  the  chef  Avho  look- 
ed after  the  baking. 

Inside,  the  ground  floor  was  given  over  to  showing 
Red  Star  stoves  of  all  sizes,  and  advertising  hangers 
Avere  displayed  both  inside  and  outside  the  store.  Pro- 
spective customers  were  treated  to  the  dainties  as  they 
came  from  the  oven.  The-  demonstration  was  such 
a  success  that  it  Avas  repeated  at  the  Barton  Street 
store. 

Strong  on  Publicity 

Advertising  publicity  is  also  a  strong  feature  of  the 
Green  Company's  progressive  methods.  Large  .'5paee 
is  taken  daily  in  the  local  papers,  and  the  arrange- 
ment of  matter  and  set-up  of  the  ads.  are  the  mo.st 
effective  possible.  Mr.  Devine  is  responsible  for  this 
end  and  judging  from  results  he  does  it  Avell. 

Up  to  quite  recently  a  little  ncAvspaper — The  News 
— Avas  published  and  distributed  throughout  Hamil- 
ton, telling  of  the  values  to  be  obtained  at  either  or 
both  of  the  Green  stores.  The  paper  Avas  well  gotten 
up  with  news  of  the  neighborhood  in  it  to  give  it  a 
tone,  and  the  various  editions  made  a  point  of  em- 
phasizing some  special  feature  or  occasion. 

A  third  publicity  feature  is  the  use  made  of  signs. 
More  possibly  than  any  other  furniture  store  Ave  knoAV 
of  Greens  is  a  strong  believer  in  signs.  First  of  all 
there  is  the  big  flexlume  illuminated  hanging  sign  in 
front  of  the  store  Avith  interchangeable  letters,  and 
this  is  made  use  of  to  tell  of  special  sales  in  the  store. 
When  the  Red  Star  stove  sale  Avas  on  the  letters  of 
the  announcement  came  out  in  red,  Avhich  added  to 
the  effectiveness. 

Inside  the  store  much  use  is  made  of  hanging  signs. 
These  are  changed  frequently.  Sometimes  it  is 
"Dollar  Day"  signs;  again  it  is  "August  Furniture 
Sales,"  or  some  other  Avording  suitable  to  the  occa- 
sion or  season.  During  August  the  avIikIoav  and  inside 
display  cards  drcAV  attention  to  "Green's  August  Cash 
Sale."  One  of  the  best^cards  used,  hoAvever,  is  that 
hanging  on  the  door  and  facing  the  person  as  he  or 
she  leaves  the  store,  and  which  reads:  "Thank  you; 
call  again — Greens." 

While  we  are  touching  on  publicity  mention  should 
be  made  of  the  use  the  company  makes  of  green  color. 
The  original  cards  on  all  furniture  is  green,  special 
windoAv  and  store  cards  are  green,  the  ncAV  delivery 
truck  is  painted  green,  stationery  and  envelopes  are 
green — everything  is  done  to  impress  on  the  minds 
of  the  passer-by  that  this  store  is  Greens. 

The  delivery  is  looked  after  by  three  motor  trucks, 
one  ((uite  new,  of  unique  design,  just  added  to  the 
fleet.  It  is  a  National  one-ton  truck,  but  quite  capable 
of  taking  care  of  a  houseful  of  furniture.  Another 
motor  is  one  specially  fitted  up  for  stove  delivery, 
Avith  e(|uipmejit  and  tools  for  fitting  vip  and  leaA'ing 
the  stove  Avith  connections  all  ready  for  touching  the 
match. 


ATTRACTIVE  WINDOW  DISPLAYS  PAY 
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Verdict  of  merchants  who  have  tried  out  various  methods — Most  valuable  form  of  publicity 
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IT  is    estimated  that  from    30'  to  50  per    cent,  of  a 
store's  sales  are  made  from  the  windows — that  is, 
windows    properly    trimmed,"    said    a  prominent 
merchandise  man  addressing  the  Associated  Advertis- 
ing Clubs  at  their  recent  convention. 

Another,  a  famous  merchant,  says  ' '  that  of  all  forms 
of  publicity  used  by  his  store,  the  show  window  is  the 
most  important."  He  bases  this  statement  on  the  fact 
tluit  the  window  gets  in  its  work  when  the  customer 
is  on  the  spot,  ready  and  able  to  purchase,  with  least 
inei'tia  to  be  overcome. 

The  importance  of  window  salesmanship  is  not  fully 
appreciated  by  some  merchants. 

An  unattractive  window,  or  one  which  is  not  regu- 
larly decorated,  reflects  directly  the  entire  store 
policy.  It  is  a  sort  of  outward  and  visible  sign  of  the 
inside  store  service. 

Some  idea  of  the  valuation  placed  upon  windows  is 
given  by  the  fact  that  one  of  the  large  city  stores 
charges  itself  with  a  total  window  rental  of  about 
$140,000  annually.  The  matter  of  making  show  win- 
dows attractive  and  inviting  is  so  important  that  con- 
stant study  should  be  made  to  keep  from  falling  into 
a  rut.  Some  displays  re(|uire  weeks  of  planning  and 
real  honest-to-goodness  hard  work  to  make. 

It  is  often  necessary  to  call  in  an  artist  to  lend  a 
hand,  but  if  the  idea  is  big,  expense  should  not  be 
spared  to  yield  everything  possible  from  it. 

Pay  particular  attention  to  the  windows  around 
which  you  usually  find  crowds  and  you  will  discover 
that  the  man  who  planned  it  had  a  pretty  good  under- 
standing of  human  nature.  He  knew  what  to  use  to 
bring    up  favorable    impressions    in  their  minds. 


awaken  interest  and  create  a  desire  to  own  some  of 
the  merchandise. 

Make  your  windows  pay  for  themselves  by  bringing 
in  trade. 


MAKE  WINDOWS  PULL  TRADE 

A  retailer  whose  window  displays  are  reproduced 
oftener,  perhaps,  than  those  of  any  other  dealer  in  tlie 
country,  gives  the  following  ten  rules  for  preparing  a 
window  so  that  it  will  pull  trade,  says  System  Maga- 
zine. 

1.  Have  window  glass  so  clear  that  it  sparkles.  For 
permanent  lettering  on  outside  iise  bronze  with  black. 

2.  See  that  floor,  sidewalks  and  back  present  a 
fresh,  wholesome  appearance.  Omit  all  posters  that 
are  not  part  of  the  display. 

3.  Display  one  thing  at  a  time.  If  two  oi-  more 
articles  are  shown,  separate  them. 

4.  Make  displays  seasonable.  Place  samples  in  win- 
dow and  distribute  over  counter. 

5.  Don't  overcrowd;  practice  reserve.  Some  goods 
permit  lavish  display.  When  in  doubt  choose  sim- 
plicity. 

6.  Have  a  color  scheme.  If  small  goods  are  display- 
ed, white  ought  to  prevail.  With  other  goods,  fre- 
(juently  harmonious  colors  can  be  used.  A  window 
with  a  background  of  blue  is  sometimes  to  be  desired. 

7.  Use  leaders — for  the  same  reason  that  one  would 
use  them  in  a  special  sale — to  get  immediate  action. 

8.  Post  price  lists  or  use  cards  wherever  prices  are 
as  low  or  lower  than  in  other  stores. 

f).  Change  displays  weekly. 

10.  Make  dis])lays  simultaneous  with  announce- 
ments of  advertisers. 
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Modern  Shop  Front 
and  Care  in  Display 

Make  Store's  Location  Pay 
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IT  is  seldoiTi,  indeed,  tliat  a  merchant  has  ideal  con- 
ditions under  which  to  work.  Most  of  the  time  there 
are  obstacles  to  be  overcome  and  difficulties  to  be 
solved,  so  that  winning  success  is  not  a  cut-and-dried, 
stereotyped  proposition.  Perhaps  if  things  were 
easier,  winning  out  would  not  be  ai)preciated  a,s  it  is 
when  the  victory  must  be  secured  in  the  face  of  se- 
vere opposition. 

All  of  which  is  by  way  of  introduction  to  the  pro- 
position, that  if  a  furniture  dealer  is  dissatisfied  with 
his  store,  the  local  market  or  with  any  other  factor 
in  the  merchandising  situation,  he  should  not  become 
discouraged,  and  should  not  stop  trying  on  that  ac- 
count. On  the  other  hand,  he  should  work  all  the 
harder  with  the  material  he  has,  so  as  to  make  up  for 
the  Aveak  jjoints  somewhere  else. 

Not  long  ago  a  furniture  dealers  who  had  what 
was  conceded  to  be  a  poor  location  decided  that  he 
would  succeed  in  spite  of  it.  Unfortunately,  he  could 
not  move,  because  he  owned  the  property,  and  could 
hardly  have  disposed  of  it  satisfactorily.  What  he 
did  was  to  improve  it  by  investing  $1,000  in  a  new 
store  front,  with  handsome,  spacious  and  well-lighted 
windows  and  an  attractive  entrance.  Then  he  set  to 
work  with  good  window  displays,  properly  changed, 
and  before  long  he  found  that  his  sales  were  growing, 
in  spite  of  the  disadvantage  of  location. 

"My  business  has  grown  50  per  cent,  since  I  put  in 
those  new  windows,"  he  said,  "and  I  have  already 
decided  that  I  am  earning  a  pretty  good  investment 
on  the  capital  represented  bv  the  cost  of  the  store- 
front." 

What  a  Modem  Store-Front  Means 

Did  you  ever  stop  to  consider  the  difference  between 
the  modern,  up-to-date  store-front  and  the  old-fash- 
ioned one? 

In  the  old  days  when  the  store  Avas  little  more  than 
a  place  where  things  were  "stored,"  and  the  idea  of 
.safe-keeping  was  uppermost  in  the  mind  of  the  store- 
builder,  the  front  was  of  a  character  which  said 
"Keep  out."  Its  small  windows  were  of  compara- 
tively little  value  for  display  purposes,  and  its  heavy 
and  forbidding  entrance  did  not  invite  purchasing. 

The  modern  front  distinctly  says,  "Come  in."  The 
windows  are  large  and  roomy,  displaying  the  goods 
in  an  attractive  stjde.  The  entrance  is  broad  and  so 
arranged  that  there  are  no  steps  to  overcome  in  en- 
tering. Every  featiire  is  taken  care  of,  with  the  re- 
sult that  it  is  easy  to  get  into  the  store  and  easy  to 
buy  there. 

Small  points  like  these  make  a  lot  of  difference  in 
the  course  of  a  year's  business. 

Getting  the  "Street-Car"  Trade 

"I  dress  my  windows  with  special  reference  to  the 
street-ear  trade,"  said  a  well-known  furniture  dealer 
not  lonar  ago. 


"What  do  you  mean  by  the  'street-car  trade'?"  a 
friend  inquired. 

"Why,"  he  explained,  "a  great  many  people  pass 
my  store  in  the  street  cars.  Some  of  them  are  reading 
newspapers,  and  others  are  gazing  at  the  highh'-em- 
bellished  car-cards,  possibly.  But  a  great  many  of 
them  are  looking  ont  of  the  windoAvs. 

"Of  course,  the  cars  move  rather  fast,  and  one  can 
get  only  a  glimpse  of  the  windows;  but  as  my  store  is 
near  the  corner,  the  ears  usually  slow  down  as  they 
approach  my  location,  so  that  those  inside  have  a  good 
opportunity  to  take  in  the  contents  of  the  window. 

"That  is  one  reason  Avhy  I  take  special  pains  to 
have  attractive  displays  in  the  windows,  even  though 
the  number  of  pedestrians  Avho  pass  my  store  is  small. 
I  find  that  people  on  the  cars  see  them  and  pay  atten- 
tion to  them,  as  indicated  by  telephone  calls  and  in 
other  ways. 

"Incidentally,  although  my  location  is  on  a  second- 
rate  street,  tAvo  of  the  principal  car  lines  leading  to 
the  best  residence  sections  of  the  citj^  pass  in  front  of 
my  store,  so  that  I  have  a  chance  at  some  mighty  good 
business  by  catering  to  the  street-car  trade. 

"One  way  in  Avhich  I  do  this  is  by  keeping  my  Avin- 
doAA^s  lighted  at  night,  Avhen  ordinarily  I  Avould  not 
pay  much  attention  to  the  sidcAvalk  traffic.  Then,  too, 
I  have  my  windoAv  cards  painted  in  large  enough  let- 
ters to  insure  their  being  read  from  the  cars.  I  use 
principally  large  items,  and  comparatively  few  small 
ones  in  the  Avindow,  and  in  general  I  arrange  the  ex- 
hibits so  as  to  make  them  interesting  at  about  the 
distance  at  which  it  will  be  seen  by  the  street-car  pas- 
senger." 

The  furniture  dealer  should  eongx-atulate  himself 
upon  being  in  business  where  every  effort  put  forth 
by  everybody  in  the  field  is  bound  to  be  of  general 
benefit.  In  other  words,  the  business  to  be  had  is 
created  largely  by  means  of  educational  work. 


WHERE  THERE'S  A  WILL 

Anything  that  looks  like  a  legal  document  is  gener- 
ally given  closer  attention  than  other  forms  of  ad- 
vertising. A  middle-west  merchant  had  been  struck 
Avith  this  respect  for  deeds,  Avills,  etc.,  so  when  he 
Avanted  to  send  out  something  he  Avould  be  sure  Avas 
read  he  printed  a  circular  AA'hich  Avhen  folded  looked 
like  a  Avill.  He  got  a  copy  of  a  Avill  and  had  his 
printer  imitate  the  outside  as  nearly  as  possible.  His 
patrons  Avondered  AA^ho  could  be  sending  them  a  blank 
Avill — they  were  mailed  in  long,  important  looking 
envelopes.  When  they  unfolded  them  they  found  a 
notice  of  a  sale  beginning:  "Where  there's  a  Avill 
there's  a  way — We've  found  the  Ava.A^  to  offer  this  lot 
of  special  A'alues  next  Aveek,"  etc. 
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ADVERTISING  HELPS  AND  SUGGESTIONS 
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How  advertising  publicity  helps  dealers— Needs  good  management— Prestige  in  advertising 
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ADVERTISING  remakes  the  firm  which  employs 
it,  declares  Wm.  J.  Broadman,  vice-president  of 
rhe  George  Batten  Co.,  New  York.  No  man,  he 
says,  ever  does  real  advertising  without  expanding  his 
own  horizons.  Many  a  man  who  was  local  minded  has 
been  forced  by  the  very  progress  of  his  advertising 
into  national  mindedness.  For  national  mindedness 
is  merely  that  quality  of  mind  which  embraces  an 
understanding  of  the  habits  of  life  and  ways  of  think- 


buildings  or  machinery  unwisely,  he  can  recoup  a 
part  of  his  losses  by  selling  at  a  sacrifice,  but  if  he  has 
spent  his  money  on  advertising  based  on  false  prem- 
ises, he  has  no  recovery. 

La^t,  and  most  important,  advertising  forces  upon 
the  advertiser  a  revelation  of  the  enormous  influence 
in  human  atf'airs  of  the  unseen  and  intangible.  He 
learns  to  spend  his  money  on  ideas  as  confidently  as 
previously  hp  spent  it  for  bricks  and  steel.  Previous- 
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Ostennoor  Mattress  Special 

Lot  Number  I 

Lot  Number  2 

kutul'.'  """itoo 

Lot  Number  3 

Lot  Number  4 

"  ^'^•'""woo 

SATURDAY  SPECIAL  59c. 

L.  A.  B  A  L  L 

FURNITURe  OBALEV  AND  UNDERTAKER 

MAH0N8  LIMITED  l^X. 


Time  To  Re-Furnish  the  Home 
For  Autumn 


ittnEham  Turtaina  would  fl 


Sale  of 
Silk  and  Satin  Comforters 


Ketcheson  &  Earle 

I  .  I 


NOW  IS  THE  TIME  TO 
BUY  MATTRESSES 


A.  COMSTOCK 


MdAREN  &  CO.,  Liiiiit«l  McLAREN  &  CO.,  Limited 


"Oh  Bed,  Oh  Bed,  delicious  bed. 
That  heaven  on  earth  to  weary  head" 


-Hood-  "HtT  Dream" 


bow  "delicious  *  bed  reiJl;  is.  ManhaJI  SanitarT 
ased  la  tte  best  inBlitulions  ind  home,*,  they  always  retain  ineir 
Bbape  and  do  not  become  hard  ■nd  lumpr  after  a  little  lue.  The 
maoiifscturers  aUnd  back  of  tbiB  mattreflB  and  gMsranlee  not  only 
the  materiale  and  workmaoship  but  ateo  the  eorin^  from  breaking, 
becoming  misplaced  or  neanng  through  the  ticking  from  ordinary 
wear,  for  the  period  ol  fiv*  yean  The  Marshall  Sanitary  Mat- 
tress haa  perfect  ventilation  is  durable  and  most  resilient,  turning 
these  mattresses  twice  a  year  is  sufficient.  Prices  according  to 
eize,  Hur  ailing,  $19.25  to  $25.00.  CottOQ  rilling  S  16.00  to  $20 


Carpets,  Rugs  and  Linoleums 


McLaren  &  CO.,  Limited 


Beds  and  Bedding 


Halifax  rurnishmfj;  Co., 


Refresbing  Sleep  Depends  UpoD  Proper  Beildins 

Ub|  nv«n*DC«  is  Ui.  lupFlfUv  .1  .  toon  eucusi  public  bu  tOM 


Some  striking  e-xitmples  of  dignified  sea.sonable  advertising  being  done 
by    Ontario    and   Maritime    furniture  dealers. 
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iiig  of  many  loealilie.s.  The  man  who  has  .successful 
business  relations  with  representative  houses  in  all  of 
the  states,  has  the  national  inind  as  truly  as  a  Secre- 
tary of  State  or  Justice  of  the  Supreme  Court. 

Again  advertising  enforces  upon  the  advertiser  the 
practice  of  honesty.  It  is  an  organism  which  the 
instinct  of  self  preservation  automatically  urges  to 
cast  out  the  crook  exactly  as  your  physical  bodies 
strive  to  cast  of  tlie  unwholesome  foreign  substance. 

Third,  advertising  forces  ui)on  its  practitioner,  to 
a  grejiter  degree  than  any  other  method  of  commerce 
the  application  of  foresight  based  upon  accurate 
knowledge  of  the  essential  facts.    If  a  man  buys  land, 


ly,  he  may  have  pattered  glibly  of  supply  and  denuiud, 
but  his  ndvcrtising  forces  upon  him  in  sharp  relief  a 
new  comparative  evaluation  of  supply — that  is  the 
material  things— and  of  demand — that  is  the  human 
need  guided  by  public  information  both  intangible 
and  both  paramount. 


NEEDS  GOOD  MANAGEMENT. 

Advertising  is  not  merely  a  matter  of  spreading  your 
business  name  far  and  wide.  More  money  is  wasted  in 
misdirected  publicity  than  in  any  other  business  ven- 
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ture.  Yet,  no  better  means  of  building  business  is 
known. 

Don't  take  a  chance  in  advertising.  Make  a  sure 
thing  of  it.  Study  good  advertising.  Be  systematic. 
Give  personal  attention  to  advertising  campaigns. 
Your  efforts  will,  then,  be  fruitful. 

Advertising  is  advertising.  If  a  man  spends  money 
to  give  his  customers  concrete  illustrations  of  his  store's 
power  to  give  bargains,  he  is  advertising  just  as  legiti- 
mately— and  perhaps  more  effectively — than  the  mnn 
who  spends  his  money  entirely  for  printer's  ink. 

"It  takes  salesmanship."  remarks  Frederic  W.  Al- 
dred  "to  key  up  and  keep  up  sales  at  a  profit  to- 
day, salesmanship  in  print,  person,  display,  ideas,  plans 
and  management.  Therefore  the  retail  advertising 
manager  has  become  a  sales  manager.  Practical  mer- 
chants do  not  care  what  pro  blems  are  solved  by  ad- 
vertising.   What  they  want  is  results. 


PRESTIGE  IN  ADVERTISING 

George  W.  Ritter,  advertising  manager  of  the 
Pullman  Couch  Company,  voices  the  following  sen- 
sible, solid  arguments  that  every  dealer  should  put 
right  into  his  programme,  provided  he  has  a  person- 
ality, a  policy,  a  character  of  a  store  that  i,s  Avorth 
anything  and  on  which  the  public  ought  to  be  posted. 

"More  a'ld  more  the  furniture  stores  are  being  con- 
verted to  the  'editorial'  or  'prestige,'  or  'message' 
style  of  advertising — ^all  of  which  is  as  it  should  be. 
Once  you  realize  that  the  public  is  interested  in  what 
kind  of  a  store  you  have,  what  kind  of  a  man  or  m'^n 
run  it,  what  kind  of  salespeople  they  will  meet  with, 
Avhat  kind  of  store  policies  and    methods    you  have; 
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once  you  get  them  to  understand  that  your  store  has 
a  'personality,'  that  the  owner  is  a  sure-enough,  hon- 
est-to-goodne5JS  human  being,  a  man  they  will  like  to 
trade  with — then  your  advertising  will  be  building 
for  you  in  the  right  way..  Big  space,  big  type,  loud 
claims,  ads.  full  of  superlatives,  will  bring  a  class  in 
— but  did  you  ever  analyze  that  cla,ss?  They  don't 
belong  to  you.  They  belong  to  the  fellow  Avho  hap- 
I)ens  tc  be  hollering  the  loudest  at  the  time.  They're 
bargain  hunters,  and  usiially  none  too  good  as  credit 
risks — an  asset  that  is  no  good  to  any  store,  if  you 
figure  a  healthy,  large  old-customer  li.st  as  an  asset, 
which  I  hope  you  do." 


WINDOWS  INDEX  THE  STORE. 

No  surer  indication  of  a  lack  of  progressive  methods 
in  a  store  can  be  found  than  in  a  window  that  is  ne- 
glected, or  which  is  quite  as  bad,  a  window  that  shows 
no  change  in  the  design  of  its  displays.  The  window 
has  often  been  said  to  be  the  "index"  to  the  store,  says 
a  writer  in  "The  Keystone." 

The  index  of  a  book  is  prepared  to  show  the  reader 
the  contents  of  the  book.  The  more  carefully  it  is  ar- 
ranged the  more  clearly  the  reader  may  tell  at  a  glance 
what  the  contents  are.  The  window  is  the  index  to  the 
contents  of  the  store.  If  it  is  filled  with  a  miscellaneous 
assortment  of  merchandise  it  is  still  an  index.  If  the 
important  items  of  merchandise  are  emphasized  by  the 
arrangement  of  the  display,  it  is  an  index  that  tells  at 
a  glance  the  kind  of  a  store  it  is  and  by  inference  the 
contents  of  its  cabinets  and  cases. 


Nothing  is  small  enough  to  be  ignored;  more  men 
are  killed  by  microbes  than  lions. 
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GOOD  FURNITURE 

Contributed  specioll\)  lo  Canndinn  Furniture  World 

FURNISHING  a  home  has  become  more  than  merely  placing  so  many  necessary  articles  of 
furniture,  rugs,  etc.,  in  the  different  rooms.    The  modern  home  of  people  of  refinement,  is 
the  expression  of  their  artistic  tastes  in  the  furnishing  of  the    different  rooms,    each  room 
being  in  itself  a  complete  picture. 

Good  furniture  must  not  only  be  good  from  the  point  of  view  that  it  is  Avell  made  and  of 
substantial  materials,  which  was  too  often  the  only  features  that  were  looked  for  in  the  past. 

We  still  demand  that  furniture  shall  not  be  sacrificed  one  jot  from  the  utility  standpoint, 
for  this  is  still  possible  and  yet,  at  the  same  time  have  beauty  from  an  artistic  point  of  view. 

Designing  is  playing  a  more  important  part  each  year  with  every  manufacturer  of  high 
grade  furniture,  and,  whether  a  designer  is  reproducing  period  designs  after  one  of  the  old 
masters  such  as  Adam,  Sheraton  or  Heppelwhite  or  evolving  something  from  his  own  brain, 
there  is  great  satisfaction  in  noting  that  the  products  of  our  factories  are  improving  all  the 
time  in  this  respect,  and  while  touching  this  subject,  it  is  well  to  remember  that  it  is  not  con- 
sidered necessary  nowadays,  to  slavishly  folloAv  one  particular  period  design  in  carrying  out  a 
room,  but  that  pieces  of  other  designs  can  sometimes  be  introduced  with  good  effect,  providing 
they  are  in  harmony. 

In  furnishing  a  house,  people  should  set  themselves  a  high  standard  even  if  it  costs  a 
little  effort  or  sacrifice  for  there  is  no  doubt  that  the  satisfaction  resulting  will  more  than 
repay  them  in  the  end. 

Thinking  people  will  recognize  the  fact  that  advocating  the  purchase  of  good  furniture 
is  not  merely  a  commercial  cry.  We  are  a  young  nation  and  a  nation  of  home  builders,  and  if 
we  build  good  homes  and  fill  them  with  good  furniture,  it  is  the  strongest  inducement  to  pro- 
duce love  of  home  life,  which  is  probably  our  greatest  national  asset,  for  the  man  who  takes 
pride  in  his  home  naturally  takes  pride  in  his  country  also,  and  thus  develops  patriotism  in  its 
truest  form. 

Good  furniture  is  not  a  luxury  or  extravagance.  To  those  who  are  looking  for  the  best 
value  it  is  well  to  remember  that  Good  Furniture  is  also  a  Good  Investment. 
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MAKING  THE  FALL  FAIR  PAY  A  DIVIDEND 
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Hardware  dealers  would  do  well  to  take  an  interest  in  their  annual  fall  fair— Advertising  feature 
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IN  most  communities  in  Eastern  Canada,  September 
is  the  month  of  the  annual  Fair — the  Fall  Fair,  as  it 
is  called.  And  it  is  well  for  furniture  dealers  as 
well  as  other  merchants  to  take  cognizance  of  the  fact 
that  this  event  usually  presages  the  opening  of  the 
fall  business,  when  sales  of  many  furniture  lines  in- 
crease in  volume. 

Would  it  not  be  well,  therefore,  for  furniture  dealers 
to  take  some  interest  in  their  local  Fair,  either  in  the 
way  of  an  exhibit  or  some  special  event  in  the  store 
that  will  draw  people  to  the  store?  We  do  not  mean 
that  a  dealer  need  always  keep  in  view  the  mercenary 
end,  although  in  most  cases  the  public-spirited  dealer 
is  also  the  leading  dealer  in  his  community,  and  in- 
directly many  sales  transactions  are  influenced  to  his 
store  through  the  prominence  of  his  name. 

But  looking  at  the  idea  from  a  business  standpoint 
furniture  dealers  will  make  no  mistake  in  catering  to 
the  Fall  Fair  idea.  The  Fall  Fair  represents  for^the 
furniture  dealer  an  excellent  advertising  opportun- 
ity.   While  the  value  of  Fall  Fair  advertising  may  be 
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If  the  dealer  decides  to  take  a  space  at  the  Fall 
Fair,  he  shomld  plan  ahead  what  lines  he  will  adver- 
tise. Naturally,  lines  to  appead  particularly  to  farm- 
ers will  be  in  order.  Stoves  will  be  timely.  If  at  all 
possible  a  demonstration  is  worth  while.  It  is  good 
policy  for  the  dealer  himself  to  look  after  his  booth 
or  exhibit  and  personally  meet  his  customers.  The 
opportunity  is  an  exce/Uent  one  for  distributing  liter- 
ature of  one  sort  and  another. 

Back  of  this,  it  will  probably  be  advantageous  for 
the  dealer  to  take  a  part  in  the  promotion  of  the  Fall 
Fair,  as  well  as  of  harvest  festivals  and  similar  timely 
events.  To  the  short-sighted  individual,  such  a  course 
may  seem  a  waste  of  time.  But  it  isn't,  even  if  re- 
garded from  the  narrow  point  of  view  of  immediate 
profit.  Working  on  Fall  Fair  committees  and  similar 
bodies,  the  dealer  gets  into  touch  with  the  most  pro- 
gressive spirits  of  the  community.  He  gets  a  wider 
viewpoint  of  his  own  business,  and  of  things  in  gen- 
eral; he  learns,  consciously  or  unconsciously,  much 
that  is  helpful  in  his  own  business,  and,  often  he  gets 
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An  Easteiii  Ou- 
tario  furniture 
dealer  made  this 
disi)lay  at  his 
local  fair  .and  he 
said  it  brought 
good  results. 


open  to  discussion,  there  arc  undoubtedly  many  in- 
stances wiu're  furniture  dealei's  have  found  it  very 
profitable  and  advantageous.  Much  depends,  in  fact, 
on  how  and  wliat  the  merchant  advertises. 

The  Fall  Faii-  is  a  meeting  place  for  country  and 
city  people,  and  the  dealer  can  effectively  appeal  to 
both ;  but  it  is  as  an  opportunity  to  get  into  close  i)er- 
sonal  touch  with  the  country  customei-  tliat  the  furni- 
ture dealer  will  find  the  Fall  Fair  i)articular'y  worth 


into  touch  with  individual  custonu'rs.  'I'he  men  be- 
liind  the  country  Fall  Fair  are  usually  tlie  most  pro- 
gressive farmers  in  the  community,  and  they  are  the 
men  to  whom  the  furniture  dealer  can  most  confident- 
ly look  to  buy  the  goods  he  has  for  sale.  So  it  is  well 
worth  while  taking  an  interest  in  the  Fall  Fair,  for 
that  intei-est  is  bound  to  bring  results. 


The  Kncclitcl   H'nrniturc  Co.  have  installed  a  two- 
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Suggestions  from  the  Methods  of  Other  Dealers 

I  How  Canadian  Dealer  Introduced  "  Wonder"  Sales  | 
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A  FIVE  DOLLAR  SALES  DAY 

The  Murrfty-Kay  Co.,  Toronto,  recently  conducted 
a  "Five  Dollar"  sale  day.  Among  the  furniture 
items  offered  and  sold  at  that  figure  were  smoker's 
stands,  tea  Irays,  old  hickorj^  chairs  and  rockers, 
bentwood  chairs,  reed  desks  and  side  chairs,  bed 
pillows  and  seat  cushions.  Somewhat  similar  sales 
might  be  put  on  by  other  dealers  to  attract  attention 
or  make  for  sales. 


WONDER  SALE  .A  NOVEL  STUNT 

A  St.  Thoinas  merchant  recently  held  a  "Seven-day 
Wonder  Sale,"  "Wonder"  bargains  being  featured 
throughout  the  store.  Snappy  editorials  in  the  store's 
daily  advertisements  in  which  the  "wonder"  was  ex- 
plained, lent  a  tang  to  the  attraction. 

"The  sale  is  a  wonder  through  the  fact  that  we  our- 
selves sometimes  wonder  how  we  can  sell  stuff  so 
cheaply,"  was  one  of  the  slogans  used  to  draw  the 
crowds  who  came  and  saw  and  Avondered  and  bought. 


PUSHING  BABY  CARRIAGE  SALES 

A  Dayton  furniture  store  has  inaugurated  a  novel 
scheme  for  "pushing"  its  baby  carriages.  The  store 
is  running  a  contest,  a  prize  of  a  baby  carriage  to  be 
awarded  to  the  largest  baby  in  Dayton  under  one 
year  of  age,  and  a  go-cart  to  the  smallest  baby  in  the 
cit3'.  Every  mother  registering  her  baby  will  be 
awarded  a  coupon  calling  for  a  full  panel  picture  of 
the  child.  Mothers  who  purchase  a  baby  carriage 
while  the  contest  is  being  held  will  be  given  a  special 
discount. 


WINDSOR   MERCHANTS  PULL  OFF  WEDDING 

A  uni((ue  feature  of  the  Border  Cities'  Retail  Merch- 
ants' third  annual  picnic  to  Bob-Lo  on  the  King's 
birthdaj^  last  month  was  a  public  wedding  before  the 
movie  camera.  It  was  no  mock  affair.  Henry  Wyeth, 
a  returned  soldier,  and  Miss  Mary  Boyle  were  the  prin- 
cipals, and  went  through  the  trying  ordeals,  the  cyno- 
sure of  five  thousand  pairs  of  eyes  as  per  schedule. 
The  Border  Cities  R.M.A.  is  famed  as  a  live  organiza- 
tion, and  its  annual  picnic  has  come  to  be  an  eveiit 
to  look  forward  to. 


CENTERING  ATTENTION  ON  YOUR  STORE. 

Here  is  a  plan  which  has  worked  out  successfully 
for  a  certain  retailer :  Each  week  he  makes  a  special 
price  on  some  one  article,  being  carefvil  to  select  some- 
thing Avhich  has  proven  a  good  seller  and  one  of  splen- 
did quality.    This  line  is  featured  in  the  Avindow  Avith 


a  card  saying  that  for  one  Aveek  only,  and  for  adver- 
tising purposes  the  price  is  so  much — naming  a  figure 
under  the  regular  price — Avhich,  of  course,  affords  only 
a  narrow  margin  of  profit  on  the  item  for  that  particu- 
lar week. 

This  plan  not  only  creates  a  good  demand  for  the 
line  offered,  but  it  gets  people  in  the  habit  of  Avatching 
your  store  for  bargains.  It  lets  the  public  knoAv  that 
you  are  "on  your  toes,"  and  there  are  also  but  fcAV 
customers  Avho  Avill  buy  only  the  one  thing.  If  they 
come  in  for  a  specially  priced  article,  for  instance,  they 
are  more  than  likely  to  buy  other  items  from  your 
stock. 

To  put  a  limit  on  the  next  Aveek  and  at  the  .same 
time  to  emphasize  the  A'alue  of  the  bargains  offered, 
only  a  limited  number  of  articles  are  pushed  at  the 
time,  and  each  customer  may  buy  but  one  at  the  special 
price.  Should  your  supply  be  exhausted  before  the 
week  is  over,  tell  your  customers  that  the  next  Aveek 
another  bargain  of  equally  good  value  will  be  featured. 


REDUCING  DELIVERY  COSTS  THROUGH 
CENTRALIZATION 

In  cities  Avbere  furniture  merchants  are  organized 
into  a  club  the  delivery  cost  could  be  reduced  by  or- 
ganizing a  delivery  serA'ice  to  ser\'e  all  these  stores. 
This  is  being  done  in  Evansvillp.  Ind.  Not  only  are  ail 
deliveries  made  by  a  central  deliA'ery  serAnce  main- 
tained on  a  gross  sales  basis,  but  all  repair  and  finish 
AA'ork  is  done  by  this  company;  all  shades  are  hung, 
linoleums  and  carpets  laid,  complaints  adjusted  and 
furniture  hauled  to  and  from  Avarehouses.  This  .ser- 
vice saves  the  merchants  of  that  city  many  thousands 
of  dollars  each  year,  as  it  is  non-profit  making,  and 
is  conducted  by  the  dealers  themselves  through  a  cor- 
poration knoAvn  as  the  United  Furniture  ]BuA'er,s. 


TOYS  HELP  FURNITURE  SALES 

While  the  position  of  toys  as  business  builders  for 
retail  furniture  stores  may  seem  rather  Aveak  to  the 
average  merchant,  it  is  a  fact  that  a  Avell-knoAvn  in- 
stallment house  in  a  eity  of  this  State  finds  that  they 
do  the  Avork  rather  handily.  Because  of  the  large 
mark-up  Avhich  is  put  upon  furniture  Avhen  sold  on 
the  installment  plan,  the  toys  can  be  so  priced  as  to 
be  sold  at  or  only  slightly  above  cost.  This  permits 
the  furniture  house  in  (juestion  to  undersell  the  aA'er- 
age  retail  store  handling  toys  \)Y  a  wide  margin,  and 
makes  them  a  poAverful  attraction  for  getting  people 
into  the  store.  After  that,  according  to  an  executive 
of  the  house,  it  is  "up  to  the  salesman  to  do  Avhat  they 
are  there  for." — Ncav  York  Times. 
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Gntiiie  &  Co.'s  new  store  at  AVinnipeg.  The  ilhis- 
tralion  shows  se\  ernl  c-arloads  of  furniture  from  the 
North  American  Furniture  Co.,  Owen  Sound,  and 
the  Lippert  Furniture  Co.,  Kitchener,  being  up 
loaded. 
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A  THRIFT  REQUEST 

To  Our  Subscribers: 

About  your  subscription  receipt: — Instead  of  send- 
ing you  a  receipt  for  your  renewal  subscription,  we 
ask  you  to  watch  the  expiry  date  on  your  next  copy. 
By  it  you  will  see  your  remittance  has  been  received — 
it  will  be  advanced  accordingly. 
Thanking  you,  we  are 

Gratefully  yours, 
THE  COMMERCIAL  PRESS,  LIMITED. 

51  Wellington  W.,  Toronto. 


Carry  Your  Just  a  few  words  on  the  subject 

Umbrella  of  insurance. .   You  may  wonder 

what  insurance  and  umbrellas  have 
in  common.  Only  this — ^someone  at  the  back  of  the 
hall  arises  to  remark  that  it  is  a  most  peculiar  thing 
— that  many  a  man  who  will  not  start  out,  even  on  a 
pleasant  day,  without  an  umbrella,  will  leave  his  store 
and  stock  insufficiently  covered  by  insurance.  It  is 
surely  bad  business  and  unfair  to  a  man's  family,  his 
creditors  and  himself  to  neglect  to  keep  well  protected 
against  loss  by  fire. 


Attend  the  Now  comes    the  time  for  the  fall 

Exhibitions  exhibitions  in    various    parts  of 

Canada.  Merchants  Avill  find  it 
good  business  to  attend  any  of  these  exhibitions  with- 
in convenient  distance  that  are  conducted  on  any  fair- 
sized  scale.  They  are  bound  to  put  the  dealer  in 
touch  Avith  ideas  and  ncAV  lines  that  will  prove  of  ad- 
vantage in  a  business  way. 

This  is  particularly  true  of  the  Canadian  National 
Exhibition  which  is  held  in  Toronto  from  August  23 
to  September  11.  Any  dealer  will  find  it  worth  while 
to  attend  this  exhibition  to  see  the  new  lines  and  fea- 
tures of  old  lines  as  well  as  to  gain  ideas  for  display 
and  merchandising  both  from  viewing  the  exhibits 
and  by  visits  to  local  stores. 

Paying  Bills  The  man  who  has  established  a 

Promptly.  good  credit  rating  has  gone  a  long 

way  towards  securing  favorable 
quotations  on  the  goods  he  desires  to  purchase.  Whole- 
salers and  manufacturers  are  anxious  to  secure  the 
business  of  a  dealer  when  they  feel  that  they  run  no 
risk  in  regard  to  his  account.  One  of  the  best  methods 
to  establish  a  high  credit  rating  is  to  be  prompt  in  the 
settlement  of  bills.  When  payment  is  made  by  the  ac- 
ceptance of  drafts,  if  there  are  any  instances  Avhere  it  is 
fou.nd  necessary  to  return  the  draft,  write  at  once  to 
the  issuer  and  explain  the  reason  for  returning  it.  No- 
thing undermines  a  merchant's  standing  with  a  whole- 
sale house  more  than  to  have  a  draft  returned  without 
any  explanation  for  the  action. 

There  are  many  merchants — even  some  who  have  ac- 
(|uircd  a  certain  financial  independence — who  adopt  a 
"I  should  worry"  attitude  in  regard  to  the  prompt 
I)ayment  of  bills  and  the  return  of  drafts.  They  feel 
that  if  any  house  doesn't  want  their  business  on  the 
basis  they  feel  like  operating  on,  that  they  can  find 
another  house  that  does.  That  may  be  so,  but  there  is 
not  the  same  competition  for  a  dealer's  business  as 
when  each  and  every  house  considers  his  account  one 
worth  having  and  is  urging  its  traveler  to  secure  more 
business  from  him,  even  if  he  has  to  make  concessions 
here  and  there  to  do  so. 


Mislead  by  The  motorist  knows  hov/  the  cut- 

Sales  Figures  out  on  his  car  is  likely  to  deceive 
him  as  to  the  speed  of  the  ma- 
chine. It  makes  a  lot  of  noise  and  gives  him  the  im- 
pression that  he  is  travelling  at  high  speed,  but  a  look 
at  the  speedometer  frequently  shows  him  that  he  is 
mistaken. 

Sales  figures  in  a  business  are  something  the  same. 
They  are  liable  to  give  the  dealer  the  idea  that  he  is 
doing  a  whale  of  a  business  and  making  a  lot  of  money, 
whereas  a  checking  up  of  the  actual  profits  will  show 
him  that  he  is  mistaken. 

There  has  been  a  tendency  for  dealers  to  fool  them- 
selves in  this  way  during  the  past  four  or  five  years. 
Prices  have  been  mounting  upward  and  nfiturally, 
sales  figures  have  been  higher.  This  has  not  neces- 
sarily meant  an  increase  in  profits,  although  some 
dealers  still  continue  to  gauge  their  progress  on  this 
erroneous  basis.  Some  of  them  have  awakened  to  the 
real  facts  of  the  case  by  means  of  the  story  told  by 
their  annual  financial  statement,  but  others  still  re- 
fuse to  look  into  the  actual  facts  and  are  going  along 
making  expenditures  out  of  all  proportion  to.  the 
amount  of  money  they  are  actually  making. 

Do  not  be  mislead  by  sales  figures.  Get  th''  actnal 
facts  from  the  profit  account. 

*    *  * 

Don't  Let  Your  A  little  more  effort  Avill  always 
Ambition  Lag.        produce  a  little    more  business. 

There  can  be  no  doubt  about  it. 
No  business  is  ever  run  to  its  full  efficiency,  and  the 
best  eff'orts  of  men  will  never  make  it  so.  It  is  like  an 
ideal  in  this  respect.  An  ideal  alwa.ys  keeps  inst  a 
little  ahead  of  the  man  who  is  striving  to  reach  it.  If 
he  got  it  in  his  grasp  it  would  be  no  longer  an  ideal. 

And  he  who  strives  for  a  little  more  business  will  al 
ways  have  a  little  more  for  which  to  strive.  Wheii 
he  is  satisfied  with  what  he  has  got  he  will  find  thai 
which  he  possesses  slipping  away  from  him.  He  can- 
not have  it  and  hold  it.  To  hold  that  which  he  has  h? 
must  reach  after  that  which  he  hasn't  got.  In  short, 
the  business  man  Avho  wishes  to  succeed  must  constant- 
ly keep  reaching  out  for  more  trade.  He  should  never 
let  his  ambition  lag. 
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j  A  Unique  Home  Furnishing  | 
I  Pageant  I 
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UNIQUE  HOME  FURNISHING  PAGEANT 

An  Omaha,  Neb.,  furniture  concern  recently  featur- 
ed a  remarkably  unique  and  beautiful  display  in  tlieir 
store.  During  the  week  the  event  lasted  the  store 
was  open  evenings  from  7.15  until  10.30,  and  a  total 
of  nearly  50,000  people  viewed  the  pageant.  Special 
police  were  sworn  in  to  safeguard  the  interests  of 
the  company  and  to  assist  in  directing  the  crowd. 
Schools  and  colleges  took  advantage  of  the  occasion 
to  show  the  classes  the  historic  features  of  the  fete  as 
well  as  the  Avisdom  of  planning  a  home  or  a  room  in- 
stead of  purchasing  haphazard. 

Using  six  floors  out  of  the  eight  in  the  building,  the 
special  pageant  committee  had  distributed  between 
fift}'  and  sixty  furniture  settings  in  booths  to  be 
viewed  by  the  public.  Each  setting  was  an  ambitious 
attemnt  to  show  the  co-ordination  betAveen  furniture 
styles,  rugs,  draperies,  china,  glass,  upholstery  fabrics, 
and  linens,  as  well  as  living  models  costumed  in  the 
style  of  the  period  in  which  the  furniture  motif 
originated.  Where  strictly  modern  furniture  was 
shown,  a  neighboring  firm  supplied  modern  dresses, 
also  linens  for  the  dining  rooms  and  bedrooms. 

The  company  Avere  besieged  by  people  wishing  to 
assist  by  lending  old  and  valuable  furniture.  In  some 
two  or  three  instances  it  Avas  possible  to  accept  such 
assistance,  but  in  the  main  the  thousands  of  pieces 
employed  in  making  up  the  pageant  came  from  the 
stock  of  the  tAvo  Omaha  concerns. 

A  musical  programme  was  intended,  not  only  to 
please  and  delight  visitors,  but  also  to  distribute  the 
croAA'ds  over  the  various  floors.  A  pleasing  feature  of 
the  exhibit  Avas  staged  on  the  fifth  floor,  Avhere  four 
juvenile  dancers  performed    to    well  knoAAai  dance 


music  on  phonographs.  On  the  fourth  floor  a  ladies' 
orchestra  kept  the  croAvd  amused,  while  on  the  third 
floor  a  harpLst  and  soloist  rendered  suitable  music. 
Another  gifted  soloist  and  piani.st  Avere  also  on  this 
floor. 

On  the  second  floor  Armenians  were  in  charge  of 
rug  weaving,  showing  people  just  hoAv  one  might  tie 
anywhere  from  300  to  1,500  knots  to  a  square  inch 
and  keep  the  color  and  pattern  straight.  Other  Ar- 
menians served  black  coffee  in  quaint  Oriental  china- 
ware.  In  another  corner  of  this  floor  two  Post  Colo- 
nial rooms  Avere  so  planned  as  to  form  a  setting  for 
old  fashioned  songs  sung  by  a  young  lady  in  hoop 
skirt  and  paiitalets.  She  was  accompanied  by  a  fit- 
tingly costumed  young  man  with  a  banjo. 

The  mam  floor  formed  a  really  AA^onderful  display 
of  suites  arranged  in  such  a  Avay  that  about  a  dozen 
suites  and  tAventy  gorgeously  costumed  people  could 
be  seen  at  once.  The  suites  here  Avere  Italian  Rennais- 
sance.  Queen  Anne,  William  and  Mary,  Louis  XV.  and 
XVI.,  and  others.  An  eight  piece  orchestra  entertain- 
ed on  this  floor.  Another  pleasing  feature  on  the  first 
floor  Avas  the  garden  setting  AA'here  Dorothy  Perkins 
garden  furniture  in  pure  Avhite  enamel  made  a  gi-eat 
hit.  An  alcove  and  a  cosy  corner  Avere  entAA-ined 
with  pink  roses  and  banked  A\'ith  palms.  The  models 
in  this  setting  Avere  gaily  costumed  in  dainty  pastel 
colored  organdie  dresses  Avith  sunshades,  stocking.^, 
and  everything  to  match. 

The  doAvnstairs  department  Avhere  the  company  dis- 
played cooking  utensils,  ranges  and  electric  goods 
was  in  charge  of  half  a  dozen  DoAvagiac  Indians  in 
full  war  paint.  The  gas  ranges  Avere  demonstrated 
by  chefs  in  Avhite  hats  and  coats  AA'ho  served  coffee  and 
biscuits. 

The  company  extended  inA'itations  to  all  merchants 
everyAvhere,  Avhether  furniture  dealers  or  not.  to  view 
this  shoAv  and  to  ask  as  many  questions  as  they  felt 
inclined.  The  advertising  manager  and  chairman  of 
the  pageant  committee,  explained  that  it  AA-as  the 
policy  of  the  house  to  hold  no  secrets  that  made  for 
better  business. 
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A  Hamilton  Furnishing  Store 

The  Dominion  House  Furnishing  Co.,  one  of 
Hamilton's  prominent  furniture  stores,  is  lo- 
cated on  one  of  that  city's  prominent  business 
streets— 118  to  124  James  Street  North.  The 
store  has  a  frontage  of  72  feet  and  a  depth  of 
140  feet.  It  is  three  stories  high  Avith  full-sized 
basement  sales  floor.  The  front  is  practically 
all  shoAv  Avindows.  The  company  carries  a  com- 
]ilete  line  of  furniture,  carpets,  stoA^es  and 
house  furnishings,  and  in  addition  clothing  for 
men  and  Avomen.  Mr.  Mj.  Epstein  is  president 
and  general  manager.  The  company  started  in 
business  in  May,  1901,  one  half  of  present  build- 
ing being  erected  in  1905  and  the  other  half  in 
1913. 
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1        The  Story  of  Linoleum  | 

fllMIIIMIMIMIMIMIMIIIIIMMIIIIIMIIIIIIIIIIIIMIIIIIIIIMIMIMIMIMMIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIMll^ 

THE  salesman  who  knows  his  goods  is  the  one  who 
is  most  successful,  has  more  pleasure  in  his  busi- 
ness and  makes  lasting  friends    with  those  he 
comes  in  contact  with. 

Well,  what  do  you  know  about  linoleum? 
Here  is  an  article  about  it,  written  by  S.  E.  Cor.y- 
boare  for  the  DuPont  Magazine. 
The  writer  says : 

Across  the  blue  Atlantic  grows  the  cork  oak  high  up 
in  the  hills.  When  the  outer  bark  of  this  tree  is  care- 
fully stripped,  usually  every  nine  years,  they  take 
the  first  step  toward  the  manufacture  of  linoleum. 

Depending  on  the  size  of  the  tree,  which  begins  to 
give  good  bark  when  it  is  about  forty  years  old,  the 
yield  is  from  fifty  to  five  hundred  pounds  per  tree. 
The  bark  is  sorted  roughly  and  packed  on  the  backs 
of  sure-footed  little  burros  that  jog  down  the  slope  to 
some  (juiet  valley,  where  the  cork  wood  is  boiled, 
.scra])ed  and  baled  for  shipmpnt  to  Seville.  In  the  fac- 
tory there,  a  carefvd  sorting  is  made  and  the  various 
grades  of  cork  wood  rebaled  for  their  long  trip  to 
America. 

In  the  manufacture  of  the  many  articles  in  which 
cork  is  used  there  is  necessarily  a  great  deal  of  waste, 
and  the  best  and  cleanest  of  the  cork  waste,  as  the 
scraps  are  called,  is  carefully  collected,  shipped  to 
linoleum  plants  and  there  ground  into  flour  and  util- 
ized in  the  manufacture  of  linoleum. 

Next  to  cork,  which  gives  linoleum  its  characteris- 
tic resiliency  and  durability  under  heavy  wear,  the 
most  important  ingredient  of  linoleum  is  linseed  oil. 
The  flax  fields  of  western  Siberia,  the  Argentine,  as 
well  as  western  Oanada  and  our  own  Dakota  praii'ies, 
furnish  to  the  crushers  the  seed  from  Avhich  the  hijili- 
cst  grade  of  pure  linseed  oil  is  obtained.  It  arrives 
at  the  linoleum  plants  in  tank  cars — thousands  of  gal- 
lons at  a  time — direct  from  the  refineries. 

A  sample  is  taken  from  every  car  and  tested  in  the 
chemical  laboratory.  Every  gallon  must  meet  a  higli 
standard.  The  watchful  chemist  keeps  close  tab  over 
the  entire  process  of  boiling  the  oil  and  of  the  oxidiz- 
ing. These  processes  prei)are  the  rubber-like  nuiss. 
which,  when  properly  mixed  with  the  cork  flour  and 
other  ingredients  and  pressed  on  a  burlap  base,  be- 
comes the  commercial  product  known  as  linoleum. 

It  is  From  linseed  oil  that  linoleinn  gets  its  nanie 


(linurn,  flax,  and  oleum,  oil).  After  it  is  boiled,  the 
oil  is  pumped  into  movable  conveyors  in  the  top  of 
the  oxidizing  sheds,  which  are  about  thirty  feet  high. 
These  conA^eyors  have  little  holes  in  the  bottom  and  as 
the.y  travel  from  one  end  of  the  sheds  to  the  other, 
the  oil  runs  through  onto  sheets  of  scrim  that  are 
hung  from  the  ceiling  to  the  floor.  As  the  oil  runs 
down  these  sheets,  it  gradually  absorbs  oxygen  fi'om 
the  air.  The  heat — 80  to  100  degrees — and  the  oxy- 
gen together  turn  the  oil  into  a  semi-solid  form.  While 
it  is  a  tedious  process,  this  method  of  oxidization  gives 
the  linoleum  its  toughness  and  adds  to  its  durability^ 

The  oxidized  oil  is  the  basis  from  which  is  made  t.he 
cement  or  binder  that  holds  the  pulverized  cork  to- 
gethei'.  After  the  "skins"  or  sheets  of  oil  from  the 
oxidizing  sheds  are  run  through  metal  rollers  and 
reduced  to  pulp,  the  oil  is  then  cooked  in  big  ketH.rs 
that  hold  about  three  tons  apiece.  While  it  is  boiling, 
rosin  and  several  other  materials  are  mixed  in.  in- 
cluding kauri  gum — the  fos.silized  sap  of  pine  trees 
dug  out  of  the  ground  in  New  Zealand.  When  the 
cement  has  been  properly  boiled  and  cooled,  it  is  eat 
into  chunks  about  a  foot  s(|uare  and  four  or  five  inches 
thick,  and  sent  along  to  the  mixing  building,  where 
it  is  mixed  with  the  cork  flour. 

Here  the  mixture  is  put  through  one  machine  after 
another  until  the  cement  and  the  cork  are  thoroughly 
blended.  Then  the  "mix"  is  pulverized  and  dropped 
to  one  of  the  calendering  machines,  which  consists  of 
a  series  of  heated  steel  rollers  weighing  about  twenty- 
six  tons  each.  The  cork  and  cement  mixture  comes 
in  at  the  top  and  the  burlap  at  the  bottom,  and  the 
two  are  pressed  securely  together.  Immense  as  th(> 
calendaring  machines  are,  they  can  be  adjusted  foi- 
variations  in  thickness  as  fine  as  one  one-thousandth 
of  an  inch.  The  distance  the  rolls  are  left  apart,  of 
course,  determines  the  thickness  of  the  linoleum. 

The  plain  linoleym  passes  then  fr  om  the  calen>;lei's 
into  the  "stoves."  These  stoves  are  big  bi'iek  drying 
I'ooms  for  seasoning  th(>  linoleum.  They  are  very 
lon<>'  and  narrow,  and  al)()ut  sixty-five  feet  higli.  It 
is  a)i  im])ressive  sight — literally  miles  of  linoh-iuii 
hung  up  to  dry  in  forty-five-foot  lops,  reaching  almost 
the  full  height  of  the  stove. 

The  linoleum  remains  here  to  season  from  one  ;o 
six  weeks,  depending  on  the  thickness.  If  it  is  plain 
or  battleship  linoleum,  this  ends  the  actual  maiuif;>c- 
lui'ing  process,  except  for  trimming  off  the  selvedge. 
Hut  if  printed  linoleum  is  wanted,  the  seasoned  plain 
goods  are  drawn  out  of  the  opposite  end  of  the 
stoves  to  the  prinling  machine, 
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I  Helps  in  the  Manager's  Office  | 

I  Idle  stock,  I'k^  cas/j  hid  in  a  sock.  1 
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If  you  had  $500  in  cash  you  would  place  it  as  soon  as 
possible  where  it  would  earn  a  profit,  wouldn't  you? 

You  wouldn't  put  it  in  an  old  sock  and  then  tuck  it 
away  on  a  shelf?   Of  course  you  wouldn't. 

There  really  isn't  much  difference,  so  far  as  earning 
capacity  is  concerned,  between  $500  worth  of  stock 
lying  idle  on  a  shelf  and  $500  in  cash  lying  idle  in  an 
old  sock. 

Certainly  there  isn't,  and  you  say  no  sensible  person 
would  tuck  awaj^  $500  in  a  sock. 

But  how  about  the  dealer  who  permits  $500  worth  of 
stock  to  idle  away  its  time  on  a  shelf? 

Isn't  he  just  as  foolish  as  the  man  who  tucks  away 
his  cash? 

Just  take  a  look  at  your  own  shelves  to-day.  Are 
you  sure  you  haven't  stock  tucked  away  that  hasn't 
moved  for  six  months?  If  you  haven't,  you  are  one  of 
a  comparatively  few  exceptions. 

But  there  is  no  reason  why  either  you  or  any  other 
merchants  should  give  storage  to  merchandise  that  is 
not  in  sufficient  demand  to  pay  for  its  keep, — Credit 
Men's  Journal. 


AVERAGE  OVERHEAD  IN  FURNITURE  STORES 

These  figures  from  a  store  which  sells  one  hundred 
thousand  dollars  worth  of  furniture  a  year  in  the 
United  States  are  typical  also  of  the  average  estimated 
for  the  line  in  Canada.  Note  that  the  loss  from  bad 
debts  is  the  heaviest  encountered  among  the  costs 
here  assembled  froru  stores  operating  under  normal 
conditions. 

Rent   $5,511.56  or  5.5pi.c. 

Salaries    8,317.60  or  8.8  p.c. 

Advertising   •   2,906.15  oir  2.9  p.c. 

Heat  and  Lisht    801.70  or    -8  p.c. 

Delivery    1,102.33  or  1.1  p.c. 

Supplies   501.97  or    .5  p.c. 

Insurance,  Taxes   1,402.97  or  1.4  p.c. 

General  Expenses   1,893.82  or  1.8  p.c. 

Pad  Debts    1,202.54  or  1.2  p.c- 

Depi-eeiation  and  Shrinkage  ....  1,904.03  or  1.9  p.c. 


Total  Expense   $25,453 . 76  or  25 . 4  p.c. 


DEALING  WITH  "STICKERS." 

"Watch  the  stock  for  the  slightest  symptoms  of  the 
genus  "sticter, "  and  then  go  for  it  until  its  selling 
pace  is  accelerated.  Don't  allow  it  to  take  root.  Find 
out  why  the  goods  are  slow.  Of  course  you  do  not 
knowingly  buy  slow  sellers,  but  buyers  are  not  in- 
fallible, and  the  best  of  them  are  liable  to  run  counter 
to  their  customers'  tastes  occasionally.  Teach  the 
clerk  to  be  observant  and  to  give  you  the  customers' 
reasons  why  such  lines  are  not  appreciated.  Your  taste 
may  have  been  at  fault,  your  judgment  may  have  been 
poor,  you  may  have  paid  too  much  money  for  the 
goods.  There  may  be  other  reasons  that  do  not  occur 
to  you;  therefore  get  other  people's  opinions.  Ask 
questions — a  business  man  should  be  a  perambulating 
interrogation  point  if  he  would  make  the  most  of  his 
opportunities.    Watch  your  trade.      Goods  that  are 


quick  sellers  in  one  locality  may  be  the  slowest  kind 
of  stock  in  another,  and  unless  a  buyer  is  tolerably  cer- 
tain of  his  trade  he  had  better  go  slow.  A  plunger  will 
always  have  hard  battles  to  fight  with  hard  stock,  but  a 
plunger  who  neglects  to  keep  himself  thoroughly 
posted  on  his  customers'  wants  and  necessities  will  be 
overwhelmed. 


A  SELECTION  SALE. 

Have  you  a  family  trade?  Or,  are  you  ambitious 
that  your  store  shall  become  the  family  store  of  your 
neighborhood? 

Try  the  following  plan  for  holding  a  series  of  weekly 
sales  of  certain  articles :  Send  out  twenty -five  letters 
to  names  selected  from  your  books,  asking  the  custom- 
ers to  name  any  article  which  thej-  would  like  to  have 
included  in  the  Special  Sale  which  you  will  hold  dur- 
ing the  coming  week.  Invite  them  to  give  you  the 
name  of  the  article  and  say  that  the  articles  mentioned 
in  the  first  ten  replies  will  be  placed  on  Special  Sale. 
Each  customer  should  select  only  one  article.  It  is  a 
good  idea  to  enclose  a  list  of  articles  and  ask  them  to 
select  one. 

This  sale  should  be  made  a  continuous  feature  or 
rather  a  series  of  continuous  sales.  Send  out  letters  to 
a  new  list  of  names  each  week. 


WRITING  A  TRADE  LETTER 

Many  business  letters  fail  of  results  because  of  thf^ 
way  in  which  they  are  written.  The  following  sug- 
gestions may  be  helpful — they  are  taken  from  the 
Layman  Printer : 

1.  Know  what  you  are  going  to  write  about. 

2.  Get  the  viewpoint  of  the  recipient. 

3.  Tell  your  story  clearlv.  brieflv  and  convincingly. 

4.  Talk' "you,"  not  "we." 

5.  Avoid  extravagant  phrases,  meaningless  terms, 
and  so-ealled  "clever"  or  fancy  writing. 

6.  Know  when  to  stop. 

7.  Don't  revise  so  much  that  you  take  the  life  nut 
of  Avhat  you  said. 

8.  Make  your  letter  read  like  a  personal  communi- 
cation to  the  recipient,  not  a  form. 

9.  Be  sincere,  honest  and  straightforward. 

10.  Last,  but  by  no  means  least,  use  common  sense. 

WHY  STORES  LOSE  TRADE 

Investigation  among  197  households  developed  the 
following  reasons  why  they  quit  trading  at  certain 


retail  stores : 

Indifference  of  salespeople    47 

Attempts  at  substitution    24 

Errors    18 

Tricky  methods    18 

Slow  deliveries    17 

Over-insistence  of  salespeople    16 

Insolence  of  salespeople    16 

Unnecessary  delays  in  service    13 

Tactless  business  policies   '  11 

Bad  arrangement  of  store    9 

Ignorance  concerning  goods    6 

Refused  to  exchange  goods    4 


Thirty-five  per  cent,  quit  on  acco^mt  of  indifferen^^'e. 
insolence  or  ignorance  on  the  part  of  salespeople. 
After  making  every  allowance  for  customer's  faults, 
tills  indicates  a  staggerincr  proportion  of  inexcusable 
faiilts  in  the  average  retail  store. 
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KNOBS  of  NEWS 
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Vernon  S.  Sweeney  has  sold  his  furniture  business 
at  Yarmouth,  N.S. 

The  A.  &  S.  Furniture  Co.,  manufacturers,  Mont- 
real, have  been  registered. 

E.  Z.  Labrosse's  furniture  store  at  Vankleek  Hill, 
Ont.,  was  damaged  by  fire  recently. 

Household  Appliances,  Ltd.,  Montreal,  has  been  in- 
corporated with  a  capital  of  .$100,000. 

RoUand  Bros.  Co.,  mattress  makers,  Montreal,  sus- 
tained a  fire  loss  recently  at  their  plant. 

Woeller,  Bolduc  &  Co.,  furniture  manufacturers,  of 
Waterloo,  Ont.,  have  been  incorporated. 

A  new  vapor  kiln  has  been  installed  by  the  Kindel 
Bed  Co.,  Ltd.,  in  their  factory  at  Stratford. 

Noden,  Hallet  &  Johnson,  Ltd.,  West  Toronto,  have 
increased  their  capital  from  $50,000  to  $100,000. 

The  Dominion  House  Furnishing  Co..  Ltd.,  Ottawa, 
has  been  incorporated  with  a  capital  of  $200,000. 

The  annual  meeting  of  the  Ontario  Fire  Prevention 
League  will  be  held  at  Toronto  on  Tuesday,  October 
5th. 

The  National  Furniture  Exchange,  Ltd.,  has  been 
incorporated  at  C^rJgary,  Alta.,  with  a  capital  of 
$20,000 

R.  J.  Whitla  &  Co.,  Ltd.,  department  store,  Winni- 
peg, have  increased  their  capital  from  $2,000,000  to 
$4,000,000. 

Ottawa  House  Furnishings,  Ltd.,  has  an  Ontario 
charter  with  a  capital  of  .$20,000.  Caspar  Caplan, 
Ottawa,  Ont.,  is  attorney. 

Wm.  Cawkell,  secretary  of  the  Manufacturers'  As- 
sociation, Toronto,  has  returned  from  a  holiday  spent 
at  Renfrew,  Ont.,  and  around  Lake  Simcoe. 

Martins,  Ltd.,  a  Winnipeg  department  store,  has 
been  incorporated  with  a  capital  of  $30,000.  Furni- 
ture is  to  be  carried  as  one  of  the  departments. 

The  capital  of  E.  0.  We'ber,  Ltd.,  Kitchener,  Ont., 
recently  incorporated,  is  set  at  .$500,000.  Besides  Mr. 
Weber,  R.  A.  McGillivray  is  also  a  provisional  director. 

The  Nova  Scotia  Furnishing  Co.,  Halifax,  are  put- 
ting on  a  big  opening  on  the  8th  and  9th  of  Septem- 
ber to  mark  the  conclusion  of  improvements  in  their 
store,  which  has  been  overhauled  this  year. 

The  Bell  Furniture  Co.,  Ltd.,  Southampton,  Ont., 
are  making  some  improvements  to  their  power  plant 
and  are  installing  one  unit  of  a  battery  of  Sidman 
kilns,  including  an  up-to-date  transfer  system,  cooling 
shed  and  kiln  yard. 

Foster,  Merriam  &  Co.,  Meriden,  Conn,  have  ob- 
tained an  Ontario  charter  with  head(iuarters  at  Ham- 
ilton and  a  capital  of  $20,000.  Victor  Grantham  has 
been  appointed  attorney  of  the  company,  wliich  makes 
furniture  casters  and  trimmings. 

Bruce  Woodworkers,  Ltd.,  Chesley,  Out.,  have  ob- 
tained an  Ontario  charter  with  a  capital  of  .$40,000,  to 
manufacture  and  sell  furniture  aiul  other  articles  of 
wood  and  iron.  Geo.  T^urst,  W.  G.  Durst,  Wm.  Damm 
and  John  Hauser  are  interested. 


Hardwood  Chair  Co.,  Ltd.,  860  Hornby  Street,  Van- 
couver, has  been  incorporated  with  a  capital  of  $10,000. 
Taking  over  a  going  concern  the  business  now  car- 
ried on  under  the  name  Hardwood  Chair  Company ; 
manufacturing  and  repairing  chairs,  cabinets,  tables, 
etc. 

A  bad  fire  occurred  on  August  21  in  the  furniture 
storage  warehouse  of  A.  C.  Quickfall,  Kitchener,  Ont., 
where  sixteen  families  have  their  chatteLs  stored, 
owing  to  the  housing  shortage.  A  quick  response  by 
the  fire  department  saved  the  situation,  as  the  fire  had 
gained  considerable  headway.  The  loss  is  estimated 
at  $3,000. 

Real  fisherman's  luck  attended  the  efforts  of  J.  G. 
Anderson,  of  the  furniture  department,  T.  Eaton  Co., 
on  Saturday,  August  14.  With  a  party  of  six  friends 
accompanied  by  a  guide,  we  went  trolling  near  Honey 
Harbor,  in  Georgian  Bay.  From  11  a.m.  until  12.30 
the  party  landed  one  twenty-three  pound  'lunge,  one 
beauty  of  20  pounds,  one  of  12  pounds  and  two  ten 
pounders. 

The  Westminster  Furniture  Manufacturing  Co., 
established  about  six  months  ago,  is  getting  along  well 
with  its  manufacture  of  furniture  from  the  hard- 
woods of  British  Columbia.  The  output  is  not  large 
but  additions  and  improvements  are  being  made  right 
along  and  the  industry  promises  to  become  one  of 
New  Westminster's  important  enterprises.  Most  of 
the  output  is  in  maple,  and  no  attempt  is  made  to 
cater  to  high-priced  tastes. 

Foster,  Merriam  &  Co.,  a  corporation  chartered  by 
the  State  of  Connecticut,  has  obtained  an  Ontario 
charter  to  manufacture,  buy,  sell  and  deal  in  furni- 
ture castors,  furniture  trimmings  and  other  articles 
of  hardware,  brass,  iron  and  metal  castings,  and  all 
goods  and  wares  made  in  whole  or  in  part  of  steel, 
iron,  brass  or  other  metals;  with  a  capital  of  $20,000 
and  Canadian  headquarters  at  Hamilton,  Out.  Charles 
Victor  Grantham,  Hamilton,  is  the  company's  attorney. 


GOOD  BUSINESS  IN  SASKATCHEWAN 

A.  G.  Washington,  furniture  dealer  of  Swift  Cur- 
rent, iSask.,  accompanied  by  his  wife  and  daughter, 
recently  made  a  three-weeks'  motor  trip  to  Banff  and 
Lake  Louise,  Alta.,  which  the  party  voted  an  ideal 
holiday  place. 

Mr.  Washington  reports  business  very  good  in  his 
district  considering  two  almost  complete  crop  fail- 
urse  last  year  and  the  year  before.  This  year,  he  says, 
"our  crops  are  very  good  and  we  are  looking  for 
normal  conditions  again  this  fall." 
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Upholstery  Springs  f 

Highest  quality  Upholstery  Springs,  | 

made  from  the  finest  grade  High  Car-  | 

bon  Steel  Wire,  oil  tempered  after  | 

the   coiling  operation,  thus  insuring  g 

uniform  strength  and  "No  Set."    Re-  | 

member,  the  quality  of  your  High-  i 

Grade  Upholstering  depends  entirely  | 

on  the  quality  of  the  springs  you  are  | 

using.  I 

HELICAL  SPRINGS  | 

for  spring  bed  and  mattress  fabrics.  = 

Get  the  habit  ;   buy  Canadian  springs  | 

James  Steele,  Limited  f 

26                                Guelph,  Canada  | 
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NECESSITY  OF  TAKING  STOCK  IN  BUSINESS 
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Every  dealer  should  t;ike  stock  at  least  once  a  year— How  to  do  it — Some  donts' — By  a  retaile 
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YOU  have  asked  me  to  tell  retail  dealers  why  they 
should  take  stock  and  how^  to  do  it.  I  can 
hardly  see  any  reason  for  telling  a  dealer  vphy 
he  should  take  stock  and  make  out  a  financial  statement 
at  the  end  of  each  year,  because  if  he  is  a  real  business 
man  he  will  realize  not  only  the  need,  but  the  necessity 
of  doing  so. 

Necessity  to  Find  Standing  of  Business 
No  business  man  should  go  on  for  longer  than  a  year 
without  knowing  what  progress  he  is  making,  and  this 
cannot  be  ascertained  with  any  degree  of  accuracy 
without  taking  an  inventory  of  his  stock  as  well  as  his 
other  resources  and  liabilities.  The  amount  of  busi- 
ness done  during  the  year  is  not  an  accurate  gauge  of 
progress  because  big  sales  do  not  always  mean  satisfy- 
ing progress.  This  is  a  particular  in  which  many  re- 
tailers fool  themselves  badly  every  year.  For  instance, 
I  know  a  brother  dealer  who  has  not  taken  stock  for  a 
number  of  years.  "When  I  took  him  to  task  for  not 
doing  so,  he  said,  "Oh!  I  am  getting  on  alright.  My. 
sales  show  an  increase  every  year."  Yet,  I  would 
be  willing  to  bet  dollars  to  doughnuts  that  he  is  not 
making  half  as  much  money  as  he  thinks  he  is.  If  he 
were  he  would  be  able  to  look  after  his  liabilities  bet- 
ter. He  is  doing  the  business  but  he  is  not  making 
very  much  money.  If  he  would  make  out  a  financial 
statement  each  year,  it  would  show  him  clearly  that  he 
is  not  making  as  much  net  profit  as  he  should  on  the 
business  done,  and  he  would  then  get  busy  and  rectify 
the  leaks  that  are  at  present  eating  up  his  profits.  As 
long  as  he  neglects  such  a  yearly  statement,  however, 
he  will  never  realize  just  how  little  money  he  is  mak- 
ing. 

Insist  on  Accuracy 

Now  as  to  the  work  of  stock-taking.  I  would  first 
like  to  impress  on  dealers  the  need  for  absolute  accuracy 
in  taking  the  inventory.  Unless  this  point  is  insisted 
on,  the  result  will  not  be  a  proper  indication  of  actual 
worth  of  stock  and  the  purpose  of  taking  stock  is  de- 
feated. Do  not  leave  the  question  of  quantities  or 
prices  to  guesswork.  Count  goods  and  make  certain 
that  prices  are  correct. 

It  is  better  to  underestimate  than  to  overestimate. 


A  man  can  always  afford  to  be  a  little  better  off  than 
he  figures,  but  it  is  dangerous  to  believe  that  he  is 
better  fixed  than  he  really  is.  It  is  like  going  on  a 
"spree."  It  feels  alright  at  the  time,  but  the 
"morning  after"  is  not  likely  to  be  so  pleasant. 

How  to  Go  About  It 

I  find  it  the  best  plan  for  those  engaged  in  the  work 
of  stock-taking  to  divide  themselves  into  twos.  One 
man  calls  off  the  stock  as  he  counts  it,  and  the  other  in- 
serts the  quantity,  description  and  cost  price,  if  it  is 
known,  on  the  inventory  sheet.  A  little  system  will 
lessen  work.  For  instance,  goods  of  the  same  kind 
can  be  put  together  and  counted  in  one  sum,  or  space 
can  be  left  on  the  line  to  add  more  articles  of  a  similar 
nature  if  they  come  to  light  later.  This  saves  the 
work  of  writing  out  several  lines  for  the  same  article. 
Don't  jump  all  over  in  stock-taking.  Start  at  a  cer- 
tain place  and  cover  it  thoroughly.  Otherwise  you 
are  liable  to  miss  some  goods. 

Preventing  Duplication 

If  stock-taking  is  to  extend  over  a  considerable 
business  period,  precautions  will  have  to  be  taken  so 
that  articles  listed  and  afterwards  sold  will  be  de- 
ducted from  the  total  stock  showing.  Clerks  who  are 
selling  goods  may  make  a  note  of  checked  goods  sold  in 
a  book  for  the  purpose,  and  deduct  the  total  amount 
of  such  sales  from  the  total  stock.  Some  dealers 
leave  a  slip  on  each  line  of  goods  which  has  been  listed 
so  that  sales  may  be  noted  on  it.  It  is  not  necessary 
to  make  a  note  of  goods  sold  but  which  has  not  been 
listed,  as  they  will  appear  in  cash  on  hand  or  amount  on 
books  in  your  financial  statement. 

Once  the  goods  have  been  listed,  all  that  is  necessary 
is  to  make  extensions  and  add  up  totals  and  the  total 
amount  of  stock  on  hand  Avill  be  known.  Compare  it 
with  the  amount  of  stock  of  the  previous  }''ear.  If 
there  has  been  any  large  increase,  look  into  the 
cause. 

Once  the  amount  of  your  stock  is  known,  you  are  in 
a  position  to  go  ahead  and  make  out  a  financial  state- 
ment that  will  show  the  exact  standing  of  your 
business. 


CANADA'S  STATUS  ENLARGED 

The  following  is  an  extract  from 
the  report  on  the  trade  of  Canada, 
ajid  particularly  of  Ontario,  made  by 
F.  W.  Field,  British  Trade  Commis- 
sioner ior  this  Province,  just  issued 
as  a  British  Government  blue  book : 

A  review  of  the  year  which  has 
elapsed  since  the  signing  of  the 
armistice,  sugge.sts  that  economic, 
industrial  and  commercial  conditions 
are  sound,  and  that  given  more 
stable  political  and  social  conditions 
throughout  the  world  than  those  ob- 
taining at  the  beginning  of  1920,  the 
Dominion  should  achieve  a  degree  of 
dcvelopmc-nt    far    surpassing  that 


achieved  hitherto.  Canada  has  gain- 
ed a  larger  sense  of  nationhood 
through  the  Avar,  and  this  feeling 
will  becoine  more  pronounced  as 
the  time  passes  and  conceivably  find 
expression  in  the  economic  sphere. 
Her  achievements  in  finances,  ia 
production  of  every  kind,  have  en- 
gendered feelings  of  the  kind  men- 
tioned. In  common  with  her  allies, 
she  is  confronted  with  grave  prob- 
lems, but  is  dealing  Avith  them  Avith 
fharaeteristic  energy  and  hopeful- 
ness. With  her  vast  resources  she 
has  reason  to  hope  that  in  the  diffi- 
cult times  ahead,  she  Avill  create 
sufficient  wealth  to  liquidate  her 
heaA'y  burden  of  debt  and  to  play  a 


more  prominent  part  in  Avorld  econ- 
omy. 

Market  for  British  Manufactures. 

As  a  market  for  British  manufac- 
tures Ontario  presents  an  attractive 
field,  more  especially  in  the  lines  in 
AA'hich  United  Kingdom  manufactur- 
ers have  excelled  for  so  long.  The 
development  of  Canadian  manufae- 
tui'ing,  of  Avhich  such  a  large  p7-o- 
portion  is  carried  on  in  Ontario, 
leads  one  to  the  conclusion  that  the 
greiater  part  of  British  trade  in  thijs 
market  Avill  in  future  years  be  con- 
fined to  the  principal  groups  of 
manufactures  AA'hich  constituted  the 
business  here  of  United  Kingdom 
firms  before  the  war. 
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MOST  articles  in  the  various  trade  journals  have 
as  their  aim  to  be  onl3-  oi^  practical  assistance  to 
the  large  stores.  There  seems  to  be  a  dearth  of 
advice  regarding  the  conducting  of  a  small  store.  So 
right  here  we  are  going  to  present  some  good  advice 
to  owners  of  small  stores. 

"Success  in  keeping  a  small  store,"  once  said  a 
man  v.'ho  had  experience,  "depends  much  upon  the 
personality  of  the  storekeeper." 

There's  a  mine  of  truth  in  tha.t  statement.  In  the 
large  store,  t'he  clerks  represent  the  establisihment ; 
in  the  small  store,  the  proprietor  himself.  If  the  lat- 
ter is  polite,  and  gives  customers  a  "square  deal" 
success  is  certain  to  come  to  him.  On  the  other  hand, 
should  he  be  an  impolite,  grumpy  person,  failure  can 
be  expected,  for  no  one  likes  to  deal  with  such  a  mer- 
chant. The  dealer  s'hould  merely  observe  the  success- 
ful stores  and  he  will  find  that  this  is  a  fact. 

The  successful  storekeeper  is  a  great  stodenit  of 
human  nature,  psychologist,  a  diplomat.  He  always 
has  a  cheerful  word  or  a  kind  greeting  for  all  those 
who  enter  his  store ;  and  besides,  he  calls  them  by 
name.  If  a  motiher  has  her  child  with  her,  he  pats 
the  little  fell'ow  on  the  head  and  flatters  the  mother 
by  saying  "he  is  the  brightest  little  fellow  he  has  seen 
in  a  long  time."  This,  of  course,  pleases  her  and  she 
buys' half  a  dollar's  worth  more  of  goods  than  she 
had  intended. 

Perhaps  the  merchant  may  say  the  same  thing 
about  every  little  youngster.  But  Avhat  does  it  matter? 
It  gains  oi'ders.  It  procures  steady  customers.  And 
that  is  -what  is  desired.  Moreover,  the  thoughtful 
dealer  takes  an  apparent,  although  not  a  meddle- 
some interest,  in  his  customer's  affairs.  In  case  of 
an  accident  or  other  misfortune,  he  always  has  a  word 
of  condolence  and  encouragement  for  the  one  affected. 
This  diplomatic  air  gains  him  customers.  It  would 
pay  all  retailers,  regardless  of  the  kind  of  business 
they  are  engaged  in,  to  s-tudy  human  nature,  to  look 
out  for  the  frailties  and  strong  points  of  human  kind 
and  to  utilize  the  information  thus  gained  to  promote 
the  v/elfare  of  their  business. 

The  small  storekeeper  desirous  of  becoming  a  suc- 
cess in  his  business  must  also  assume  an  attitude  of 
success  even  thougih  he  be  a  rank  failure.  Somehow 
or  other  people  like  to  deal  with  successful  stores. 
Whether  they  d'o  so  because  the  store  is  a  success  or 
because  the.v  believe  they  are  assu-'-d  of  better  tre.-it- 
ment,  it  is  difficult  to  say.  The  fact  remains,  however, 
that  the  ma.jority  of  people  like  to  be  patrons  of  suc- 
cessful establishments.  Hence,  the  merchant  should 
endeavor  to  put  up  a  bold  "front"  in  spite  of  the  bad 
condition  in  which  he  finds  himself,  and  should  have 
a  modest  air  of  success.  To  be  a  success,  in  other 
words,  one  must  get  into  an  atmosphere  of  success. 

Above  all  a  small  merchant  should  look  out  for  the 
appearance  of  his  place  of  business.  He  should  make 
it  neat,  clean  and  inviting.  It  is  this  wholesome  ap- 
pearance which  attracts  attention  and  incites  people 
to  buy,  because  thoy  believe — and  logicallv,  too — 
that  the  store  that  is  clean  will  have  a  better  and 
newer  grade  of  goods.    Observation  will  prove  to  one 


beyoiKl  a  siu'gle  doubt  that  one  of  the  most  important 
eleinents  of  success  is  the  excellence  of  the  store's 
appearance.  This  knowledge  should  be  made  use  OL. 
The  model  ihop  must  necessarily  be  clean  and  invit- 
ing. i-Cverj^  merchant  should  ruthlessly  criticise  the 
appearance  of  his  own  store,  should  ask  himself 
whether  there  is  no  opportunity  for  improving  con- 
ditions. In  most  instances  he  will  find  that  at  least 
some  few  improvements  and  valuable  changes  can 
be  made. 

Besides  the  small  dealer  should  have  good  clerks, 
if  he  has  any  at  all.  He  should  see  to  it  that  they  are 
courteous  and  treat  customers  properly. 

It  is  true  that  the  small  dealer,  oAving  to  location 
and  other  conditions,  is  unable  to  make  any  preten- 
tious attempt  at  advertising.  This  is  espe'cially  true 
of  merchants  in  cities,  who  are  out  of  the  business 
districts.  Nevertheless,  some  form  of  advertising;  is 
essential,  for  advertising  is  the  promotor  of  trade. 
The  retailer  has  several  ways  open  to  him,  not  in- 
cluding newspaper  advertising :  First,  he  can  adver- 
tise through  handbills  and  letters,  or  through  a  nice, 
attractive  mailing  card  or  folder;  second,  through 
window  display;  third,  through  trade-window 
schemes :  fourth,  through  the  pleased  customers. 

The  handbill  is  a  much  maligned  instrument  of  ad- 
vertising. Yet,  after  reading  all  the  discusision  con- 
cerning it  both  pro  and  con,  one  comes  to  the  con- 
clusion that  the  handbill  is  a  potent  factor  in  adver- 
tising the  small  store;  in  fact,  in  many  eases,  it  is 
the  only  means  the  small  retailer  has  of  making  known 
his  offers.  The  handbill  will  fiay  providing  it  is  fairly 
printed  and  properh^  distriljuted.  It  should  be  print- 
ed on  a  good  cjuality  of  enamel  book  paper  and  well 
illustrated  with  cuts.  Sometimes  it  will  pay  to  en- 
close the  circular  in  a  large  envelope  and  send  them 
out  by  mail. 

The  window  display  of  every  merchant  should  he 
neat  and  trim.  Price  cards  should  be  eonspieuous. 
r'requently  passers-by  are  attracted  by  some  prettily 
decorated  window.  They  then  see  the  various  bar- 
gains and  should  they  need  anything  in  the  line  ad- 
vertised, they  generally  enter  the  store  and  purchase 
the  desired  article. 

If  your  window  does  not  attract  people,  either 
through  neatness  or  originality  of  trimming,  it  should 
be  made  to  do  so  or  it  should  be  closed  up.  It  is  bet- 
ter to  have  none  than  one  that  will  give  people  a  bad 
impression. 

The  elements  of  success  in  the  retail  business  world 
are  fev/,  but  they  are  all  essential.  Each  one  counts 
greatly,  it  is  of  weighty  importance.  If  one  is  left  out 
of  consideration,  the  result  will  probably  be  failure. 
If  all  are  heeded,  there  Avill  come  success  in  a  great 
measure. 


A  Brooklyn  carpet  house  has  placed  in  front  of  its 
store  a  piece  of  linolexim  for  demonstration  purposes. 
The  linoleum  was  cemented  to  the  pavement,  carried 
an  ad.  (which  has  had  to  be  repainted  several  tiiiT^s), 
and  although  thousands  of  people  have  walked  over 
the  Sfjuare  the  linoleum  has  remained  intact. 
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1  Installment  Business  a  Convenience  j 
I  Not  a  Necessity  | 

I  By  H.  W.  ISRAEL  .  | 
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CONDITIONS  have  iindergone  a  remarkable 
change  in  the  house  fuvnishing  business  iu  the 
]fist  few  years.  In  the  days  when  wages  wore 
lower  tlie  buying  of  furniture  on  the  installment  plan 
was  a  necessity  with  thousands  of  people.  Now  the 
buyers,  with  ample  funds  in  their  pocketbooks,  set 
aside  a  fixed  sum  each  week  or  month  with  which  to 
pay  their  installments.  They  then  have  funds  for 
other  purposes  and  enjoy  the  use  of  their  money. 
They  also  have  the  pleasure  of  seeing  bank  accounts 
grow  instead  of  paying  it  all  out  in  cash  payments. 

The  new  condition  has  had  another  interesting  ef- 
fect. Workingmen's  wives  are  displaying  a  greater 
intelligence  in  their  buying.  T  know  that  good  influ- 
ences have  been  at  work  somewhere.  It  may  be  the 
spread  of  women's  clubs  and  their  natural  extension 
of  culture  and  good  taste.  It  may  be  the  good  done 
by  community  meetings  of  housewives.  The  increase 
in  newspaper  and  magazine  reading  also  may  have 
helped,  for  printers'  ink  devotes  much  space  to  home 
betterment  these  days.  Whatever  the  influence,  it  is 
my  observation  that  the  women  of  all  classes  are  do- 
ing better  buying  now  than  in  other  years.  It  used 
to  be  that  women  would  come  into  our  store  and  say: 
"Show  me  a  chair."'  We  would  show  them  a  chair — 
it  didn't  matter  much  what  kind  of  a  chair — and  they 
would  buy  it.  All  they  knew  was  that  a  chair  was 
needed  in  the  house.  To-day  the  women  come  in  and 
buy  chairs  that  harmonize  with  other  pieces  in  the 
house.  Their  homes  do  not  look  like  a  domestic  sec- 
ond-hand store.  The  furniture,  draperies,  rugs  ana 
everything  are  bought  on  the  basis  of  harmony  and 
good  taste.  They  are  buying  better  things,  too.  hav- 
ing learned  that  nothing  cheap  is  blessed  with  good 
workm^anship. 

Here's  another  observation — the  wives  of  mechfiii- 
ics  are  finding  their  husbands  willing  to  buy  the  most 
modern  devices  for  the  home.  The  men  have  learned 
in  the  shops  that  modern  mechanical  devices  save  time 
and  footsteps.  Having  learned  this,  they  want  to  ap- 
ply it  in  their  homes.  The  result  is  that  thej^  gladly 
buy  their  wives  kitchen  cabinets,  electric  Avashers, 
vacuum  sweepers  and  other  labor-saving  devices. 

Recently  a  w^ell-to-do  woman  of  Indianapolis  came 
into  our  store.  She  had  been  doing  some  community 
work  in  a  workingmen's  district  in  our  town.  She 
asked  to  see  our  best  kitchen  cabinet.  Then  she  ex- 
plained that  in  practically  every  home  she  visited  she 
ffumd  a  kitchen  cabinet.  "I  had  always  looked  on 
kitchen  cabinets  as  a  luxury,"  she  said.  "All  my 
married  life  I  have  wanted  one,  but  held  off  just  be- 
cause I  thought  them  a  bit  rich.  But  when  I  found 
them  in  every  workingman's  home  and  saw  them  put 
to  practical  use  by  practical  women  I  made  up  my 
mind  to  have  one.  Those  women  gave  me  a  lesson 
in  real  economy  and  sensible  household  management." 


JIMMIE  JONES  GETS  THE  NEW  COMERS 

"I  made  up  my  mind  .several  years  ago  that  if  I 
wanted  to  keep  my  business  on  the  jump  all  the  time 
I  would  have  to  work  along  original  ideas,"  said 
Jimmie  Jone^.  to  me  the  other  night.  "One  of  my  de- 
!iver,y  men  gave  me  a  tip  which  has  contributed  a 
great  deal  to  my  success.  He  came  in  one  day  with 
an  order  for  window  shades  which  hp  picked  up  on 
one  of  liis  trips — told  me  that  some  people  had  moved 
into  one  of  the  vacant  flats  down  the  street  and  he 
went  in  to  see  if  they  needed  shades.  They  did.  and 
he  brought  the  order  with  him. 

"N<'xt  morning  I  had  him  go  back  and  put  the 
shades  on  the  windows,  and  asked  him  to  measure 
every  room  for  curtains,  wall  paper  anjl  rugs  and  to 
give  the  people  an  invitation  to  visit  our  .store  for 
anything  they  needed.  A  few  days  later  they  came 
up  for  some  laces  and  made  a  selection  and  then  told 
me  that  they  had  frogotten  the  measurements,  so 
(wouldn't  tell  me  the  amount  of  material  needed.  With 
the  measurements  taken  that  morning  I  was  able  to 
sell  them  what  they  wanted. 

"After  that  I  watched  every  new  building  that  was 
put  up  here  in  town  and  had  a  man  to  secure  all  the 
measurements.  I  went  to  the  local  printer  and  to- 
gether we  worked  out  a  filing  card  on  which  we  were 
able  to  put  down  all  this  information. 

"I  found  that  very  few  people  have  window  shades 
or  curtaiiLS  that  fit  when  they  move  into  a  new  place, 
so  with  all  these  measurements  I'm  able  to  go  to 
them  with  figures  that  generally  secure  the  order.  ] 
find  that  the  man  who  isxOn  the  job  at  moving  time 
can  get  orders  for  anj^thing  needed. 

"A  woman  came  in  here  a  week  ago  to  look  at 
some  rugs.  She  found  something  that  suited,  but 
didn't  know  whether  she  wanted  a  ei'^xSVo  or  a  l)x 
12.  I  was  able  to  tell  her  after  looking  up  her  apart- 
ment card.  She  might  have  gone  to  some  other  store 
and  found  something  she  liked  better  and  I  would 
have  lost  a  sale.  Knowing  the  size  she  wanted  I  was 
able  to  close  the  sale  at  once. 

"I  have  a  record  of  over  five  thousand  flats,  houses 
and  apartment  in  this  district.  One  girl  keeps  the  files 
up-to-date  and  also  keeps  a  record  of  all  sales  eredit'^d 
to  each  card.  You  would  be  surprised  to  see  the 
figures  on  the  backs  of  them.  One  man.  doe.s-  all  the 
research  work  besides  doing  all  the  erection  work  on 
shades,  eurtains,  etc. 

"Getting  in  with  the  newcomers  gives  me  a  lever- 
age that  brings  other  orders  to  me  during  the  year. 
I  find  that  the  proprietors  Avill  give  me  any  informa- 
tion I  want  and  many  of  them  call  me  up  Avhen  they 
are  building  .or  Avhen  they  are  i*enting  some  of  their 
places.  It  certainh^  is  a  good  way  to  get  business."— 
3.1arshall  Bed  Post. 


PUSH  STOCK  TO  THE  FRONT. 

The  merchant  Avho  isn't  taking  every  step  he  can  to 
keep  up  with  the  procession  under  the  ncAV  conditions 
of  business  is  going  to  lose  the  share  of  money  due  him 
out  of  the  enormous  amoitnt  that  is  crowding  its  Avay 
into  circulation. 

When  people  need  things,  or  think  they  need  them,  it 
isn't  A'ery  difficult  to  sell  these  things.  Goods  kept  in 
the  back  room,  hoAvever,  Avill  probabh'  ahvays  remain 
there.  If  there  CA'cr  Avas  a  time  Avhen  pushing  goods 
to  the  front  of  the  store  paid,  it  Avill  pay  uoav. 

To  figuratively  put  your  goods  out  in  front  is  to  let 
buyers  knoAV  you  have  them,  hoAv  good  they  are,  the 
particular  service  they  Avill  perform  and  hoAV  much 
they  will  cost. 
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No.  544— Chair 


It  has  style 
combined  wi  h 
utility,  sells 
readily,  and 
builds  business 
for  your  store. 


There  is  profit  and 
satisfaction  to  dealers 
who  handle  ''North 
American^ ^  furniture. 


No.  544 — Dresser 


The  North  American  Furniture  Co.,  Limited 


am 


The  Owen  Sound  Chair  Company,  Limited 

Owen  Sound       -:-  Ontario 
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L'HJJJ  lUIli  I '  11 1  111  rrrm 


CHAIRS  OF  QUALITY 


BENTWOOD  CHAIRS 
UVINGROOM  CHAIRS 
DININGROOM  CHAIRS 
HARDWOOD  CHAIRS 


QUALITY  SO  substantial  as  to  ensure  cus- 
tomer satisfaction  will  make  repeat  sales 
and  create  good-will.  Careful  selection  of 
material  and  sound  construction  has  fiimly 
established  North  American  Bent  Wood  Chairs 
as  the  acme  of  quality.  They  give  you  value 
and  service  so  positive  as  to  enable  you  to  sell 
our  products  with  the  greatest  confidence. 


THE  NORTH  AMERICAN  BENT  CHAIR 


COMPANY,  LIMITED 
OWEN  SOUND      -      -      -  ONTARIO 


Marshall  Cushions 


INSIST  ON  THIS  TRADE  MARK  ON  ALL 
MARSHALL  PRODUCTS 


For 

CHESTERFIELDS 
CHAIRS 
AUTOMOBILES 
OR  BOATS 


Are  guaranteed  to  give 
service  and  satisfaction. 

Marshall  Ventilated  Mattress 


Chicago,  III. 


Company,  Limited 

TORONTO,  CANADA 


Lo::don,  Eng. 
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CONDITIONS  IN  FURNITURE  INDUSTRY 
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Furniture  Manufacturers  Association  receive  report  of  James  E.  Ferguson  on  present  trade 
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AT  the  last  monthly  meeting  of  the  Furniture 
Manufacturers'  Association  held  in  the  Toronto 
offices,  with  W.  J.  Anderson  in  the  chair,  there 
was  an  attendance  of  44  members.  Secretary  Cawkell 
in  reply  to  an  inquiry  stated  that  the  Western  Canada 
Colonization  Association,  which  had  been  recently 
formed  in  Western  'Canada,  was  well  worthy  of  active 
supi^ort.  The  men  connected  with  the  movement  were 
upstanding,  practical  business  men  and  the  movement 
itself  has  received  the  endorsement  of  many  of  the 
most  prominent  men  in  Canada.  The  object  of  this 
association  is  to  populate  the  western  farm  land  and 
to  assist  all  settlers  going  on  the  land  by  advising  as 
to  character  of  soil,  etc.,  and  furnishing  other  informa- 
tion of  interest  and  value.  It  is  an  honest  and  in- 
telligent effort  to  develop  the  West  along  practical 
lines,  and  should  receive  the  consideration  and  support 
of  the  furniture  manufacturers. 

Conditions  in  Furniture  Industry 

James  E.  Ferguson  of  the  cost  accounting  depart- 
ment, outlined  general  trade  conditions  with  particu- 
lar reference  to  the  furniture  industry.  He  stated 
that  business  conditions  in  general  during  the  past 
few  weeks  have  not  shown  any  marked  improvement. 
A  'spirit  of  caution  pervades  the  market  and  there  is 
reluctance  on  the  part  of  buyers  and  consumers  to 
take  further  steps,  pending  the  clearing  up,  to  some 
extent  at  least,  of  the  present  uncertain  situation.  The 
vibrations  caused  by  the  spring  price  cutting  have  not 
entirely  disappeared  and  although  talk  of  panic  is 
scarcely  heard  now,  there  is  being  exercised  a  caution 
which  will  in  itself  help  greatly  to  clarify  the  situa- 
tion. 

The  iron  and  steel  industry  continues  to  be  excep- 
tionally busy,  goods  are  hard  to  get  and  prices  are 
continually  advancing.  Nails  are  now  quoted  at  .+16.25 
base,  and  practically  all  items  used  in  the  industry  are 
scarce.  Lumber  has  declined  somewhat,  our  figures 
showing  a  reduction  of  3.8  per  cent,  in  this  group 
since  last  April.  Quartered  oak  and  gum  show  great- 
est decline  and  are  likely  to  drop  still  further.  Native 
woods  are  firmer.  Plain  oak  is  also  easier,  but  not 
to  the  same  extent.  There  has  been  no  report  of  easier 
])rices  on  walnut  and  mahogany.  Veneers  of  all  kinds 
are  still  difficult  to  obtain. 

Fiiiisliiug  inatoria''s  are  easier,  shellac,  oil  and  tur 
peiitiue  showing  ajipreciable  decli)ics.  The  supply  of 
finishing  materials  is  good,  little  complaint  of  slow 
delivei'y  being  heard.  It  is  expected  that  this  group 
will  get  easier  during  the  next  few  months.  Glass 
shows  no  change.  Larger  shipments  from  Belgium 
are  at  hand,  but  these,  while  relieving  supply  to  some 
extent,  have  had  no  influence  on  ])rice.  Packing  ma- 
terials are  higher,  largely  on  account  of  paper,  which 
is  likely  to  advance  still  higher.  Textiles  are  still  ad- 
vancing and  latest  reports  are  not  very  promising 
The  present  cotton  crop  is  likely  to  be  less  than  aver- 
age.   Spot    cotton  is   (pioted  at  42c.    Tapestries  are 


getting  higher  each  week.  Bituminous  coal  is  costing 
around  $14  per  ton. 

The  commodity  number  for  July  was  181.87,  as  com- 
pared with  181.54  last  April.  The  weighted  number 
shows  a  decrease  of  2.89  per  cent,  in  the  prices  of 
commodities  since  April.  The  groups  of  commodities 
as  at  this  date  show  changes  from  last  April  as  fol- 
lows : 

Increase.  Decrease. 

Lumber    3.8% 

Glue    3.5% 

Hardware    2.5 

Finishing  Materials    6.3 

Glass    No  change 

Packing   7.4 

Upholstering    3.1 

As  indicating  the  activity  of  the  industry  during  the 
past  half  .year,  the  following  figures  show  the  relation 
of  shipments  to  normal :  January,  83.18  per  cent. ;  Feb- 
ruary, 96.5;  March,  116.6;  April,  112.7;  Mav,  103.16; 
June,  96.02. 

At  present  indications  point  to  a  continuance  of 
dullness  for  several  weeks.  Julj^  orders  have  been 
small  and  buyers  are  marking  time.  Crop  conditions 
are  good,  and  form  the  basis  of  an  optiraism  which 
is  gradually  dissipating  the  doubts  caused  by  the 
spring  disturbances.  Recent  reports  estimate  the  West- 
ern Avheat  crop  at  300,000,000  bushels  and,  once  this  is 
assured,  orders  are  likely  to  come  in  in  such  a  manner 
as  to  satisfy  all.  There  is  no  need  for  pessimistic 
thoughts  of  the  future.  This  is  a  resting  time  and  prac- 
tically everyone  is  glad  to  have  a  breathing  spell.  The 
outlook  is  for  steady  business  during  the  fall  and  win- 
ter. 

Co-operation  of  Members  With  Association 

The  secretary  advised  the  manufacturers  :-)s  to  the 
necessity  of  sending  blueprints  of  all  new  lines  brought 
out  to  the  cost  accounting  department  at  Woodstocl^, 
Out.,  so  that  Mr.  Ferguson,  in  charge  of  this  depart- 
ment, would  be  kept  fully  advised  as  to  all  new  lines 
and  designs  that  are  being  placed  on  the  market. 

Ralph  Kilgour,  of  J.  W.  Kilgour  &  Brother,  Ltd., 
Beauharnois,  Que.,  outlined  the  conditions  which  exist 
in  the  East.  Mr.  Kilgour  said  that  trade  conditions  in 
the  furniture  industry  in  Quebec  were  very  satisfactory. 
Business  was  a  trifle  (|uiet  in  the  cities,  but  in  the  rural 
districts  the  volume  of  trade  offering  Avas  remarkably 
good.  He  had  no  doubt  but  that  the  Eastern  furniture 
dealei'  wouUl  enjoy  a  satisfactoiy  fall  aiul  winter  trade, 
and  looked  forward  with  every  confidence  to  fulure 
coiulitions  in  Quebec. 

R.  A.  Sproule,  of  R.  A.  Sjiroule  &  Sons,  Ltd.,  furni- 
ture manul'actui-es,  Ottawa,  gave  an  account  of  tlie 
Ottawa  woodworkers'  strike,  which  had  been  ended  by 
the  men  returning  to  work  under  the  old  wage  schedule. 
The  two  furniture  factories  in  Ottawa  were  afTeeted 
along  with  other  members  of  the  woodworking  indus- 
try.   He  referred  to  the  great  advantage  accruing  to 
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the  furniture  industry  through  being  able  to  meet  to- 
gether and  exchange  information,  and  how  fortunate 
the  manufacturers  were  in  having  such  an  efficient 
organization. 

J.  A.  Minchner,  of  the  North  American  Furniture 
Co.,  Ltd.,  Owen  Sound,  gave  an  outline  of  the  strike 
which  had  recently  taken  place  in  Owen  Sound.  He 
stated  that  it  had  been  of  brief  duration  and  the  men 
had  accepted  the  terms  that  were  offered  before  they 
went  on  strike.  A  tribute  was  paid  to  the  services 
rendered  by  the  fairwage  officer  from  Ottawa,  who 
had  advised  the  men  to  return  on  the  terms  held  out. 

Association's  Publicity  Scheme 

Secretary  Cawkell  gave  to  the  meeting  a  statement 
of  the  progress  that  had  been  made  in  organizing  thp 
newly-formed  Publicity  Section.  This  department  ii. 
to  be  known  as  the  "Home  Furnishing  Bureau,"  ai:d 
is  to  be  an  educational  and  advisory  service  for  the 
attractive  furnishing  of  Canadian  homes.  The  services 
of  this  department  are  to  be  directed  by  Mr.  Cawkell. 
T.  Lyle  Blogg  has  been  engaged  as  advertising  man- 
ager and  rhe  James  Fisher  'Co.  of  Toronto  are  to  act 
as  publicity  agents.  Steps  were  taken  to  secure  larger 
and  more  .suitable  premises  at  8  Colborne  Street,  the 
department  to  be  in  a  position  to  actively  undertake 
their  publicity  work  by  September  1st.  The  service 
will  be  broad  and  comprehensive  in  its  scope,  both  the 
manufacturers  and  (lie  retailers  will  be  consulted, 
and  the  work  conducted  in  the  best  interests  of  all  con- 
cerned and  with  the  greatest  possible  economy  con- 
sistent with  efficiency,  bearing  iji  mind  that  true 
economy  can  best  be  secured  hy  efficiency. 

James  Fisher,  of  the  James  Fisher  Co.,  Toronto, 
advertising  experts,  gave  an  address  outlining  the 
publicity  work.  He  illustrated  his  talk  with  a  large 
chart,  which  showed  clearly  the  aims  of  the  publicity 
bureau  and  its  different  fields  of  activity.  The  cam- 
paign is  to  be  known  as  the  "Better  Homes  Cam- 
paign," and  is  to  be  carried  on  by  the  Home  Furnish- 
ings Bureau.  The  ideal  aimed  at  is  the  "improvement 
of  Canadian  Homes,"  and  the  work  will  be  earricu 
on  under  the  slogan  "Better  Homes  Mjr'an  Greater 
Happiness." 

Details  of  Publicity  Campaign 

Work  will  be  done  in  four  fields — with  the  manu- 
facturer, the  traveller,  the  retailer  and  with  the  con- 
sumer. The  work  among  the  furniture  manufacturers 
will  consist  of:  (1)  Talks  to  the  manufacturers,  show- 
ing the  possibilities  of  the  propaganda  and  what  has 
been  accomplished  in  other  lines  by  advertising.  (2) 
Letters  to  the  furniture  manufacturers,  outlining  plans 
and  keeping  them  informed  as  to  the  progress  of  the 
campaign.  (.3)  Inducing  the  manufacturer  to  use  in 
all  advertising  and  on  letter  heads,  etc.,  the  slogan : 
"Better  Homes  Mean  Greater  Happiness,"  so  as  to 
link  the  campaign  together.  (4)  Encourage  the  manu- 
facturers to  get  out  booklets  of  their  own  for  circu- 
lation among  the  public.  (6)  Suggesting  that  the 
manufacti^rei's  should  i)ost  their  artisans  about  the 
campaign  so  that  they  will  take  greater  pride  in  their 
work. 

Suggestions  for  carrying  on  the  propaganda  among 
the  travellers  consisted  -of:  (1)  Each  manufacturer 
should  call  his  representatives  together  and  carefully 
explain  the  objects  of  the  campaign.  (2)  The  general 
committee  should  issue  a  booklet  for  the  travellers, 
explaining  how  they  can  help  further  the  campaign 


(3)  Ask  the  travellers  to  urge  the  dealers  to  put  in 
"better  homes"  window  displays.  (4)  Arrange  a  gen- 
eral meeting  of  furniture  travellers  and  have  ad- 
dresses given,  shoAving  how  they  can  help  the  dealer. 

Jn  the  retail  field  the  publicity  campaign  will  be 
carried  on  as  follows.  (1)  Using  trade  papers,  letters 
and  folders  to  explain  the  campaign.  (2)  Sending 
retailers  folders,  containing  copies  of  advertisements 
used  in  magazines.  (3)  Assisting  dealers  through 
articles  in  furniture  publications  on  "Improved  Sell- 
ing Methods"  and  "Window  Display."  (4)  Educate 
dealers  to  improve  their  local  advertising  and  to  adopt 
the  campaign  .slogan  "Better  Homes  Mean  Greater 
Happiness."  (5)  Supply  dealers  with  cards  and  other 
material  for  window  display.  Prizes  for  best  window 
display.  (6)  Call  dealers  together  at  the  different 
centres  and  explain  the  objects  of  the  campaign. 

The  propaganda  to  be  carried  on  direct  with  the 
consumer  will  consist  of:  (1)  Advertising  in  news- 
papers, farm  journals  and  magazines,  using  the  cam- 
paign slogan.  (2)  Preparing  articles  on  "Home  Im- 
provements" that  magazines  and  farm  papers  would 
be  glad  to  publish  free  of  charge.  (3)  Encourage 
magazines  to  boost  home  improvement  hy  furnishing 
them  with  the  cuts  of  the  different  classes  of  furniture 
for  free  publication.  (4)  A  competition  might  be 
launched  offering  prizes  for  articles  and  essays  on  sub- 
jects connected  with  home  improvement.  (5)  En- 
courage speakers  at  Women's  Institutes  to  give  talks 
on  "Home  Improvement,"  and  furnish  them  with 
suitable  material.  (6)  Encoui'age  manufacturers  to 
get  out  booklets  of  their  own  for  distribution  among 
the  public,  showing  lines  of  better  furniture.  (1) 
Have  general  book  on  "Better  Homes"  prepared  for 
circulation  among  the  public. 

At  the  conclusion  of  this  address  tne  meeting  passed 
a  resolution  endorsing  and  approving  the  plans  sub- 
mitted by  the  Publicity  Committee,  which  had  previ- 
ouslj'  met  with  the  approval  of  the  Executive  Com- 
mittee. 

i:|i|IIMIMIMIIIMMIIMIIIIMIIIII|illlllMI!l:MIMIIMIII!IMIMIMIIIIirilMIIIIIIII!IIIIIIIIMIIPIIIIlnlnillMnnnirMrMIIMIIMtlinilJI 

I  LUXURY  SALES  TAX  AS  APPLIED  TO  | 

I  FURNITURE*  | 

I  A  tax  of  ten  per  cent,    on  total  selling    price  on:  f 

I  Curtains,  including  tapestry  curtains,  in  excess  of  | 
I      $7.50  each.  I 

I  A  tax  of  fifteen  per  cent,  on  total  selling  jirice  on:  1 

I  (1)  Oriental  rugs.  | 

p  (2)  All  antique  furniture    of    T\-alnut.     mahogany  | 

I  rosewood,  ebony,  primavera  or  oak.  | 

I  (3)  Carved  ebony  or  teakwood  and  lacquered  furni-  | 

I  ture.  I 

I  (4)  All  furniture  finished  in  gold  leaf,  verni  niarMn,  | 

I  or  with  ornamental  or  expensive  inlays  such  as  mother-  1 

I  of-])carl,  or  with  hand-painted  decorations.  | 

I  (.5)  All  tables  made  especially  for  cards,  checkers.  | 

I  chess  or  other  games.  | 

I  (6)  All  liquor  cabinets,  smoker  cabinets,  tea  wag-  | 

I  gons,  sewing  caibinets,  work  tables,  piano  lamps  or  | 

I  stands,  ferneries,  jardinieres,  pedestals  and  bric-a-brac,  1 

I  made  of  rosewood,    prima  vera,    solid    mahogany  or  | 

I  ebony  or  lacquered  or  de'Corated.  | 

I  A  tax  of  twenty  per  cent,  on  total  selling  price  -on:  | 

I  Humidors  and  smoking  stands.  | 

I  A  tax  of  ten  per  cent,  on  excess  only  on:  Carpets  and  | 

I  rugs  in  excess  of  $6.00  per  lineal  yard  of  27  inches  in  | 

I  width.  I 

I  Note — Yardage  will  be  computed  on  basis  of  running  | 

I      .yard,  twenty-seven  inches  wide.  "  1 

?llllllllMIIIIMIIIIMIIIIIIMIMIIIIIMIIIIIMIIIIIIIIIIIIMIIIIIMIIIIIIIIIIIIIIIIMIIIIIIIIIillllllll!nMllllllli:iiniliiillll<::n 
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Baetz  Bros.  Furniture  Co. 
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KITCHENER      -  ONTARIO 

Makers  of 

PERIOD 

LIVING-ROOM 

FURNITURE 

ASSOCIATED  WITH 

Baetz   Bros.  Specialty   Co.,  Limited 

Portable  Electric  Lamps 
and  Shades 


ORIGIN  AND  EVOLUTION  OF  THE  BED 

The  ancient  Germans  lay  on  the  floor  on  beds  of 
leaves  covered  with  skins,  or  in  a  kind  of  shallow 
chest  filled  with  leaves  and  moss.  In  the  early  middle 
ages  they  laid  carpets  on  the  floor  or  on  a  bench 
against  the  wall,  placed  upon  them  mattresses  stuffed 
with  feathers,  wool  or  hair  and  used  skins  as  a  cover- 
ing. They  appear  to  have  generally  lain  naked  in  bed, 
wrapping  themselves  with  the  large  linen  sheets  which 
were  stretched  over  the  cushions.  In  the  thirteenth 
century  luxury  increased  and  bedsteads  were  made  of 
wood,  much  decorated  with  inlaid,  carved  and  paint- 
ed ornaments.  They  also  used  folding  beds,  which 
served  as  couches  by  day  and  had  cushions  covered 
with  silk  laid  upon  leather.  At  night  a  linen  sheet 
was  spread  and  pillows  placed,  while  silk-covered 
skins  served  as  coverlets.  Curtains  were  hung  from 
the  ceiling  or  from  an  iron  arm  projecting  from  the 
wall.  :  i' 

The  Carolingian  MSS.  show  metal  bedsteads,  much 
higher  at  the  head  than  at  the  feet,  and  this  shape 
continued  in  use  until  the  thirteenth  century  in  France, 
many  cushions  being  added  to  raise  the  body  to  a 
sloping  position.  In  the  twelfth  century  the  bed- 
steads appear  much  richer,  with  inlays,  carving  and 
painting,  and  with  embroidered  coverlets  and  mat- 
tresses in  harmony.  Curtains  were  hung  above  the 
bed  and  a  small  hanging  lamp  is  often  shown. 

In  the  fourteenth  century  the  woodwork  became  ol 
less  importance,  being  generally  entirely  covered  by 
hangings  of  rich  materials.  Silk,  velvet  and  even 
cloth  of  gold  were  much  used.  Inventories  from  the 
fourteenth  century  give  details  of  these  hangings, 
lined  with  fur  and  richly  embroidered. 

Then  it  was  that  the  tester-bed  made  its  first  ap- 
pearance, the  tester  being  slung  from  the  ceiling  or 
fastened  to  the  walls,  a  form  which  later  developed 
to  a  room  within  a  room,  shut  in  by  double  curtains, 
sometimes  even  so  as  to  exclude  all  drafts.  The  space 
between  the  bed  and  the  wall  was  called  the  ruelle, 
and  very  intimate  friends  were  received  there.  In 
the  fifteenth  century  beds  became  very  large,  reach- 
ing seven  or  eight  feet  by  six  or  seven  feet.  Violet-le- 
Duc  says  that  the  mattresses  were  filled  with  pea- 
shucks  or  straw — neither  wool  or  horse-hair  is  men- 
tioned. 

At  this  time  great  personages  were  in  the  habit  of 
carrjang  most  of  their  proi^erty  about  with  them,  in- 
cluding beds  and  bed-hangings,  and  for  this  reason 
the  bedsteads  were,  for  the  most  part,  mere  frame- 
works to  be  covered  up ;  but  about  the  beginning  of 
the  sixteenth  century  bedsteads  were  made  lighter 
and  more  decorative,  since  the  lords  remained  at  the 
same  jDlace  for  longer  jDeriods. — The  Mar.shall  Bed 
Post. 


If  you  do  not  appear  to  appreciate  the  small  pur- 
chases of  your  customers,  they  will  not  be  likely  to 
come  to  you  for  the  larger  ones. 


Anthes-Baetz  Furniture  Co.,  Limited 

Chamber  and  Dining  Room 
Furniture 


ROUND  REEDS 

10  Bales  No.  6  Selected        28  U 
10     "     No.  4  Ex.  Selected  48  ■ 
10    ■•    No.  6        "  47K 

E.T.  CARTER  &  CO.,  Limited,  65  Front  St.  E.,  Toronto 


Following  lots  for  immediate 
shipment  from  Toronto 

10  Bales  No.  3  Ex.  Selected  49 'A 
10  No.  5  "  47)4 
10   "    No.  7        "        46 '4 
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I  Improvements  Made  in  | 
I  Ontario  Furniture  Plants  | 

n  iiiniiii  11!  III!  mil  mil  mmimiiii  mmmmimmmiiiaiM  mmii  immmii  hh: 

Quite  a  number  of  changes  are  being  made  in  several 
of  the  Kitelieuer  and  Waterloo  furniture  factories,  alil 
of  thorn  with  a  view  to  increasing  production  by 
eliminating  unnecessary  movement  of  furniture  in 
course  of  manufacture,  and  by  a  better  systematizing 
of  machinery  and  plant. 

Malcolm  &  Hill,  who  recently  took  over  the  D. 
Hibner  plant,  are  greatly  changing  the  factory.  The 
basement  Avhere  veneers  and  other  stock  has  been 
stored,  has  been  cleared  out,  and  new  stock  rooms 
opened,  and  a  proper  .stock-checking  system  installed. 
A  lUmch  and  rest-room  has  been  opened  for  all  the 
m'ale  employees  as  a  part  of  the  company's  welfare 
work,  and  new  and  larger  showrooms  are  being  open- 
ed. All  partitions  have  been  taken  down  in  the  fac- 
tory and  the  step^  leading  from  floor  to  floor  removed 
from  the  centre  to  side  walls,  allowing  a  flood  of  sun- 
light to  get  into  the  factory  from  all  sides. 

The  fire-protection  waterpipes  have  been  painted 
red  throughout  the  plant,  enabling  one  at  a  glance  to 
see  what  means  have  been  taken  to  prevent  loss  from 
fire.  All  the  work,  which  is  not  yet  complete,  has 
been  and  is  being  done  without  the  interniption  of 
business. 

Snyder  and  Waterloo  Plants 

Changes  are  also  being  made  in  the  Snyder  Bro.s. 
Upholstering  Co.'s  factory  at  Waterloo.  The  show- 
room occupied  by  the  desk  and  mission  furniture 
samples  is  being  turned  into  the  upholstering  room, 
and  the  upholstering  department  will  be  made  into  a 
stock  receiving  and  shipping  room.  This  will  allow 
of  lumber  being  taken  from  the  piles  at  the  rear  of 
the  faetory  and  turned  immediately  into  process  of 
construction  with  a  carrying  space  of  not  more  than 
twenty  feet,  iiistead  of  as  at  present  carrying  it  the 
M'hole  length  of  the  factory.  The  furnittire  will  then 
go  from  department  to  departmicnt  by  easy  stages 
and  work  its  way  back  to  the  finishing  room  and  so 
ijito  stock  and  shipping  room.  Machinery  will  handle 
the  loading  of  cars  from  the  shipping  room  and  plat-, 
form  right  into  the  ears,  thus  eliminating  congestion 
and  saving  much  time,  labor  and  space. 

Improvements  at  the  Waterloo  Purniture  Co.'s 
plant  are  nearly  completed  The  new  offices  are  in 
use,  and  the  new  showrooms  were  open  during  the 
recent  furniture  show.  The  factory  departments  are 
getting  into  shape  and  when  completed  will  be  very 
compact  and  economical  from  a  labor  and  time-saving 
point  of  view.  The  new  upholstering  department  will 
be  the  'last  word  in  convenience  for  the  workers. 

One  feature  prominent  above  all  others  in  all  the 
factories  is  the  fact  that  light  and  air  are  being  let 
into  the  plants.  There  is  an  eliminating  of  all  obstruc-. 
tioii  in  the  shape  of  partitions,  stocks  and  uselass  ma- 
chinery. 


IMPROVEMENTS  AT  HANOVER  FACTORY 

The  Kneehtel  Furniture  Cq.,  Ltd.,  Hanover.  Out., 
have  completed  an  addition  which  adds  27,000  feet  to 
their  floor  space.  The  lower  floor  of  the  new  addition 
is  fitted  up  as  a  cooling  and  dry  storage  shed  and  has 
a  capacity  of  ■]()  kiln  cars.    In  addition  four  swing 


saws  have  been  installed,  making  it  a  breaking  room 
as  well.  The  top  floor  Ls  fitted  up  as  a  finishing  room 
and  is  e(iuipped  with  the  Sidman  system  of  automati- 
cally-controlled heat,  humidity  and  moisture.  The 
whole  plant  is  being  electrified  and  numerous  motors 
are  being  installed.  The  intention  is  to  use  electric 
power  about  eight  months  of  the  year.  During  that 
period  the  waste  and  refuse  Avill  be  stored  and  will  be 
used  as  fiiel  for  power  and  heat  during  the  winter 
months. 


HEADS  HOME  FURNISHINGS  BUREAU 

T.  Lyle  Blogg,  who  w^as  selected  by  the  Furniture 
Manufacturers'  Association  as  advertising  manager 
of  the  newly-formed  Home  Furnishings  Bureau — an 
educational  and  advisory  service  for  the  better  fur- 
nishing of  Canadian  homes — will  supervise  the  adver- 
tising which  is  to  be  done  in  connection  with  the  pub- 
licity campaign  being  launched  by  the  furniture  manu- 
facturers. He  brings  considerable  publicity  experi- 
ence of  the  publicity  work  and  dealers'  co-operative 
service  of  the  Pathe  Freres  Phonograph  Co.,  of  Can- 
ada, Ltd.,  for  a  year  and  a  half.  Latterly  he  was  as- 
sistant art  director  with  Grip,  Ltd.,  Toronto.  He 
assumed  his  new  duties  on  September  1st. 

Mr.  Blogg  is  very  enthusiastic  about  the  work  of 
the  "Home  Furnishings  Bureau,;'  The  possibilities 
ahead  of  the  bureau  are  almost  unlimited  and  with 
the  whole-hearted  co-operation  of  the  manufacturers 
and  dealers  the  industry  stands  to  reap  untold  bene- 
fits from  aggressive,  educational  publicity.  Early  in 
his  work  Mr.  Blogg  plans  on  taking  a  trip  through 
several  Ontario  centres,  consulting  with  both  dealer 
and  manufacturer,  as  the  new  bureau  aims  at  close 
co-operation  with  both  branches  of  the  furniture  in- 
dustry. 


FIGURING  OUT  GROSS  PROFIT. 

A  Canadian  merchant  has  a  simple  method  of  figur- 
ing out  his  gross  percentage  of  profit.  He  merely  adds 
two  ciphers  to  the  gross  profit  and  divides  by  the  selling 
price. 

For  instance,  if  goods  cost  90  cents  and  sell  for  $1.20, 
the  gross  profit  is  30  cents.  He  adds  two  ciphers  to  the 
30  and  divides  by  120,  thus: 

120  )  3000  (  25 
240 


600 
600 

00 

In  this  simple  manner  the  gross  percentage  is  ascer- 
tained. It  is  so  simple,  that  to  ascertain  the  proper 
price  to  sell  an  article  at,  he  can  make  several  "tries" 
to  arrive  at  it  instead  of  figuring  it  out  the  long  way. 


I  asked  her  to  lean  out  and  see  if  the  tire  Avas  flat. 
"Not  enough  to  hurt,"  she  reported.  "It's  just  flat  on 
the  lower  side." 

'^'imimiiiimmiiiiii  iMiMiiiiiMiiiuiiiMniiiiiMiiMiiiiiMiiniMMiiiiniiiiiiMMiMiiMiriiiininMiiiiiiiniiMiiiiMMiiiiiinMiiiiiiinuiHi>: 

I  A.  G.  Washington,  furniture  dealer  of  Swift  Cur-  | 

I  rent,  Saslt.,  in  renewing    his  subseription    semis  his  § 

I  "best  wishes  for  the  Furniture  Worlil,  which  is  always  | 

I  read  with  interest  ami  is  mueh  iaii]>repiateil. "  i 
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I        Conditions  and  Outlook  | 

riiiiiniinMiiuiiniiMiiiiiiiiiiMiiiiiiiiMiiiiMiiiiMiiiiiiiiiiiiiiiiiiiiiiiiiiiiiMiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiin  iiiiiihiiiiiiiiiiii  iiiiiiR 

FURNITURE  manufacturers  of  Ontario  are  experi- 
encing the  usual  seasonal  lull,  as  compared  with 
the  activities  of  the  earlier  months  of  the  year, 
says  one  authoritj-.  This  is  not  altogether  unwelcomCj 
and  good  conditions  are  anticipated  by  the  trade  in 
the  autumn.  In  this  industry,  as  in  most  others,  tht. 
promising  Western  crop  outlook  is  one  of  the  surest 
grounds  for  optimism. 

Retailers  are  fairly  busy  for  the  most  part ;  much 
of  their  trade  is  in  high-grade  lines  of  furniture, 
though  upholstered  lines  are  rather  (juiet.  It  is 
noticeable  that  business  is  best  in  the  smaller  centres, 
thus  offsetting  to  some  extent  the  comparative  lack 
of  activity  in  the  larger  cities  of  Eastern  Canada. 
When  it  was  very  difficult  to  get  deliveries  of  goods 
some  months  ago  retailers  placed  heavy  orders.  In 
the  early  months  of  this  year  the  manufacturers  were 
able  "to  make  deliveries,  and  as  a  result  retailers  are 
well  stocked  up  with  furniture. 

The  price  movement  is  somewhat  mixed,  but  on  the 
whole  there  is  little  reason  to  expect  downward  re- 
vision of  quotations.  Most  lines  of  imported  lumber, 
and  especially  oak,  have  declined  in  price  since  April, 
but  manufacturers  bought  comparatively  little  at  the 
extreme  peak,  and  they  claim  that  their  selling  prices 
were  not  at  any  time  on  the  basis  of  the  high-water 
mark  of  lumber  prices. 

To  counterbalance  any  reductions  in  prices  of  ma- 
terials, furniture  manufacturers  have  been  obliged 
to  increase  wages  to  the  average  extent  of  10'  per  cent, 
in  the  last  four  months. 

An  interesting  comparison  of  lumber  prices  in  April, 


1919  and  1920,  is  given  by  an  American  furniture 
journal  in  a  recent  number,  on  4x4  stock.  These  prices 
are  on  the  basis  f.o.b.  mill,  and  the  Canadian  con- 
sumer of  American  lumber  has  to  pay  the  items  of 
exchange  and  added  freight  charges  over  and  above 
those  imposed  on  the  United  States  buyer.  In  the 
twelve  months  period  referred  to  above  quarter-cut 
oak,  Nos.  1  and  2,  advanced  from  $112  to  $310,  and  No. 
1  common  from  $78  to  $230.  No.  1  common  birth  is 
(pioted  at  $115  to  the  Canadian  trade.  Plain  oak,  Nos. 
1  and  2,  advanced  from  $73  in  April,  1919,  to  $208  in 
April,  1920;  No.  1  common  went  from  $52  to  $160. 
Red  gum,  Nos.  1  and  2,  advanced  from  $54  to  $200  in 
the  twelve  months,  and  No.  1  common  went  from  $49.50 
to  $170.  Sap  gum,  Nos.  1  and  2,  advanced  from  $40 
to  $115,  and  No.  1  common  from  $36  to  $95. 

The  Canadian  woods  have  been  firm  in  price  in  re- 
cent weeks.  Both  mahogany  and  walnut  are  scarce 
and  steady  in  price. 

The  analj'sis  of  prices  for  July  shows  the  following 
changes  from  April  to  June : — ^Lumber,  minus  3.8  per 
cent. ;  glue,  plus  3.5  per  cent. ;  hardware,  plus  2.5  per 
cent. ;  finishing  materials,  minus  6.3  per  cent. ;  glass, 
no  change ;  packing,  plus  7.4  per  cent. :  upholstering, 
plus -3.1  per  cent. 

While  the  price  of  glass  has  not  changed  reee'ntly, 
it  is  stated  that  larger  supplies  are  coming  forward 
from  Belgium,  and  this  is  tending  to  make  the  situa- 
tion easier  for  this  material.  Tapestries  are  stated  to 
be  going  higher  each  week.  The  prospect  of  higher 
freight,  rates  is  another  item  of  cost  that  is  being  given 
attention.  Manufacturers  are  said  to  be  paying  as 
high  as  $14  for  bituminous  coal. 

On  the  basis  of  manufacturing  costs  the  above 
'  figures  would  indicate  that  there  is  no  great  reduction 
in  materials,  and  that  wages  are  higher  than  ever  be- 
fore. Less  difficulty  is  being  encountered  in  getting 
raw  materials. 


METHOD  OF  FILING  CLAIM  WITH  RAILROAD 

HIillllllllllll  IIIIIIIIIIIIIIIM  II  lllllilllllllilllllllMIIIIIII  IIIIMIIIMIIIIIIIIIIIlniMllllllllllllllllllllllllllllilMMIIIIMIIIIIIIIIIMIIIIIIIIIIIinillllllllllllllMIIIIIIIIIIIIIIIIIIIIIM   I  IIIIIIIIIIIIIMIIIIIII 

What  is  necessary  in  the  way  of  documentary  evidence  when  making  claim  against  raih'oad  ? 

Iliiiiiiiiiiiiiiiiiiiiiiiiiini  Ill  iiiiiiMiDiiiiiiiiiiiiiii  iiiiiii  II  mil  I  iiiiiiMiiiiiiiihiiiiiiii  I  iHMiiiiMiiiiiiiMininiiiiiiiiiiiiiiiiiiiniiiiiiiiiiiiiiiiiiiiiiiiiiiiMiMiiiiimninillllMIB^^ 


CLAIMS  for  loss,  daiiiage  or  delay,  must  be  pre- 
sented in  writing  to  the  Carriers'  (Railroad's) 
Agent  at  point  of  origin  or  destination  within 
four  months  after  delivery  of  the  goods,  or  in  case  of 
failure  to  make  delivery  then  within  four  months  after 
a  reasonable  time  for  delivery  has  elapsed.  Until 
notice  is  so  given  the  carriers  shall  not  be  liable.  This 
is  one  of  the  conditions  of  the  bill  of  lading,  or  in  other 
words  one  of  the  conditions  of  contract  between  the 
carrier  and  the  shipper  of  the  goods. 

Get  Agent  to  Make  Note  on  Freig-ht  Bill. 
In  case  of  loss  or  damage,  the  consignee  should  have 
the  agent  make  notation  of  such  loss  or  damage  on  his 
advice  note  or  expense  bill,  also  see  that  the  agent  signs 
Or  initials  such  notation,  otherwise  the    carrier  can 
claim  the  consignee  gave  a  clear  receipt  for  his  goods. 
Documents  Necessary. 
When  filing  a  claim  with  the  Railway  Company  for 
loss  or  damage  the  following  documents  are  demanded 
in  order  to  properly  support  the  claim  : 

Original  Bill  of  Lading,  if  not  previously  sur- 
rendered. 


Oi'iginal  Paid  Expense  Bill. 
Original  Invoice  or  Certified  Copy. 

The  party  filing  the  claim  should  also  write  a  letter 
giving  full  particulars.  If  the  facts  are  fully  and  clear- 
ly outlined  it  will  take  less  time  to  effect  adjustment. 

The  reason  the  Railway  Company  demand  the  origin- 
al bill  of  lading  is  because  this  document  is  the  contract 
between  the  parties  and  is  prima  facie  evidence  that 
the  goods  Avere  delivered  to  the  carrier,  likcAvise  the 
paid  expense  bill  is  prima  facie  evidence  that  the  trans- 
portation charges  have  been  paid,  and  the  certified  in- 
voice is  evidence  that  the  claim  is  "submitted  in  good 
faith. 

Claims  for  Overcharge. 

Claims  for  overcharge  should  be  supported  by  the 
original  bill  of  lading  and  paid  expense  bill  also,  and 
the  party  filing  claim  should  quote  authority  for  the 
rate  at  which  claim  is  based. 

Do  not  expect  settlement  of  your  claims  in  the  next 
mail — a  complete  investigation  has  to  be  carried  out 
before  payment  can  be  authorized,  and  this  takes  con- 
siderable time. 
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THE  MAXWELL 

Sanitary  Copper-Alloy  Vault 


Manufactured  Exclusively  of  Copper-Bearing  Steel 
The  Most  Rust- Resistant  Steel  or  Iron 

Known  to  the  Art. 

Its  Superiority  is  Now  Generally  Acknowledged 

Even  by  those  not  making  exclusive  use  of  the  material. 

MAKE  NO  MISTAKE 

Handle  and  sell  the  goods  you  can  depend  upon. 
The  Maxwell  Vault  has  never  failed  you. 

Its  Quality  is  Always  Maintained  Regardless  of  Expense 

Carried  in  stock  by  all  leading  jobbers. 


ASK  FOR  PRICES 

Manufactured  by 

MAXWELL  STEEL  VAULT  COMPANY,   ONEIDA,  N.Y. 
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Undertakers'  Department 


Problems  affecting  the  Undertaking  Profession  are  here  discussed  and  readers  are  invited  to  send  letters 
expressing  their  views  on  any  of  the  subjects  dealt  with — News  of  the  profession  throughout  Canada. 


C.  E.  A.  CONVENTION  IN  FULL  SWING 

IIIIIIIIIIIMIMIMIIIIIIIMIIIIIIIi:illllllllllllllllllMIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIMIIIIMIIIIII  IMMIMIMIIMIIIIIIIMIIMMMIMIIMIMIMIIIIMIIMIIIIIIIIIIIIIIIIIMMIIIIIIIIIIMIMIIIIIIIMIMMIMIIIIIIIMIIMIIIIIIIIMIIMMIIIIIIIIIIIIIIH 

One  of  biggest  annual  gatherings  now  meeting  at  Toronto  University — Secretary  presents  report 
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JUDGING  from  the  registration  and  attendance  on 
the  first  day,  the  37th  annual  convention  of  the 
Canadian  Embalmers  Association  now  under  way, 
as  we  go  to  press,  will  be  as  big  a  success  as  any  in 
the  long  chain  of  conventions  this  association  has  had. 

A  number  of  suggestions  in  the  way  of  improving 
the  association's  usefulness  are  to  be  discussed  at  this 
convention,  among  others  a  change  of  name,  revision 
of  the  constitution  and  by-laws,  a  overhauling  of  the 
financial  status  of  the  association,  and  many  items 
looking  towards  a  betterment  of  the  profession  gen- 
erally and  of  the  organization  in  Ontario  especially. 
The  formation  of  a  Dominion  National  Association 
will  also  be  forwarded,  the  special  committee  ap- 
pointed at  last  year's  convention  having  done  a  lot 
of  work  throughout  the  year,  and  resolutions  favor- 
ing a  Canadian-wide  organization  having 'been  passed 
by  all  the  other  associations  in  Canada. 


Em- 


THE  SECRETARY'S  REPORT 

To  the  Officers  and  Members    of  the  Canadian 
balmers'  Association — 
In  this  my  seventh  annual  report  of  the  C.  E.  A., 
I  can  only  reiterate  many  of  my  previous  statements, 
and  in  the  face  of  the  few  detrimental  facts,  which  I 


will  give  you  a  little  later  on,  I  can  say  on  the  whole 
the  association  is  progressing,  thanks  to  you,  gentle- 
men, who  are  interested  in  its  welfare. 

I  used  the  word  progress  a  moment  ago — that  was 
in  a  general  way,  and  in  this  connection  I  want  first 
to  discuss  our  finances  and  see  what  we  are  doing. 
Our  ledger  shows  that  we  have  247  members  in  good 
standing.  We  have  26  deceased  members,  owing  at 
the  time  of  death  $168 ;  and  resigned  there  are  35, 
owing  $367.  Retired  from  business  without  notifying 
us  of  their  intention,  or  sending  any  word,  there  are 
64,  owing  the  association  $497.  Suspended  there  are 
10,  owing  $132 ;  and  members  in  arrears  number  298, 
owing  $3,362. 

I  think  you  Avill  agree  with  me  that  this  is  a  very 
unhealthy  condition.  We  have  each  year  sent  out  an 
account  to  every  member  owing  $4  or  more,  and  a 
sight  draft  at  least  four  times  in  the  last  six  years; 
and  have  done  all  in  our  power  to  remedy  this  con- 
dition. While  my  efforts  have  had  considerable  re- 
sults, .you  will  see  that  we  still  have  a  great  many 
indifferent  members  of  our  association,  and  I  think 
the  time  is  now  here  when  we  should  pull  up  with  a 
short  stop  and  make  a  new  beginning. 

In  the  first  place,  let  us  look  at  the  heading  under 
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Prof.  Chas.  0.  Dhoiiau 
of  €lineinniati|(  Ohio, 
who  bail  charge  of  the 
school,  and  the  lectures 
and  demonstrations  at 
the  convention;  land  F. 
F.  Morris,  Bowmanville, 
President,  who  took 
charge  of  this  year's 
convention  business 
meotinfis. 
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which  we  are  operating;  I  mean  the  title  of  our 
organization — Canadian  Embalmers'  Associatiion.  I 
suggest  we  change  to  Ontario  Funeral  Service  and 
Embalmers  Association,  as  we  should  not  consider 
ourselves  entitled  to  carrj'  on  for  the  whole  Dominion 
of  Canada.  We  have  other  provinces  which  have  as- 
sociations, and,  besides,  the  formation  of  a  Canadian 
National  Association  is  under  way. 

At  the  present  time  we  have  a  number  of  men  who 
belong  to  our  association  who  do  not  hold  a  provin- 
cial license,  and  it  seems  to  me  that  we  might  just  as 
well  throw  our  doors  open  to  all  classes  of  trades  and 
professions,  as  the  undertakers  and  embalmers  are 
(piite  separate  and  distinct.  Therefore,  let  us  make 
our  name  suitable  to  both  branches. 

We  are  an  incorporated  body ;  what  does  that  mean  ? 
It  means  that  every  member  (or  his  estate)  is  liable 
for  his  or  her  dues  until  we  have  notice  of  resignation 
in  writing.  Notwithstanding  this  we  have  about 
$4,000  on  our  ledger  unpaid.  You  must  take  some 
action  now  and  instruct  yoi;r  secretary  to  have  this 
deplorable  condition  cleaned  up. 

We  meet  here  once  a  year,  and  Jim  O'Hagan  says 
don't  fail  to  be  on  hand  at  our  annual  games  to  win 
some  of  the  good  prizes  to  be  given  in  the  various 
contests.  He  is  right,  but  the  kind  of  prizes  he 
offers  us  as  chairman  of  the  games  committee,  are 
not  the  only  kind  of  prizes  most  of  us  want.  Good, 
solid  business  principles,  on  a  good,  solid  foundation, 
carried  home  from  these  conventions  and  put  into 
practice,  are  the  kind  of  prizes  we  fellows  want. 

Fellow  Funeral  Service  Men,  let  us  get  down  to 
business  and  put  ourselves  on  the  map.  Charge  a  fee 
sufficient  to  have  a  permanent  secretary  whose  duty 
it  would  be  to  look  after  your  interests  and  mine 
every  day.  If  it  were  not  for  the  manufacturers,  the 
trade  papers  and  commercial  travellers,  and  especi- 
ally Jim  O'Hagan  of  the  Furniture  World,  we  could 
not  continue  with  our  present  income ;  and,  by  the 
way,  not  forgetting  Mr.  A.  J.  H.  Eckardt,  who  very 
kindly  donated  this  association  with  $1000  common 
stock  in  Dominion  Manufacturers,  Ltd.,  upon  which 
we  are  receiving  in  the  neighborhood  of  $70  per  year. 
Mt.  Eckardt  has  promised  your  secretary  in  the  very 
near  future  some  other  substantial  memento  of  his 
connection  with  the  profession  and  our  association. 


Thank  you,  Mr.  Eckardt.  Still  it  is  rumored  that 
Matthews  is  making  a  fat  thing  as  secretary. 

The  Executive  met  on  April  21  to  arrange  for  this 
convention.  The  result  of  that  conference  is  as  fol- 
lows :  The  meeting  was  called  to  order  in  the  secre- 
tary's  office  with  President  F.  F.  Morris  in  the  chair 
and  the  following  also  present,  Vice-Presidents  T.  H. 
McKillop  and  W.  N.  Britton;  Secretary  F.  W.  Mat- 
thews and  James  O'Hagan,  editor  Canadian  Furniture 
World. 

The  secretary  read  a  letter  of  regret  from  Past 
President  N^orman  Brandon  regarding  his  non-attend- 
ance.   Treasurer  Coltart  was  also  absent. 

After  the  reading  of  the  minutes  of  the  last  Execu- 
tive meeting  the  matter  of  the  1920  convention  was 
taken  up  on  motion  of  Messrs.  McKillop  and  Britton. 
On  the  item  of  lecturer  and  demonstrator  Mr.  Britton 
asked  for  a  change  from  last  year.  Mr.  MorrLs  sug- 
gested Prof.  Dhonau,  Mr.  McKillop  liked  Prof. 
Dhonau.  Secretary  Matthews  said  he  had  not  written 
to  any  of  the  lecturers  in  advance  this  year,  waiting 
first  to  get  an  intimation  from  the  committee  as  to 
who  to  write  to.  After  a  short  discussion  Messrs. 
Britton  and  McKillop  moved  that  Prof.  Dhonau  be 
invited  as  this  year's  lecturer  and  demonstrator  at 
both  school  and  convention,  and  the  secretary  was 
instructed  to  arrange  for  the  University  Building  for 
the  convention  as  in  past  years. 

On  entertainment  features  the  secretary  and  Mr. 
O'Hagan  were  asked  to  look  after  the  getting  out  of 
the  programme,  fixing  up  of  entertainment,  games, 
etc.  The  out-of-town  members  favored  the  Island 
again  this  year,  the  objection  of  a  member  made  at 
last  convention  being  overruled. 

M',r.  Britton  gave  intimation  that  he  would  at  this 
year's  convention  introduce  a  motion  asking  that  the 
school  fee  be  increased.  Mr.  McKillop  favored  a  fee 
of  .$20'  for  all  candidates  attending  the  school.  This 
amount  should  also  be  eliarged  the  man  in  business 
not  already  a  member.  This  fee  would  make  both 
these  classes  members  of  the  association,  provided 
they  are  successful  in  passing  their  exams,  before  the 
Ontario  Embalming  Board. 

A  resolution  was  moved  by  Mr.  Morris  for  presenta- 
tion at  the  coming  convention  based  on  the  complaints 
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Buy  Your  Caskets  Upholstered  Inside 

SATISFACTION 

Get  the  benefit  oi  our  service  department,  save  all  confusion  and  worry — eliminate  all  dirt  and 

untidiness — no  overstocking,  etc. 


No.  651 — UpholstereTl,  including  Pillow 

Many  customers  obtain  their  caskets  from  us  "trimmed  complete" — because — 

We  manufacture  our  o\^  n  hardware,  and  our  experienced  help  knows  the  style, 
especially  designed  to  harmonize  with  each  design  of  casket  we  make. 

Our  "interiors  and  pillows"  are  certain  to  match  the  puffing. 

Our  ability  to  supply  a  ''completely  trimmed  casket,"  that  harmonizes  in  all  its 
elements,  is  one  of  the  strongest  links  of 

DOMINION  SERVICE 

Our  line  is  complete — Our  organization  is  at  your  service/' 

Do  minion  Manufacturers,  Limited 

Head  Office  and  Showrooms: 
109  Niagara  Street       -       Toronto,  Canada 
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Spartan  Hardware  Is  Anti -Tarnish  I 

Spartan  Gold,  Silver,  Copper,  or  Bronze  I 

What  is  more  appropriate  than  "Good  Hardware  ?  "  H 


Casket  Hardware  is  a  very  strong  link  in  Dominion  Service  Products. 

"Good  Hardware"  and  "Good  Interiors"  mean  an  added  prestige  to 
your  business  and  much  satisfacticn  to  yourself  and  associates. 

Moral  influence  due  to  past  reputation  is  your  best  advertisement,  and  by 
using  "  Dominion  Service  Products  "  your  reputation  will  never  be  at  stake. 


"  Our  line  is  complete — Our  organization  is  at  your  service/' 

Dominion  Manufacturers^  Limited 

Head  Office  and  Showrooms: 
109  Niagara  Street  Toronto,  Canada 


BRANCHES 

Vancouver         Calgary         Winnipeg         London        Hamilton         Toronto         Montreal         Three  River*  Amherst 
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of  two  Ontario  funeral  directors  condemning  the  prac- 
tice of  soliciting  thi'ough  hospital  runners,  paying  of 
commissions,  etc. 

A  suggestion  that  Mr.  Cawkell  of  the  Furniture 
Manufacturers'  Association  be  asked  to  address  the 
convention  on  tlie  business  and  office  end  of  the  pro- 
fession was  concurred  in. 

I  trust  that  our  deliberations  at  that  conference 
meet  with  your  approval ;  and  I  am  coming  back  to 
ask  that  you  concur  in  at  least  some  of  the  sugges- 
tions I  have  made. 

I  wish  to  make  mention  of  the  fact  that  the  dele- 
gates to  the  National  Funeral  Directors  Association 
on  their  way  from  the  West  to  Springfield,  Mass., 
will  this  year  pass  through  Toronto  and  will  stop  off 
here  for  a  few  hours.  The  resident  members  of  our 
association  here  will  tender  the  visitors  a  motor  drive 
about  the  city,  showing  them  the  principal  points  of 
interest.  The  delegates  number  about  150  and  Avill 
travel  bv  special  train. 

F.  W.  MATTHEWS,  Secretary. 


real  on  their  way  through.  Leaving  Chicagc;  by  spe- 
cial train  on  Sunday,  Se^Jtember  12,  the  party  will 
reach  Niagara  Falls  on  Monday,  the  13th,  si)cnding  the 
morning  there  and  leaving  at  noon  will  r(-aeli  Toronto 
about  5  o'clock  that  afternoon. 

The  Toronto  members  of  the  (Janadiau  Eiiibalmers 
Association  will  take  the  party  in  cliargc,  giving  them 
a  ride  about  the  city  terminating  with  a  dinner  in  thi' 
evening  at  the  Carls-Rite  Hotel.  Tiie  pju'iy  will  leave 
by  special  CP.R.  train  for  Montreal  at  10  o'elocls:, 
reaching  the  metropolis  next  morning,  Tuesday,  Sep- 
tember 14,  and  spending  the  day  there.  The  last  la}) 
of  the  journey  will  be  made  that  night,  reaching 
Springfield  on  Wednesday  morning,  September  15,  in 
time  for  the  opening  of  the  great  convention. 

C.  E.  Burgess,  Toronto,  is  chairman  of  the  trans- 
portation committee,  which  is  looking  after  the  To- 
ronto entertainment  features. 


ALBERTA  ASSOCIATION  REORGANIZED 

The  Alberta  Funeral  Directors  and  Embalmers 
Association  has  been  reorganized  on  new  lines.  In- 
stead of  being  registered  as  a  joint  stock  company,  as 
originally,  which  was  found  to  be  a  mistake,  the  fun- 


MANITOBA  F.  D.  CONVENTION 

The  sixteenth  annual  convention  of  the  Western 
Canada  Funeral  Directors'  Association  was  held  at 
the  Medical  College,  Winnipeg,  commencing  on  June 
22nd.  Professor  Albert  Worsham,  of  Chicago,  gave 
several  interesting  discourses  on  derma  surgery  and 
new  methods  of  einl)alming,  his  subject  being  illustrat- 
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eral  dii'cctors  are  under  the  old  name,  but  with  no 
stock,  building  up  on  association  lines.  This  change 
.dlows  of  the  organization  appeai'ing  before  the 
Provincial  Government  with  some  chance  of  success 
in  having  needed  alterations  made  to  public  health 
acts. 

The  Alberta  association  is  planning  to  hold  a  big 
convention  in  ]921,  and  have  asked  Canadian  Furni- 
ture World  to  help  make  that  convention  a  success, 
which  we  will  gladly  do.  The  personnel  of  the  new 
executive  is  as  follows. 

Robert  ?\)ster  (of  Harrison  & 
President. 

Thomas  Fetlerl.v,  Lethbridge,  1st 

J.  Jessop  Xott,  Medicine  Hat. 

J.  McCoppin,  Edmonton. 

George  Rowker,  Penoka. 

G.  Reid,  Banff'. 

H.  G.  Stone,  Red  Deer,  Secretary-Tn 
A.  M.  Shaver,  (^algary. 
These  officers  were  elected  at  a  mee 

Pallister  Hotel,  (!algary,  last  June, 
ciation  is  (juite  favorable  1o  a  Dominion  Association. 
They  ma.v  not  have  de'egates  to  this  year's  meeting  at 
Toi'oiito,  l)u1  lioi)e  to  be  .well  repi'esented  next  year. 


Foster,  Calgarv). 


Vice-President. 


asurcr 
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ed  with  stereopticon  radiographs  of  the  vascular  sys- 
tem. The  modern  ideas  in  resi)ect  to  s  niitarv  scienc:>s 
as  related  to  the  iiiorticiMii  wore  expl, lined. 

'i'he  afternoon  of  the  second  da,y  was  devoted  to 
pleasure.  The  100  delegates  and  th':^ir  friends  for 
whom  the  Red  Rivei'  steamer  "Kee-no-ra"  had  been 
chartered,  bad  a  most  enjoyable  trip  on  the  Red  River, 
and  this  was  followefl  by  a  picnic  and  sports  nro- 
giamnie  at  Kenora  park.  There  were  .-H'vei'al  events, 
the  pT'incipal  of  which  was  a  bivseball  game  between 
teams  I'cpresenting  the  funeral  directors  and  Ihe 
.uipply  houses. 
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NATIONAL  DELEGATES  VISIT  TORONTO 

The  Western  American  delegates  to  I  lie  National 
Funei-al  Directors  Association  convention  at  Spring- 
Held.  Mass..  l.")0  ill  all,  will  visit  Toronto  and  Mont- 


CANICULA 

EMBALMING  FLUID 

Made  in  Canada  by  an  experienced 
chemist  from  the  highest  grade  of 
chemicals.  Canicula  does  the  wotk 
and  saves  you  the  exchange. 

CANICULA   CHEMICAL  CO. 

366  Bathurst  Street         ■  TORONTO 
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1    Nova  Scotia  Ass'n  Convention  i 
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THE  thirteenth  annual  convention  of  the  Nova 
Scotia  Funeral  Directors  Association,  held  on 
Tuesday,  Wednesday  and  Thursday,  August 
18,  and  19,  last,  will  go  down  in  the  history  of  the 
organization  as  one  of  the  best  held  in  the  long-  list  of 
annual  gatherings.  The  sessions  took  place  in  the 
parlors  of  Snow  &  Co.,  Halifax,  with  President  A.  A. 
Ward,  of  Canning,  in  the  chair  at  the  various  sessional 
meetings. 

The  invitation  of  Secretary  Zink  containing  the  in- 
formation that  Prof.  A.  Worsham,  of  Chicago,  would 
be  this  year's  lecturer  and  demonstrator  was  ihe 
means  of  bringing  out  a  large  attendance,  so  when  the 
first  session  was  called  to  order  on  Tuesday  morning, 
August  17,  the  outlook  for  a  favorable  convention  was 
assured. 

Archdeacon  Armitage  said  the  opening  praj-er  and 
Mayor  Parker  of  Halifax  welcomed  the  delegates.  F. 
W.  Wallace  of  Sussex,  N.B.,  responded,  and  the  presi- 
dent introduced  Prof.  Worsham. 

The  appointment  of  committees,  reading  of  last  con- 
vention minutes,  address  of  the  president  and  report 
of  the  secretary-treasurer  took  up  the  rest  oi  the  morn- 
ing until  lunch  time. 

If  the  afternoon  the  reception  of  new  members  took 
place,  followed  by  Prof.  Worsham 's  work.  The  pro- 
fessor's course  of  lectures  covered  anatomy,  bacteri- 
ology, physiology,  hygiene,  chemistry,  pathology,  em- 
balming. In  his  various  lectures  Prof.  Worsham  dealt 
with  postmortems  and  postmortem  conditions,  profes- 
sional and  business  law,  casket  trimming,  disinfection 
and  disinfectants,  transportation  laws,  demi-surgery 
and  funeral  management. 

One  of  the  outstanding  features  of  the  professor's 
work  was  his  illustrated  lecture  with  lantern  views  on 
the  evening  of  the  first  day. 

The  second  day's  sessions  were  taken  up  with  a 
paper  by  A.  J.  Campbell,  Deputy  Registrar  General, 
on  registration  of  deaths,  in  the  morning,  and  new 
business  and  election  of  officers  in  the  afternoon.  The 
convention  ad.iourned  for  the  ban(|uet  early  the  sec- 
ond day. 
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g  JOHN  SNOW,  I 

=  Halifax,  recioient  of  a  testimonial  = 

3  from  the  N.S.F.D..A.  | 

^iliiHliniHliniiiinililiillinMiiMiMiuiiiniiiiiHiiiiiiiitiiiiiiiiiiiiMiiiiiiiiiiiii:MiiiiMiiiiMiiiiiMiiniiiiiiiirMiiiiiiii;uii^ 


Tlie  annual  meeting  closed  with  a  forenoon  session 
on  Thursday  and  in  the  afternoon  the  delegates  visited 
pionts  of  interest  about  the  city. 

Votes  of  thanks  to  the  Dominion  Manufacturers 
(Toronto),  Christie  Bros.  (Amherstj.  the  Montague. 
P.E.I.  Furnishing  Co.,  Cameron  &  Francis  (New  Glas- 
gow), Snow  &  Co.  and  staff  and  the  press  for  cour- 
tesies extended,  were  passed  and  a  presentation  with 
complimentary  address  was  made  to  Miss  Mary  Mur- 
doch, of  Snow  &  Co.  "s  staff,  for  clerical  work  in  con- 
nection with  the  convention  and  also  to  Prof,  and  Mrs. 
Worsham  for  close  attention  given  the  classes. 

The  officers  elected  for  1920-21  are : 

President — J.  C.  B.  Olive,  Truro. 

Vice-President — B.  C.  Cruickshanks,  Halifax. 

Secretary-Treasurer — iC.  E.  Zink.  Dartmouth. 

Sergeant-at-Arms — ^S.  E.  West,  Liverpool. 

Chaplain — John  Snow,  Sr.,  Halifax. 

F.  W.  Wallace,  president,  W.  H.  Wallace,  vice-presi- 
dent, and  A.  H.  Lauder,  secretary  of  the  New  Bruns- 
wick Funeral  Directors'  Association,  who  attended 
the  meeting,  have  arranged  with  !Mr.  C.  E.  Zink.  of 
the  N.  S.  Association  to  lecture  and  demonstrate  at 
one  of  the  sessions  of  the  N.  B.  Association  meeting 
at  St.  John  exhibition  Aveek,  September  7th  to  9th. 

At  the  last  morning's  session  Prof.  Worsham  gave 
his  final  lecture  on  the  humaii  cadaver,  with  demon- 
stration. 


PRESENTATION  TO  JOHN  SNOW 

Snow  &  Co.  were  the  hosts  at  dinner  at  the  Tally 
Ho  to  the  visiting  funeral  directors.  The  dinner  was 
an  immense  success  in  every  respect.  After  the  edible 
feast  had  been  done  full  justice  to  there  were  ad- 
dresses and  a  delightful  programme  of  musical  num- 
bers thoroughly  enjoyed  by  the  guests. 

During  the  evening  the  officers  and  members  pre- 
sented to  John  Snow,  Sr.,  a  valuable  club  bag,  ac- 
companied by  an  address  of  appreciation  of  the  great 
interest  he  has  ever  evinced  in  the  association  and 
his  continuous  efforts  for  its  success,  as  well  as  hLs 
many  courtesies  to  the  members.  Mr.  SnoAV  expressed 
Ills  high  appreciation  of  the  handsome  gift  and  kind 
words. 

The  toast  list  at  the  banquet  at  which  Past  President 
A.  A.  Ward,  of  Canning,  was  toast  master,  was  as 
follows : 

The  King — The  National  Anthem. 

Our  Civic  Rulers,  "Success  to  their  efforts"- — ^Re- 
sponse by  Mayor  Parker. 

Our  Clergy — Response  by  Archdeacon  Armitage  and 
L.  J.  Donaldson. 

The  Profession  and  Sister  Societies — Response  by 
Prof.  A.  Worsham. 

The  Manufacturers — Responses  by  Dr.  G.  W.  Fer- 
<;USon  and  ]\ljr.  McKinnon. 

The  Commercial  Fraternity — ^Responses  by  F.  W. 
Whelpley  and  J.  N.  Ellsworth. 

Our  Guests — Response  by  Mrs.  (Prof.)  Worsham. 

Our  Host — Response  by  John  Snow.  Sr. 

The  Press — Response  by  F.  W.  Wallace. 

Auld  Lang  Syne. 
God  Save  the  King 

The  address  made  with  the  presentation  to  Mr.  Snow 
was  as  follows. 

Halifax,  N.S..  Aug.  18,  1920. 

Dear  Brother  Snow — 

It  gives  me  great  pleasure  to  be  the  honored  one, 
chosen  by  the  N.  S.  F.  D.'s  Association  to  present  to 
you  this  token  of  appreciation  from  them,  for  the 
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many  kindnesses  you  have  showered  upon  us,  firstly, 
by  your  cordial  reception  to  us  all,  whether  it  hap- 
pens to  be  convention  time  or  otherwise;  secondly,  for 
the  use  of  your  establishment,  gratuitously,  whenever 
a  convention  is  held  in  Halifax. 

This  club  bag  is  for  your  personal  use  and  comfort, 
whenever  you  need  to  use  it,  and  we  are  all  one  in  the 
wish  you  may  be  spared  to  use  it  many,  many  times, 
and  when  you  do  have  occasion  to  use  it  have  a  kindly 
thought  for  your  confreres,  the  N.S.F.D.'s. 

Again  thanking  you  and  extending  our  kindest  re 
gards  to  your  worthy  spouse,  Mrs.  Snow. 
We  beg  to  remain. 

Fraternally  youi'S, 
N.S.F.D.'s  Association,  per  A.  A.  Ward,  President, 
C.  E.  Zink,  Secretary. 


The  Nova  Scotia  Board  of  Examiners  of  Embalming 
met  on  August  18  in  Snow  &  Co.'s  office  to  consider 
and  pass  upon  applications  for  embalming  licenses  and 
to  conduct  examinations  of  candidates. 

During  the  convention  much  interest  was  taken  in 
a  drawing  contest  for  a  new  silk  hat  donated  by  Dr. 
G.  W.  Ferguson,  of  the  Champion  Chemical  Co. 

UMMiMiiMiniiiiiiiiiiiJiiiiaiiiiiiiM!ii:iiiiiiiiiiiMiiiiMiiiiiiiiiiiiii:iiiiMiiMMiMiiiiMiiiiiiiiiiiiiiiiMiiiiii  IIIIMIIII  iMMiiiii:ii;:.i|^ 

I        Professional  Notes  I 
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Ed.  Cousins,  of  Cousins  &  Burlingham,  Wallaceburg, 
Ont.,  has  recovered  from  his  operation  for  appendi- 
citis. '  I       I       :     I     .  M 

Chas.  J.  Heaslip,  of  Hagersville,  Ont.,  died  on  Au- 
gust 9,  aged  57  years.  He  leaves  his  wife,  son  and 
daughter. 

Wm.  E.  Brennan,  St.  John,  N.B.  (west  end),  is  to 
remodel  his  present  undertaking  establishment,  in  the 
near  future. 

L.  B.  Gowans,  who  bought  the  Heaslip  business  at 
Hagersville  last  December,  has  W.  L.  Reid  doing  his 
embalming.  Mr.  Gowans  is  a  student  at  this  year's 
C.E.A.  school. 

Two  travellers  who  visited  the  provinces  "down 
by  the  sea"  and  have  returned  recently  are  Dr.  Fer- 
guson of  the  Champion  Chemical  Co.,  and  Bob  Flint, 
of  E.  C.  Eckels  &  Co. 

Patrick  Fitzpatrick,  St.  John,  N.B.,  has  lately  pur- 
chased the  partnership  interest  from  the  widow  of  his 
brother,  the  late  Phil  Fitzpatrick,  at  the  sum  of 
$14,000,  and  is  now  sole  proprietor. 

J.  Fred  Rice,  Digby,  N.S.,  has  just  received  his  new 
motor  hearse.  While  Fred  says  he  would  like  to  pull 
out  a  bit  of  the  maker's  f o'clock  hair,  he  is  so  well 
pleased  with  the  new  vehicle  he  will  forgive  them  for 
their  long  delay. 

Dr.  Ferguson,  recently  back  from  the  Nova  Scotia 
oonvention,  states  he  never  attended  a  banquet  l)e- 
tween  coasts  anywhere  which  went  so  smoothly  or 
was  so  congenial.  The  speakers  were  interesting  and 
knew  when  to  quit. 

Vernon  S.  Sweeny,  Yarmouth,  N.S.,  lately  purchas- 
ed an  estate  directly  across  the  street  from  his  busi- 
ness, at  $25,000,  and  has  sold  his  furniture  store.  Mr. 
Sweeny  will  reside  in  this  beautiful  new  home  and 
carry  on  an  undertaking  business  exclusively. 


Forrest  W.  Lord,  Sherbrooke,  Que.,  who  lately  pur- 
chased the  $50,000'  home  from  the  widow  of  the  late 
Norrys  Worthington,  M.P.,  is  remodelling  this  beau- 
tiful estate,  with  its  4  acres  of  wonderful  foliage, 
trees  and  landscape,  and  when  completed  will  un- 
doubtedly be  the  most  unique  funeral  home  of  its 
kind  in  Canada. 

Geo.  Chamberlain,  St.  John,  N.B.,  proprietor  of 
Chamberlain  &  Son,  will  be  compelled  to  move  in  the 
near  future.  The  building  which  he  now  occupies  is 
owned  by  the  Canadian  Government  Railroads,  which 
is  to  wreck  the  buildings  in  that -community  for  the 
new  railway  station  now  in  construction.  This  firm 
experienced  a  fire  a  short  time  ago  but  on  account  of 
the  prospective  move  intended  will  not  allow  them  to 
repair  the  building,  which  is  in  bad  condition  and 
which  ¥j|r.  Chamberlain  claims  will  not  be  sufficiently 
protective  for  the  coming  winter.  The  whole  incident 
is  a  very  regrettable  one,  added  to  the  fact  that  they 
have  occupied  these  ([uarters  for  more  than  half  a 
century,  but  have  no  recourse  but  to  allow  their  lo- 
cation establishment  to  be  broken  up. 


HAMILTON  GRAVEDIGGERS  ON  STRIKE 

Gravediggers  and  laborers  employed  at  the  Hamil- 
ton, Out.,  cemetery,  to  the  number  of  20,  went  on 
strike  for  higher  wages.  The  spokesman  for  the 
strikers  said  the  trouble  was  due  to  the  cemetery 
managers  turning  down  a  request  for  an  increase  in 
wages  from  53  cents  an  hour  to  58  cents  for  temporary 
laborers,  and  for  55  cents  to  60'  cents  for  gravediggers 
end  helpers. 


The  Supreme  Achievement 
in  Embalming  Fluid 

The  next  time  you  want  Embalm- 
ing Fluid,  do  not  merely  mention 
"Fluid,"  but  insist  on  "CaranaC." 

CaranaC  Embalming  Fluid 

is  a  specially  compounded  chemical 
which  will  not  alter  in  strength,  and 
a  fluid  you  may  depend  upon. 

We  Ship  Promptly 

CaranaC  Laboratory 

"The  All-  Canadian  House" 

Peterborough     -    Ontario    -  Canada 
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Model  Western 
Funeral  Establishment 


Being  a  pictorial  description  of  A.  M.  Shaver's 
Funeral  Parlors,  at  Calgary,  Alta. 


i  Exterior  view,  showing  part  of  motor  equipment 
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WESTERN  Canada  seems  to  be  blessed  with 
many  gifts.  Even  the  air  seems  to  have  a 
substance  which  revivifies  one  and  put  more 
"pep"'  into  our  system.  That  may  account  to  some 
extent  for  the  fact  that  funeral  directors,  like  other 
business  men  in  the  West,  are  always  planning  to  im- 
prove their  premises  and  keep  themselves  and  their 
establishments  up-to-date. 

We  have  had  several  descriptive  articles  of  late 
dealing  with  funeral  parlors  in  the  West — and  our 
readers  will  not,  we  hope,  be  averse  to  reading  of 
another  one. 

An  undertaking  establishment  that  is  re>garded  as 
one  of  the  model  establishments'  of  Canada,  both  in 
its  arrangement  aufl  furnishinigs,  is  that  of  A.  ]\I. 
Shaver,  Calgary,  Alta.  Great  care  has  been  used  in 
all  departments,  and  the  best  ideas  of  iiindcrii  funeral 
equipment  have  been  embodied  throxighout. 

Mr.  Shaver  started  in  a  very  small  way  in  the  scoring 
of  1908.  His  building  was  very  unpretentious,  al- 
though the  equipment  was  quite  sufficient  to  meet  the 


requirements  of  those  early  days.  His  bu.siness  kept 
growth  Avith  the  city  until  to-day  it  has  reached  the 
point  of  almost  perfection. 

The  building  covers  an  area  of  80  by  100  feet.  The 
approach  to  the'  reception  hall  and  chapel  is  by  way 
of  nine  steps,  with  two  large  lamps  placed  on  either 
side. 

The  entrance  to  the  chapel  is  through  beautifully 
designed  double  doors  of  quartered  oak,  with  windows 
of  rich  stained  glass.  Under  the  roof  of  the  verandah 
are  placed  elaborate  electric  lights.  One  viev.^  sliows 
the  interior  of  the  reception  hall.  An  elaborate  solid 
mahoigaiiy  mantel  over  fireplace  and  a  massive  bronze 
grate  and  ferns  on  solid  mahogany  ped*'.«tals  'end  re- 
finemeiit  to  the  surroundings. 

Leaving  The  reception  hall  proper  one  enters,  first, 
Mr.  Shaver's  private  office  and  innnediately  adjoining 
is  the  waiting  room,  both  entered  from  the  hall,  which 
is  six  feet  wide  and  twenty-five  feet  long.  At  the  end 
of  this  wide  chipped  glass  doors  lead  into  a  vestibule 
eight  feet  s(|uare,  from  which  entry  is  made  into  a 
private  dressing  and  mourning  room  10  by  14.  After 
the  body  has  been  prepared  in  the  preparation  room 
it  is  then  placed  here  waiting  its  removal  to  either  the 
.service  room  or  to  the  home  of  the  deceased.  At  the 
right  of  the  vestibule  is  a  corresponding  room  of  the 
same  dimensions  arranged  for  the  same  pxirpose.  At 
tlie  end  of  ihe  vestibule  is  foiTud  the  general  business 
office,  fully  equipped,  as  an  accompanying  photo- 
graph indicates.  The  dimensions  of  this  office  are  10 
by  24  feet.  This  general  office  is  also  entered  from 
the  veraiulah  side  of  the  building,  thereby'  avoiding 
any  confusion  by  coming  through  the  reception  hall 
())■  private  offices,  or  in  any  way  disturbing  a  funeral 
which  }uay  be  in  progress. 

From  the  general  office  across  the  hall  is  a  cloak 
room  and  dressing  room  for  the  assistants.  From  this 
cloak  room  a  stairway  .leads  to  the  second  floor.  At 
the  end  of  the  hall  is  the  elevator,  entered  by  double 
doors  of  stained  glass  lights,  and  from  this  hall  at 
the  right  if.  a  little  room  S  by  10.  pcrfectlj^  lig*hted 
from  the  south  Avindow,  called  ihe  engravnig  room. 
It  is  used  exclusively  for  the  engraving  Avork.  Double 
doors  open  into  the  elevator  shaft.  Through  this  room 
bodies  are  brought  into  the  dressing  room  already 
mentioned  or  may  be  taken  directly  to  the  service 
room.. 

From  the  engraving  room  is  enfer;>d  the  first  sec- 
tion of  the  service  room  proper.  Here  is  placed  a 
beautiful  hand-carved  oak  pulpit,  Avith  all  necessary 
furnishings.     Immediately  over  the  nlace  AA-here  th» 
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liodies  are  placed  is  a  large  steel  engraving  entitled 
"The  Resurrection  Morn."  The  size  of  this  part  of 
the  chapel  or  servi'ce  room  is  10  by  12  feet.  Here  the 
njinister  takes  his  place.  Immediately  to  the  right 
of  this  part  of  the  chapel  is  another  room,  curtained 
off  by  rich  drapery.  This  room  Ls  semi-private  and  is 
provided  especially  for  the  immediate  relatives,  who 
are  thereby  given  privacy  and  secliisioii.  The  size  of 
this  room  "is  12  by  12  and  is  supplied  with  dressing 
table,  mirrors  and^  all  necessary  furniture.  Upon  the 
walls  are  hungs  very  appropi'iate  pictures,  such  as 
"Consolation,"  "Simply  to  Thy  Cross  i  Cling,"  etc. 
Placed  in  an  alcove  built  in  the  wall  is  an  elaborate 
drinking  fountain,  easy  of  aeces,s  at  any  moment  Avhen 
required. 

Entering  from  tbis  part  of  the  service  room  into 


Corner   in   reception  room. 


the  more  spacious  part  is  to  be  found  one  of  the  most 
perfectl.y  arranged  places  ever  designed  for  this  pur- 
pose. This  area  is  20  by  24  feet,  and  in  the  centre  is 
suspended  a  beautiful  twelve  electric  light  chandelier, 
with  candle  effect.  A  large  organ  stands  in  the  cen- 
tre of  the  room.  The  exit  from  this  chapel  is  entirely 
separate  frcun  any  other  part  of  the  building;  but  in 
case  more  room  is  re(|uired  aux  time  large  double 
doors  are  .jpened  into  the  reception  hall. 

A  .stairway  from  the  reception  room  leads  to  the 
second  floor,  where  is  entered  first  the  "Rest  Room." 
This  room  is  14  by  16  feet,  and  contains  a  .splendid 
fireplace,  double  French  wind()Ws  and  is  furnished  in 
liomelike,  restful  eflPeets. 

Adjoining  the  rest  room  is  a  parlor  designed  speci- 
ally for  arranging  details  of  funerals.  Directly  at  the 
l(-ft  of  tbis  parlor  is  a  hall  leading  out  to  a  balcony, 
and  ir'om  a  side  door  in  the  hall  is  the  entrance  to  a 
comfortable  bedi'oom  for  friends. 

In  another  part  of  the  |)reinises,  f(uite  convenient 
to  these  rooms  are  all  appliances  necesisary  to  provide 
meals,  if  tney  should  be  required  at  a  moment's 
notice.  Free  acceK*  is  given  to  the  friends  to  all  these 
I'ooms,  but  it  is  exiu'cted  tbat  t'hey  provide  tlieir  own 
meals. 

Tfie  sliow  I'oom  is  reached  from  the  rest  room,  it 
is  exactly  thirty  feet  sipiare  and  is  finished  in  solid 
[iolished  mahogany.    Surrouiuling  the  entire  room  arc 


plate  glass  cases  five  feet  wide,  framed  in  mahogany. 
Each  bevelled  plate  glass  sliding  door  is  supported 
at  regular  intervals  by  hand  carved  pillars  of  the 
same  material.  Within  the  glass  enclosures  are  group.-^ 
of  electric  lights.  About  twenty-five  of  the  most  ex- 
pensive caskets  are  placed  upon  invisible  shelves 
within  these  glass  cases.  The  carpet  here,  as  in  all 
other  parts  of  the  building,  is  a  ric'h  and  appropriate 
design  of  the  best  (juality.  A  convenient  space,  where 
;he  glass  enclosures  end,  is  fitted  up  for  the  display 
of  casket  hardware,  ladies',  gentlemen's  and  children's 
suits  and  linings. 

Returjiing  to  the  rest  room,  and  from  there  to  a 
hall  is  the  entrance  to  toilet  and  bath.  At  the  end 
of  this  hall  on  either  side  are  bedrooms  10  by  12,  furn- 
ished for  assistants.  Tn  this  hall  is  placed  a  night 
telephone  connected  with  every  part  of  the  city  and 
with  long  distance  service. 

Down  the  back  stairway  to  the  basement  a'  the 
I'ight  of  the  landing  is  the  morgue,  or  prep'aration 
room,  15  by  20  feet  in  size.  This  morgue  contains  a 
complete  outfit  for  embalmers'  e(jiiipment,  con?is'ing 
of  embalming  instrument  cabinet,  instrument  table, 
new  Heniiessy  morgue  table  and  sanitary  shelf  stand. 
At  the  north  side  of  the  morgue,  built  in  the  wall,  is  a 
receptacle  for  bodies  3  by  8  feet  and  at  the  side  a 
closet  with  chipped  glass  doors,  a  receptacle  for  in- 
struments, fluids,  etc.  The  walls  and  ceilings  are  in- 
laid vrith  white  porcelain  i)locks  and  bordered  with 


Genernl   liusincs.s  l)ifice. 


a  beautiful  purple  tile  of  appropriate  design.  The 
light  comes  from  the  south  giving  every  corner  a  day- 
ligbt  illumination. 

During  the  hours  when  the  morgue  is  in  use  the 
carpet  is  carefully  folded  up  and  laid  aside  and  placed 
again  upon  the  cement  floor  when  not  in  use.  This 
room  is  furnished  with  hot  and  cold  water,  and  is 
heated  by  an  overhead  apparatus.  At  the  north  en.d 
of  this  hall  is  the  workroom  12  by  18  feet.  From  the 
hall  proper  turning  to  the  west  i,s  the  furnace  room, 
etc.,  and  close  by  is  to  be  found  a  saimple  room,  where 
travelling  men  display  their  samples. 

Retni-ning  to  tbe  hall  again  the  visitor  enters  a  dooi' 
at  the  east  and  ascends  six  steps  to  the  garage.  The 
company  operates  the  business  entirely  by  motors 
which  they  claim  simplifies  theii-  woi'k  very  materially. 
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I        Treatment  of  Apoplexy  | 

I  By  HOWARD  S.  ECKELS,  Ph.C.  1 

I  Dean  of  Eckels'  College  of  Embalming.  i 

I        Written  for  Canadian  Furniture  World  and  The  Undertaker.  | 
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APOPLEXY  comparatively  .seldom  occurs  in  per- 
son.s  under  forty  years  of  age,  and  usually  is 
caused  by  an  inflammation  of  the  blood  vessels  of 
the  brain. 

Therefore,  a  far  more  than  usually  important  part 
in  successfully  preparing  such  cases  is  taken  by  the 
method  used  in  draining  the  blood. 

To  produce  a  good,  natural  appearance  in  such 
cases,  it  almost  always  is  necessary  to  drain  the  blood 
from  the  veins  v^^hile  the  fluid  is  being  inject td.  This 
is  especially  necessary  when  thorough  embalming  is 
to  be  attained  and  r-  sufficient  amount  of  embalming 
fluid  is  used  to  reach  all  parts  of  the  body  to  com- 
pletely and  properlj-  disinfect  it. 

In  this  apoplexj^  ditfers  little  from  other  sudden 
death  cases  in  which  arteries,  veins  and  capillaries 
alike  are  gorged  with  blood. 

Embalming  a  body  dead  of  apoplexy  is  best  done 


through  the  axiliary  artery,  which  oft'er.s  the  greatest 
advantages  on  account  of  its  being  large  and  lying 
close  to  the  surface.  From  the  same  incision  the 
axillary  vein  is  raised  and  always  is  large  enough  to 
enter  a  fair-sized  vein  tube  for  the  withdrawal  of  tlie 
blood.  The  axillary  vein  has  the  advantage  of  being 
closer  to  the  trunk  of  the  body,  and  easier  to  find  than 
the  basilic  vein,  and  also  of  being,  in  cons^^-iueiicc  of 
its  greater  size,  somewhat  tougher  and  stronger  at 
this  point. 

Another  advantage  of  using  the  vein  to  withdraw 
the  blood  is  that  there  is  no  danger  of  rupturing  the 
circulation,  as  when  using  a  trocar.  Therefore,  the 
drainage  of  the  blood  may  begin  at  the  time  of  the 
injection  of  the  fluid  into  the  arteries. 

We  fre(iuently  find  in  apoplexy  eases  di.scoloration 
of  the  face,  neck  and  ears,  which  indicates  that  the 
capillaries  and  also  the  smaller  veins  are  full  of  blood, 
as  well  as  the  larger  veins  of  the  body,  which,  being 
already  filled,  will  not  receive  the  blood  which  natur- 
ally should  be  forced  by  the  fluid  from  the  capillaries 
everywhere.  The  circulation  of  the  embalming  fluid 
through  the  arteries  is  more  readily  obtained  when 
unobstructed  by  the  blood,  which,  if  properly  drain- 
ed from  the  trunk  veins  during  the  time  injected, 
(  To  be  continued J 


UP-TO-DATE    TORONTO  ESTABLISHMENT 

THE  accompanying  illustrations  show  the  recently 
completed  funeral  parlors  of  Maurice  R.  Nash,  at 
1131  St.  Clair  Avenue,  West,  Toronto.  The  interior 
arrangement  is  very  complete,  and  nothing  has  been 
left  undone  to  provide  all  the  neees,sary  conveniences 
to  render  adetjuate  service  in  taking  care  of  the 


dead,  as  well  as  making  that  service  thoroughly  sani- 
tary. 

Mr.  Nash  deserves  great  credit  for  the  manner  in 
which  he  has  carried  out  his  designs.  He  is  perhaps 
the  youngest  funeral  director  in  Ontario  conducting 
wholly  his  own  busines,  and  is  one  of  Toronto's  most 
modern  funeral  directors,  as  well  as  having  one  of 
that  city's  largest  Cfjuipped  businesses. 
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ONTARIO 

Aylnier — 

Pierce  &  Co. 

Bobcaygeon — 

Byiig,  G.  C. 

Bowraanville,  Ont. — 

Morris  &  Son,  L.  'Phone  10. 

Brantford — 

Thorpe  Bros. 
Funeral  Directors. 
Successors  to  H.  S.  Peirce. 

Both  phones,  200. 

Dixngannon  — 

Sproul,  William 

Hamilton — 

Blaehford  &  Sons. 

o7  Kinn-  Street  West 
Dodsworth,  A.  H. 
59  King  St.  W. 
Robinson,  J-  H-  &  Co., 
19-21  John  St.  N. 


Ingersoll — 

Mclntyies. 
F.  W.  Keeler,  proprietor 

Kingston — 

Eeid,  Jas-,  254  Princess  St. 


London — 

Ferguson 's  Sons,  Joihn 
174  to  180  King  St. 

North  Bay — 

F.  J.  Martyn. 

Orillia — 

Mundell,  J.  A.     Phone  126- 
150  Mississagia  St 

Oshawa — 

Liil<e  Burial  Co. 


Schomberg — 

F.  Skinner. 


St.  Catharines — 

Grobb  Bros. 

144-146  St.  Paul  St- 


St.  Thomas — 

William,  P.  E.,  &  Sons,  519 
Talbot  St. 


Stratford — 

Greenwood  &  Vivian,  Ltd. 
88-92  Ontario  St. 
White  &  Co.,  80  Ontario  St. 
Downs  &  Fleming. 


Toronto — 

Cobbledick,-  N.  B. 
1508  Danforth  Ave., 
2068  Queen  St.  E. 

Auto    equipment  for 
branches  of  service. 

Phone  Beach  73. 


and 


all 


W.  N.  Knechtel. 

1202  Yonge  St. 
Motor  equipment  for  all 

branches  of  service. 
Motor  ambulance. 
Phone  North  4400. 

The  Floury  Burial  Go. 

685  Queen  St.  E. 


Washington  &  Johnston, 
707  Queen  St.  E. 
Corner  of  Broadview. 


Welland— 

J.  J.  Patterson  &  Sons. 
Sutherland,  G.  W. 

Whitby— 

Nicholson   &  Seldon. 


MANITOBA 

Brandon — 

Campbell   &  Campbell. 

Dauphin — 

Farrell,  A.  F. 

Winnipeg — 

Thompson  Co.,  J.,  501  Main 

SASKATCHEWAN 

Moose  Jaw — 

Broadfoot  Bros. 

ALBERTA 

Banff— 

Tas.  A.  Eeid 

346  Otter  Street. 

P.O.  Box  53.      Phone  99. 


The  Canadian  Dollar 

Is  Worth  100  Cents 


At  the  Canadian  establishment  of  H.  S.  Eckels  &  Co.  (Robert  S.  Flint, 
Manager,  Toronto,  Ont.),  because  your  cheques  are  deposited  in  a 
Canadian  bank  at  full  face  value.  That  is  why,  despite  the  temporary 
unfavorable  exchange  situation  with  the  United  States,  we  are  enabled 
to  make  you  a  very  considerable  saving. 

The  Eckels  embalming  fluids  are  prepared  in  Canada  from  materials  com- 
pounded by  H.  S.  Eckels,  according  to  formulae  known  to  him  alone. 


H.  S.  ECKELS  &  GO'S  CANADIAN  LABORATORIES 

Robert  S.  Flint,  Manager,  142  Quebec  Ave.,  Toronto,  Ont. 
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Index  to  Advertisers 


A 

Anthes-Baetz    Bros.    Furniture    Co..  59 

Art    Furniture    Co   28 

B 

Baetz  Bro.s.  Furniture  Co    59 

Baetz  Bros.  Specialty  Co.  59 

Ball  Furniture   Co   22 

Beaver    Furniture    Co   28 

C 

Canadian  Feather   and   Mattress   Co.  18 

Canadian  Fabrikoid   Limited    30 

Canicula  Co.,   Limited    67 

•  Canadian   Rattan   Co   lU 
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Gold  Medal  Furniture  Co   35 


H 

Hourd  &  Co.    18 

I 

Imperial  Rattan  Co   6 

Irish,  G.  L    32 

K 

Kindel  Bed  Co  _  _   3 

Knechtel   Furniture   Co.    ........20,  21 

Knechtel  Kitchen  Cabinet  Co   19 

Krug  Furniture  Co.,  H   28 

L 

Llcyd    Mfg.    Co   31 

M 

Malcolm  Furn.  Co.,  Andrew   15 

Malcolm  &  Hill   Furniture  Co   14 

Marshall  Ventilated  Mattress  Co.   .  .  56 

Matthews   Bros   26 

Maxwell  Steel  Vault  Co.,   Ltd!    ....  62 

McLagan  Furniture  Co.,  Ltd  4-5 

Meaford  Mfg.  Co                              24,  25 

Morlock   Bros   22 


North  American  Furniture  Co.'  ....  55 

North  American  Bent  Chair  Co.  ....  42 

0 

Ontario  Spring  Bed  Co   26 

Owen  Sound  Chair  Co   55 

P 

Philijjs  Mfg.  Co    16 


Q 

Quality    Mattress  Co. 
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S 

Shafer  &  Co..  1).  L   18 

Sidway  Mercantile  Co   23 

Simmons    Limited  o.b.c. 

Snyder  Desk   Co  12,  13 

Snyder  Bros.   Upholstery  Co  

Standard    Bedding    Co.  "...   34 

Steele  &  Co..   -las    51 

Stratford  Chair  Co  8.  9 

Sturges    Steel    &    Go-Cart    Co  17 

W 

Walter   &   Co..    B.    .   20 

Waterloo    Furniture    Co  11.  26 

Wi  eller,  Bolduc  Co   36 


;HlllllilllMlinMlllli:illllll!MII  nil  II  IIIIIIIIMIMIIIIIII  Illlllllllllll         IIIIIIIMIIIIIIIIMIIMIMIMIIMIIIIMIIIIIIMIIIIMIIIIMIIMIIIlMllMllhllM  I  UIMII,'Jllili!'i,IIIIMIIili,lllull<  I,I|MIJ,I 


.iliiillMH)il.!:iMII|illltllllllllllllltllllll;)llli:tiii>: 


^IIMIIIIIIIIIIIMIMII'IIIIMIIIIIIIIIilMIII  InilMllilMU  IIIMIMIIIIIIIIIIIMIIIIIMIMIIMIIIIIIIIIIIIIIIIIIMIII  I  II  MII1II'.; 


JIIIIIIIIIIMillllllllilllllllllllllltll: 


lllllll'IIIIMIIIIIMIIIIIIIIilllMIIIIIIMIIIIIIIMIIIIIIIIMIIIIIIMIHIIIIIIIIIIIIIIIMIIMITIIIIIirilllt 


The  Original 
Patented 
Concentrated 
Fluid 


Patented  Formula 
Strongest  and  Best 


Essential  Oil  Base,  com- 
bined with  Alcohol,  Glycer- 
ine, Oxidized  Formaldehyde 
and  Boron-Dioxide. 

Aik  other*  for  their  Formiila 


Special  Canadian  Agents 

National  Casket  Co> 

Toronto,  Ont. 
GLOBE  CASKET  CO. 
London,  Ont. 
SEMMENS  &  EVEL  CASKET  CO. 
Hamilton,  Ont. 
GIRARD  &  GODIN 
Three  Rivers,  Qne. 
JAS.  S.  ELLIOTT  &  SON 
Prescott,  Ont. 
CHRISTIE  BROS. 
Amherst,  N.S. 


Larger  Bottle*  tilled  ap  with  water  = 


I  Egyptian  Chemical  Co.  Boston,  u.s.a  | 
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For  Sale 
Wanted 
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TERMS  OF  INSER'ilON  1 

50    cents  per    inscition    up    to  | 

twenty-five  words.  Each  additional  = 

word  two  cents.  If  Bex  is  required  = 

5  cents  extra  to  cover  postage, etc.  E 

Cash  must  accompany  each  order  H 

— no  accounts  booked.  = 
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rOR  SALE — Ambulance  and.  double-ileek  casket  waggon: 
both  rigs  rubber  tired,  and  in'Al  shape;  price,  each,  $225.(Ht. 
.1.  Thomiison  &  Son,  Fergus,  Ont.  S&O 

FOR  SALIC  CHEAP — One  horse-drawn  grey  hearse;  used  verv 
little;  first-class  condition;  will  paint  black  if  desireil. 
C.  R.  Tuson,  Windsoi-,  Ont. 

FOR  SALE — Undertaking  business  in  Alberta.  Good  town  ; 
big  tev]-itor\"  to  work  ;  motor  hearse  :  and  good  equip- 
ment. \  Qvy  litt  le  cash  required  if  you  can  give  good 
security.  Ow'ner  has  big  interests  in  Old  Country  which 
need  his  attention.  Apply  to  Box  67,  Canadian  Furniture 
World  and  the  Undertaker,  51  "Wellington  West,  Toronto. 

WANTED — Position  as  embalraier,  by  young  man;  single;  8 
years'  experience  at  undertaking  and  three  with  furniture; 
Ontario  lic(;nse;  capable  of  taking  charge.  Apply  Box  7;i 
Canadian  Furniture  World,  51  Wellington  St.  W.,  Toronto 

S&O 
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lOOf,  PURE  CBEHICALS 

nif[Ei  cosniiic  fma 
coKimtii  win  wsespjssio 

m  DfODOIHUC  OOllflB 


THE  CHAMPION 
CHEMICALCO 

SPBlMflELD.OHIO. 


f 


No  Wonder  He  Smiles 


He  always  gets  excellent  results  with  Champion  Fluid,  and  every  time  he  uses  it  he 
knows  it  can  be  depended  upon,  knows  it  is  100%  PURE,  and  that  there  is  no 
guess  work,  for  it  is  always  of  uniform  quality. 

For  the  past  41  years  Champion  Fluid  has  proven  itself  to  be  dependable,  giving 
excellent  results  in  cases  that  were  attempted  as  hopeless. 


^  Champion  Fluid 
being  manufac- 
tured in  Canada 
from  Canadian 
Chemicals  gives 
you  100  cents 
value  for  your 
dollar. 


The  Champion  Chemical  Co.,  Orange,  Calif.,  Oct.  31,  1919 

Springfield,  Ohio. 

Gentlemen, — As  to  your  Champion  Fluid,  it  is  not  new  nor  an  experiment  for  me. 
The  first  body  I  ever  prepared  was  with  Champion  Fluid  eight  years  ago,  and  my  last 
one,  which  I  have  now,  was  prepared  with  Champion  Fluid. 

I  use  other  Fluids,  but  for  my  most  difficult  and  hard  cases  I  always  use  Champion, 
with  the  best  of  results. 

ELLIS  &  CLARK,  Funeral  Directors. 


The  Champion  Chemical  Company 

DR.  G.  W.  FERGUSON,  Canadian  Manager  :  38  Leuty  Ave.,  Kew  Beach,  TORONTO 

Canadian  Manufacturing  Plant:  WINDSOR 


SALES  HELPS  FOR  PROGRESSIVE  SIMMONS  DEALERS 


Increase  Your  Bedding  Profits 

With  This  New  Simmons  Sales  Force 

There  is  a  powerful  magnet  you  can  use  to  attract  customers  to  your  store.  You  can 
use  it  successfully  at  no  expense.    It  will  make  sales  easier  and  increase  your  profits. 

The  greatest  power  in  the  world  is  the  power  of  an  idea.  Once  an  idea  is  firmly  fixed 
in  a  man's  mind  he  will  spend  money  liberally  and  make  sacrifices  in  its  behalf. 
It  becomes  a  dominating  force.    It  directs  and  controls  his  actions. 

The  advertising  of  Simmons  Limited  is  based  on  this  truth.  Their  campaign  is  a 
campaign  of  education  to  make  people  realize  the  importance  and  value  of  deep, 
restful  sleep.  Few  people  outside  of  scientists  and  doctors  realize  that  the  right  kind 
of  sleep  is  more  important  than  food.  In  sleep  the  body  recuperates  its  forces  and 
makes  up  for  the  drains  of  the  day. 

As  each  advertisement  appears,  more  and  more  people  become  convinced  of  the 
importance  of  soundly  restful  sleep.  Simmons  Beds,  Springs,  Mattresses,  and  Pillows 
are  strongly  featured  in  every  advertisement;  so  more  and  more  people  reach  the 
point  where  they  think  of  Simmons  whenever  they  think  of  restful  sleep.  The  effect 
is  unescapable. 

Read  the  Simmons  advertising.  Choose  your  own  selling  arguments  from  it.  Use 
these  arguments  as  a  magnet  to  attract  the  strong  desire  for  Simmons  Beds  already 
generated  in  the  public  mind  by  Simmons  advertising. 

Simmons  i  imited 

EXECUTIVE  OFFICES : 

MONTREAL 


Works:     Monlreal,    Toronto,    Winnipeg,    Calgary,  Vancouver. 
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THE  GENDRON  MFG.  COMPANY 

LIMITED 

Makers  of  :— 

Reed,  Wood,  and  Metal  Doll  Cabs 


OUR  LINE  IS 
VERY  LARGE. 

Order  early 
for  fall  and 
holiday  trade. 


THE  GENDRON  MFG.  CO.,  LIMITED,  TORONTO 


No.  468 -Rocker 

QUARTERED  OAK,  FUMED  OR  GOLDEN  FINISH. 
UPHOLSTERED  LEATHER  SLIP  SEAT. 

CHAIR  TO  MATCH.  No.  468'4 


"The  Elmira  Line" 


There  is  some  satisfaction  in  knowing  that  you 
are  ministering  to  the  comfort  of  the  people 
whom  you  serve,  as  well  as  giving  then  value 
received  and  making  a  reasonable  margin  of 
profit  for  yourself. 

"Elmira"  Rockers  have  been  resting  lired 
people  for  a  long  time,  and  have  been  doing  it 
to  the  acknowledged  satisfaction  of  the  people 
who  use  the  chairs. 

People  want  comfort,  and  in  the  "Elmira' 
rockers  they  find  it  to  an  extent  that  has  made 
"The  Elmira  Line"  famous. 

PLEASE  NOTESee  our  Walnut 
Diners  illustrated  in  the  Editorial 
Section  of  this  issue. 

The  Elmira  Furniture  Co. 


LIMITED 


Makers  of 
"The  Elmira  Line" 


ELMIRA,  ONT. 


October.  1920 
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No.  427 


No.  427 


Short  and  Long 
Davenos 

Living  Room 
Furniture 


KROEHLER 

Daveno  Suites 


Kroehler  Daveno  Suites  are  always  in  good 
taste  whether  the  designs  are  intended  for 
homes  which  are  modest  or  pretentious. 

They  are  built  in  a  variety  of  period  de- 
signs so  as  to  meet  the  varying  moods  and 
fancies  of  your  customers. 

Kroehler  creations  are  products  of  integrity, 
distinguished  by  character,  charm  and  dur- 
ability. Perfectly  upholstered,  all  Kroehler 
Daveno  Suites  have  wide,  generous  seating 
space.  A  quaUty  line  that  for  utility  and 
service  is  second  to  none. 


No.  427 


THE  KINDEL  BED  COMPANY,  LIMITED 

STRATFORD  ONTARIO 
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McLagan 


This  beautiful  Louis  XVI  Bedroom  Suite 
embodies  all  the  elements  of  cultured 
treatment  required  by  the  discriminating 
buyer — in  appearance,  construction  and 
finish,  it  is  all  that  furniture  lovers  desire. 
Like  all  the  period  furniture  from  the 
McLagan  shops  this  suite  possesses  an 
exquisite  charm  which  is  truly  individual. 

Better  Furnished  Homes 

The  McLAGAN 


Stratford 


No.  413 


No.  'ilTA 


October,  1920 
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PURNITUIIB 


Furniture 


Built  only  in  Mahogany  and  Walnut  of 
the  finest  grade,  by  our  master  craftsmen, 
men  of  exceptional  ability  in  the  construc- 
tion of  fine  furniture,  this  design  has  won 
the  enthusiastic  approval  of  a  host  of  the 
most  prominent  Canadian  dealers.  Your 
order  or  enquiry  will  receive  our  care- 
ful and  prompt  attention. 

Mean  Greater  Happiness** 

FURNITURE  CO. 


Ontario 


LIMITED 


No.  416 


No.  417 
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rURfilTURE 


LIBRARY  TABLES 


The  exceptional  selling  possi- 
bilities in  these  Library 
Tables  arise  from  the  fact 
that  this  furniture  has  staying 
qualities  —  strength,  dura- 
bility, utility  and  longevity — 
strong  features  which  are  ab- 
solutely imperative  in  furniture 
of  permanent  worth. 

Attractive  in  design,  they  are 
carefully  constructed  and  eco- 
nomically produced  to  sell  at 
prices  well  within  the  reach 
of  the  greatest  volume  of  pur- 
chasers. 


No.  201 


A  Big  Line  of  Goods  for  Fall  and  Xmas  Trade 


No.  203 


Our  folding  Card  Tables, 
Children's  Desks,  Smoker's 
Stands,  Umbrella  Stands, 
Pedestals,  Children's  Furni- 
ture and  Folding  Screens,  in 
a  diversity  of  styles,  are  all 
quality  products  which  will 
prove  fast  sellers  for  Fall  and 
Xmas  Trade.  A  Hve  line  it 
will  pay  you  to  handle.  We 
strongly  advise  you  to  order 
early. 

IVe  can  make  prompt  ship- 
ment on  any  of  the  above 
lines,  and  our  prices  are  right. 
W rite  for  our  Fall  Supple- 
ment to-day. 


The  Stratford  Manufacturing  Company,  Limited 

STRATFORD,  ONTARIO 


October,  1920 
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Sectional  Bookcases 


BUILT  TO 
ENDURE 


Slobc^^^Verwiekc  Sectional  Bookcases  have  an  established  reputation  the 
world  over  for  service,  durability  and  true  economy. 

9lcl>C~V^rwiekc  Sectional  Bookcases  are  built  in  period  designs,  and  finished 
to  conform  with  the  furniture  in  any  library,  living  room,  hall  or  den. 

9lobc~\v^rwiekc  Sectional  Bookcases  will  give  the  maximum  degree  of 
satisfaction  to  your  customers,  and  build  lasting  prestige  for  your  store. 


Stratford,  Ontario 

Originators  of  the  Sectional  Idea  at  applied  to  Bookcases  and  Filing  Cabinets 
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Dining  Room 


No  furniture  can  have  more  merit,  more  service 
and  satisfaction  built  into  it  at  the  same  price, 
than  the  Stratford  Chair  Line.  It  only  requires  a 
casual  glance  at  this  well-designed  Dining  Room 
Suite  to  become  satisfied  as  to  its  attractiveness. 
Investigation  of  its  construction  reveals  the  fact 
that  it  is  just  as  good  inside  as  outside,  quality 
through  and  through.    You  can  display  this 


WRITE  TO-DA 


THE  STRATFORI 


No.  683— CHINA  CABINET 


STRATFORD 


No.  683— EXTENSION  TABLE 


Made  in  Plain  Oak 
finished  in  Old  English 
or  Fumed,  also  Red 
Gum  finished  in  dull 
Walnut. 

A  very  handsome  finish 
can  be  produced  in 
either  wood. 
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furniture  in  your  windows  or  in  your 
showrooms  secure  in  the  knowledge 
that  you  will  sell  satisfaction  to  your 
customers,  and  that  the  Stratford 
Chair  Line  gives  the  utmost  value 
for  what  they  pay.  A  live  line  which 
is  attractively-priced  and  worthy  of 
your  consideration. 


ORDER  NOW 

:hair  CO. 

^  ONTARIO 


No.  683— BUFFET 


No.  683--ARM  CHAIR 


No.  683^CHAIR 
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THE  IMPERIAL  LINE 


I0H» 
mmmwm 
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Superior  workmanship  and 
selected  materials  are  the 
two  dominating  principles 
which  are  strictly  adhered  to 
in  the  manufacture  of  the 
Imperial  Line  of  Reed  Fur- 
niture, generally  endowing 
these  creations  with  a  distinc- 
tive quality  which  will  satisfy 
the  most  careful  buyer. 


inHi 

mmmmm 


IMPERIAL  RATTAN  COMPANY,  LIMITED 

STRATFORD         .  ONTARIO 


ADVERTISING  THAT  PAYS 


WANT 
ADS 

BRING 
RESULTS 


2  cent*  per  word 
per  inaertion 


THE 
CANADIAN 
FURNITURE 
WORLD 


J  F  you  have  something-  for  sale  try  a  want 
ad.  in  our  ad.  column,  and  you  will  be  sur- 
prised fit  the  results. 


OUR 
CIRCULATION 
COVERS 
THE  FIELD 


2  cents  per  -word 
per  insertion 


The  Commercial  Press,  Ltd,  51  Wellington  W.,  Toronto 


October,  1920 
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Hespeler  Furniture 


Distinctive  -:-  Original  -:-  Exclusive 
Artistic  -:-  Economical 


A  good  line  to  ''tie  to'* 

Hespeler  Furniture  Co.,  Limited 

Hespeler,  Ontario 
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new  line  of  Birch  Construction  Bedroom 
Furniture  (all  period  designs)  is  finished  in 
a  manner  that  makes  them  superior  to  most  solid 
walnut  and  mahogany  construction  suites. 


^  You  cannot  pass  through  this  price-cutting 
wave  and  make  as  much  money  on  any  Bedroom 
line  made  in  Canada  or  the  United  States. 

^  We  are  at  your  service  for  prompt  shipments. 


'Phone  or  write  at  our  expense 
for  your  rush  orders. 


MALCOLM  &  HILL,  Limited 

KITCHENER  and  LISTOWEL 


etober,  1920 
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This  suite  for  the  Dining  Roonr),  hke  all  furniture 
we  build,  IS  artistic  in  design,  and  constructed 
of  the  highest  quality  of  materials  throughout. 

Andrew  Malcolm  Furniture  Company,  Ltd. 

KINCARDINE  (Head  Office)  and  LISTOWEL 
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Boost! 

/or  the 

Better  Furnished  Homes 

Campaign 

THE  "Better  Furnished  Homes"  Campaign  is  off  to  a 
good  start.  Already  three  large  and  attractive  ad- 
vertisements have  appeared  in  over  one  hundred  and 
thirty  papers  from  coast  to  coast.  Dealers  everywhere 
have  caught  the  spirit  of  the  Better  Furnished  Homes 
campaign  and  are  "cashing  in"  on  it  by  running  advertise- 
ments of  their  own  alongside  those  of  the  Home  Furnishings 
Bureau.  Many  dealers  have  put  in  special  window  trims 
and  store  features. 

This  is  the  kind  of  co-operation  that  we  want  from  every 
furniture  dealer  in  Canada.  This  campaign  is  designed  to 
create  in  the  public  a  greater  interest  in  the  attractive  fur- 
nishing of  their  homes.  It  is  designed  to  send  the  public 
into  your  store ;  it  is  your  campaign.  Get  behind  it— talk 
it — boost  it  and  "  Better  Furnished  Homes"  will  become  a 
reality. 

If  you  have  a  good  idea  of  interest  to  The  Home  Fur- 
nishings Bureau  send  it  along,  we  will  be  pleased  to  have  it. 

Yours  for  Better  Furnished  Homes. 


The  Home  Furnishings  Bureau 

Inaugurated  to  promote  a  greater  interett 
in  the  furnithing  of  Canadian  Homes 

Bank  of  Hamilton  Bldg.       -       -  Toronto 


tober,  1920 
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Upholstered  Furniture 


Chesterfield  No.  615,  Priced  at  $120.00 


'"F'HE  chesterfield  illustrated  is  upholstered  in  tapestries 
of  beautiful  coloring  and  good  quality.  It  is 
thoroughly  constructed  throughout,  and  priced  so  as  to  be 
attractive  to  a  large  portion  of  your  customers.  We  can 
give  you  prompt  shipments. 

For  the  convenience  of  our  customers  we  have  permanent 
show-rooms  on  the  third  floor.  Wilder  Building  (Balmoral 
Street  Entrance)  Montreal — Mr.  A.  T.  Edwards  in 
charge;  and  in  the  Arcade,  322-324  Water  Street, 
Vancouver — Mr.  V.  H.  Wetmore  in  charge. 


WOELLER,  BOLDUC  AND  COMPANY 

Waterloo  -  Ontario 
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The  Home  of  the  Kapok  Mattresses 

LIGHT^O         QUEEN  ROYAL 

In  this  well-equipped,  sunlight  plant,  Kapok  Mattress-making  has  been  developed 
to  that  state  of  perfection  whereby  these  three  "Quality"  Brands  are  firmly  estab- 
lished as  leaders  among  Kapok  Mattresses.  In  their  production  are  combined 
faultless  workmanship  with  carefully  selected  high-grade  material,  resulting  in 
mattresses  that  give  complete  SATISFACTION  in  comfort-giving  qualities  and 
durability.  Each  grade  represents  unsurpassed  VALUE  and  the  range  enables 
you  to  successfully  meet  every  demand.  It  will  pay  you  to  concentrate  all  your 
Kapok  Mattress  selhng  on  these  THREE  RELIABLES. 


The  Only^Standard  Kapok 
Mattress— Weight  33  lbs. 


Quality  Mattress 
Company 


Waterloo 


Ontario 


October,  1920 
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GOLD  MEDAL  LINE 


Furniture  you  can  Guarantee 


Absolute  reliability  in  construction 
and  workmanship  is  more  necessary 
in  modern  living  room  furniture  than 
a  desire  on  the  part  ol  the  manufac- 
turer to  make  up  something  that  has 
only  the  external  appearance  of  good 
furniture.  We  aim  to  supply  only 
such  goods  as  the  dealer  can  confi- 
dently recommend.  Our  prices  are 
the  lowest  possible,  consistent  with  a 
fully  guaranteed  product,  backed  by 
upwards  of  thirty  years  reputation. 


No.  817 

Sofa,  72  inches  long 
Chair,  33  inches  wide 


MANUFACTURED  BY 


The  Gold  Medal  Furniture  Mfg.  Co.,  Limited 


TORONTO 


MONTREAL 


WINNIPEG 


UXBRIDGE 
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SHAFER 

CEDAR 

CHESTS 
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That  pronounced   quality,  that  little  touch  of  refinement  | 

which  is  always  evident  in  well  made  and  well  finished  | 

furniture,  are  the  selling  points  which  characterize  Shafer  | 

Cedar  Chests.    Strong  features  that  make  it  a  very  desir-  | 

able  product  for  you  to  handle.  1 

Illustrated  catalogue  on  request  | 

D.  L.  Shafer  &  Co. 

St.  Thomas,               Ontario  | 

IIIIIIIIIIIIIMIIIIIIIIIIIIIIIIIIIi;illli:illlllMIIIIIIIMIIIIIIIIMIIIIIIIIIIIIIIIIIIIIMIIIIIMIIIIII>^ 


An  the  Gobble-uns  'II  git  ye  e/  ye 
don't  watch  out" 

At  Hallowe'en  parties — and  any  kind  of  parties — there's 
a  real  place  for  the 

mELITE 

'     FOLDING  TABLE ' 

Card    parties — tea     parties — children's    parties — birthday 
parties — and    just  cosy  little     family  parties — need  this 
handy  folding  table,  for  serving  refreshments,  for  games, 
for  the  phonograph  or  the  sewing  machine. 
How  is  your  stock? 

Hourd  &  Co.,  Limited 


Sole  Licensees  and 
Manufacturers 


DEPT.  W 
LONDON 


October,  1920 
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Bedroom  Furniture 

of  Character 


No.  785 


The  best  furniture  for  the  average  family 
is  not  necessarily  the  most  expensive,  but 
rather  that  which  will  promote  harmony 
and  give  service.  Such  furniture  as  the 
Meaford  Line. 

Our  efforts  to  place  in  the  hands  of  dis- 
cerning buyers  quality  productions  which 
meet  their  ideals,  both  as  to  design  and 
utility,  have  been  amply  rewarded  by  their 
permanent  patronage  from  season  to  season. 


Meaford  Manufacturing 

Company,  Limited 
MEAFORD      -  ONTARIO 


No.  784 


No.  783 
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THE  ,    ■  -     I  .  I      T^r^  WE  ARE 

r — ■  = 


HEART 

OF  YOUR  EXTENSION  '^^^ 

TABLE  IS  THE  L WABASH 

SLIDE  ^ABLE  SLIDE 


YOUR  TABLE  IS  L -'^-"^^^^^''^^ 

CONDEMNED  IF  THE  SLIDE  L,4r«,TCDfrA 

DOES  NOT  WORK  'D.WAl1lK«IU. 
PROPERLY 


WABASH  SLIDES 

INSURE 


SATISFIED  CUSTOMERS  WABASH  SLIDES  I  F,^,M'*ir 


SLIDE  SPECIALISTS 

Having  manufactured  SLIDES 
excluaively — for  30  jear* 

Many  Canadian  Table-makers  u<e 

WABASH  SLIDES- 
Because 
We  furnish  Better  SLIDES  at 
Lower  Cost. 

Made  by 

B.  WALTER  &  COMPANY 

Factory  St.      WABASH,  IND. 

Canadian  Reprementative  : 
A.  B.Caya,  28  King  St.  E.,  Kitchener, 


SELL  TABLES. 

ELIMINATE  SLIDE  TROUBLES  »>»ccessor  to  Frank  A.  Smith  | 
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THAT  QUALITY  COUNTS  IS  WORTH  REMEMBERING 


Also 


That  our  goods  do  not  crack,  open  at  the  joints  or  have  unfinished  backs, 
but  are  properly  finished  all  over,  as  we  use  craftsman  methods  and  get 
the  most  out  of  our  lumber. 

MATTHEWS   BROS.,  limited 

THE  BIG  CANADIAN  MOULDING  HOUSE 

1906  DUNDAS  STREET  WEST  TORONTO,  CANADA 


VlllllllllMIIMIMIMIMIMIIMIIMMIMIIMIMIMIMIMIIMIMIMIMIMIIMIMIMIIMIMIMIIMIMIIII  II 


IIIIIMIIIIIMIMII  IMIII  IIIIMIIIIMIIMIIIIIIIIIIIMIIMIMIMIMIIIIIIIIIIIIMIIMIMIIMIMIIIIIMIIMIMIIMIIMIMIMMMIIMIMIIMIIMIMIMMIMMMMMJ  MMM  IMMMIHMMM 


*- 

t 

REPUTATION 


Economy  in  household  expenditure  is 
holding  the  attention  of  millions. 
People  everywhere  are  spending  their 
money  more  wisely.  Everyone  is  look- 
ing for  quality.  Youcan  recommerd  our 

KAPOK  MATTRESS 

to  your  best  patrons,  they  are  the  acme 
of  quality.  Filled  with  1 00%  pure 
Japara  Kapok  they  are  made  to  give 
long  service  and  satisfaction.  The  kind 
that  makes  casual  customers  into  regular 
customers,  and  builds  good-will,  it  is 
worth  your  while  to  see  this  line. 

The  Canadian  Feather  &  Mattress  Co. 

LIMITED 

TORONTO  OTTAWA 
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Dollars  of  Profits  inThese  Lines 


I  'HE  increased  demand  for  out-of-door  toys  is  widely  recognized.  Parents 
■■■  to-day  will  far  more  readily  buy  an  article  entailing  fresh  air  amusement 
than  one  of  the  other  type. 

With  this  in  view  all  dealers  will  appreciate  the  necessity  for  having  a  good 
line  of  samples  on  their  floor.  Our  range  is  of  comprehensive  variety — each 
one  built  along  the  lines  so  popular  with  the  young  folks — durable  construc- 
tion, attractive  designs,  good  finish. 

There  is  a  complete  stock  in  our  warehouse  at 
present.  We  await  your  commands  to  ship  any 
or  all  of  the  undermentioned  lines  either  imme- 
diately or  for  future  delivery. 

Have  you  our  catalogue  ? 


Holiday  Lines 

SLEIGHS 

STEERING  SLEDS 

DOLL  CARTS 

VELOCIPEDES 

TRICYCLES 

EXPRESS  WAGONS 

HAND  CARS 

BOYS' 
AUTOMOBILES 


Catalogue  covering  these 
lines  will  be  sent 
on  request. 


SIDWAY  MERCANTILE  COMPANY 


864-874  DUFFERIN  STREET 


TORONTO 


22 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER 


October,  1920 


A  Good  Display 
Means  More  Sales 


PUT  Fabrikoid  before  your  customers  in  an  attractive 
way  and  the  results  will  be  gratifying.    The  correct 
display  of  the  lines  you  carry  immediately  links  your 
store  up  with  our  advertising. 

To  help  you  do  this  we  will  supply  you  with  our  dis- 
play rack — just  the  right  size  to  accommodate  rolls  of 
Fabrikoid,  and  designed  to  save  you  time  and  labor — an 
effective  "silent  salesman." 

Now  is  Fabrikoid  time — the  season  when  your  custom- 
ers are  re-upholstering  their  furniture.    Make  the  most  of 
it  and  our  efforts  to  help  you  increase  your 
sales.    Ask  us  about  our  dealers'  helps. 

Most  of  the  Motor  Cars 
in  Canada  are  Topped  or 
Upholstered  in  Fabrikoid. 


Canadian  Fabrikoid  Limited 

Head  Office,  Montreal 

Halifax  Toronto  Sudbury 

Winnipeg  Vancouver 


CANADIAN  1^ 
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Reed  and  Fibre 

DOLL 

Carriages 

The  Christmas  trade 
demands  many  Doll 
Cabs.  Our  stock  is 
now  ready  for  ship- 
ment. 


Place  your 
orders  now. 


May  we  send 
you  our 
catalogue  7 


We  are  originat- 
ors of  the  Wheel 
Bassinett.  See  that 
your  stock  of  these 
is  complete. 


The  Gem  Crib 
and  Cradle  Co. 

Kitchener 
Ont. 
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Floor  Lamps  and  Silk  Shades 


No.  10 


No.  15 


No.  20 


No.  25 


No.  30 


No.  35 


Prices  on  Standards,  Wired  Complete  from  $10.00  to  $40.00 

Chinese  Lacquer  Lamps,  beautiful  designs,  best  Benjamin  Clusters 
$20.00,  $25.00  and  $30.00  each. 

Beautiful  selection  of  Silk  Shades,  24  and  26  inch,  at  $9.00,  $1 2.50, 
$15.00,  $16.00,  $22.00,  $24.00,  and  $30.00.  Jezzo  silks  in  all 
colors,  chenille  fringes.  All  shades  are  lined  and  are  right  up  to 
the  minute  in  style.    All  colors  harmonize  and  designs  are  beautiful. 


Serving  Trays,  Pictures,  Picture  Frames  and  Statuary 


G.  L.  IRISH 


499  Queen  Street  West 
Toronto,  Canada 


nrnnTiiiiipTmimnnilll'lHUl 
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LLOYD 

Loom  Woven 
Baby  Carriages 

are    advertised   in  these 

97 

carefully  chosen  papers;  in 

30 

"super"  Sunday  papers;  and 

5 

great  national  magazines  ! 

LLOYD  MANUFACTURING 
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Period  Furniture 


f  "HERE  is  an  atmosphere  about 
*  this  Queen  Anne  Dining  Room 
Suite  which  bespeaks  substantial 
quaHty.  It  is  beautifully  designed 
and  faithful  to  the  period  it  repre- 
sents. Soundly  constructed  and 
perfect  in  every  detail,  you  can  be 
assured  it  will  meet  the  demands 
of  your  trade  and  will  give  real 
satisfaction. 

Besides  the  suite  illustrated  we 
have  many  designs  in  the  Periods 
of  Louis  XVI,  Hepplewhite, 
Adam,  and  Colonial. 


The 

Knechtel  Furniture  Co, 

Limited 

Hanover       -  Ontario 


Queen  Anne  Dining  Room  Suite  No.  347 


O'ctober,  1920 
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No.  551 


Juvenile  Furniture 


A  Real  Leader  for  Xmas  Trade 


THIS  excellent  Toy  Set  embodies  those  features  which 
make  for  quality.  It  is  substantially  built  so  as  to 
stand  rough  wear  and  give  long  service.  You  can 
display  this  Juvenile  Furniture  in  your  showrooms  and 
windows  with  the  utmost  confidence,  secure  in  the  know- 
ledge that  their  outstanding  value  will  tell  their  own  selhng 
story  so  simply  and  convincingly  as  to  practically  make 
the  sale. 

Order  now  so  as  to  ensure  early  delivery 


CANADIAN  RATTAN  CHAIR  CO.,  LTD 

VICTORIA VILLE,  QUE. 


giniinnmimininillPMinTfTrrTrniTTTmnTTTTTjir^^ 
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Push  the  Button  to  Adjust 
the  Hood — This  Sturgis  sales 
clincher  insures  easier  and  more 
satisfactory  sales.  The  Push 
Button  permits  easy  adjustment 
of  the  hood. 


No.  89  Gondola 


The  Sturgis  Positive  Auto 
Brake,  operating  on  the  hub 
of  the  wheel,  prevents  wear  on 
the  tires  and  insures  the  Baby's 
safety  on  promenade  or  during 
the  daily  nap. 


Sturgis  Baby  Carriages  Speed  Sales 
for  Your  Organization 

The  speedier  the  sale  the  less  your  overhead  and  the  greater  your  profit. 

That  is  why  Sturgis  Baby  Carriages  are  proving  the  favorite  of  live-wire 
dealers  who  watch  for  the  real  margins.  Sturgis  Baby  Carriages  sell  and 
satisfy  the  more  easily  because  they  are  built  right,  of  the  right  materials, 
and  because  they  possess  features  which  appeal  directly  to  mother  and 
father. 

Sturgis  Baby  Carriages  are  lighter  and  stronger.  The  bodies  are  hand 
woven,  from  all  genuine,  selected,  imported  reed.  They  are  equipped 
exclusively  with  the  Push  Button  Hood  Adjuster  and  the  Positive  Auto 
Brake. 

Write  now  for  your  copy  of  our  1 92 1  catalog. 


Salesmen!  If  you  are  looking  for  a  real 
proposition,  we  will  he  glad  to  hear  from 
you.  Some  exceptional  territory  is  still  open 
to  you.    Write  NOW. 


STURGIS  BABY  CARRIAGE  CO.,  LIMITED 

60  SUMACH  STREET         -:-         TORONTO,  CANADA 


D.  O.  MCKINNON 

GENERAL  MANAGER 


W.  B.  HART 

ADVERTISINO  MANAOER 
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REMODELLING   A  FURNITURE  STORE 
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The  Nova  Scotia  Furnishings  Company  have  now  one  of  the  finest  furniture  stores  on  the  con- 
tinent—Playing up  the  furniture  rooms — Description  of  store  and  of  the  opening  ceremony 
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petviiv 


ON  Wednesday,  Sept.  15,  the  Nova  Scotia  Furnish- 
ings Co.  of  Halifax,  N.  S.,  held  an  At  Home  to 
mark  the  completion  of  alterations  to  their  store 
which  had  been  in  progress  during  the  previous  six 
months.  While  business  had  been  going  on  "as  usual" 
during  alterations,  the  store  was  closed  on  opening  day 
until  three  in  the  afternoon,  to  allow  of  arranging 
the  stock  and  beautifying  the  store  for  the  inspection 
by  the  public. 

When  the  doors  were  opened  crowds  uf  people 
thronged  the  store.  The  afternoon's  entertainment 
was  I'epeated  in  the  evening,  and  again  the  store  was 
crowded.  Turel's  orchestra  provided  the  miisical  set- 
tings. The  store  is  now  the  finest  furniture  establish- 
ment in  the  M(aritime  Provinces  and  the  equal  of  any 
regular  furniture  store  in 
Canada.  Travellers  state  it 
is  beyond  compare  in  the  Do- 
minion. 

Since  the  middle  of  last 
April  revamping  operations 
have  been  in  progress  on 
plans  arranged  by  Mr.  E.  A. 
Wilson,  vice-president  of  the 
company,  who  travelled  ex- 
tensively throughout  the  Do- 
minion and  the  United 
States  visiting  the  principal 
furniture  stores  of  the  con- 
tinent to  gather  ideas  that 
would  prove  helpful  in  his 
own  store  and  business. 
Among  the  chief  of  these  is 
a  series  of  furnished  rooms, 
those  on  the  ground  floor 
representing  a  six-room  flat, 
being  a  specially  novel  inno- 
vation. 

Two  of  the  six  floors  of 
the  building  have  been  com- 
pletely renovated,  and  a  mez- 
zanine floor  above  the  main 
floor  is  entirely  new. 

To  mark  the  opening  the 
company  inaugurated  a  "ten 
day  economy  event,"  though 


of  Nova  Scotia's 
New  Mecca  for 
Home  Makers ! 

Introducing  our  new  Home  Furnishing  Studios 
by  a  lO  DAY  ECONOMY  EVENT! 


Reductions  That  Are  a  Revelation! 
For  TEN  Days-September  l5th  to  25th 


JTedVi^H'ION?'')',. 

r„,.r«r  ..1  $200,000  WORTH   OF  FURNITURE  (nmprr«rd^  .n 

„  TEN  DAYS  OF  DRASTIC 

o  higher  Ircight  choiuci  The 

SUITES  ^^^if::H 

BEDDING 

RUGS                 ■■  j  CURTAINS 

bountiful  h.r>«i  of  Wgun*— COME  AND  SECURE  YOUR  SHARE 

Nova  Scotia  Furnishing  Co.  Ltd 

Diatinctive  Furniture  for  Diitinctly  Leut 

448-450  BARRINGTON  STREET 
HALIFAX,  N.  S 


Free  Trip  to  Halif&x 


riio   piiK'e   iidvci  t  iscnu'iit    in   the   daily  pajiei's 
forinnl  opening  of  the  store. 


on  the  opening-  day  itself  nothing  was  for  sale.  To  in- 
duce outside  buyers  to  visit  the  Halifax  store  a  "free 
trip  to  Halifax,"  fares  being  paid  both  ways,  from  and 
to  any  point  in  Nova  Scotia,  was  offered  to  all  attend- 
ing the  sale  and  purchasing  $100  worth  of  goods. 

Mr.  Wilson  who  looked  after  all  the  details  of  the 
remodelling  of  the  store,  also  was  in  charge  of  the 
advertising.  To  properly  take  care  of  the  publicity 
a  master  hand  was  needed,  and  judging  from  the  sam- 
ple on  this  page  the  newspaper  end  was  well  looked 
after,  whole  pages  in  tbe  daily  press  being  taken  to 
tell  the  stores  story. 

The  Nova  Scotia  Furnishings  Co.  are  extensive  ad- 
vertisers, Mr.  Wilson  himself  being  a  member  of  the 
Advertising  Club,  and  several  novel  features  were  in- 
troduced in  the  way  of  cir- 
cular letters,  invitations  and 
newspaper  publicity  in  con- 
nection with  the  store's  re- 
opening and  inaugural  sale. 

Tn  commenting  on  the  im- 
provements made  in  the 
store,  Mr.  Wilson  said:  "I 
have  always  seen  the  possi- 
bilities in  this  building,  and 
it  has  always  been  my  in- 
tention to  see  to  it  that  in 
the  end  it  should  be  second 
to  none  in  this  country,  both 
as  a  place  for  the  showing  of 
our  stock,  and  for  the  (|ual- 
itv  and  the  varietv  of  that 
stock." 

.  Mr.  Wilson,  who  has  for 
years  thrown  his  finest  ener- 
gies into  developing  the 
business,  is  entitled  to  the 
congratulations  of  all  who 
api)reeiate  genuine  business 
(Miterprise,  and  the  public  of 
HaHfax  are  to  be  congratu- 
lated on  the  fact  that  there 
is  available  to  meet  their  de- 
mands, an  establishment  of 
the  high  standard  of  this  one. 


Al  Home  lo  tbe  Whole  Province,  Wednesday,  SepL  1  Sib 

3  lo  6  p.  m.  7.30  lo  10  p.  m. 


NcuKitig  will  bt  told.  I 


il  FveryduriK  will  be  shown  dunn^lh 

tld  addii^"  Ihc  cn,ovtr«nl  ol  vtxli 
THURSDAY  the  big  Economy  Ev 

AX—futa  both  way*  Ir 
ending  who  purrhiuc  S 1 0 

\Mr  St*  Coupon  Meu 
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I  Improvements  in  Nova  Scotia  | 
I       Furnishing  Co.'s  Building  | 

I  By  E.  A.  WILSON  | 
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ON  the  ground  floor,  maiu  entrance,  we  have  four- 
teen rooms,  each  sized  9  ft.  7  in.  x  11  ft.  3  in.  On 
one  side  we  have  the  furnished  flat  commencing 
with  Living  Room,  Dining  Room,  Bedroom,  Kitchen, 
Bath  Room  and  Guest  Room.  Next  to  the  Guest  Room, 
we  have  a  Reception  or  Rest  Room,  which  is  furnished 
comfortably,  including  lounge,  where  ladies  or  anyone 
can  come  in  and  rest.  We  will  also  use  this  same  room 
for  showing  catalogues  or  photos  to  customers,  which  is 
a  thing  we  often  have  to  do. 

On  tlie  opposite  side,  the  first  room  is  furnished  as  a 
Living  Room,  with  an  over-stuffed  Chesterfield  suite. 
The  next  has  a  big  Chamber  suite  and  the  next  includes 
a  large  Period  Dining  Room  suite.  The  stairway  and 
elevator  break  in  here,  and  then  we  have  our  oilcloth 
exhibiting  rack,  which  is  in  one  of  the  rooms.  We  have 
three  racks,  one  on  each  wall,  with  a  light  in  the  cen- 
tre, and  plenty  of  room  for  a  couple  of  customers  to 
sit  down  and  view  all  the  samples  at  ease,  with  a  per- 
fect light.  This  rack  we  have  found  to  be  a  very  con- 
venient thing  indeed,  and  it  is  easy  to  operate. 

We  have  two  passage  ways  from  the  main  entrance, 
each  five  feet  wide,  the  entire  floor  being  covered  with 
an  inlaid  linoleum,  laid  over  felt  and  cemented.  At  the 
end  of  the  right  hand  passage  way,  we  have  a  mirror 
covering  the  entire  space  which  gives  the  effect  of  an 
entrance  from  the  other  end,  and  there  is  never  any- 
thing allowed  in  the  way  of  this  mirror. 

In  the  centre  of  the  main  passage  we  have  a  platform 
6  inches  high  and  5  feet  wide.  On  this  we  keep  dainty 
pieces  of  furniture,  also  table  and  hall  lamps  with 
colors  nicely  blended,  and  everyone  lighted  all  thf 
time.  This  adds  very  much  to  the  attractiveness,  at 
persons  enter  the  store. 

The  mezzanine  galleries  on  each  side  are  12  feet  wide, 
overhanging  the  rooms.  The  rooms  are  all  substan- 
tially built  and  finished  with  beaver  board. 

We  have  a  stairway  on  each  side  in  the  centre  with 
return  on  the  galleries,  and  there  is  an  exit  from  the 
elevator  on  the  mezzanine  floor. 

Our  main  office  overlooks  the  entire  floor  and  is  very 
conveniently  situated  with  a  private  office  right  oppo 
site.    The  entire- interior  finish  is  ivory  with  the  excep- 
tion of  the  maliogany  trim  on  the  rails  and  post  of  the 
mezzanine  rail. 


The    oilcloth    :ind    linoleum    exhiljitioii    which    Mr.  Wilson 
describes  on  next  page. 


Our  lighting  system  consists  of  five  three-hundred 
candle  power  brascolites,  and  four  celestia'ites  for  the 
office.  These  give  a  magnificent  flood  of  light  both  on 
the  mezzanine  floor  and  the  main  floor,  which  of  course 
is  intensified  by  the  lights  in  each  lamp,  and  in  addi- 
tion each  room  has  a  concealed  ceiling  light,  which  of 
itself  will  light  the  room  all  over,  and  we  have  a  .switch 
in  each  room. 

We  never  allow  any  obstruction  in  the  main  aisle,  so 
that  the  whole  entrance  will  always  have  a  very  in- 
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1    NOVA  SCOTIA  FURNISHING  CO.,  LIMITED  P 

I  Complete  Home  Furnishers  | 

I  FURNITURE.  CARPEFS.  DRAPERIES.  OILCLOTHS  | 

I  LINOLEUMS,  AND  WALL  PAPERS  | 

I  Halifax,  Canada,  1 

I  September  8th,  1920.  | 

I    Dear  Madam:.  | 

I  Supiiose   New  York  said:  | 

I  "Come  here  and  bu.y  all  the  clothes  you  require  for  | 

I  the   next  six  months.  Buy  them  at  a   saving  of  one  i 

I  fifth  and   over  from   standard    jirices  and   in  addition  | 

I  accept  free  fares  both  ways."  | 

I  You'd   accept.     New  York   is   not   makinjr  such   an  | 

I  offer,  but  Halifax  is,  through  the  Nova  Scotia  Furnish-  | 

I  ing  Co.,  Ltd.    This  great  store  has  just  remo<lelled  and  | 

I  re-treated   several   of   its   floors   so   that   now  one   of  | 

I  them,  for  example,  contains  a  full  six  room  ajiartment  | 

I  showing  the  ideal  arrangement    for  the    modern  home.  | 

I  It  is  a   storehouse  of  inspiration,  a  treasury  of  hints  | 

I  to  the  lover  of  the  home  beautiful.  | 

I  Wednesday,    September    15,   marks   the   formal   ojien-  | 

I  ing,   the    rebirth    of   this   transformed   store.     We   are  | 

I  extending  a   direct   invitation   to  be  present  to  a  ce-  | 

I  lect  number  throughout  the  province  and  we  want  you  | 

i  to  be  one.     Your  fare  need  not  cost  you  anything,  as  | 

I  explained  on  the  enclosed  circular,  which  also  gives  a  | 

I  general   outline   of  the  many   economies  accompanying  | 

I  this  event.    But  the  greatness  of  the  opportunity  can-  | 

I  not  be  grasped  until  you  view  our  display  and  stud}'  | 

5  our  prices.  | 

I  Halifax  is  at  its  loveliest  in  September;  the  theatres  | 

I  are  all  o])en;  and  the  Northwest  Arm,  the  Dartmouth  | 

I  Lakes   and  the  Public  Gardens  in  gala  attire.     Think  | 

I  how  much  fun  to  have  a  trip  here — and  to  have  it  cost  | 

I  you  nothing.  = 

i  Tell  your  friends — -make  up  a  party — and  come.  | 

g  Yours  sincerely,  % 

^  NOVA  SCOTIA   FITRNISHIN(;    CO.   LTD  y 

.flllllMIIIIIIIIMIIIIIMIIIIIIIi;ilMIMIIIIIIIIIMIIIIIMIIIIIMIIIi;M!!il!IIIIMIIIIIIIIMI!IIIMIIIIIIMIIIIIMIIMIMII!IIMll:iMIMlJ,rilMllnl^ 

The  circuUir  letter  invitation  which  the  Nova  Scotia  Furnishing  Co.  sent 
out  previous  to  the  opening. 

viting  appearance.  We  have  been  told  by  a  large  num- 
ber of  people  who  have  seen  furniture  stores  every- 
where, that  the  main  floor  as  we  now  have  it  is  more 
striking  than  anything  they  have  ever  seen  anywhere. 

The  Upper  Floors 

On  the  second  floor,  we  have  our  Carpet  and  Drap- 
ery Department.  This  we  have  fitted  up  in  pretty  good 
style — the  big  rug  rack  for  carrying  rugs,  poles  foi- 
displaying  curtains,  and  several  large  inclined  racks 
for  showing  tapestries,  velours  and  cretonnes,  with  in- 
viting environments. 

On  the  third  floor,  we  have  twenty-four,  three-sided 
sections,  each  one  to  hold  a  complete  dining  or  cham- 
ber suite,  and  each  one  is  lighted  from  the  top.  This 
enables" us  to  show  each  suite  separate  from  the  others, 
and  prevents  the  confusion  that  frequently  happens 
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when  a  lot  of  dining  room  or  chamber  suites  are  shown 
together  on  a  large  floor.  On  the  front  end  of  this 
floor,  we  have  a  room  running  half  war  through,  or 


country,  and  we  are  now  pretty  well  equipped  for 
most  any  kind  of  business. 

With  this  description,  and  the  accompanying  photo- 
graphs, I  think  readers  will  have  a  pretty  accurate  idea 
of  the  kind  of  place  we  have  here. 

One  of  the  principal  features  of  the  remodelled  store 
is  the  linoleum  display  rack,  a  contrivance  the  lack 
of  which  has  been  bothering  the  minds  of  a  great 
many  Canadian  furniture  dealers.  A  description  of 
this  Avill,  therefore,  be  of  general  interest  to  the  trade. 

Description  of  Oilcloth  Exhibitor 

This  exhibitor  is  built  in  one  of  the  rooms  on  the 
main  floor.  The  size  of  the  room  is  9  ft.  7  in.  x  11  ft. 
3  in.,  and  the  total  height  of  the  exhibitor  to  front 
post  is  8  ft.  3  in..  The  frame  is  built  of  2  x  2  stock, 
each  angle  being  4  ft.  running  to  the  post.  The  total 
spread  of  the  ends  of  frame  at  the  back  is  8  feet. 

There  are  20  arms  on  each  rack,  each  arm  being  18 
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Ahove — South  win- 
dow of  Nova  Scotia 
Furnishing  Co.'s  store 
as  seen  from  sidewall<, 
showing  an  Ivory  Bed- 
room Suite  with  drap- 
eries of  blue,  gold  and 
mauve.  The  rug  on 
the  floor  is  of  old  blue 
color.  Note  the  little 
touches  to  give  a 
•'home^-''  appearance 
to  the  display  and  the 
effect  of  the  splendid 
lighting. 

Centre  — •  General 
view  of  part  of  main 
floor  taken  from  above 
front  entrance.  The 
reflection  of  strong 
light  does  not  do  en- 
tire .justice  to  the  pic- 
ture. The  illustration, 
however,  gives  a  very 
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good  idea  of  the  gen- 
eral plan,  showing  the 
new  mezzanine  floor, 
furnished  rooms,  and 
arrange  ment  of  stocks. 
Note  the  raised  plat 
form  for  .setting  off  the 
fiooi'  lami)s,  the  un- 
crowded  arrangement 
of  pictures,  and  the 
use  of  artistic  pillar 
cards  down  centre  of 
store. 

Below  —  North  win- 
dow showing  end  view 
as  seen  from  vestibule  . 
The  splendid  setting 
and  aarang  emeiit  of 
this  window  A\'as  most 
favorably  commented 
upon  by  all  who  visited 
the  store  on  opening 
da  y.  The  minutest 
detail  was  carefully 
looked  after. 


in  other  words,  seventy  feet  by  twenty-five,  which  we 
keep  exchL^iively  for  Chesterfield  and  other  over- 
stutfed  pieces,  and  on  the  opposite  side  we  have  our 
four  sound-proof  Pathe  phonograph  rooms,  all  double 
glass  and  double  walls. 

Our  fourth  floor  is  devoted  to  otfice  and  library  fur 
niturc,  folding  beds,  easy  chairs,  lounges,  etc.,  all  of 
which  are  so  arraiiged  that  each  article  can  be  seen 
and  got  at  \vithout  any  trouble. 

Our  u|)li()lstery,  drai)ery  and  other  work  rooms  are 
on  tlie  floors  above,  and  these  floors  are  also  used  for 
stock  rooms.  We  have  six  floors,  the  size  of  our  build- 
ing l)eiiig  140  feet  deep  by  40  feet  front.  We  carry  a 
good  slock,  aiul  have  very  efficient  sales  force,  no  green 
liaiids  0)1  our  staff,  all  of  many  years'  experience,  and 
we  aim  to  give  the  best  service  possible  in  every  de- 
partment. 

We  run  three  delivery  trucks,  and  have  our  shipping 
room  on  the  back  street,  as  our  building  runs  through 
Troni  Harrington  Street,  being  the  main  thoroughfare, 
to  Argyle,  which  gives  us  ample  opportunity  for  load- 
ing and  unloading. 

I  have  tried  to  instal  everything  that  will  make  our 
store  as  uj)  to  date  in  every  detail  as  anything  in  the 


X  36  inches.  These  are  supported  by  an  angle  iron 
screwed  to  the  2  x  2  frame  at  top  and  bottom,  with  a 
bracket  about  4  inches  long  screwed  to  the  top  and 
bottom  of  cncli  ;irm  with  a  turn  which  drops  into  tiie 
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holes  drilled  in  the  angle  iron,  practically  on  the  same 
principle  as  an  ordinary  rug  rack.  This  is  very  rigid, 
each  arm  can  be  turned  instantly,  and  one  finds  thai 
the  sample  is  quite  large  enough  to  show  any  pattern 
and  with  a  good  light  from  the  ceiling,  which  lights 
every  pattern  perfectly  on  either  side.  "We  have  no 
difficulty  in  making  sales;  we  show  120  patterns  on 
thic  rack,"  says  Mr.  Wilson. 

The  next  space  adjoining  this  rug  rack,  instead  of 
dividing  into  two  rooms  as  the  rest,  has  been  thrown 
into  one.  In  this  oilcloth  and  linoleum  are  displayed 
in  full  rolls,  so  that  in  the  event  of  any  customer  want- 
ing to  see  the  full  pattern,  there  is  ample  opportunity 
to  show^  it. 

I»  » 

TIPS  FOR  THE  STORE  SALESMAN 

The  time  has  passed  when  slip  shod,  easy-going, 
careless  methods  can  be  tolerated  in  any  retail  store 
which  would  succeed.  Not  only  is  competition 
growing  keener  but  the  buying  public  is  coming  to 
expect  better  selling  service.  This  is  partly  because 
a  great  many  people  nowadays  know  how  merchan- 
dise should  be  sold. 

Nevertheless,  one  can  hardly  enter  even  the  better 
class  of  stores  without  meeting  something  which 
"rubs  the  wrong  way" — which,  unconsciously  per- 
haps, leaves  a  little  seed  of  dissatisfaction. 

Greet  the  customer  with  a  smile  and  then  give  your 
undivided  attention  to  supplying  her  wants. 

Answer  questions  truthfully.  If  you  are  not  sure 
make  sure  rather  than  risk  giving  inaccurate  informa- 
tion. 

Show  the  customer  what  is  asked  for  quickly ;  if  the 
customer  is  not  sure  what  she  wants,  show  something 
as  promptly  as  possible — it  will  at  least  be  a  starter 
and  maj'  help  you  in  finding  out  just  what  will  suit 
her. 

Never  correct  a  customer  if  she  calls  an  article  by 
the  wrong  name;  neither  should  you  venture  to  cor- 


rect her  pronunciation.  Listen  to  the  customers' 
troubles,  but  don't  tell  them  yours. 

Don't  criticise  your  competitor's  gnosis. 

Don't  try  to  talk  to  or  wait  on  more  than  one  person 
at  a  time.  Avoid  all  unnecessary  conversation  with 
other  employees  while  waiting  on  a  customer. 

If  you  see  a  customer  carefully  examining  a  chester- 
field, don't  breeze  up  to  her  and  say  "Something  in 
chesterfields,  madam?" 

How  much  better  it  sounds  to  say,  "Is  there  any 
information  I  can  give  you  about  chesterfields?"  or 
"Can  I  be  of  any  service?" 

Women,  in  particular,  like  to  "shop  around."  Be- 
cause a  woman  enters  a  store  it  is  no  sign  that  .she 
has  any  idea  of  buying.  Perhaps  you  can  put  the 
idea  into  a  "shopper's"  mind;  if  you  try  to  drive  it 
in  you  are  liable  to  drive  her  out. 

Show  just  as  much  respect  to  the  customer  who 
wants  something  less  expensive  than  you  carry,  as 
you  would  to  the  cash  buyer  of  a  livingroom  suite. 

Many  sales  are  made  by  auto-suggestion,  which 
simply  means  that  if  you  know  the  article  which 
you  are  trying  to  sell  is  the  best  thing  for  the  cus- 
tomer, the  sale  is  more  than  lialf  made. 

If  you  don't  believe  in  what  you  are  selling  or  in 
your  employer,  better  look  for  something  else  to  do. 

Learn  all  you  can  about  the  furniture  you  are  sell- 
ing, how  it  is  made,  what  materials  enter  into  its  con- 
struction, why  it  costs  what  it  does,  etc. 

Keep  up-to-date  on  all  furniture  matters.  Do  not 
let  a  customer  knoAV  more  about  some  piece  of  furni- 
ture than  you  yourself  know.  Read  the  manufactur- 
ers' catalogues,  booklets  and  their  ads  in  the  trade 
papers. 

Everybody  whom  we  meet  comes  to  bring  us  some- 
thing Or  to  get  something  from  us.  It  is  one  of  the 
most  interesting  games  in  the  world  to  discover 
which. 


FURNITURE 

.  Conlribaled  specially  to 

THERE  Ls  an  old  and  a  very  true  saying  that 
"'Clothes  do  not  make  a  man,"  but  at  the  same 
time  it  is  also  a  generally  recognized  fact  that 
a  well-dressed  man  feels  more  at  ease  in  any  surround- 
ings and  therefore  better  able  to  hold  his  own  than 
one  who  is  badly  dressed. 

The  same  thing  applies  to  the  furnishing  of  a  home. 
If  it  is  well  and  tastefully  furnished  it  gives  those 
who  occup3'  it  a  feeling  of  satisfaction  by  knowing  it 
is  above  criticism,  and  they  feel  more  at  ease  in  en- 
tertaining than  would  be  the  case  if  the  house  were 
poorly  furnished. 

There  is  no  better  setting  for  a  well-dressed  woman 
than  a  room  furni,shed  in  good  taste,  but  how  often  we 
see  cases  of  people  who  are  particular  in  every  detail 
with  regard  to  dress  yet  are  careless  in  the  matter  of 
furnishing  their  homes,  and  a  welldressed  person  in 
a  badly-furnished  room  looks  as  much  out  of  place 
as  a  slovenly-dressed  person  amongst  a  smart  crowd. 

Good  furnitui-e  has  just  as  much  effect  on  our  daily 
lives  as  good  clothes.   A  tired  business  man  or  woman 


AND  DRESS 
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will  find  more  rest  and  contentment  after  a  hard  day's 
work  in  a  room  harmoniously  furnished  than  would 
be  the  case  if  the  room  is  composed  of  a  collection 
of  articles  jumbled  together  without  regard  to  color 
or  design. 

During  the  war  in  one  of  the  London  hospitals  de- 
voted exclusively  to  shell  shock  patients  it  was  found 
that  their  conditions  w^ere  considerably  improved  by 
treating  the  wards  in  colors.  If  color  has  this  effect 
on  nerves  strained  to  breaking  joint,  it  must  also 
have  an  effect  on  normal  people,  and  the  study  of 
coloring  in  the  furnishing  of  a  room  is  well  worth  the 
time  and  trouble  spent. 

Good  furniture  has  this  advantage  over  good 
clothes,  that  it  will  give  more  lasting  satisfaction.  It 
creates  an  atmosphere  of  I'efinement,  a  better  appre- 
ciation of  things  which  are  beautiful  or  artistic,  and 
exemplifies  better  probably  than  in  any  other  way 
the  results  of  higher  education,  expressed  by  a  higher 
standard  of  living. 
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A  UNIQUE  DOLLAR-DAY  STUNT  | 

I  Written  for  Canadian  Furniture  World  b\)  Robt.  J.  Devine  | 


^iiinniiiiiiiiiiiiiiiiiiiiMiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii 

WHEN  the  Advertising  Club  of  Hamilton,  Out., 
decided  to  hold  a  '"Dollar  Day"  on  Thursday, 
August  26,  Greens,  Hamilton,  Limited,  one  of 
the  leading  home  furnishing  stores  ot  the  "Ambitious 
City,"  decided  that  they  would,  as  usual,  do  some- 
thing "just  a  little  better"  than  the  other  fellow. 

With  tliis  thought  in  mind  genuine  reductions  were 
made  on  nearly  every  article  in  the  store,  and  al- 
though there  were  very  few  things  that  could  be  sold 
for  $1.00,  the  values  offered  were  really  extraordinary 
"Dollar  Day"  bargains. 

The  Ad.  Club  put  on  several  interesting  stunts,  such 
as  a  guessing  contest,  in  which  a  large  vari-shaped 
glass  jar,  partly  filled  with  coffee  beans,  figured.  This 
jar  was  placed  in  the  Gore,  the  central  city  park,  and 
guessing  coupons  were  to  be  had  at  all  the  Dollar  Day 
stores.  The  person  guessing  nearest  to  the  correct 
weight  of  the  beans  received  a  substantial  cash  prize. 
Lesser  prizes  were  offered  for  second,  third  and  so  on. 

Then  there  was  a  $10  prize  offered  to  the  man  or 
boy  who  was  successful  in  catching  the  "Mysterious 
Mr.  Dollar,"  and  a  like  amount  for  the  girl  or  wo- 
man apprehending  the  "M^^sterious  Miss  Dollar." 

The  merchants  advertised  extensively  for  the  event 
and  Dollar  Day  found  the  city  a  seething  mass  of 
eager  shoppers  from  near  and  far. 

Greens,  Hamilton,  Limited,  conceived  the  idea  of 
putting  on  a  "stunt"  of  their  own  in  addition  to  the 
wonderful  merchandise  values  offered.  It  was  decided 
that,  during  the  day,  twelve  articles  valued  at  from 
$5  to  $25,  would  be  ticketed  at  intervals — and  in  en- 
tirely different  parts  of  the  store — with  Dollar  Day 
tags  bearing  this  wording: 


a  a  a 
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[  1  Greens  Dollar  Day  Stunt 


$L00 


:0=  =Oe 
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In  order  to  be  eligible  to  purchase  one  of  these 
"stunts"  the  customer  had  to, have  in  his  or  her  pos- 
session a  receipt  showing  a  Dollar  Day  cash  purchase 
at  Greens  of  $25  or  over,  and  only  one  "stunt"  bar- 
gain was  avowed  to  any  one  customer. 

The  announcement,  thi'ough  the  press,  of  this 
original  idea,  resulted  in  a  large  crowd  standing  out- 
side of  Greens  on  Dollar  Day  morning  waiting  for 
thp  doors  to  open.  In  they  came,  drawn  alike  by  the 
stum  bargains  and  the  genuine  values  in  regular  mer- 
ch  andise. 

During  tlu-  \ii()rniiig  six  of  the  stunts  wei-e  ])icked 
up  by  entliusia.stic  bargain  seekers — it  being  iindei'- 
stood  that  the  customers  must  seai'ch  them  out  for 
themselves,  as  none  of  the  salesmen  knew  what  or 
where  the  Dollar  Day  stunts  were,  this  being  left  to 
on(>  inan,  thus  assuring  absolute  fairness  in  the  work- 
ing out  of  the  scheme. 
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Crowds  of  people  with  cash  receipts  in  their  hands 
walked  up  and  down  throughout  the  store  all  day  in 
(juest  of  the  $1.00  specials — and  twelve  of  them  went 
home  "tickled  to  death"  with  the  splendid  articles 
they  had  purchased  for  $1.00,  besides  enjoying  the 


^BARGAINS^^ 

^  I  FOR  HAMILTON  S  BIGGEST  AND  BEST  I  ""  


Don1  Miss  One  ol  These  Wonderful  Values!   Store  Opens  m  Qoses  6  fM. 


Page   advertisement    in    Hamilton    dailies  introducing 
''Dillnr  Day''  bargains.. 


the 


satisfaction  of  knowing  that  they  had  actually  saved 
money  on  the  $25  or  upward  purchase  which  made 
them  eligible  to  obtain  a  Dollar  Day  stunt  special. 

Dollar  Day,  1920,  was  a  tremendous  success  in 
Hamilton.  It  was  particularly  a  success  at  Greens, 
and,  as  stated  above,  the  credit  for  the  big  cash  busi- 
ness on  that  day  must  be  equally  divided  betAveen 
the  extraordinary  values  offered  throughout  the  store 
and  the  .'juceessful  working  out  of  Greens  "Dollar 
Dav  Stunt." 


RULES  FOR  POSTER  ADVERTISING 

The  following  i-uh^s  in  poster  advertising  may  be 
i}iteresting  and  instructive  to  furniture  dealers,  mariy 
of  whom  in  certain  sections  of  the  country  go  quite 
extensively  into  this  form  of  i)ublieity. 

"A  i)nster  should  be,  says  an  authority:  1.  Simple  and 
bold  in  design;  2,  lirief  in  text:  2,  LTiiderstood  at  sight; 

Pleasing  and  strong  in  c.'>lor;  5.  Balanced  in  com- 
position; (i.  Designed  to  atti'act  attention  in  some  par- 
ticular. 

Usually,  on  a  ji'ood  poster,  vonr  elements  will  line 
up  something  like  this — in  the  order  of  their  atten- 
tion value-  1st.  Name  of  product;  2nd,  The  picture; 
.'ird.  The  .selling  phrase;  4tli,  The  piickag". 
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Suggestions  from  the  Methods  of  Other  Dealers  | 

I  Memorizing  names  of  customers,  and  other  suggestions.  I 
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*<        OOD  morning,  Mr.  Williams;  you  are  looking 

I  jl  well  and  happy.  Have  a  chair  and  make  your- 
self comfortable." 

This  is  the  manner  in  which  a  Montreal  dealer  greets 
his  regular  patrons.  He  studies  to  learn  the  names 
of  his  customers ;  he  memorizes  faces  and  names,  and 
whenever  possible,  he  quotes  the  name  of  the  patron 
in  the  welcoming  salutation. 

Nothing  makes  the  buyer  feel  more  "at  home"  in 
a  store  than  the  act  of  the  dealer  addressing  him  by 
name.  It  naturally  leads  the  patron  into  the  opinion 
that  the  merchant  holds  more  than  ordinary  com- 
mercial interest  in  him. 

Make  it  a  practice  to  greet  your  regiilar  customers 
by  their  names.  Study  their  likes  and  dislikes.  Strive 
to  talk  with  them  upon  subjects  in  which  they  are 
interested. 


THE  WEDDING  AT  YOUR  STORE 

A  unique  mail  advertisement  is  in  the  form  of  a 
wedding  announcem.ent,   worded  similar  to : 

THE  BLANK  HARDWARE  COMPANY 
are  pleased  to  announce  the  wedding  of  their  daughter 

MISS  LOW  PRICE 
to 

.      MR.  HIGH  QUALITY. 

The  happy  couple  will  make  their  home  with  the 
bride's  parents,  where  they  will  be  glad  to  receive  you. 

When  printed  on  inexpensive  stock  and  gotten  up 
in  the  form  of  wedding  stationery  the  novelty  of  the 
advertising  idea  will  appeal  to  many. 


TELL  THEM  ABOUT  "STICKERS" 

Pew  people  would  believe  if  you  told  them  you 
always  bought  wisely — that  you  never  had  any  stick- 
ers. Then  Avhy  not  get  rid  of  your  merchandise 
"stickers"  in  such  a  frank,  above-board  manner  that 
your  store  will  be  remembered.  In  your  advertising 
of  this  merchandise  announce  your  idea:  "Of  course 
we're  not  perfect — every  once  in  a  while  we  buy  some- 
thing that  is  a  sticker.  If  it  doesn't  sell  as  w^ll  as 
we  expected  it  is  not  because  it  isn't  first  quality,  for 
we  handle  nothing  but  high-grade  merchandise. 
Sometimes  it  is  an  article  on  which  we  overestimated 
the  normal  demand.  Can  you  use  it — certainly  our 
price  reduction  is  an  inducement.  You'll  find  these 
articles  in  our  regular  departments — BUT  EACH  IS 
I\TARKED  WITH  A  RED  STICKER.  When  you  see 
that  sticker  you'll  know  Ave  have  cut  away  all  our 
l^rofit  and  more."  The  advantage  in  placing  the 
stickers  on  goods  in  the  regular  places  is  that  atten- 
tion will  be  attracted  to  all  the  goods  you  carry.  . 

b.'nMIIIIIIIIIII<IIIMi|:||||||||MII!IMIMIIIIIIIIIIIMIMIIMIIIIIIIIIIIIIIIIIIIIIMMIIIIIIilMIIIIIMIMIIIIIIIIIMIIIir 

I  Green* s  Store  Policy —  1 

I  111   defining    tlie   policy    of    Greens.    Hamilton,  i 

=  Limited,   toward   the  pulilic,   we  mention   a   fe«  | 

=  of  tlie  outstanding  points  which  are  carried  out  g 

=  for  the  benefit  of  their  patrons.  y 

I  1. — Visitors  are  always  welcome. 

=  2. — We   sincerely     endeavor     to   conduct  our 

=  liiisiness  from  the  customers'  viewpoint.  . 

=  3. — Satisfaction      is    guaranteed      or  money 

E  cheerfully  refunded. 

=  4. — I'rompt    and    courteous    service    by  com- 

=  petent  .salespeople  is  assured. 

1  o. — Cheerful      willingness      lo      ad.iust  and 

=  remed.v  any  error. 

1  6. — -Misolute  freedom  of  shi>pi)inK°  at  all  times 

E  without  being  harassed  by  insistent  salespeople. 

I  7. — Truthful  advertising. 

§  8. — No   bedding.      baliy    carriages    or  similar 

i  merchandise  exchanged,   for  sanitary  reasons. 

=  9. — Victory  bonds  accepted  at  face  value, 

i  10. — The  Home    Lovers'    Club   Plan   for  the 

g  convenience  of  jjatrons  who  desire  to  purchase 

=  on  the  deferred  payment  system, 

i  The    Barton    street    branch,    under   the  man- 

I  agement  of  Mr.  A.  E.  McKarlin,  is  governed  by 

=  the   policies  dominating  the   King   street  store, 

i  with   the    exception    that   at    Barton    street  all 

I  business  is  conducted  on  a  strictly  cash  basis. 


ISSUING  FALL  FURNITURE  CATALOGUE 

E.  B.  Crompton  &  Co.,  Ltd.,  of  Brantford,  Ont., 
issued  their  first  complete  furniture  catalogue,  which 
was  mailed  to  prospective  buyers  in  Brant  and  sur- 
rounding counties  within  a  radius  of  40  miles  from 
Brantford.  The  catalogue,  which  was  entitled  "An 
Unusual  Event  for  the  Home-Lover,"  is  the  work  of 
Mr.  James  Rait,  head  of  the  recently  opened  furni- 
ture department  of  the  Crompton  store,  and  was  sent 
out  by  him  to  start  the  ball  rolling  for  fall  sales  in 
that  department.  While  we  do  not  know  what  actual 
results  followed — the  sale  is  on  at  present — Ave  do 
know  that  Mr.  Rait  has  been  successfid  in  the  other 
trade  stunts  he  has  inaugurated  in  the  furniture 
business. 


:iMliiiiii":ii>ii:Miiiiii:iiiiiiii:iMi|iiiiiiiiiiiiiiiiiiiil!iiliiiiiMiiiiiiiiiiiii!l  = 


ADVERTISING  MUST  BE  CONSTANT 

Without  exaggeration  it  may  be  said  that  advertis- 
ing is  the  oxygen  of  business.  Just  as  our  bodies 
decline  when  we  cease  to  take  into  our  lungs  an  ade- 
quate and  constant  supply  of  oxygen  from  the  air,  so 
business  loses  in  vigor  and  profit  Avhen  it  ceases  to 
advertise. 

'^llllll  Ill  liiMiMiiMiMi'iiiiiiiiiiiiiiiiiMiiMiiiiiiiiiiiiiiiiiiiiiiiiiiiiiniiiiiiiiiiiiiiiiiiitiiiimiiini^ 

I  Green's  Policy  to  Employees —  | 

i         The  spirit  of  goodwill  and  comi-adeship  exist-  = 

=     ing  between     employees     and  management     of  | 

I     Greens.  Hamilton.  Limited,  could  most  properly  = 

=     be  likened  to  a  happy  family  circle,  wherein  each  s 

seeks  the  other's  welfare  at  all  times.  = 

The  management,   in   a   sincere  endeavor     to  | 

make  working  conditions   as   congenial   as  pes-  g 

sible     for  the  employees,     have,     among  other  | 

things:  | 

1.  — ^Shortened  the  working  hours  to  a  very  | 
marked  degree.  Wednesday  afternoon  is  a  half  ^ 
holidav  all  the  year  round.  | 

The'  store  closes  promptly  at  6  o'clock  every  ^ 

evening  with  the  exception  of  Saturdays.  = 

During  -July  and  August  the  closing  hour  (Sat-  | 

urday   excepted)   is   5.50  p.m.  _  | 

2.  — Employees  are  given  holidays  with  pay  ^ 
after  six  months'   service.  = 

3.  — Employees  are  paid  for  time  lost  through  h 
sickness  or  other  unavoidable  causes.  | 

4.  — A  bonus  system  has  been  inaugurated  for  ^ 
both  the  sales  and  office  staffs.                _  g 

E  5. — A  profit    sharing  plan   is   now   being   ar-  ^ 

s  ranged   whereby   every   employee   will    share   in  | 

=  the  profits  of  the  firm.                               .  s 

g  6. — Great   care  having  been   exercised  in   se-  ^ 

=  lecting  the  employees,  they  are  carefully  trained  s 

S  and   are   systematically   rewarded  in   proportion  | 

I  to  their  increased  service-rendering  power.  g 

.'llIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIHIIIMIIIIllllllllllllllllilllllllllMllilMIIIIIHIIIII'Mlllllllllliliiiilil.,^  finilllMlinilllllllllllllMIIIIIIIIIMIIMIIMIIIIIinilllllllllllllllllllllllllllMllllllllllllllllillllllllllllllllllllii^ 

A   iraiiiillon   furniture  company  adopts    policies  for  store  and  for  employees. 
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I         HAMILTON  LIMITED 
:    Cor.  King  and  Catherine  Sts.  \ 
\    Barton   and   AVentworth   Sts.  I 
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EVERY  dealer  who  is  ambitious  to  the  extent  that 
he  should  be,  is  always  anxious  to  achieve  some- 
thing o'reater  in  the  business  he  has  taken  up. 
There  comes  a  time  when  he  feels  that  he  has  become 
sufficiently  established  to  attempt  greater  things.  The 
question  that  presents  itself  at  such  a  time  is  this — 
which  is  the  best  line  of  development,  to  extend  my 
present  store  or  to  establish  branches'? 

This  question  was  put  to  the  writer  by  a  Toronto 
dealer  recently.  He  has  been  established  for  many 
years  and  has  built  up  an  extensive  and  profitable 
business  in  a  fairly  good  location,  although  he  admits 
that  it  might  be  better.  However,  he  is  doing  an  in- 
creasing business  each  year  and  feels  that  he  can  con- 
tinue to  do  so  under  present  conditions.  Kut  he  is 
ambitious.  He  feels  that  he  can  successfully  manage 
something  bigger.  However,  he  is  undecided  as  to 
the  best  line  of  expansion.  He  can  remodel  his  pres- 
ent premises  so  as  to  make  a  larger  business  possihle. 
He  feels — in  fact  knows — that  he  could  secure  a  lo- 
cation for  a  branch  store  where  business  would  come 
easier  for  the  amount  of  effort  expended.  There  is 
the  point,  however,  that  some  of  the  trade  that  he 
gets  at  his  present  place  of  business  woald  go  to  the 


new  store,  whereas  he  could  handle  it  at  the  present 
place  without  any  increase  in  expenses.  He  could  do 
considerably  more  business  in  the  two  stores  but  the 
expense  would  be  greater.  He  would  not  be  able  to 
give  the  same  supervision  to  the  business  under  two 
roofs  as  he  would  if  it  were  all  in  one  store. 

Which  is  the  most  profitable  line  of  development 
for  the  average  store?  It  is  a  question  in  v/hich  a 
good  many  dealers  are  interested.  What  do  you  think 
about  it?  We  would  be  glad  to  get  expressions  of 
opinion  on  the  subject  from  readers.  Some  of  them 
may  have  had  experiences  that  would  be  helpful  to 
other  dealers.  Send  us  along  your  views.  We  will 
not  use  your  name  if  you  would  prefer  us  not  to. 


GET  IN  WITH  THE  PEOPLE 

Get  acquainted  with  the  people  among  whom  yoii 
live.  That's  the  way  to  add  new  names  to  your  lisf 
of  customers.  Take  part  in  community  meetings.  Go 
to  the  picnics  once  in  a  while.  J)on't  be  backward 
about  introducing  yourself  to  the  strangers  in  such 
gatherings.  Tell  them  what  business  you  are  in,  tmd 
don't  be  afraid  to  ask  them  to  come  in  and  see  yoii  at 
your  store  when  they  happen  to  be  in  your  vicinity. 
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POSSIBLE  MARKET  FOR  OUR  FURNITUHE 

Provided  that  furniture  manufacturers  are  pre- 
pared to  cater  in  a  special  way,  a  really  excellent 
market  for  cheap  grades  of  domestic  furniture  is  open 
to  them  in  the  West  Indies,  and  is  worth  developing, 
says  a  writer  in  a  recent  issue  of  The  World's  Markets 
wherein  it  is  pointed  out  that  there  is  a  decided  pre- 
ference for  cane-seated  furniture,  as  being  best  suited 
to  hot  climates  ;  in  fact,  in  some  markets  of  the  West 
Indies  there  is  little  demand  for  anything  else. 

There  is  a  large  sale  for  rockers,  the  bent  wood 
rockers,  lacquered  in  black,  being  those  preferred.  The 
same  preference  also  applies  to  the  ordinary  type  of 
chairs.  In  the  British  West  Indies,  however,  the  bent 
wood  rockers  are  less  in  evidence.  American  styles 
of  furniture  being  more  extensively  used.  There  seems 
also  a  liking  for  light  woods,  although  mahogany  or 
imitation  mahogany  appears  popular. 

In  the  cities,  iron  bedsteads  are  coming  into  favor, 
along  with  springs  of  good  qualitj^,  and  it  is  only  a 
matter  of  time  when  these  will  be  used  generally — in 
fact,  thej^  are  already  in  common  use  in  Cuba  and 
Porto  Rica.  As  to  the  stjde  of  bed,  that  which  is  most 
in  demand  possess  high  posts  from  which  mos(iuito 
netting  can  be  suspended  although  the  need  is  not 
general.  In  regard  to  finish,  white  enamel  may  be 
said  to  be  the  most  jiopular,  but  green  and  black  are 
also  met  with.  Most  of  the  beds  are  of  light  construc- 
tion, although  in  the  better  class  homes  land  in  the 
hotels  the  heavier  styles  of  beds  are  in  use.  Alto- 
gether the  West  Indian  market  is  well  worth  the  at- 
tention of  Canadian  manufacturers  of  furniture,  and 
they  should  be  able  to  compete  keenly  with  the  Am- 
ericans, who  are  hoping  to  supply  the  rec(uirements  in 
the  directions  indicated  above. 


namented  and  finished  in  gold  or  Circassian  walnut, 
with  centres  in  full  gold  burnish.  There  is  also  an 
import  of  a  similar  frame  in  plain  fini.sh.  The  frames 
are  used  with  an  oval  convex  glass.  The  glass  is  also 
imported  and  if  manufactured  in  Canada  the  same 
source  of  incjuiry  about  frames  will  be  glad  to  secure 
particulars  about  export  price  and  packing." 

Mr.  Egan  wrote  this  in  connection  with  these  two 
in(|iuiries  sent  the  Department  at  Ottawa  : 

1898.  Picture  mouldings. — A  Cape  Town  firm  of  im- 
porters, with  branch  stores  throughout  the  Union,  ask 
for  catalogues  and  prices  on  Canadian-made  picture 
mouldings. 

1899.  Picture  frames. — A  Cape  Town  firm  who  im- 
port oval  picture  frames  are  anxious  to  imi)ort  from 
Canada. 


PICTURE  FRAMES  WANTED  IN  SOUTH  AFRICA 

W.  J.  Egan,  Canadian  Government  Trade  Commis- 
sioner at  Cape  Town,  South  Africa,  writes  that  "the 
oval  picture  frame  is  a  big  seller  in  South  Africa,  one 
Cape  Town  firm  making  a  trade  in([uiry  import  an  av- 
erage of  100  frames  a  month.  The  r,ize  of  the  frame 
re(iuired  is  fourteen  by  twenty  inches.    It  is  nice\v  or- 


McLAGAN  PHONOGRAPH  CO.  INCORPORATED 

The  McLagan  Phonograph  Corporation,  Ltd.,  Strat- 
ford, Ont.,  has  received  Dominion  incorporation  to 
manufacture  phonographs,  records,  accessories  and 
musical  instruments.  The  capital  is  set  at  $300,000,  and 
the  incorporators  are  D.  M.  Wright,  Wm.  John  An- 
derson and  F.  G.  Scrimgeour,  manufacturers,  Sydney 
J.  Cook,  sales  manager,  and  L.  J.  Salter,  secretary- 
treasurer. 

This  incorporation  means  that  the  phonograph  divi- 
sion of  the  McLagan  Furniture  Co.  is  now  a  separate 
organization,  though  the  management  remains  the 
same.  D.  M.  Wright  is  president  and  general  manager: 
W.  J.  Anderson,  vice-president;  L.  J.  Salter,  secretary- 
treasurer;  S.  J.  Salter,  sales  manager;  and  F.  G.  Scrim- 
geour, factory  superintendent.  Permanent  showrooms 
are  being  opened  at  193  Yonge  street,  Toronto,  under 
the  charge  of  Russell  L.  Teeple,  who  has  covered  both 
Eastern  and  Western  Canada  in  the  interests  of  Mc- 
Lagan phonographs.  R.  W.  Burgess  will  continue  to 
look  after  Montreal  and  the  East.  . 


ROYALTY  FAVORS  KINDEL  BED 

A  royal  test  of  folding  beds  was  made  at  the  i-ecent 
Canadian  Industries  Exhibition  held  in  London.  Eng- 
land, when  Princess  Louise  paid  a  visit  to  Agricultur- 
al Hall  where  the  exhibits  were  di-splayed. 
The  Princess  showed  great  interest  in  all 
the  exhibits,  says  one  of  the  big  London 
dailies,  "but  the  Kindel  bed,  Avhich.  on 
account  of  its  stowaway  capabilities,  was 
of  particular  interest  in  these  days  of 
house  shortage,  and  it  seemed  to  make  a 
special  appeal  to  her.  She  sat  on  one  of 
them,  and  declared  herself  delighted  wi^h 
its  comfort  and  stability." 


Xos.  68 '/^  and  08 — Vrum  a  new  walnut  dining  suit  made  by  The  Elmira 
J''urniture  Co.,  Ltd. 


COBOURG  FURNITURE  CO.  INCOR- 
PORATED 

Langslow,  Limited,  Cobourg.  Ont.,  have 
received  Dominion  incorporation  Avith  a 
capita^  of  -1^500,000,  to  manufacture,  im- 
port and  dispose  of  "furniture,  rugs,  car- 
pets, curtains,  pictures,  bronzes,  and 
works  of  art."  The  incorporators  are 
Harry  Richard  Langslow,  manufacturer; 
J.  W.  Spragge  and  E.  H.  Hargraft,  bank 
managers,  A.  J.  Armstrong,  barrister,  all 
of  Cobourg,  and  Leo  John  ]\rcDonald, 
clerk,  of  Rochester,  N.  Y. 
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TRY  A  QUARTERLY  CLEAN-UP  SALE 

IMIIIIIIIMIIIIIIIIIIi;::!IIIIIM|IIIIIIIM|i:illlllMIIIIMIMIIMIMIIIIIIIMIIIIIII|l|MIMIIIMIIIIMIIIIIIIIIi:ill'IMIMIMMIIIIIIIIIIIIMII^ 

Stage  a  cleaning-out  sale  every  three  months — Say  exactly  what  you  mean  in  you  advertising 

UIIMIIIIIIIMIIIIIIIIIIIIIIIIIMIIMIMIIMIIIIIIIIIIIIMIIIIMIIIIMIIIIMIIUMIIMIIIIIIIIIIIIIIIIIIIIMMIMIIMIMIIIIIIIMIIIIIIIIIIIIIIIIIIIIII^ 


THE  days  of  clearing-out  sales,  and  stoek-r educ- 
ing sales,  and  semi-annual  sales  are  at  hand.  By 
the  way,  why  doesn't  some  one  invent  a  few  new 
names  for  these  sales?  Some  of  them  must  have  come 
out  of  the  Ark  on  crutches.  "Money  Sale,"  or  "Won- 
der Sale,"  might  answer  on  a  pinch,  although  the  sug- 
gested names  mean  little.  Perhaps  before  many  years 
some  genius  will  blunder  on  a  name  for  a  sale  which 
will  be  both  novel  and  expressive. 

Why  Not  a  Quarterly  Clean-up  Sale? 

Anyway,  it  is  about  time  for  furniture  dealers  to 
begin  getting  goods  out  for  the  quarterly  clean-up  sale. 
Basements  and  store-rooms  should  be  hunted  over  ana 
all  sorts  of  house  furnishings  put  on  sale.  It  may 
be  that  some  of  the  goods  which  will  be  brought  to  the 
front  and  offered  for  sale  have  been  in  the  store  for 
a  long  time.  If  this  is  the  case,  say  so.  Let  yoiir  cus- 
tomers know  all  the  facts  connected  with  any  deal 
they  may  make  with  you.  The  only  person  who  can 
with  impunity  make  a  false  pretense  sale  is  a  loafer 
who  makes  a  business  of  trading  one  old  crowbate  for 
another.  The  man  who  expects  to  remain  in  business 
in  one  city  year  after  year  can  not  atfbrd  to  cheat  his 
customers. 

Plan  Your  Advertising  With  Careful  Thoug'ht 

When  you  get  your  goods  out,  advertise  them,  and 
say  in  your  advertising  just  what  you  mean.  Don't 
hire  expensive  space  in  the  newspapers  to  tell  lies  in. 
If  you  do,  the  people  will  find  you  out  and  keep  away 
from  your  store,  and  then  you  will  go  about  complain- 
ing that  advertising  does  no  good.  When  you  write 
j^our  copy,  tell  what  you  have,  describe  the  shape  it 
is  in,  and  state  the  original  price  and  the  new  one. 

Don't  put  a  six-inch  advertisement  on  an  inside 
page  of  one  paper  and  whine  because  it  does  not 
fill  your  store  with  buyers.  When  you  spend 
money  for  advertising,  be  sure  and  spend  enough 
to  accomplish  your  purpose,  which  is  to  let  every 
man,  woman  and  child  in  the  country  know  that 
you  are  going  to  split  profit  with  patrons  in 
order  to  get  ready  cash  and  at  the  same  time 
clear  the  shelves  for  new  stock.  Expensive? 
It  is  simply  an  investment,  and  not  an  ex- 
I)ense. 

A  dealer  once  snarled  out  to  an  advertising 
man  that  anybody  could  give  away  goods,  but 
it  took  a  level-lieaded  l)usini'ss  men  to  sell  them 
at  a  profit.  The  advertising  man  had  been  ad- 
vising a  slight  reduction  in  some  articles  on 
which  there  was  a  .50  per  cent,  profit,  the  cut 
to  be  followed  by  a  swift  advertising  campaign. 
The  dealer  said  that  he  could  not  afford  to  cut 
prices  and  advei-tise  extensively  at  the  same 
time. 

lie  followed  this  liti(>  of  ])o\\cy  until  m  jobbi'i' 
came  and  took  ovei'  his  stock  and  |)ut  it  out 
for  sale.  The  agent  who  was  sent  on  to  sell 
the  stock  at  retail  made  business  mighty  dull 
in  the  other  fiu'iiiture  stores  in  that  small  city 
while  he  was  ;it  work.    He  filled  the  papers  with 


half  page  and  page  advertisements  and  filled  the  liouses 
with  posters  delivered  by  hand.  He  sold  some  articles 
at  exact  cost,  including  freight  and  hantUing  charges, 
but  on  the  most  of  the  stock  he  made  a  good  profit.  If 
the  merchant  who  failed  had  gone  at  his  business  in 
the  same  way  he  would  have  been  in  business  to-day. 
He  lived  the  remainder  of  his  life  as  a  clerk. 

And  don't— don't— don't— DON'T  wait  until  you 
see  the  advertising  man  in  the  doorway  before  you  be- 
gin to  write  your  "copy."  The  preparation  of 
"copy"  costs  more  than  the  space  if  a  merchant's 
time  is  Avorth  anything.  Don't  you  ever  forget  that. 
Get  your  stock  in  shape,  plainly  marked,  and  then  go 
over  it  personally.  You  can  describe  it  better  than  a 
heedless  clerk  can.  Get  everything  in  the  store  in  a 
page  advertisement.  Too  crowded  you  will  say?  Not 
a  bit  of  it.  If  people  are  interested  in  the  things  you 
have  for  sale  they  wijU  read  every  line  of  it.  If  they 
are  not  interested  j^ou  are  not  pre^paring  the  advertise- 
ment for  them. 

The  advantages  of  having  a  multiplicity  of  articles 
named  and  priced  in  your  advertisement  is  this:  If 
you  mention  five  articles,  few  of  the  readers  of  the 
paper  will  read  what  you  say  because  the  articles  are 
not  needed  at  that  time.  If  you  name  and  price  five 
hundred  articles  in  your  advertisement,  there  will  be 
something  naaned  there  which  will  appeal  to  nearly  all 
of  the  readers.  A  man  always  goes  to  the  vaudeville 
show  with  the  most  acts,  and  people  will  go  to  the 
store  where  there  are  the  most  things  to  see. 

If  you  are  in  doubt  as  to  how  to  write  your  copy 
and  describe  your  goods,  just  watch  the  articles  which 
appear  on  this  subject  from  time  to  time  in  The  Cana- 
dian Furniture  World,  or  when  you  have  some- 
thing special  to  offer  write  the  editor  and  he  will  ar- 
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range  with  the  service  department  to  suggest  an  ad- 
vertisement for  you.  There  is  no  charge  for  this 
service  to  our  subscribers. 

A  New  Headline  for  Every  Advertisement. 

If  .you  are  Avise,  you  will  sit  up  nights  with  your 
copy.  Study  the  goods  and  also  terms  of  expression 
in  talking  about  them.  Get  a  punch  in  your  pen  when 
you  tell  what  you  have  to  sell.  And  don't  run  an 
advertisement  the  second  time !  That  will  hold  you ! 
You  must  have  a  new  leader  every  day.  The  great 
mass  of  ptferings  may  remain  in  the  advertisement, 
but  there  must  be  a  change  in  display,  and  something 
new,  bright  and  convincing  in  the  introduction. 

If  you  have  an  advertising  man  Avho  is  equal  to  his 
job,  he  can  put  something  in  the  introduction  every 
day  which  Avill  interest  even  the  casual  reader,  and 
also  cause  him  to  look  at  your  space  the  next  day  just 
to  see  what  new  break  you  have  made.  If  you  haven't 
such  a  man,  do  the  best  you  can.  But  the  sentence 
suggested  must  be  all  business,  convincing,  honest, 
crispy. 

Now,  when  you  have  your  goods  out,  all  marked 
and  in  order,  and  your  advertising  copy  prepared,  get 
j^our  salesmen  together  and  make  every  one  of  them 
read  the  copy.  Keep  at  them  iintil  they  understand 
just  what  you  are  advertising,  until  they  catch  the 
spirit  of  your  offering  to  the  public  and  are  callable 
of  passing  it  on  to  customers.  Salesmen  have  spoiled 
many  a  sale  which  was  started  right  and  advertised 
right.  When  a  man  reads  a  spirited  advertisement, 
offering  bargains  and  teMing  why,  inviting  customers 
to  call  and  look  over  the  stock,  he  gets  disgusted  if 
he  goes  to  the  store  and  finds  the  salesmen  half  asleep 
and  not  at  all  in  the  spirit  of  the  advertisement. 

Live  up  to  your  advertisements  to  the  smallest  de- 


tail. You  will  make  friends  by  doing  so.  Don't  ad- 
vertise any  bargains  you  haven't  got.  And  don't 
permit  your  clerks  to  act  as  if  they  were  trying  to 
run  off  a  wind-broken  horse  on  buyers.  Keep  all  show 
of  haggling  and  bargaining  out  of  the  store.  Talk 
about  the  goods.  Show  the  goods.  If  a  man  comes 
in  for  a  phonograph  sell  him  also  a  selection  of  records 
if  you  can.  You'll  know  in  a  minute  what  class  of 
records  he  is  interested  in. 

But  there  is  more  to  be  said  about  the  support  the 
salesman  ought  to  give  to  the  -advertisements.  It  is 
all  up  to  the  clerks,  when  you  come  down  to  brass 
tacks.  You  may  bring  people  to  a  store  by  advertis- 
ing, but  if  they  are  not  used  well  there  they  are  dead 
ones  so  far  as  future  trade  is  concerned. 

The  correct  attitude  for  a  clerk  is  that  which  seeras 
to  favor  the  buyer.  When  you  hear  a  group  of  people 
talking  about  shopping,  they  speak  oftener  of  the  way 
they  were  treated  in  a  store  than  of  the  bargains  they 
got  there.  Don't  you  think  they  do  not  take  pride  in 
being  treated  as  if  they  were  the  whole  thing!  They 
are,  so  far  as  the  clerk  is  eongerned.  Also,  so  far  as 
*^he  furniture  dealer  is  concerned  in  his  coming  quar 
terly  clean-up  sale ! 


HOW  HE  WORKED  IT. 

"How  did  you  get  such  a  gang  of  women  to  work 
for  you  at  such  reasonable  pay?" 

"Well,  you  see,  I  advertised  for  'young  and  middle 
aged  ladies.'  Every  one  that  called.  I  looked  her  over 
severely  and  told  her  I  had  intended  to  employ  mostly 
middle-aged  ladies,  and  that  I  was  disappointed  that 
one  so  young  should  apply.  After  that,  T  hired  her  at 
my  own  price." 


MODERN  FRONTS  are  REAL  MONEY  SAVERS 
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Store  windows  are  more  easily  trimmed— Displays  more  effective — Strong  advertising  feature 


ADVERTISING  and  display  are  essentials  at  pres- 
ent for  the  store  which  would  have  a  successful 
career  as  a  retail  institution.  Both  factors  must 
be  given  thoughtful  attention.  In  order  to  have  a  pro- 
per merchandise  display  in  the  windows  of  the  store, 
the  front  must  agree  with  certain  well  defined 
principles. 

Contrast  the  older  style  front,  with  its  small  sash 
and  correspondingly  small  window  panes,  with  the 
large,  open  spaces  possible  under  modern  styles  of  store 
architecture.  Is  it  any  wonder  that  the  latter  sell  mer- 
chandise whereas  the  former  fail  to  make  sales? 

With  the  small  glass  scheme  of  construction,  the  most 
accomplished  window  display  m.an  could  not  make  a 
display  which  would  be  really  attractive.  Everything 
is  against  him  when  working  under  such  conditions. 
Of  two  stores,  side  by  side,  carrying  the  same  lines 
and  class  of  merchandise,  with  a  corresponding  price 
range,  the  one  having  a  modern  front  while  the  other 
was  laboring  along  under  the  handicap  of  the  antiquat- 
ed style,  there  is  no  fjuestion  of  the  advantage  which 
would  be  enjoyed  by  the  former  store. 


The  cost  of  installing  up-to-date  fronts  to  the  store  is 
not  large.  Figured  on  the  basis  of  the  increased  dis- 
play facilities,  it  is  so  small  as  to  be  inconsiderable. 

The  most  valuable  space  in  the  store  is  said  by  many 
to  be  in  that  portion  which  is  devoted  to  the  windoAv 
display.  That  being  the  case,  is  it  not  a  ease  of  saving 
at  the  spigot  to  worry  along  with  the  handicap  of  poor 
window  facilities,  due  to  antiquated  store  fronts,  when 
a  small  amount  invested  in  a  modern  front,  with  large 
spacious  plate  glass  windows,  will  add  very  materially 
to  the  merchandise  sales  of  the  institution. 

Figured  in  any  way  for  any  size  store,  in  the  small 
est  hamlet  or  in  the  town  of  small  city  proportions,  the 
cost  of  remodeling  and  installing  a  front  which  will 
really  accentuate,  rather  than  reduce,  the  pulling  pow- 
er of  the  merchandise  display,  is  not  to  be  considered  as 
an  expense  but  rather  as  an  investment. 

Now,  during  the  summ.er  months,  when  business  is 
more  or  less  ciuiet  in  the  smaller  towns  owing  to  the 
activities  of  the  farmer  at  home,  is  the  advantageous 
time  to  make  this  much  needed  change. 
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New  Retail  Furniture  Firm 


nMIIMIIIIMIIMIIIIIIIIIIIIIIIIIIIIIIIIIIIIIMIIIIIilllllilMIIIIIUIIIIIIIIIIIIMIMIIIIIIIIIIIIIIIIMIIII|i|lllllllllli::!llllll 

ANEW  firm  on  the  furniture  horizon  is  that  of 
Speers  and  Herman,  which  recently  took  over 
through  purchase  the  business  of  Dennis  & 
Wrig-ht  at  Preston,  Ont.  The  date  of  the  acquisition 
was  July  19,  and  the  new  firm  is  already  conducting 
an  up-to-date  furniture  and  funeral  service  business. 
Later  on  a  complete  line  of  house  furnishings  will  be 
carried.  Of  the  principals  the  following  will  be  inter- 
esting reading : 

T.  H.  Speers  started  in  the  furniture  and  funeral 
directing  business  with  T.  Henderson  at  Drayton,  Ont., 
seven  years  ago,  and  later  completed  a  course  with 
Mr.  R.  U.  Stone  at  the  'Canadian  School  of  Embalming. 
He  was  on  the  staff  of  "Stone  Undertakers,"  also  Bates 
&  Dodds  of  Toronto,  and  Schruters,  Ltd.,  of  Kitchener, 
Ont.  He  is  well  and  favorably  known  to  the  profession 
and  an  expert  embalmer  and  funeral  director.  He  is 
an  enthusiastic  member  of  the  A.  F.  &  A.  M.  Scottish 
Rite  and  Canadian  Order  of  Foresters,  and  takes  an 
active  interest  in  all  things  relating  to  the  welfare  of 
the  community,  both  m  church  and  political  affairs. 

0.  J.  Herman  is  an  old  Preston  boy,  having  learned 
the  trade  of  Cabinet-maker  at  the  Canadian  Office  and 
School  Furnishings  Co.,  Preston.  After  spending  sev- 
eral years  in  the  manufacturing  end  of  the  furniture 
line  Mr.  Herman  took  a  position  as  manager  and  buyer 
for  J.  H.  Johnston  of  Regina,  which  position  he  held 
for  five  years,  severing  his  connection  with  that  firm 
to  take  charge  of  the  W.  W.  Cooper  Co.'s  store  at 
Swift  Current.   During  his  stay  in  the  west,  however, 
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Mr.  Herman  never  lost  his  love  for  old  Ontario  and 
when  the  opportunity  presented  itself  the  present  part- 
nership was  formed. 

Like  his  partner  Mr.  Herman  is  a  very  keen  business 
man  and  has  a  wide  knowledge  of  aU  current  events 
both  social  and  political. 


ADOPTING  CASH  SYSTEM 

Since  the  amalgamation  of  The  Arcade  of  Hamilton 
with  E.  B.  Crompton  Co.,  Branfford,  Ont.,  the  latter 
have  come  out  for  a  straight  cash  policy,  October  1 
being  set  as  the  date  for  its  inauguration.  In  the  an- 
nouncement the  Crompton  store  says : 

"We  believe  the  mission  of  the  modern  store  is  to 
give  the  utmost  in  value  and  good  service,  which,  how- 
ever, can  only  be  made  possible  by  eliminating  unnec- 
essary costs.  As  the  cost  price  (which  includes  the  cost 
of  doing  business)  regulates  the  selMng  price,  this, 
therefore,  is  a  matter  of  the  utmost  importance,  not 
only  to  the  merchant,  but  also  to  his  customers.  The 
more  value  a  merchant  can  give  and  the  more  goods 
he  can  sell  the  better  it  is  for  you. 

"The  merchandising  plans  of  the  new  organization 
are  such  that  every  unnecessary  item  that  adds  _  or 
tends  to  keep  up  price  must  be  eliminated.  In  making 
a  thorough  survey  of  all  items  that  enter  into  the  cost 
of  merchandising  we  found  that  carrying  charge  ac- 
counts was  one.  At  first  glance  this  might  seem  a  very 
small  item.  But  is  it?  Consider  for  a  moment  some 
of  these :  Salaries  of  c^-erical  staff,  loss  of  interest  in 
carrying  accounts,  provision  for  possible  losses,  to- 
gether with  other  incidental  costs,  which  amount  to  a 
considerable  sum  each  year. 

"Now,  then,  in  saving  this  sum  business  can  be  done, 
and  will  be  done,  on  a  closer  margin,  which  means 
lower  prices  for  our  customers." 


T.  H.  Speers,  G.  J.  Herman,  and 
their  furniture  store  at  Preston, 
Ont.,  showing  style  of  front  ai  d 
window  display. 
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ST.  THOMAS  HOLDS  BIG  DOLLAR  DAY 

The  last  Saturday  of  August  St.  Thomas  retail  mer- 
chants held  their  annual  Dollar  Da.y,  and  under  the  co- 
operative system  of  promotion,  the  success  of  the  day 
was  such  as  to  exceed  the  wildest  hopes  of  the  most 
optimistic.  ,  St.  Thomas  has  had  many  other  notable 
Dollar  Days  but  never  anything  to  compare  with  that 
one.  From  early  in  the  morning  until  late  at  night, 
the  streets  of  the  city  teemed  with  people,  all  eager  to 
take  advantage  of  the  hundreds  of  genuine  bargains 
offered.  The  day  established  for  all  time  in  the  minds 
of  the  progressive  merchants  who  joined  forces  in  the 
St.  Thomas  Dollar  Day  Club,  that  co-operation  in  ad- 
vertising is  far  more  resultful  than  individual  adver- 
tising. 

The  quantity  of  merchandize  sold  on  August  28  was 
enormous.  Not  only  did  the  citizens  of  St.  Thomas  re- 
spond but  vast  numbers  from  the  outside  points  as 
well,  some  coming  fift.y  miles  and  more. 

Some  windows  that  looked  so  prim  and  neat  the  day 
before  with  their  displays  of  Dollar  Day  bargains,  were 
absolutely  bare  when  the  big  day  was  over. 

The  day  had  other  commendable  features.  Conser- 
vative retailers  who  had  refused  to  join  the  Dollar 
Day  Club  saw  their  mistake  soon  afterward  and  came 
forward,  begging  to  be  admitted  in  the  magic  circle 
that  made  for  big  business.  They  have  been  admitted 
and  next  year's  Dollar  Day  will  see  nearl_y  twice  as 
many  merchants  advertising  co-operatively  as  did  this 
year. 

To  add  gusto  to  the  day,  the  merchants  arranged 
several  novel  events,  in  addition  to  offering  a  gener- 
ous prize  for  catching  the  elusive  Miss  Dollar.  Cou- 
pons were  printed  in  the  daily  press  Avith  instructions 
that  car-owners  fill  them  out  and  drop  them  in  a  ballot 
box  placed  in  a  central  part  of  the  city.  On  the  night 
of  the  .sale.  Mayor  Brinkman  drew  out  the  coupons 
of  five  lucky  motorists  who  were  each  presented  with 
ten  gallons  of  gasoline.  Free  balloons  and  novelty  toys 
were  given  to  the  kiddies  by  several  merchants,  while 
another  gave  away  soap  and  clothespins  and  enjoyed 
a  visit  from  virtually  every  thrifty  housewife  in  the 
city.  Everywhere  was  some  new  development  of  the 
big  new  co-operative  Dollar  Day. 


MERCHANTS  OPPOSE  NEW  PHONE  RATES 

The  Retail  Merchants'  Association  are  to  present  a 
united  front  in  opposing  the  proposed  increase  in  rates 
by  the  Bell  Telephone  Company.  It  has  been  brought 
out  that  the  message  rate  basis  will  increase  the  mer- 
chant's telephone  bill  very  largely,  in  some  cases  as 
high  as  .350  and  400  p.c.  In  the  great  majority  of  in- 
stances the  increase  runs  from  150  to  200  p.c,  ac- 
cording to  the  returns  made  by  several  scores  of  mer- 
chants. The  retailers  have  been  recpiested  to  compile 
statistics  for  the  purpose  of  entering  a  vigorous  pro- 
test against  the  proposed  increase.  Counsel  has  been 
retained,  and  from  the  replies  to  the  questionnaire 
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I  Thanksgiving  Window  Display,  | 

I  Hallowe'en  and  Harvest  Sales.  | 

?IIMIIHIIMnlniMllllllliniMnnilMMIHIIIIMIinilMnilMIIIIIIIIIIMMIIMIIMMIi:!lllllllllllMII!llllllillllllllllllMlMlllli;iMIIIIIIMinill^ 


sent  out  the  retail  merchants  are  entirely  opjtosed  to  a 
meter  rate  of  service. 

The  increase  is  a  direct  charge  on  the  merchant.  Un- 
like rising  costs  on  the  price  of  goods,  it  cannot  be 
"passed  on"  except  indirectly.  In  these  days  of  ri.s- 
ing  costs  of  fuel,  light,  rent,  municipal  taxation,  busi- 
ness taxation,  tax  on  turnover,  and  what  not,  the  pro- 
posed telephone  increase  simply  adds  so  much  more 
to  the  cost  of  doing  business,  and  on  this  basis  it  is 
proposed  to  oppose  the  company's  application  and 
to  present  the  information  collected. 


MOTION  IN  WINDOW  ATTRACTS 

There  is  nothing  succeeds  as  a  drawing  card  like  a 
window  with  motion.  If  that  motion  be  human  the 
success  is  still  further  assured.  Recently  E.  B.  Cromp- 
ton  &  Co.  of  Brantford,  Ont..  employed  both  when,  dur- 
ing a  .sale  of  reed  furniture,  they  had  the  manufac- 
turers stage  a  workroom  in  their  largest  window,  and 
there  make  the  reed  furniture  such  as  that  offered  for 
sale  in  the  furniture  department  on  the  fourth  floor 
above.  Keen  interest  was  aroused,  as,  though  there 
are  several  other  furniture  manufactories  in  Brant- 
ford, they  had  never  been  placed  on  public  exhibi- 
tion. 


BEING  A  MERCHANT  VERSUS  A  SPECULATOR. 

Some  merchants  "load  up"  far  beyond  their  needs, 
and  tie  up  considerable  quantities  of  capital,  simply 
to  take  advantage  of  a  rising  market.  Or  on  the  con- 
trar,y,  they  allow  themselves  to  run  short  at  times,  in 
order  to  take  advantage  of  a  falling  market.  The 
temptation  to  use  these  tactics  is  always  present. 

When  they  do  that  they  cease  to  be  merchants  and 
become  speculators. 

Certainly  no  criticism  can  be  offered  against- shrewd 
buying  and  taking  full  advantage  of  the  market  .=;o 
long  as  it  does  not  conflict  with  the  ends  of  merchan 
dising. 

But  no  man  can  serve  two  masters:  he  cannot  be  a 
merchant  and  a  speculator  at  the  same  time.  First, 
such  procedure  divides  his  mind;  and  second,  the  two 
aims  are  antagonistic. 

A  merchant's  business  is  to  serve  his  trade — sup- 
plying them  at  all  times  with  the  goods  which  they 
want  and  deriving  his  profit  through  frequent  turn- 
over of  his  capital 

The  big  millers  set  a  notable  example  in  this  re- 
spect. When  they  buy  wheat  to  make  into  flour  they 
protect  themselves  by  so-called  "hedging"  in  the 
wheat  raarket.  This  makes  it  impossible  for  them 
either  to  gain  or  lose  through  shifting  of  wheat  prices. 
The  implication  is  that  they  regard  themselves  as 
manufacturers  and  distributors  and  not  as  speculators. 

This  is  a  policy  you  can  profitably  adopt,  for  in 
your  business  steady  customers  mean  more  than  a 
specvilative  profit. 

One  of  the  essential  principles,  therefore,  in  conserv- 
ing the  energy  of  your  working  capital  is  to  maintain 
strictly  the  merchant  viewpoint,  not  allowing  your 
money  to  be  tied  up  in  "ventures"  and  not  allowing 
your  stock  to  suffer  shortage.  Be  sure  the  quantity 
of  your  purchases  is  measured  by  its  salability — and 
meets  the  demands  of  your  trade. — Armour  &  Com- 
pany. 
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A  MARKET  FOR  VICTORY  BONDS 

THERE  should  be  a  Victory  Bond  drive  this  fall. 
During  the  last  two  years  the  attention  of  the 
Canadian  people  was    foeussed  o)i  tlie  Victory 
Loan  drives. 

As  a  conseciuence  many  people  were  taught  the 
value  of  investing  their  savings  in  Victory  Bonds. 

Many  of  the  people  who  bought  these  bonds  last 
year  have  money  available  to  buy  more  of  this  splen- 
did security,  but  they  need  to  have  the  proposition  put 
before  them  to  cause  them  to  take  action. 

There  are  thousands  of  voting  men  and  women  un- 
married whose  incomes  are  much  higher  than  the 
much  discussed  "high  cost  of  living."  The  H.  C.  of 
L.  hits  the  man  with  a  family  much  harder  than  the 
unmarried  man. 

There  will  be  thousands  of  farmers  who  will  have 
money  to  invest  tiiLs  fall. 

Few  people  of  either  of  these  classes  have  formed 
the  investment  habit. 

There  is  need  of  an  educational  campaign  to  per- 
suade these  people  to  buy  Victory  Bonds  and  to  show 
them  how  to  go  about  doing  so.  If  they  can  be  bought 
on  time  as  in  the  past  so  much  the  better. 


ROBBERY  ON  THE  HIGH  SEAS 

THE  days  of  piracy  have  returned. 
Instead  of  the  dashing  dare-devils  of  other 
day,s,  armed  with  cutlass  and  pistol,  aboard  fast 
sailing  vessels,  ready  to  attack  and  rob  the  merchant- 
man of  his  day,  the  jjirate  of  to-day  is  garbed  as  a 
longshoreman  or  as  a  member  of  the  crew  of  freighters 
on  the  seas  and,  in  connivance  with  others  just  as  law- 
less as  himself,  he  contrives  to  steal  cargo  from  the 
vessel  he  works  on. 

Pilfering  of  this  kind  has  reached  alarming  propor- 
tions. 

It  is  not  surprising  to  liear  that  cases  of  champagne 
have  been  lost  at  sea,  but  when  great  cases  of  woollens 
disappear,  it  is  apparent  that  piracy  on  the  sea  is 
to-day  just  as  well  organized  as  in  the  days  of  Drake 
or  Paul  Jones. 

One  Canadian  insurance  company  informs  us  that 
their  losses  this  year  from  pilfering  at  sea  is  moi-e  than 
50  times  as  great  as  in  the  same  period  in  1914. 


LAWLESSNESS 

WE  have  become  convinced  that  the  daily  news- 
paper is  largely  responsible  for  a  si)irit  of  law- 
lessness that  seems  to  permeate  the  world  to- 
day. 

For  years  many  dailies  have  kept  up  a  steady  stream 
of  condemnation  of  [)rofiteering.  Ninety-nine  times 
out  of  a  hundred  they  have  contented  themselves  with 
an  innuendo  or  statement  of  facts  that  falls  far  short 
of  presenting  the  full  case  to  their  readers. 

It  is  quite  evident  they  believe  that  their  talk  of 


profiteering  is  good  for  circulation  and  have  had  little 
regard  for  their  effect  on  the  popular  mind. 

The  consequence  is  a  state  of  mind,  due  to  ignor- 
ance and  prejudice  that  leads  to  lawlessness. 

The  rum  running  at  Windsor,  the  pilfering  of  freight 
and  ocean  cargoes  are  on\y  outeroppings  of  this  con- 
dition of  lawlessness. 


THE  BANKS  AND  THE  MOTOR  CAR 

THE  banks  have  refused  to  discount  time  paper 
for  motor  car  manufacturers. 
The  motor  car  is  used  largely  for  business  pur- 
poses. When  this  is  the  case  and  the  business  man 
has  good  reason  for  buying  a  motor  car  he  can,  if  need 
be,  and  if  his  credit  at  the  bank  is  good,  borrow  money 
to  buy  a  car. 

In  most  cases  the  motor  car  has  been  bought  for  the 
pleastire  of  the  buyer  and  his  family.'  It  has  been 
customary  for  the  maker  to  sell  the  car  for  a  propor- 
tion of  the  sale  price  in  cash  and  the  balance  in  notes. 

These  notes  were  discounted  by  the  car  manufac- 
turer. In  the  opinion  of  bankers  the  amount  of  this 
paper  had  grown  to  itnsotind  proportions,  lessening 
the  amount  of  funds  available  for  liioving  the  crops 
and  carrying  on  the  ordinary  business  of  the  country. 
The  banks  have  acted  wisely. 

It  will  be  a  hardship  to  the  car  manufacturer  for  a 
few  months  but  soon  this  will  be  corrected  and  motor 
cars  will  be  sold  on  a  sounder  basis. 


ITEMIZING  FIXED  EXPENSES 

There  are  18  fixed  expenses  in  btisiness,  recently 
said  an  expert  associated  with  the  Retail  Public 
Ledger,  each  one  of  which  has  a  definite  bearing  on 
everybody's  business.  There  are  no  such  things  to-day 
as  "miscellaneous  expenses" — they  disappeared  with 
the  sock  in  which  the  cross-roads  dealer  used  to  keep 
his  cash.    The  18  standard  items  of  expense  follow; 

1.  Taxes. 

2.  Insurance. 
:i  Fuel. 

4.  Rent. 

5.  Your  own  salary. 

6.  Your  clerk  hire. 

7.  Your  advertising. 

8.  Telephone. 

f).  Office  expenses. 

10.  Office  machinery. 

11.  E(|uipment. 

12.  Repairs  to  equipment  and  store. 

13.  Depreciation. 

14.  Shi'inkage. 

15.  Doiuitions. 

16.  Bad  debts. 

17.  Interest  on  investment. 

18.  Personal  insurance. 

Just  check  these  off  and  see  if  they  don't  ai)!)ly  lo 
your  own  line  of  business. 
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HE  secretary  of  an  aggressive  firm  across  the  bor- 
wer  lays  down  these  rules  for  the  guidance  of 
successful  salesmen : 


"I  believe  in  the  stuff  I  am  putting  out  and  my 
ability  to  get  results. 

"I  believe  that  honest  stuff  can  be  passed  out  to 
honest  men  by  honest  methods. 

"I  believe  in  working,  not  weeping;  in  boosting, 
not  knocking,  and  the  ,ioy  of  my  job. 

"I  believe  that  a  man  gets  what  he  goes  after,  that 
one  deed  done  to-day  is  worth  two  deeds  done  to-mor- 
row, and  that  no  chap  is  down  and  out  until  he  has 
lost  faith  in  himself. 

"I  believe  in  the  right  now;  in  to-day  and  the  work 
I  am  doing :  in  to-morro"w  and  the  work  I  expect  to  do ; 
and  in  the  sure  reward  which  the  future  holds  for  me. 

"T  believe  in  courtesy,  in  kindness,  in  generosity,  in 
good  cheer,  in  friendship  and  honest  competition. 

"T  believe  there  is  something  doing  somewhere,  for 
every  man  ready  to  do  it,  and  I  am  ready — right  now." 


CLERKS  BRING  IN  BUSINESS 

Whenever  a  certain  merchant  in  Calgary  hires  a 
new  clerk,  he  requests,  but  does  not  insist,  that  he  or 
she  write  a  personal  letter  to  his  or  her  friends,  tell- 
ing of  the  writer's  new  connections.  In  nearly  all 
cases  the  new  clerk  is  more  than  glad  to  do  this. 
Sometimes  a  music  teacher,  or  former  dressmaker,  or 
one  from  a  similar  occupation,  enters  the  merchant's 
employ.  Usually  in  such  cases  the  new  clerk  has  a 
long  list  of  former  patrons  or  friends  to  whom  he  or 
.she  Ls  glad  to  write,  inviting  them  to  trade  at  that 
store. 


QUESTIONS  FOR  SALES  PEOPLE. 

Can  you  answer  these  questions  in  the  affirmative : 

1.  How  do  You  stand  in  your  community? 

2.  Are  You  popular  or  unpopular? 

.3.  Do  You  always  have  a  real  desire  in  your  heart 
to  serve? 

4.  Are  You  conscientious  in  your  work — your  con- 
victions— your  statements? 

5.  Do  You  enjoy  the  confidence  of  your  friends  and 
associates  ? 

6.  Do  You  cultivate  the  acquaintance  of  big  success- 
ful business  men  ? 

7.  Do  You  endeavor  to  make  at  least  one  new  friend 
every  day? 

8.  Do  You  co-operate  with  the  allied  representatives 
in  the  office  appliance  field? 

9.  Have  You  the  courage  of  your  convictions,  so  that 
when  you  are  unsuccessful  you  are  willing  to  keep  ever- 
lastingly at  it  until  the  order  is  secured? 

10.  Can  You  substantiate  every  statement  you  make  ? 

11.  Do  You  promptly  fulfill  every  promise? 

If  you  can  conscientiously  answer  in  the  affirmative, 
you  are  on  the  road  to  success.  But  to  build  a  more 
permanent  and  more  profitable  success  for  your  Com- 
pany and  Yourself — work  hard — study  more — be  alert 
■ — grasp  opportunities — and  You  will  go  over  the  top 
in  a  big  way. 


ON  APPROACHING  A  CUSTOMER 

Wrong  Method. 

Salesman--" Was  there  something  "  In.stinctively 
puts  customer  on  guard  and  leads  to  saying,  "No, 
just  looking." 

Right 

Salesman — "Good  morning."  Customer  must  now 
commit  self,  and  will  state  her  wants. 

Wrong-. 

Salesman- — "What  price  did  you  want  to  pay?" 
Keep  price  in  background  till  last.  Such  a  query  will 
instantly  put  customer  on  defensive,  and  make  her 
name  lowest  price. 

Right 

Salesman — "Now  this  perhaps  is  something  like 
you  had  in  mind."  Show  one  of  the  finest.  Don't 
mention  price.  She  may  buy  better  than  she  ex- 
pected. 

Wrong. 

Salesman — "Was  that  all?"  Of  course  the  cu.s- 
romer  will  follow  the  suggestion  and  say,  "Yes.'* 

Right 

Salesman — "Suppose,  now  that  you  are  here,  you 
glance  at  som.e  of  our  little  novelty  pieces  we  just  got 
in."  You  open  way  for  another  sale. — Imperial  Mes- 
senger. 


VALUE  OF  THE  TRADE  JOURNAL 

The  well-edited  trade  journal  does  not  consider  one 
single  corner  of  the  trade  alone,  but  from  its  desire  to 
interest,  if  for  no  other  reason,  it  must  handle  the 
affairs  of  all  departments.  As  a  consequence,  any 
careful  reader,  or  as  a  matter  of  fact  anyone  who 
merely  glances  through  its  pages,  is  very  like.\v  to  find 
an  idea,  or  a  suggestion,  or  a  bit  of  news  which  can 
be  pitt  to  good  use,  or  which  may  be  made  to  save  both 
time  and  money. 

Sometime,  as  you  let  the  lid  of  your  desk  roll 
noisily  down  at  the  end  of  the  day,  pick  the  last  num- 
ber of  your  trade  journal  off  the  pile  on  top  of  the 
desk,  take  it  home,  and  when  you  have  absorbed  the 
news  from  the  evening  paper,  go  through  it  carefully. 
Don't  look  at  the  illustrations  alone,  and  then  run  over 
the  display  lines  in  the  advertisements,  but  begin 
with  the  text;  read  the  first  thing  that  looks  interest- 
ing, and  then  go  on.  It  is  safe  to  say  that  you  will. 
Then  you  will  begin  to  find  yourself  thinking  of  some- 
thing you  have  read,  and  the  first  thing  you  know  you 
believe  you  can  do  this  or  that  in  your  basine.ss. 

Get  the  habit  of  reading  your  trade  journals.  It  is 
worth  while.  Then  boost  them  among  your  employees. 
Send  in  two  or  more  subscriptions,  so  there  will  be 
enough  copies  to  go  around  before  they  get  stale.  It 
will  be  money  well  spent.  Offer  prizes  for  ideas  or 
suggestions  that  will  bring  in  more  orders. 


CHANGE  OF  ADDRESS 

The  Retail  Merchants'  Association  of  Canada,  Inc., 
announce  the  change  in  address  of  the  Ontario  Pro- 
vincial Board. 

"The  lease  of  our  premises  at  No.  2  College  Street 
having  expired  and  the  Canadian  Bank  of  Commerce 
now  requiring  the  space  for  their  ovm  use,  we  have 
moved  to  new  headquarters  in  The  World  Build- 
ing, 40  Richmond  Street  West,  and  will  be  pleased 
to  have  you  make  notation  of  the  same. 

"Our  new  telephone  number  is  Adelaide  282." 
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FURNITURE  DISPLAYS  AT  TORONTO  EXHIBITION 


iiiiniiiiMiiiii: 


THP]  Canadian  fnrnitnre  industry  was  well  repre- 
sented at  the  Canadian  National  Exhibition  held 
at  Toronto  last  montli.    i\Iore  exhibits  of  furni- 
ture were  made  this  year  than  ever  before,  in  faet  a 
greater  part  of  the  Lidustrial  Buildin<>'  was  occupied 
by  furniture  exhibits  than  by  any  other  line. 

Simmons,  Limited  made  a  splendid  showing  of  their 
beds,  "built  for  sleep,"  as  their  announcement  card 
read.  Special  prominence  was  made  in  the  display  of 
their  electro-weld  process,  which  has  such  good  sani- 
tary features.  The  beds  in  display  were  made  of 
pressed  steel  square  tubing,  beautifully  finished  in  imi- 
tation wood  finishes.  Twin  bed  designs,  a  crib,  "Slum- 
ber King"  wire  mattress,  "Ideal"  box  spring  and  the 
"Puritan"  mattress  a^so  were  exhibited  prominently. 

Gold  Medal  Furniture  Manufacturing-  Co. — ^Promin- 
ence was  given  in  this  diuSplay  to  the  new  Bell  divan- 
ette,  the  special  features  of  which  are  a  full-sized  bed ; 
a  full  weight  mattress;  plenty  of  space  for  storing  bed- 
ding; free  air  ventilation  of  mattress;  and  very  easy 
to  operate. 

Also  displayed  were  the  "Gold  Medal"  Chesterfield 
sofas,  easy  chairs,  i)arlor  suites,  couches,  "Hercules" 
beg  springs,  "Purity"  mattresses,  steel  extension 
couches,  divanettes  and  davenports,  whicli  this  com- 
pany has  been  making  for  30  years. 

A  central  feature  of  the  exhibit  were  several  Gold 
Medal  phonographs,  beautiful  instruments,  playing  ail 
records,  with  universal  tone-arm  and  repeating  me- 
chanism which  allows  the  machine  to  play  again  and 
again  the  record  until  the  motoi-  runs  down. 

Marshall  Ventilated  Mattress  Co.  made  a  showing 
somewhat  similar  to  that  of  a  year  ago.  Two  rooms 
were  shown — living-room  and  bedroom — the  furniture 
and  bed  si)ring  being  made  most  comfoi-table  through 
the  use  of  Marshall  springs.  At  times  it  was  difficult 
to  pass  along  the  aisle  so  great  was  the  attention  l)e- 
stowed  on  this  display. 


Canadian  Mersereau  Co.— A  splendid  display  of  brass 
beds  was  made  by  the  Mersereau  Co.,  and  a  striking 
feature  of  the  exhibit  that  attracted  all  eyes  were  the 
lifelike  figures  of  "dad  and  his  boy"  resting  on  the 
Way  sagless  spring,  which  this  company  is  now  mak- 
ing. This  spring  is  made  of  highly  tempered  steel  wire 
of  hollow  strand  construction — noiseless,  sanitary  and 
germ-proof.  The  construction  is  such  that  there  are 
no  open  links,  loose  strands,  or  exposed  sharp  corners 
to  tear  bedding.  A  guarantee  goes  with  every  Way 
sagless  spring  which  says  that  if  the  fahric  breaks, 
stretches  or  sags  within  25  years  the  company  will 
furnish  anothei-  new  one  without  charge — a  very  strong 
guarantee. 

The  new  features  about  the  Mersereau  brass  beds  are 
the  mahogany  and  walnut  panels  as  ornaments  on 
some  of  the  beds. 

De  Luxe  Upholstering  Co. — This  company  made  the 
best  exhibit  of  tlie  lines  they  make  that  they  have  ever 
shown.  To  set  olf  the  whole  display  a  background  had 
been  set  by  covering  the  reai'  and  side  Avails  with 
tapestry  and  mohair  panels.  A  splendid  three-piece 
livingroom  suite  nj)holstered  in  a  combination  light 
and  dark  brown  with  black  stri])e,  was  the  centre  of 
this  splendid  display. 

Other  chairs,  rockers  and  X'hesterfields  were  shown 
in  tapestry  and  coverings.  AV  the  furniture  exhibited 
had  Marsliall  springs,  with  loose  cushions  also  of  Mar- 
shall sjii'ings.  Rattan  lamps  and  shades  gave  a  pleas- 
ing color  to  the  whole  exhibit. 

Kindel  Bed  Co.— The  features  of  this  display  were 
the  ])rominence  given  the  Kroehler  Daven-0  and  bed 
daveni)orts.  As  well,  the  company  showed  several  two 
and  three  piece  suites.  The  short  Daven-0  in  a  fiiH- 
sized  b(>(l  drew  much  attention,  as  many  peopl(>  with 
small  rooms  wanted  such  a  piece  of  fui'iiiture,  Avhere 
the  rf)oin  serves  two  purposes.  The  Kroehler  Daven-0 
for  those  who  own  and  are  living  in  their  own  homes 
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was  e(iual!,y  as  attractive.  The  booth  was  euibellished 
with  various  coverings  of  tapestries,  velours  and  imi- 
tation leathers,  and  the  v^^alls  were  decorated  with 
sprays  and  festoons  of  imitation  fall  leaves. 

H.  E.  Furniture  Co.  made  an  effective  exhibit  of  their 
Tennessee  cedar  chests,  "Kitchenaid"  ca'binets  in  vi^hite 
enamel,  and  bedroom  boxes  in  damask  and  Japanese 
matting  coverings.  The  cedar  chests  come  in  varying 
sizes,  with  nice  natural  finish,  ball-bearing  casters  and 
copper  hardware. 

Victory  General  Mfg.  Co.,  Toronto,  about  the  latest 
concern  to  enter  the  furniture  manufacturing  field, 
made  a  pretty  showing  of  their  new  lines  of  cedar 
chests,  table  and  floor  lamps,  in  oak,  mahogany  and 
walnut,  screens,  cigar  humidors,  cigarette  boxes, 
smokers'  stands,  medicine  and  toilet  cabinets.  The 
exhibit  Avas  well  Avorth  seeing. 

Among  other  exhibitors  the  Queen  Furniture  Mfg. 
Co.,  specializing  on  Chesterfields,  shoAved  samples  of 
their  Avork;  T.  Eaton  Co.  displayed  seAving  machines; 
LaidlaAV  Lumber  Co.  showed  a  couple  of  cedar  clothes 
chests ;  Kilgour  Davenport  Co.  displayed  their  apart- 
ment suite  specials;  Lea-Trimble  Mfg.  Co.,  Kiddie-Koop 
and  baby  swings ;  the  White  and  Singer  companieK, 
seAving  machines;  The  Comfy  Cushion  Co.,  upholsterers* 
springs  ;  National  Mattress  Co.,  felts  ;  Adams  Furniture 
Co.,  Hoosier  kitchen  cabinets;  Burroughes  Furniture 
Co.,  A.  B.  Stoves;  K.  Farah  &  Sons,  Ltd.,  Toronto, 
showed  and  demonstrated  their  "Farabed, "  an  adapt- 
able bed  for  home,  camp,  hotel  and  hospital.  It  is  a 
bed  capable  of  adjustment  to  any  position,  and  judg- 
ing from  inquiries  made  at  the  Fair  there  should  be  a 
demand  for  it. 

Other  exhibitors  Avere  Barrymore  Cloth  Co.,  L.  Bab- 
ayan,  Bunton  Carpet  Co.,  Jones  Bros.  &  Co.,  Toronto 
Carpet  Co.,  Clements  Mfg.  Co.,  Canadian  OfR'ce  and 
Supply  Co.,  all  of  Toronto.  Out  of  town  exhibitors 
were  Office  Specialty  Mfg.  Co.,  Newmarket ;  Renfrew 
(Out.)  Refrigerator  Co.;  and  Globe  Wernicke  Co., 
Stratford. 

McLagan  Furniture  Co.  made  a  display  of  their 
phonographs  in  the  Music  Section  of  the  Horticultural 
Building  and  a  splendid  exhibition  it  Ava.s.  The  dem- 
onstration of  the  McLagan-Fletcher  sound  box  and  the 
adjustable  arm  of  this  machine  shoAved  that  it  is  about 
the  last  Avord  in  music  boxes  noAv  on  the  market.  The 
McLagan  phonographs  were  shoAvn  in  many  handsome 
designs,  principally  period  styles.  It  is  a  high  grade 
instrument  and  is  made  in  such  a  variety  of  patterns 
that  it  fits  into  any  house  in  the  land.  The  McLagan, 
too,  plays  any  disc  record  that  is  made,  the  changing 
from  one  kind  to  another  being  made  capable  through 
the  simplest  possible  operation. 


FURTHERING  CANADIAN  INTERESTS 
ABROAD. 

Amongst  British  Chambers  of  Commerce  estab- 
lished abroad,  that  of  Paris  is  conspicuous  for  its  en- 
terprise in  serving  the  recpiirements  of  the  British 
Trade  and  Industry,  and,  furthermore,  possesses  a 
very  active  Canadian  Section.  The  committee  of  this 
section  i,s  comi)Osed  of  persons  themseh^es  interested 
in  trade  Avith  Canada,  and  conse(|uently  is  in  a  posi- 
tion to  supply  all  the  requii  nnents  of  Canadian  mem- 
bers. The  membership  of  the  chamber  is  restricted 
to  firms  of  British  nationa'Mty.  It  receives  no  subsidy 
from  the  Canadian  or  British  governments,  and  car- 
ries on  its  most  necessary  Avork  entirely  through  the 
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subscriptions  of  its  meinbers.  To  enable  the  cham- 
ber to  take  up  a  firm  position  and  thus  sufficiently 
combat  foreign  competition,  it  very  naturally  deserves 
to  continue  to  add  to  its  membership. 

Amongst  other  things  it  puts  its  members  into 
touch  Avith  suitable  agents  in  France,  obtains  infor- 
mation on  the  commercial  standing  of  French  firms, 
supplies  exact  customs  classification  of  goods,  notifies 
changes  in  French  customs  duties  and  proposed  com- 
mercial legislation,  communicates  en(|uiries  from 
French  buyers  of  British  goods,  and.  furthermore, 
publishes  a  very  usefuj  bulletin  of  information.  Ap- 
plications for  membership  should  l)e  made  to  the  sec- 
retary of  the  Canadian  section,  Briti.sh  Chamber  of 
Commerce,  Incorporated,  6.  rue  Ilalevy,  Paris. 


OLD  FURNITURE  MANUFACTURER  DEAD 

The  death  occurred  on  September  24  of  Mi'.  David 
Rogers,  third  son  of.  the  late  Charles  and  Janet 
Rogers,  at  his  residence,  414  Markham  Street,  Toroir 
to.  He  was  born. in  Toronto  .seventy  two  vears  ago 
and  retired  from  the  firm  of  Charles'  Rogers  &  Sons, 
furniture  manufacturers,  tAveh'e  years  ago.  He  Avas 
a  member  of  the  Veterans  of  '66*  and  for  a  time  Avas 
actively  connected  Avith  the  Masonic  Order.  He  is 
survived  by  four  sisters,  Mrs.  Daniel  McGregor,  of 
Seaforth  and  three  sisters  at  home.  A  brother.  James, 
also  survives  him. 


COLLECT  LUXURY  TAX  BY  STAMPS 

Stamps  Avill  be  used  after  Nov.  1  in  the  collection  of 
the  excise  taxes  imposed  on  sales  of  luxuries  by  the 
budget  legislation  of  the  last  session  of  the  Dominion 
Parliament.  The  stamps  are  being  printed  and  perfor- 
ating machines  for  their  cancellation  are  being  prepared 
for  distribution  free  of  charge  to  merchants  dealing  in 
taxable  commodities. 

From  the  luxury  taxes  the  Dominion  receiA-ed  a  rev- 
enue of  $6,000,000  in  August.  And  this  A\-ill  be  in- 
creased by  the  stamp  system  Avhich  Avi'l  help  prevent 
evasion  AAdiich  is  said  to  be  going  on. 


NEW  FURNITURE  CATALOGUE 

The  LucknoAV  Table  Co.,  LucknoAv,  Out.,  haA'e  i.ssued 
a  ncAv  catalogue,  shoAving  their  complete  line  of  ex- 
tension, kitchen,  bedroom  and  restaurant  tables.  A 
copy  will  be  sent  to  dealers  on  re(|uest. 


MATTRESSES  LOWER  IN  PRICE 

A  neAvspaper  dispatch  from  Montreal  states  that 
"anticipating  a  continued  Ioav  IcA-el  of  the  raAv  cot- 
ton market,  the  makers  of  the  Ostermoor  mattress  an- 
nounce a  reduction  in  the  cost  of  this  line,  making 
the  retail  price  $30  instead  of  $36. 


FURNITURE  STORE  HOLDS  DRAWING  CONTEST 

The  Dominion  House  Furnishings  of  BranTford.  Out., 
recently  inaugurated  a  monthly  draAving  contest.  To 
each  customer  Avas  given  a  coupon,  numbei-ed.  Once 
a  month  a  draAving  of  the  coupons  Avill  be  held,  the 
number  drawn  first  being  awarded  a  prize.  This  is  to 
vary  each  month — a  rocking-chair,  a  couch,  or  other 
article — almost  anything  purchaseable  Avithin  the 
store. 
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I    The  Luxury  of  a  Luxury  Tax  | 

I  By  VICTOR  LAURISTON,  in  "Border  Cities  Pictorial"  | 
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TAXATION  we  must  have ;  in  no  other  manner  can 
we  pay  our  wa.y,  let  alone  our  war  debt.  Inani- 
mate natural  resources,  undeveloped  enterprises, 
papulation  yet  to  be — these  cannot  pay.  The  taxation 
must  be  paid  b.y  the  living  people  of  Canada  out  of 
the  proceeds  of  their  individual  entenprise.  What- 
ever tax  we  levy  is  bound  to  be  a  tax  on  production, 
and  bound  to  hit  both  producer  and  consumer — be- 
cause, in  the  last  analysis,  all  are  producers  and  all 
are  consumers. 

Conceding  that  taxes  are  necessary,  conceding  that 
production  must  be  taxed,  conceding  that  the  ulti- 
mate consumer  must  pay — conceding,  too,  that  the 
government  is  wise  to  end  borrowing  and  begin  tax- 
ing to  pay  for  past  borrowings — there  is  still  room  for 
difference  of  opinion  as  to  the  wisdom  of  specific  tax- 
ation measures  evolved  in  the  Drayton  budget. 

An  American  railroad  magnate  many  years  ago 
won  unwelcome  fame  by  his  imposition  of  "all  that 
the  traffic  wtU  bear."  That,  at  the  heaviest,  should 
he  the  limit  of  taxation ;  and  really  wise  taxation  does 
not  go  that  far.  "When  taxation  becomes  prohibitive 
it  ceases  to  produce  revenue,  thereby  failing  the  very 
purpose  for  which  it  was  conceived.  For  revenue  pur- 
poses— and  that  is  the  primary  purpose  of  all  taxa- 
tion— a  one  per  cent,  tax,  so  light  as  not  to  influence 
buying  and  selling,  is  better  than  a  ten  per  cent,  tax 
which    scares  the  potential    buyer  into    saving  his 


money  or  the  potential  seller  into  limiting  his  produc- 
tion. The  lower  rate  is  quite  usually  the  better 
revenue  producer. 

Witness  the  development  of  the  postal  system,  and 
the  immense  increase  in  postal  revenue,  following  the 
introduction  of  penny  postage. 

A  further  axiom  of  taxation  is,  that  it  be  simple, 
uncomplicated,  easy  to  understand,  so  that  the  least 
educated  citizen  may  readily  know  what  he  has  to 
pay,  and  those  citizens  involuntarily  constituted  tax 
collectors  without  salary  should  not  have  imposed  on 
them  an  immense  volume  of  clerical  work.  Further- 
more, it  is  axiomatic  that  any  tax  is  bad  which  costs 
too  much  to  collect,  and,  through  enlisting  the  ser- 
vices of  a  large  staff  for  its  collection,  withdraws  a 
disproportionate  Bumber  of  peop^^e  from  the  vital 
work  of  production. 

The  luxury  tax  as  originally  conceived  and  enforced 
has  been  modified  to  meet  these  objections  in  some 
slight  measure.  In  its  modified  form  it  has  been  in 
operation  long  enough  to  pass  fair  judgment  upon  it. 
Some  of  the  earlier  and  more  exasperating  features 
have  been  removed  by  the  amendments;  but  there  still 
remains  much  that — regarded  from  a  business  stand- 
point, entirely  apart  from  politics — is  unfair,  inju- 
dicious and  exasperating,  alike  to  business  men  and 
to  the  consuming  public. 

There  was  one  evil  feature  than  cannot  be  undone, 
but  can  surely  be  guarded  against  in  futui'e  budgets. 
That  is,  the  launching  of  an  entirely  new  and  very 
complicated  system  of  taxation  without  any  prelimin- 
ary education  of  those  affected.  Under  previous 
budgets,  changes  in  the  customs  tariff  were  made  in 
this  way.    That  was,  perhaps,  necessary  but  a  tariff  is. 


MARSHALDOWN 


o. 


^aMy  MARSHALL  m/LATEO  MATTRESS  CO.  Limited 

takers  0/  ihe  Celebraied  Marshall  Maiiress 
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This  new  Marshall 
product  is  built  of  lay- 
ers of  soft,  fluffy  felt, 
with  a  row  of  sensitive 
springs  along  each 
edge. 

The  roll  edge  and 
these  springs  make  it 
impossible  for  the 
"Marshaldown"  to  be- 
come hard  and  lumpy 
or  to  spread. 

Can  make  immediate  delivery 
Prices  on  request 


THE  MARSHALL  VENTILATED  MATTRESS  CO.,  LIMITED 


Chicago,  111. 


Toronto,  Canada 


London,  England 
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after  a.ll.  an  uncomplicated  thing,  and  its  revision  up 
and  down  involves  no  change  in  the  machinery  of  col- 
lection. 

With  the  luxury  taxes  the  case  was  ditterent.  On 
the  night  of  May"  18th,  1920,  the  retailer  was  merely 
a  business  man.  "  On  the  morning  of  May  19th,  1920, 
he  found  himself,  ([uite  without  notice,  a  tax  collector 
for  the  government.   It  was  his  duty  to  collect  luxury 
taxes  on  a  wide  variety  of  articles,  and  that  without 
the  slightest  semblance  of  official  instructions.  He 
had  to  guide  him  merely  the  Ottawa  dispatches  in  his 
morning  paper— if  he  happened  to  take  a  morning 
paper.    He  had  to  interpret  regulations  he  did  not 
understand;  he  had  to  be  a  law  unto  himself  and  his 
customer;  he  had  to  improvise  a  compilicated  system 
of  recording  his  tax  receipts;  and,  should  his  foot  slip 
or  his  mind  waver  or  his  judgment  err.  he  became  a 
criminal,  liable  to  drastic  punishment. 

The  handicap  of  being  constituted  an  unpaid  tax 
collector  for  a  government  was  enough  in  itself,  as 
any  retailer  will  testify;  common  courtesy  might  have 
impelled  the  government  to  give  the  retailer  some 
warning,  some  preliminary  instruction,  some  hint  be- 
forehand of  what  he  was  expected  to  do,  some  chance 
to  adapt  his  methods  to  new  conditions. 

Under  exasperating  circumstances  the  retailers 
throughout  Canada  have  shown  a  patriotic  disposi- 
tion to  co-operate  with  the  government.  Yet  they 
question,  as  any  citizen  fairly  may,  the  wisdom  of  the 
principle  involved  in  the  luxury  tax  and  the  judi- 
ciousness with  which  it  has  been  applied. 

It  has  made  all  wool  a  luxury  and  shoddy  a  neces- 
sary of  life— and  the  same  principle  is  involved 
throughout.  The  buying  of  cheap  and  inferior  goods 
that  will  not  give  service  is  encouraged  ;  the  wiser  buy- 
ing of  durable  goods  is  penalized.  To  the  workers,  on 
the  threshold  of  realization  of  life-long  dreams^  of 
better  iliving  conditions,  the  luxury  tax  says:  "Go 
back  to  your  dark  ages  of  shabby  clothes,  homes  with- 
out brightness  or  music,  life  unadorned— or  pay  to 
your  government  the  penalty  of  your  aspiration  for 
better  things.  So  long  as  you  buy- cheaply  we  will 
not  touch  you ;  when  you  begin  to  buy  wisely  and  well, 
for  service  as  much  as  for  show,  then  we  will  sting 
you!"  Penalties  imposed  on  wisdom,  premiums  paid 
"on  unwisdom— that  is  one  phase  of  the  luxury  tax. 

An  argument  in  favor  of  the  luxury  tax  was,  that 
it  would  discourage  extravagance.  That  may  be;  in 
so  far  as  it  discourages  all  wool  and  encourages 
shoddy,  discourages  pleasant  home  surroundings  for 
the  worker  and  encourages  tawdry  surroundings,  its 
good  eflPect  may  reasonably  be  ([uestioned.    That  it 


has  liit  business  will  l)e  conceded  by  mo.st  business 
men.  And  a  tax  that  hits  business  also  hits  produc- 
tion— and  there  was  never  a  time  when  the  cry  for 
greater  production  was  so  pressing. 

Take  the  immensely  increased  tax  on  alcoholic  per- 
fumes, toilet  preparations,  and  similar  articles.  Here 
is  a  direct  blow  at  a  vital,  important  and  growing  in- 
dustry. Destroy  or  even  limit  this  industry  by  dras- 
tic taxation  and  you  tend  to  create  unemployment. 
This  is  a  tax  which  comes  .straight  home  to  the  Border 
Cities;  but  we  view  it  from  the  wider  .standpoint  of 
national  encouragement  to  greater  production. 

This  is  just  an  instance  of  the  effect  of  a  too-heavy 
impost  upon  production.  It  kills  production.  There- 
by it  destroys  revenue.  Therein  lies  the  essentially 
evil  principle  of  so-called  luxury  taxation — which,  in 
the  last  analysis,  is  a  tax  on  business,  on  trade,  on 
production,  and  if  too  heavy  or  too  vexatious,  a  drain 
upon  the  life-blood  and  nerve  force  of  Canadian 
trade. 

Nothing  need  be  said  of  the  complicated  work  in- 
volved, to  the  public,  the  retailers  and  the  govern- 
ment, in  the  collection  of  this  revenue.  To  the  public 
an  intense  annoyance,  to  the  retailers  a  source  of 
much  additional!"  clerical  work,  the  tax  would  seem— 
if  it  is  to  be  effective— to  impose  on  the  government 
an  immense  amount  of  supervision  that  cannot  help 
but  prove  a  costly  burden.  Its  capacity  for  producing 
revenue  may  be  all  that  is  claimed  for  it;  but  at  that 
the  government  may  pay  too  much  for  its  whistle. 


HOW  ONE  CONCERN  VALUES  WINDOWS 

The  United  Cigar  Stores  Company  is  said  to  pay  a 
yearly  rental  of  $40,000  for  a  two-sided  corner  win- 
dow in  the  Flatiron  Building  in  New  York  City. 

Astounding  1  You  say.  Yet  we  all  know  the  United 
Cigar  Company  are  a  mighty  progressive  and  keen 
business  organization.  They  certainly  would  not  pay 
such  an  enormous  sum  for  a  window  if  it  did  not 
return  them  actual  profit  on  the  investment. 

It  hardly  seems  necessary  to  say  that  this  window 
display  is  changed  frequentdy  and  much  attention  and 
thought  given  to  its  arrangement. 

You  dealers  may  not  have  $40,000  rentals  but  the 
mere  fact  that  store  rentals  are  figured  on  a  front  foot 
basis  shows  how  important  the  front  show  windows 
are. 

Your  windows  may  not  cost  you  $40,000,  but  they 
are  valuable.  More  than  ten  people  pass  your  store 
to  every  one  who  enters.  Attractive  window  displays 
not  only  bring  more  customers  into  your  store  but 
often  decide  a  sale  before  they  come  in. 
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1811  Library  Table 
Made  also  in  Queen  Anne  Period 


We  Have  a  Small 
Assorted  Range  of: — 

LIBRARY  TABLES 
TEA  WAGONS 
SMOKERS 

and 

UPHOLSTERED  FURNITURE 


The  F.  E.  Coombe  Furniture 

COMPANY,  LIMITED 

Kincardine        -  Ontario 


I  Motor  Sign  Boards  Will  | 
I        Bring  Trade  to  Your  Town  | 

I  Merchants  of  towns  that  are  favorably  located  should  | 
1      unite  in  the  erection  of  sign  boards  to  attract  motorists  | 
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MERCHANTS  of  a  city  or  town  should  work  to- 
gether not  only  to  make  their  municipality  a 
buying  centre  for  the  residents  of  as  wide  a 
surrounding  territory  as  possible  but  to  also  bring  to 
it  motorists  from  both  far  and  near.  A  good  system 
of  sign  boards  in  the  surrounding  country  will  help 
materially  in  this  regard.  Quite  often  a  motorist  is 
uncertain  which  of  two  or  more  centres  he  will  select 
as  a  stopping  point.  A  sign  board  showing  the  way  to 
one  of  these  towns  is  often  the  deciding  factor.  This 
may  mean  increased  direct  sales  for  the  dealer,  or  at 
least  will  bring  more  money  to  his  town,  and  this  Avill 
indirectly  proA'e  a  benefit  to  his  business. 

Merchants  Should  Co-operate. 

The  past  summer  was  probably  a  record  oru^ 
for  motoring  in  nearly  all  sections  of  Canada,  and  busi- 


ness organizations  in  towns  that  are  favorably 
located  should  take  up  the  question  of  sign- 
boarding  the  roads,  with  a  view  to  attracting  these 
motor  tourists.  The  motor  clubs  are  doing  consider- 
able Avork  in  this  respect,  but  the  vast  territory  they 
have  to  cover  natiirally  restricts  their  work,  while  they 
are  not  likely  to  favor  any  particular  town  in  this 
work.  You  will  have  to  boost  for  yourself.  It  would 
be  desirable  to  have  roads  within  a  radius  of  twenty 
miles  well  marked  with  sign  boards,  pointing  the'Avaj^ 
to  your  town. 

MARSHALL  CO.  PLACE  NEW  TYPE  OF  MATTRESS 
ON  MARKET 

A  new  type  of  mattress  has  just  been  placed  on  the 
market  by  the  Marshall  Ventilated  Mattress  Co.  Ltd., 
to  meet  the  demand  for  a  medium-priced  mattress 
possessing  a  high  degree  of  comfort. 

The  central  portion  of  the  mattress  is  built  of  layers 
of  soft  tlutfy  felt  and  around  this  is  a  construction  of 
sensitive  springs  similar  to  the  idea  used  entirely  in 
the  regular  MarshaU  mattress.  The  combination  of 
these  springs  and  a  roll  edge  keeps  the  mattress  from 
spreading  or  becoming  hard  or  lumpy.  The  new  mat- 
trees  is  called  the  "  Marshaldown "  and  emi)odies  a 
principle  devised  by  the  Marshall  company  and  used 
for  the  first  time  in  this  mattress. 


48 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER 


October,  1920 


iiniitiiiiininiiiiiiiiiiiiiiii 


KNOBS  of  NEWS 


Gennain  Ephraiin,  a  Montreal  lurniture  dealer,  died 
last  month. 

Dussault  &  Dassault,  furniture  dealers.  Three 
Rivers,  Quebec,  have  been  registered. 

The  retail  clerks  of  Guelph  have  organized  a  branch 
of  the  International  Retail  Clerks'  Protective  Associa- 
tion. 

Harvey  &  Stevenson's  picture  frame  store  at  Ham- 
ilton, was  damaged  by  fire  recently.  It  was  covered 
by  insurance. 

The  Leipzig  Fair,  which  is  looked  upon  as  the  bar- 
ometer of  German  trade,  was  acknowledged  as  a  total 
failure  this  year. 

The  annual  meeting  of  the  Ontario  Fire  Prevention 
Leag'ue,  Inc.,  was  held  at  the  Parliament  Buildings, 
Toronto,  on  Tuesda.y,  Oct.  5. 

Ed.  Henry,  of  Thamesville,  Ont.,  has  formed  a  part- 
nership Avith  J.  Henderson  in  his  furniture  business, 
the  firm  name  being  Henry  &  Henderson. 

The  executive  of  the  Manitoba  Board  of  the  Retail 
Merchants'  Association  of  Canada  held  its  annual  meet- 
ing on  Hept.  28th  in  the  Board  of  Trade  Building  at 
Winnipeg. 

there  are  rumors  of  a  new  $2,500,000  hotel  at  Ot- 
tawa. A  recent  report  states  that  a  syndicate  is  be- 
ing formed  of  several  of  Ottawa's  leading  financial 
men  to  finance  the  construction  of  a  250-room  hotel. 

The  animal  meeting  of  the  Ontario  Fire  Prevention 


League,  Inc..  was  iieid  in  the  Reception  Room.  J'arlia- 
ment  Buildings,  Toronto,  on  Tuesday,  f)i-tober  Oth. 
October  9  was  set  apart  a,s  fire  prevention  day  through- 
out tlie  province. 

Jas.  Russell,  Stratford,  Ont.,  is  preparing  plans  for 
a  $80,000  factory,  which  the  Kindel  Bed  Co.  are  to 
erect  on  Ontario  street,  that  city.  A  general  eon- 
tract  for  the  erection  of  the  building  has  been  award- 
ed to  Robt.  Marson  of  Stratford. 

The  Murphy  Door  Bed  Co.  of  Western  Canada,  Ltd., 
has  been  incorporated  at  Winnipeg  with  a  capital  of 
$150,000,  to  manufacture  and  deal  in  beds,  bedding, 
furniture  and  fixtures.  H.  D.  Sutherland,  manufac- 
turers agent,  S.  T.  Layton  and  F.  T.  Gilroy  are  in- 
terested. 

Kingsmills,  Ltd.,  London,  Out.,  has  been  incorpor- 
ated with  a  capital  of  $250,000  to  engage  in  a  depart- 
ment store  business.  Household  furniture  and  fur- 
nishings are  included  in  the  departments  to  be  carried. 
T.  Fraser  Kingsmill  and  T.  Ford  Kingsmill  are  inter- 
ested. 

The  Milverton  Furniture  Co.,  Limited,  has  been  in- 
corporated by  Ontario  ebarter  to  manufacture  all 
kinds  of  furniture  and  deal  in  the  articles  entering 
into  the  composition  of  furniture  ;  with  a  capital  of 
$200,000.  with  head  office  at  Milverton,  Ont.  :  and  its 
provisional  directors  are  John  Boshart,  Enos  Nafziger. 
Norman  Henry  Honderich,  Alvin  Copley  Clemens,  and 
John  Charles  Groseh. 

Eugene  Julien,  founder  and  general  manager  of  Eu- 
gene Julien  &  Co.,  Ltd..  Quebec  City,  died  last  month, 
aged  44,  following  an  attack  of  typhoid  fever.  Mr. 
Julien  took  a  keen  interest  in  civic  matters  as  well  as 
his  business,  and  Ava.s  founder  of  the  Civic  Progress 
Committee  and  president  of  the  Quebec  Rotary  Club. 
A  description  of  the  Julien  business  was  given  in  a  re- 
cent issue  of  the  Canadian  Furniture  World.  A  wi- 
dow and  seven  children  survive. 
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1    THREE  PROMINENT  OFFICIALS  AT  BRITISH  BOARDS  OF  TRADE  CONGRESS  HELD  LAST  MONTH  AT  TORONTO 


ALBERT  .lOHN  HOBSON, 
Viee-Chairman. 
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RIGHT   HON.   LORD  DESBOROUGH, 
K.C.,  V.O.,  Presiding  Officer. 


CHAS.  MARRIOTT, 
President  of  Toronto  Board  of  Trade, 
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FURNITURE  DEALER,  ASK  YOURSELF 

Do  you  isave  thi'ough  discounting  bills'? 

Do  you  take  a  thoroughly  honest  inventory  at  the 
end  of  the  fiscal  year? 

Do  you  know  whether  the  stock  on  hand  is  too  large 
or  too  small  ? 

Do  you  go  over  all  fire  insurance  policies  in  the  light 
of  present-day  values  ? 

Do  you  keep  such  records  that  you  can  reckon  to  a 
fraction  what  the  expense  is? 

Do  you  keep  separate  accounts  of  ca.sh  sales  and 
charges,  by  the  week  or  the  month'? 

Do  you  keep  a  record  of  all  goods  purchased  week 
by  week  or  month  by  month? 

Do  you  plan  to  know  where  you  stand  in  relation 
to  assets  and  liabilities,  at  least  once  a  (juarter? 

Do  you  figure  depreciation  on  fixtures? 

Do  you  figure  the  percentage  of  the  gross  profit  of 
busiupss  in  relation  to  the  total  sales  of  the  year? 

Do  yoa  keep  an  accurate  account  of  all  expenses, 
not  forgetting  to  charge  bad  debts  and  adjustment 
of  complaints  as  legitimate  business  expenses? 

Do  you  charge  interest  on  money  used  as  business 
expense  ? 

Do  you  keep  an  accurate  account  of  all  salaries 
paid  out? 

Do  you  use  the  best  endeavor  to  adjust  properly 
the  relation  between  rent  and  total  business  sales? 

Do  j^ou  make  out  a  profit  and  loss  statement  at  least 
twice  a  year? 

Do  you,  at  the  end  of  the  fiscal  year,  determine  how 
many  times  you  turned  the  stock  over  in  the  twelve 
months  ? 

Do  you  set  a  good  example  to  associates  by  good 
business  methods,  ]iromptness  and  coui'tcsy? 

Do  you  study  th>'  methods  of  competitors  and  profit 
by  their  experience? 

Do  you  read  trade  literature  thoroughly? 

Do  you  know,  absolutely  know,  the  truth  about 
your  business':* — B.  J.  M..  in  Furniture  Record. 


STORE  EXTERIOR  MAKES  OR  MARS 

"As  for  store  exteriors,"  said  J.  A.  Corcoran,  of 
the  (ienevi,]  Electric  Co.,  addressing  an  assembly  of 
retail  dealers  recently,  "this  is  an  important 
factor  in  makinig  yonr  contact  with  the  pu'blic  good  or 
bad.  Don 't  forget  that  the  upper  part  of  your  build- 
ing should  be  just  as  attractive  as  the  lower  part. 
The  store  window  shoxdd  not  have  frames  going 
across.  Aiu)thei'  exceptionally  bad  thing  is  steps 
going  up  to  the  store  door.  It  would  pay  anybody 
who  has  steps  like  this  to  lower  his  store  floor.  Nevo 
think  that  you  can  get  business  by  having  people  g( 
u[)  steps.    They  simi)ly  Avon't  do  it. 

"Then,  of  course,  exposed  lights  are  wrong.  No 
dealer  should  ever  have  anything  like  that. 

"Anotlier  thing  that  you  want  to  avoid  is  obst)'uc- 
tions  in  tho  frojir  of  the  store.  I  was 'recently  asked 
to  co)iie  to  New  V'ork  to  help  in  designing  a  store 
I'lonl  iliei'c,  and  ihc  man  thought  tluit  he  had  it  ju.st 
about  right.  P>ut  he  had  a  trapdoor  that  was  open 
three-fourths  of  the  time  right  in  front  of  the  show 
window,  aiul  a  hydrant  there.  T  don't  know  how  he 
is  going  to  get  an  attractive  show  window,  because 
Ihe  obsfrucfions  absolutely  kill  the  display." 


Shaft  605.    Shade  1-0-20. 


Baetz  Bros.  Specialty  Co.,  Limited 
Kitchener,  Ontario 


Makers  of 

Portable  Electric  Lamps 
Silk  and  Parchment  Shades 


ASSOCIATED  WITH 

Baetz   Bros.  Furniture  Co.,  Limited 

Living  Room  Furniture 

Anthes-Baetz  Furniture  Co.,  Liniited 

Chamber  and  Dining  Room 
Furniture 
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Analyzing  HomeJ^abor-Saving  Devices  for  Selling  Points  | 


By  J.  E.  BULLAHD 
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THE  practice  of  placing  goods  on  display  Avithout 
first  carefully  analyzing  them  for  sales  points  never 
results  in  the  maximum  sales.  Unless  the  goods  are 
analyzed,  unless  the  strongest  sales  points  are  found, 
the  most  efifeetive  messages  for  the  show  cards  are  not 
likely  to  be  used.  In  fact  no  show  cards  may  be  used 
at  all  for  the  simple  r,eason  that  nothing  suitable  can 
be  hit  upon  to  place  upon  these  cards.  Without  cards, 
however,  the  display  will  not  talk  in  such  a  way  as 
to  make  sales. 

If  ineffective  or  wrong  sales  points  are  used  the 
sales  are  actually  limited.  Without  knowing  the 
strongest  sales  features  of  the  goods  it  is  very  diffi- 
cult if  not  impossible  to  display  them  in  such  a  way 
that  many  sales  points  are  x'eatared  and  if  the  person 
who  makes  the  display  doe?.i't  know  what  they  are, 
how  is  he  going  to  be  sur«>  that  he  has  featured  them? 
Changing  conditions  always  give  rise  to  new  sales 

-iiiiiiiiiii<;ii!iiiiiiiiiiiiiiiiiiiiii 


No.  222 — Work  Bas- 
ket— Oiik — Fumed  I'in- 
ish.  Bag,  high  grade 
crstoiine-. 


No.  225  —  Oak  —  30 
inches  high.  Fumed 
Finish. 


No.  83  —  Costumier- — • 
Oak  —  Fumed  Finish. 
Brass  Hooks.  Can  be 
furnished  with  Copper 
Hooks    if  desired. 


points.  If  goods  of  a  certain  class  are  very  hard  to 
get  the  fact  that  immediate  deliveries  can  be  made  Is 
a' powerful  sales  point.  If  goods  of  this  class  are  very 
plentiful  it  is  easy  to  see  how  flat  that  statement  that 
immediate  deliveries  can  be  made  will  fall.  Under 
one  set  of  conditions  it  makes  sajles.  Under  t'ne  oppo- 
site set  of  conditions  it  may  even  excite  ridi.;ule. 

Just  at  the  present  time  people  are  greatly  harassed 
by  the  servant  problem.  Any  machinery  or  device 
that  can  be  used  in  the  home  to  reduce  work  and  to 
lessen  to  that  extent  the  need  for  servants  is  wel- 
comed by  housewives  with  open  arms.  This  means 
that  emphasizing  such  features  about  electrical  ap- 
pliances and  utensils  will  go  a  long  w  ay  towards  mak- 
ing sales. 

We  are  being  told,  however,  that  people  are  already 
beginning  to  economize.  For  this  reason  it  may  be 
necessary  to  show  whj^  it  is  a  real  economy  to  pur- 
chase the  goods  displayed  in  order  to  make  the  sales. 
A  woman  may  reailize  that  a  washing  machine  for  ex- 
ample will  help  solve  the  servant  problem  but  the  high 
cost  of  living  may  have  caused  her  to  give  greater 
attention  to  economy  than  she  has  been  in  the  habit 
of  giving  in  the  past.  She  may  decide  to  wait  a  little 
while  longer  in  the  hope  that  the  price  will  be  reduced 
on  the  machine.  If  it  can  be  shown  her  that  it  will 
be  a  real  economy  to  make  a  purchase  at  once,  that 
the  machine  will  pay  for  itself  in  the  course  of  a  very 
few  years  and  at  the  same  time  give  her  a  great  deal 
more  peace  of  mind,  she  may  make  the  purchase  at 
once. 

Learn  Needs  to  Meet 

First,  however,  before  the  sales  appeal  is  made  it 
should  be  ascertained  just  what  the  real  conditions 
are.  Trying  to  help  the  woman  who  keeps  no  servants 
to  solve  the  servant  problem  will  not  appeal  to  her. 
Showing  the  woman  who  is  not  interested  in  economy 
but  who  does  want  to  solve  her  servant  problem  that 
it  is  an  economy  to  buy  an  electrical  washer  is  not 
going  to  make  her  rave  over  that  washing  machine. 

Tbere  is  nothing  that  is  sold  that  does  not  meet 
some  need.  If  it  did  not  it  could  not  be  sold  at  all. 
Articles  of  difif'erent  makes  meet  different  needs.  The 
problem  is  not  only  to  find  the  needs  that  the  article 
in  ((uestion  meet,  but  also  those  needs  that  it  meets 
better  than  anything  else  on  the  .market,  or  that  it 
meets  Jiee-ls  which  nothing  else  on  the  market  meets. 


l'"ri]iM    !hr-   Slratford    Mfg.   Cn.'s    Fall  r^iiies. 
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STRATFORD  MANUFACTURING  GO  'S  FALL 
BULLETIN 

The  Stratford  Mfg.  Co.  Ltd..  liave  just  issued  their 
1920  Fall  Bulletin,  covering  their  varied  furniture  lines 
suitable  especially  for  Christmas  trade.  These  include 
children's  furniture,  kindergarten  .sets,,  baby  walkers, 
safety  gates  and  play  yards  for  the  youngsters,  and 
folding  screens,  library  and  folding  tables,  smokers' 
and  umbrella  stands,  pedestals,  costumiers,  folding 
chairs,  etc.,  for  the  grown-ups.  Several  of  these  sea- 
sonable novelties  are  pictured  on  this  page. 
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Better  Furnished  Homes 
Mean  Greater  Happiness 
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Now  is  the  time  to  complete  your 
stocks  for  Fall  and  Winter  trade. 

During  the  past  few  months  our 
designers  have  produced  some  at- 
tractive new  suites  for  Dmingroom, 
Bedroom  and  Livingroom.  These 
will  be  illustrated  in  our  new  cata- 
logue shortly  to  be  issued.  In  the 
meantime  illustrations  and  prices 
will  gladly  be  supplied  on  request. 

The  merchant  with  a  well-assorted 
stock  will  get  the  business.  We  help 
you  get  your  share  by  giving  prompt 
delivery  of  nearly  all  our  lines. 
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The  North  American  Furniture  Co.,  Limited 

and 

The  Owen  Sound  Chair  Company,  Limited 

Owen  Sound  Canada 


52 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER 


October,  1920 


IITTT]1I"I|IHII1[[TITTT 


Living  Room  Chairs 

ana  Rockers 


The  two  chairs  illustrated  are  made 
in  Canadian  Birch  and  finished  in 
either  Walnut  or  Mahogany  with 
large  cane  panel  in  the  back.  They 
are  fitted  with  Marshall  Cushiors 
covered  with  tapestry  or  damask. 


Arm  Chair  No.  2044A 


Rocking  Chair  No.  2044R 


These  chairs  for  consumer  and  dealer 
alike  are  a  sound  and  profitable  in- 
vestment. For  the  dealer  because 
they  belong  to  the  class  of  fast  selling 
furniture,  which  tuins  quickly  at  a  sat- 
isfactory profit.  For  the  consumer 
because  they  are  chairs  of  quality  and 
durability.  We  would  recommend 
you  to  check  up  your  stock  at  once, 
and  order  now  to  ensure  early  delivery. 


THE  NORTH  AMERICAN  BENT  CHAIR 

COMPANY,  LIMITED 
Owen  Sound  -  Ontario 


1 
i 
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I  LETTERS  to  THE  EDITOR  | 

I  Furniture    dealers    who    want    information    relative    to  | 

I  trade   matters   will  find   The   Canadian   Furniture  World  | 

=  willing  to  co-operate.    Send  in  your  problems  and  we  will  = 

B  try  to  obtain  the  right  answer.  | 

^IMIIIIIIMIIirinilMIMIIIMIIIMJIIIMMIIinilJIIJirjMIIIJIMIIIMIIIMIMIMIJIIJIIMIiniHMIIIIIII|i|IMIIIMIIIIIIIIIIIMIIIMI|ilillllllllllinin 

111  a  previous  is.siie  of  Canadian  Furniture  World  you 
published  an  article  telling  of  the  percentage  of  money 
expended  by  the  ordinary  family  for  food,  clothing, 
furniture,  etc.  Would  it  be  possible  to  get  some  fur- 
ther information  on  this'? — Hamilton  Furniture  Dealer. 

We  publish  below  a  table  showing  the  percentage  of 
distribution  of  family  expenditure  based  on  a  $1,000 
income  in  1914,  and  a  comparison  of  that  income  .in 
1919  increased  equally  with  the  increase  in  the  cost 
of  living.  This  table  is  based  on  data  obtained  from 
Baltimore,  Boston,  Chicago,  Detroit,  Philadelphia  and 
Xew  York.  It  is  not  Canadian,  but  we  think  the  rela- 
tive figures  correspond  pretty  much  with  those  prevail- 
ing in  Canada. — Editor. 
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Food  

$  4.S0 

43.0 

91 

$  821 

42.0 

Clothing  .  .   .  . 

130 

13.0 

198 

387 

19.8 

Rent  

180 

18.0 

25 

225 

11.5 

Fuel  and  Light 

50 

5.0 

52 

76 

3.9 

Furniture  .  .  .  . 

50 

5.0 

175 

138 

7.1 

Miscellaneous  . 

.  160 

16.0 

92 

307 

15.7 

Total  

$1000 

100.0 

95 

1954 

100  0 

BRITISH  INDUSTRIES  FAIR,  1921 

The  three  fairs,  although  held  in  different  towns 
(London,  Glasgow  and  P>irmingham),  are,  in  reality, 
only  sections  of  one  fair,  and  together  constitute  the 
greatest  Trade  Fair  in  the  world. 

The  London  Fair  is  directly  organized  by  the  Imper- 
ial Department  of  Overseas  Trade  on  behalf  of  the 
British  Board  of  Trade,  while  the  Fairs  in  Birming- 
ham and  Glasgow  are  organized  by  the  municipalities 
of  the  respective  cities  under  the  auspices  and  with 
the  support  of  the  British  Board  of  Trade.  An  impor- 
tant point  in  the  organization  of  the  three  Fairs  is  that 
they  are  held  practically  concurrently,  and  that  each 
Fair  represents  a  specified  group  of  industries.  No 
industry  is  permitted  to  exhibit  at  two  Fairs,  and  con- 
se(|uently  the  buyei-  knows  that  at  whichever  Fair  lie 
may  be  visiting  he  will  find  the  whole  range  of  exiiibit- 
ors  in  any  particular  trade  or  trades.  Further  by  care- 
ful arrangement  of  the  dates  of  the  sections  it  is  made 
easy  for  him  to  visit  all  three  should  he  wish  to  do  so, 
for  Avhile  the  London  and  Birmingham  Fairs  run  con- 
currently from  the  21st  February  to  the  4th  March, 
the  Glasgow  exliil)it  oi)ens  a  week  Jater  on  the  2St!i 
February.' 

The  British  Industries  Fairs  are  not  Exhibitions. 
They  are  Trade  Fairs  to  which  admittance  is  restricted 
to  bona  fide  trade  buyers  seriously  interested  in  the 
|)articii)ating  trades.  Only  l^ritish  manufacturing 
firms  ai-e  allowed  to  exhibit,  and  no  exhibitor  is  per- 


mitted to  exhibit  goods  other  than  those  of  his  actual 
manufacture.  The  result  is  that  buyers  who  visit 
the  Fair  know  that  no  articles  shown  on  an  exhibitor's 
stand  can  be  purchased  elsewhere  in  the  Fair.  Exhibit- 
ors are  also  able  to  give  proper  attention  to  the  buyer, 
and  the  buyer  is  able  to  do  his  business  unhampered 
by  crowds  of  sightseers.  Furniture  is  one  of  the  prom- 
inent lines  to  be  exhibited. 


FURNITURE  MANUFACTURERS  OPEN  HOME 
FURNISHINGS  BUREAU 

The  bead  office  of  the  Furniture  Manufacturers'  As- 
sociation have  been  removed  from  the  seventh  floor  of 
The  Bank  of  Hamilton  Building,  Yonge  Street,  To- 
ronto, to  the  Bank  Annex  at  8  Colborne  street.  On  the 
fifth  floor  a  splendid  suite  of  offices  are  being  set  in 
order  where  the  various  departments,  including  board 
room,  are  being  provided  for. 

The  Home  Furnishing  Bureau,'  the  newly  formed 
publicity  department  of  the  Canadian  furniture  indus- 
try, will  be  located  in  the  former  office  of  the  Associa- 
tion on  the  seventh  floor  of  the  Bank  of  Hamilton 
P>uilding,  under  the  charge  of  T.  Lyle  Blogg. 

The  Bureau  has  already  got  into  harness,  and  several 
very  attractive  advertisements  have  already  appeared 
in  the  daily  press  of  Canada.  The  object  of  the  ad- 
vertising is  to  acquaint  the  public  with  what  is  neces- 
sary in  a  well  furnished  home,  and  it  will  recommend 
the  more  complete  and  attractive  furnishing  of  the 
home.  The  Bureau  will  a\so  conduct  a  propaganda 
campaign  through  various  mediums  in  an  effort  to  raise 
the  taste  of  the  people  so  that  they  will  take  a  greater 
pride  in  the  furnishing  of  their  homes.  The  Bureau 
solicits  the  hearty  co-operation    of    every  furniture 


T.  LVLE  BLOGG 
Toronto,  ot  the  Home  Furnishinf;  ntireau 


dealer  in  Canada  in  order  thai  its  many  activities  may 
be  Fully  successful,  and  dealers  are  invited  to  make 
suggestions  or  to  call  at  the  offices  of  the  Bureau. 

Some  of  the  advertisements  in  the  larger  centres  like 
Ottawa  have  been  coupled  up  with  local  dealers'  ad- 
vertising, making  a  solid  page  of  furniture  advertis- 
ing, helpful  both  to  the  trade  generally  and  the  partic- 
ular dealers  co-operating. 
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THE  MAXWELL 

Sanitary  Copper-Alloy  Vault 


 -IK  1^ 


Manufactured  Exclusively  of  Copper-Bearing  Steel 
The  Most  Rust- Resistant  Steel  or  Iron 

Known  to  the  Art. 

Its  Superiority  is  Now  Generally  Acknowledged 

Even  by  those  not  making  exclusive  use  of  the  material. 


MAKE  NO  MISTAKE 

Handle  and  sell  the  goods  you  can  depend  upon. 
The  Maxwell  Vault  has  never  failed  you. 

Its  Quality  is  Always  Maintained  Regardless  of  Expense 

Carried  in  stock  by  all  leading  jobbers. 


ASK  FOR  PRICES 


Manufactured  by 

MAXWELL  STEEL  VAULT  COMPANY,   ONEIDA,  N.Y. 
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Undertakers'  Department 

^^^^^^^^^^^^^^     Problems  affecting  the  Undertaking  Profession  are  here  discussed  and  readers  are  inoited  to  send  letters  \,^^^^^^^^^^^^^^^^ 

expressing  their  views  on  any  of  the  subjects  dealt  with — News  of  the  profession  throughout  Canada.  I 


STRIKING  OUT  for  NATIONAL  ASSOCIATION 
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C.  E.  A.  Convention  decides  on  many  things — Permanent  committees  appointed — Publicity  to  be 
inaugurated — Two-year  term  for  President — Change  of  name  mooted — Revision  of  By-Laws 

IIIIIIIIMIIIIIIIMIMII  I  Illlllllllllllllllllllllllllllllllll  mil  Illlllllllllllllllllllll  Illllimillllllllllllllllll  Ill  IMIMII  nil  I  Illl  IIIIUIII  :  MIMIIIIIMIIMIII  IIMIIIIIIIIIIIIM  Illlllllllllllllllllllllllllllllll  IIMIMIII 

OFFICIAL  REPORT  AND  MINUTES  OF  37th  ANNUAL  CONVENTION 


FROM  all  .standpoints  the  recent  convention  of  the 
Canadian  Embalmers  Association  was  the  best,  in 
the  recent  history  at  least,  of  the  annual  meet- 
ings of  this  organization.  All  the  committees  appoint- 
ed a  year  ago  had  done  much  work  throughout  the 
year,  and  the  Executive  had  backed  them  up  so  well 
that  we  now  have  one  of  the  foremost  associations  on 
the  continent. 

As  a  result  of  the  recent  convention  there  is  in  pro- 
cess of  formation  a  Dominion  National  Association ;  a 
publicity  committee  appointed  to  look  after  educa- 
tional features  for  both  the  public  and  the  profes- 
sion ;  an  effort  to  make  a  higher  standard  of  excel- 
ionce  for  those  practicing  as  well  as  those  entering 
the  profession. 

So  much  business  was  transacted  during  the  con- 
vention that  the  executive  will  find  it  necessary  dur- 
ing the  year  to  re-arrange  the  program  for  next  con- 
vention by  adding  an  additional  day,  or  devoting  all 
the  time  of  the  convention  to  business  topics  of  inter- 
est to  members  of  the  O.  E.  A. 


THE  opening  session  started  sharp  on  time,  presi- 
dent  Morris  welcoming  the  members  in  a  few 
introductory  remarks.    He  asked  secretary  Mat- 
thews to  cover  brietly  the  work  of  the  past  year. 

Mr.  Matthews  believed  the  association  was  making 
progress,  despite  some  few  difificulties.  He  hoped  to 
see  the  business  elevated  to  a  higher  plane,  and  would 
like  the  funeral  director  to  be  known  as  a  funeral  ser- 
vice man  rather  than  an  undertaker.  He  thought 
(Janadian  funeral  directors  should  make  as  much  pro- 
gress as  our  cousi)is  across  the  border. 

Morticians  was  a  term  used  by  funeral  directors  in 
the  U.S.,  but  it  evidently  was  a  word  not  much  liked, 
judging  by  the  remarks  and  criticisms  heard  at  the 
Atlantic  City  convention  last  year.  It  would  be  a 
good  thing,  secretary  Matthews  thought,  if  every  per- 
son attending  this  convention  was  charged  a  lO'cent 
fine  for  using  the  word  "undertaker."  Taking  him 
at  his  word,  R.  U.  Stone  was  appointed  critic  to  col- 
l(>ct  10  cents  from  every  person  who  used  the  word, 
the  fund  to  be  devoted  to  cliarity. 

The  executive  had  taken  up  and  discussed  <i  luun- 
ber  of  matters  which  would  be  brought  before  this 


convention.  Among  them  was  a  change  of  name  for 
the  association,  a  change  that  would  suit  the  members 
rather  than  changing  the  members  to  suit  the  present 
name.  The  whole  wording  of  the  constitution  was 
also  gone  over,  and  there  was  a  proposal  to  raise  the 
fees  to  place  the  finances  on  a  firm  basis. 

Mr.  Matthews  thanked  the  manufacturers  and  trade 
papers  for  their  help  in  boosting  the  convention  and 
paving  the  way  for  successful  association  meetings. 

President  Morris  introduced  Mr.  Armstrong,  who 
had  come  from  Vancouver  to  attend  the  convention. 

The  minutes  of  the  last  convention,  as  published  in 
Canadian  Furniture  World,  were  taken  as  read  on 
motion  of  Messrs.  McKillop  and  Burgess,  and  the  presi- 
dent asked  Prof.  Chas.  0.  Dhonau  to  give  his  first  con- 
vention address. 

The  professor  covered  the  headings  of  what  he  in- 
tended takhig  up  at  this  year's  meetings.  Incident- 
ally he  believed  an  association  could  do  more  good 
by  woi'king  in  a  friendly  way  than  by  using  a  hammer. 
The  trade  papers  and  personal  talk  with  non-members 
were  strong  factors  in  helping  an  association.  He  ad- 
vocated community  meetings  and  advis'd  members 
when  they  got  to  their  homes  to  try  out  th?se  smaller 
sectional  meetings.  These  would  make  o""  a  comp^'titor 
^in  associate  and  would  diffuse  a  better  and  broader 
spirit  among  the  profession. 

Before  the  noon  adjournment  Messrs.  John  Thom- 
son, dean  of  the  funeral  service  men  in  the  West  ;  A. 
P,.  Gardiner,  secretary  of  the  Western  Canada  Funer- 
al Directors  Association,  both  of  Winnipeg,  and  presi- 
dent W.  S.  Yule,  Swift  Current,  of  the  Saskatchewan 
Funeral  Directors  Association,  were  introduced  to 
the  convention,  all  of  whom  nuule  happy  references  to 
the"  C.E.A.  and  brought  greetings  from  their  own  as- 
sociations. 

,  .,  IIIIMIIIIlHIMir.ll  IIIIIIIIIIIIMIIIMIIIIII  I  IIIIIIMnilllllllll  IIMIMIIIIMIMIIIMI  IMIIIMIIIIIIIIi: 

I  C.  E.  A.  OFFICERS— 1920-21  | 

1  PrcsiiU'ut,  T.  PI.  McKillo]!,  Uraniiitoii.  | 

I  First  Vice-President,  W.  A.  Britton,  Listowol.  | 

1  Soconii  Vice-President,  A.  A.  Jackson,  Sudhnr.v.  | 
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TUESDAY  AFTERNOON 

THE  afternoon  session  commenced  with  the  first 
hour  being'  devoted  to  an  open  forum  in  which 
all  the  members  could  ask  and  answer  any  rjues- 
tions  relative  to  the  work  in  which  they  were  engaged. 
President  Morris  asked  those  present  to  avail  them- 
selves of  this  opportunity. 

Secretary  Matthews  called  attention  to  the  case  of  a 
member  who  wished  to  continue  his  membership  in  the 
Association.  He  owed  at  present  $16.  As  he  had  suf- 
fered a  loss  financially,  the  Secretary  .thought  the  As- 
sociation might  meet  him  by  remitting  some  of  his  back 
dues  and  reinstate  him  on  payment  of  $10.  R.  U.  Stone 
seconded  this,  which  was  carried. 

R.  U.  Stone  asked  Prof.  Dhonau  to  read  again  a 
paper  written  by  W.  Redfield,  Secretary  of  Commerce 
at  Washington,  which  the  Professor  had  read  at  the 
morning  session.  This  paper  dealt  with  some  of  the 
underlying  principles  which  should  govern  the  funeral 
director  in  his  business.  Prof.  Dhonau  also  emphasized 
the  worth  of  Association  gatherings  by  making  them 
clearing  houses  for  the  dissemination  of  helpful  ideas. 

President  Morris  presented  and  read  his  annual  ad- 
dress covering  the  work  of  the  Association  during  the 
past  year,  which  on  motion  of  Messrs.  McKillop  and 
Wright  was  sent  on  to  the  committee  to  discuss. 

F.  W.  Matthews  thought  the  present  occasion  a  good 
time  to  bring  before  the  members  the  idea  of  finding 
a  more  suitable  name  for  the  practitioner  than  "under- 
taker." He  believed  that  "director  of  funeral  service'' 
was  a  better  term,  more  suitable  even  than  "funeral 
director." 

Two- Year  Term  for  President 

Another  matter  Mr.  Matthews  brought  up  was  that 
of  having  the  president  serve  two  years ;  that  is.  con- 
tinue to  have  our  annual  elections,  but  that  Avhen  a 
good  man  of¥er  he  be  reelected  for  a  second  year. 
"When  we  get  a  good  man  like  Mr.  Morris  as  president 
I  think  we  should  be  enabled  to  reelect  him  for  another 
year.  Our  president  gets  elected,  but  is  just  used  to 
his  Avork  when  election  time  comes  round  and  he  is 
supplanted  by  a  new  man." 

R,  U.  Stone  acquiesced  in  this  and  thought  it  woul  l 
be  better  to  re-elect  good  men  for  the  second  term. 

A.  A.  Jaeksoji  stated  there  was  one  thing  lacking  in 
our  Association  which  he  had  thought  over  during  the 
year  and  that  was  a  Publicity  Committee.  Other  or- 
ganizations had  such  a  committee  and  we  ought  to  have 
one  to  present  our  case  before  the  local  and  provin- 
cial boards  of  health,  the  medical  profession,  the  pub- 
lic authorities  and  the  public  generally.  He  thought 
$75  or  $100  should  be  set  aside  for  use  by  such  a  com- 
mittee to  do  necessary  publicity  work  during  the  next 
year.  He  asked  that  this  committee  be  authorized  and 
named  Messrs.  Burgess,  Stewart,  Boyd,  O'Hagan  and 
Uren  as  members  thereof. 

On  motion  this  committee  was  approved,  Mr.  Jack- 
son being  asked  to  act  as  chairman. 

On  change  of  name  Mr.  Jackson  agreed  that  the 
term  "undertaker"  was  meaningless  and  "funeral  di- 
rector" was  incomplete.  He  liked  the  term  '•morti- 
cian." 

Mr.  McKillop  spoke  along  similar  lines,  but  IMtssrs. 
Stone  and  Cobbledick  were  opposed  to  the  word  "mor- 
tician." The  matter  was  then  left  to  be  taken  up 
later. 

Naming  Convention  Committees 

President  named  the  following  as  chairmen  of  the 
various  working  convention  committees: — President's 
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Address,  W.  L.  Kjieehtel;  Secretary's  Repoi't,  R.  W. 
Bartlett;  Treasurer's  Report,  R.  U.  Stone;  Finance,  T. 
H.  McKil'op:  Resolutions,  W.  A.  IJritton  ;  Publicity,  A. 
A.  Jackson. 

C.  N.  Greenwood,  as  chairman  of  the  committee  ap- 
pointed at  last  year's  convention  to  take  up  the  matter 
of  forming  a  Canadian  National  organization,  gave  a 
verbal  report  of  what  had  been  attempted  during  the 
year.  Some  twenty  letters  had  been  sent  out  and  he 
had  a  nunaber  of  men  helping  him  spread  the  news  of 
a  Dominion-wide  Association  to  obtain  the  views  of 
members  of  the  profession  throughout  the  various  pro- 
vinces, and  a  meeting  had  been  held  earlier  that  day 
to  discuss  the  matter  further.  He  had  also  asked  the 
existing  provincial  organizations  to  send  delegates  to 
Toronto,  and  he  hoped  to  present  a  definite  report  bf 
fore  the  convention  closed. 

Prof.  Dhonau  rounded  out  the  afternoon  with  lec- 
ture on  "Why  embalming  fluids  do  not  harden  all 
bodies  alike." 


WEDNESDAY  MORNING 

THE  Secretary's  Report  was  the  first  item  of  the 
second  day's  session.  This  was  read  by  Mr. 
Matthews  substantially  as  it  appeared  in  last 
month's  issue  of  Canadian  Furniture  World.  On  mo- 
tion of  Messrs.  Edwards  and  Coltart  this  was  referred 
to  the  committee  for  comment  and  suggestion. 

To  validate  the  election  of  Messrs.  Uren  and 
O'Hagan  to  the  Publicity  Committee,  both  these  were 
made  honorary  members  of  the  C.  E.  A. 

Treasurer  Coltart  presented  his  financial  report  show- 
ing a  substantial  gain  in  receipts  over  the  previous 
year  and  a  somewhat  larger  balance.  Before  the  com- 
mittees met  to  take  up  the  matter  of  change  of  name, 
however,  he  would  like  to  say  that  whi^e  he  did  not 
strenuously,  he  would  rather  like  to  see  the  old  name 
retained.  He  did  not  like  the  word  "service;"  it 
sounded  too  much  like  servant.  He  gave  reminiscence,' 
of  the  early  days  of  the  Association,  which  grew  out  o' 
the  sessions  held  at  the  Renouard  school  at  Rocheste' 
in  1864  or  1865.  J.  B.  Mclntyre  of  St.  Catharines  ano 
himself  were  now  the  only  living  members  of  the  fi^^'st 
organization  meeting. 

He  was  pleased  to  be  able  to  record  the  progress  of 
the  C.  E.  A.  financially.  It  was  in  perfectly  good 
stanching.  He  had  invested  ^500  of  C.  E.  A.  funds  iu 
municipal  debentures  at  51/2  per  cent. 

On  motion  of  Messrs.  McKillop  and  Cobbledick  the 
statements  and  books  were  sent  on  to  committee. 

The  Office  End  of  Business 

A  special  address  on  the  business  side  of  the  ])rofes- 
sion  was  next  given  by  W.  Cawkell,  secretary  of  tho 
Furniture  Manufacturers'  Assn.  In  his  introductory 
remarks  Mr.  Cawkell  told  of  his  connection  with  the 
retail  furniture  trade.  He  was  not  an  embalmer,  nor 
did  he  know  anything  about  embalming,  except  in  a 
hazy  way.  He  appreciated,  however,  the  funeral  di- 
rector's responsibility  when  called  into  the  house  of 
death,  when  the  family  were  not  in  a  position  to  think 
of  oi-dinary  business. 

A  vote  of  thanks  was  tendered  Mr.  Cawkell  on  mo- 
tion of  Messrs.  Rogers  and  Sutton. 

Prof.  Dhonau  followed  with  his  lecture  until  noon 
hour  dealing  especially  with  the  venous  system  of  in- 
jection. 


THURSDAY  MORNING 

THE  third   morning's   session   opened   with  Prof. 
Dhonau 's  lecture  on  injection  of  veins  and  ar- 
teries, and  the  assembling  of  the  various  com- 
mittees to  discuss  reports  sent  on  to  them. 

At  the  conclusion  of  the  professor's  address  the  con- 
vention committees  submitted  their  reports  as  fol- 
lows : — 

On  President's  Address 

We,  j-our  committee,  appointed  to  report  on  the  pres- 
ident's address  beg  leave  to  report  as  follows: — 

We  are  very  much  pleased  to  note  the  success  of  our 
37th  annual  convention.  We  congratulate  president  F. 
F.  Morris  and  your  executive  on  the  progress  made 
during  the  year,  and  favor  the  suggestion  of  F.  W. 
Matthews  that  the  president  be  given  a  second  year. 

We  feel  that  every  member  who  has  attended  the 
convention  lectures  this  year  of  Prof.  Dhonau  will  go 
away  knowing  that  the  professor  has  given  them  big 
value  for  their  money. 

We  would  also  commend  our  executive  on  the  good 
financial  report  made  this  year. 

Signed  on  behalf  of  Committee. 

•     W.  N.  Knechtel 
J.  R.  Fleury 
G.  W.  Earle. 

On  Secretary's  Report 

We,  your  committee,  appointed  to  consider  the  re- 
port and  audit  the  secretary's  cash  book,  beg  leave  to 
report  the  cash  in  bank  amounts  to  $1,844.05  which 
shows  a  goodly  increase  over  1919. 

We  also  wish  to  tender  to  Mr.  Matthew^s  our  appre- 
ciation of  his  undivided  attention  on  behalf  of  the  asso- 
ciation. ! 

Signed  on  behalf  of  committee. 

N.  B.  Cobbledick 
N.  L.  Brandon 
W.  A.  Britton. 

Treasurer's  Report 

Receipts : 

To  balance  on  hand  last  audit         $  708.93 
To  receipts  from  sec'y.  1328.00 
Interest  on  bank  deposits  17.43 
Interest  on  City  of  Chatham  De- 
bentures 27.50 

$2081.86 

Expenditures.  1126.76 
Bal.  on  hand  in  bank  and  bonds,  etc.  955.10 


$2081 .86 


The  undersigned  committees  have  examined  books 
and  vouchers  for  period  1919-1920  and  report  balance 
on  hand  to  credit  of  Canadian  Embalmers  Association 
to  be  $955.10.    Vouchers  on  hand  foi-  all  expenditures. 

R.  U.  Stone 
W.  J.  Stewart. 

Finance  Report 

We,  youi"  coniniiltee  on  Financ(\  beg  leave  to  rcj^ort 
as  follows: — 

We  are  glad  to  note  that  there  has  been  a  very  sub- 
stantial increase  in  finances.  The  treasurer's  state- 
ment shows  a  balance  of  $955.10  to  th(>  credit  of  the 
f  Continued  on  page  6j ) 
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PRESIDENT'S  ADDRESS 

WE  have  to-day  opened  our  ;57th  annual  conven- 
tion, and  as  I  look  around  me  I  feel  that  we  are 
well  represented  from  all  directions  by  this 
splendid  gathering  of  members  of  our  association. 

As  we  look  back  over  the  years  we  can  all  see  many 
changes  and  a  steady  advancement,  until  now  our 
calling  is  a  profession  recognized  and  respected.  For 
this  I  am  .sure  we  are  all  justly  jjroud. 

Since  our  last  annual  meeting  our  Executive  has 
found  it  necessary  to  have  three  sessions. 

The  first  one,  necessary  of  course  to  settle  up  details 
and  finances  of  last  session-. 

The  second  one  on  April  17th  last,  when  your  Ex- 
ecutive decided  on  the  time  and  character  of  the 
present  convention. 

The  third  on  the  day  previous  to  opening  our  con- 
vention to  complete  details,  etc.,  and  we  trust  that 
our  decisions  relative  to  our  convention,  school  and 
picnic  will  meet  with  your  heart.y  approval  and  sup- 
port. 

I  trust  we  are  all  in  hearty  .synin  't'n  '  li  --.i  •  -  - 

sociation,  its  object  being  a  three-fold  benefit  to  each 
one  of  us. 

Firstly,  that  we  ma"y  benefit  ourselves  and  in  so 
doing  benefit  each  other  by  receiving  a  ))etter  and 
broader  understanding  of  our  profession. 

Secondly,  as  a  matter  of  education  and  enlighten- 
ment which  I  believe  should  be  our  all  important 
object.  Our  convention  provides  a  means  for  our  get- 
ting together  and  supplying'  u5  with  the  knoW'edge 
and  teaching  we  most  need,  as  has  been  and  will  again 
be  given  us  by  such  gentlemen  as  Prof.  Chas.  0. 
Dhonau  and  many  other  instructors  who  have  ap- 
peared before  our  members. 

A  work  which  could  not  possibly  be  studied  out  by 
each  individual  undertaker  for  himself,  but  by  our 
getting  together  as  a  body  it  is  made  possible  to  secure 
the  services  of  such  men,  who  have  seen  fit  to  give 
their  time  and  talent  to  research  work  in  the  lines 
which  interest  us  and  advance  our  calling  most. 

We  then  should  not  lose  sight  of  the  fact  that  our 
annual  convention  is  a  very  vital  and  important  affair 
to  us  and  that  if  necessary  we  shouild  make  sacrifices 
to  be  here  (and  in  any  event,  be  here),  for  I  venture 
to  say  that  none  of  us  are  so  perfect  in  the  carrying 
out  of  our  work,  but  that  our  getting  together  Avould 
be  a  means  of  helping  us  in  our  difficulties,  of  raising 
the  standard  of  some  who  have  not  the  knowledge  of 
doing  things  as  they  should  be  done,  and  should  there 
be  any  who  think  that  there  is  nothing  further  for 
them  to  know,  perhaps  from  this  very  fact  of  coming 
to  our  association  meetings  they  may  help  some  of 
us  who  require  that  assistance,  by  imparting  some  of 
that  knowledge,  and  so  b.y  our  annual  convention  and 
the  educational  advantages  it  affords  we  may  aim  to 
raise  the  standard  of  our  profession  each  year. 

Let  me  suggest  a  little  more  time  and  study  to 
sanitation  which  even  yet  is  not  what  it  might  be,  but 
will  in  due  time  by  the  earnest  co-operation  of 
hea^lth  boards,  the  medical  fraternity  and  the  funer- 
al directors  prove  a  great  measure  in  reducing  the 
ravages  of  epidemics  in  our  lands. 

Thirdly,  our  convention  should  be  a  source  of 
pleasure,  of  meeting  together  as  friend  to  friend,  for 
as  we  meet  to  discuss  our  problems,  to  tell  our  storie-^ 
(to  discuss  our  new  motor  hearse)  and  to  spend  a 
social  hour  together  in  games,  etc.,  who  will  ,sa.v  but 


that  it  has  been  an  in.spiratiou  to  turthc)-  carry  on. 
an  incentive  for  better  things,  this  getting  together. 

One  (question  which  seems  of  vital  importance  to  me 
is  that  of  securing  new  members.  We  should  not  be 
content  to  stand  still  in  this  matter.  While  we  have 
now  a  splendid  membership  yet  I  cannot  but  think 
but  what  there  are  a  great  many  in  this  province  who 
are  not  members  and  if  so  this  should  not  be. 

If  this  association  is  good  for  you  and  me  it  should 
be  good  for  those  outside  and  some  effort  should  be 
made  to  get  them  in,  and  also  to  encourage  any  pres- 
ent members  Avho  are  behind  with  their  dues  to  pay 
up. 

Some  few  years  ago  it  was  suggested  here  that  each 
individual  undertaker  make  it  his  business  to  solicit 
his  nearest  neighbors  or  competitor  as  the  case  may 
be,  to  find  if  he  were  already  a  member  of  our  asso- 
ciation and  if  not,  to  try  and  get  him  to  join,  but  as 
funeral  directors  are  not  always  on  the  most  intimate 
terms  with  their  nearest  competitor  it  leads  me  to 
think  that  some  other  plan  would  give  much  better 
results. 

My  opinion  in  this  matter  is  that  it  might  be  suc- 
cessfuUy  carried  out  through  the  travelling  men  of 
our  supply  houses.  There  is  no  one  who  would  have 
the  opportunities  that  the  representatives  of  our  sup- 
pl}^  houses  have,  they  meet  these  men  often,  are  ne- 
cessarilj'  on  very  friendly  terms  with  them,  they  are 
fully  aware  of  the  benefits  to  be  derived  by  being  a 
member  of  the  association,  and  we  know  from  ex- 
perience that  they  are  the  most  tactful  in  convincing 
an  undertaker  that  he  should  do  a  certain  thing,  even 
though  he  at  first  may  think  different. 

However,  you  will  agree  with  me  that  a  commercial 
traveller  is  at  all  times  fully  awake  to  the  welfare  of 
his  customer  and  also  when  I  say  that  the  larger  the 
membership  of  the  association  the  greater  the  benefit 
will  be  to  the  travelling  profession  and  to  the  supply 
house  as  well. 

I  am  sure  that  if  this  association  will  take  the  mat- 
ter up  with  the  supply  houses  and  with  their  consent 
with  their  travellers  that  we  will  find  them  ready  and 
willing  to  put  their  shoulder  to  the  wheel  and  boost 
for  a  membership  complete  with  every  undertaker's 
name  in  the  province,  and  I  will  suggest  that  a  com- 
mittee be  elected  for  the  purpose  of  increasing  our 
membership. 

Let  me  here  express  my  appreciation  of  the  hearty 
sympathy  and  support  always  shown  and  extended 
to  us  by  the  manufacturers  and  their  travelling  sales- 
men in  our  every  enterprise,  indeed  our  deliberations 
would  seem  tame  to  most  of  us  were  it  not  for  the  joy 
and  friendship  of  their  meeting  with  us. 

To  our  Secretary,  Mr.  F.  W.  Matthews,  and  to  his 
able  assistant,  Mr.  James  O'Hagan  of  The  Canadian 
Furniture  World  and  The  Undertaker,  the  Canadian 
Embailmers'  Association  with  myself  are  greatly  in- 
debted, as  these  •  gentlemen  have  been  indefatigable 
in  their  efforts  to  make  our  convention  a  success  and 
to  elevate  the  standing  of  our  profession. 

I  thank  you  one  and  all  most  heartily  for  the  honor 
which  a  year  ago  you  conferred  on  me  when  you 
made  me  your  president,  and  I  trust  my  shortcomings 
will  be  overlooked  and  have  not  lessened  the  dignity 
of  our  association.  May  T  bespeak  for  my  siiccessor 
the  same  kindly  and  courteous  treatment  that  you 
have  all  extended  to  me  and  a  most  successful  career 
to  the  Canadian  Embalmers'  Association. 

Sincerely  Your  President.  F.  F.  IMORRTS. 


October,  1920 
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Combination  Ambulance  and 
Pall  Bearer's  Coach 


AMBULANCE 


'1^ 

-^PHILLIPS 


W.H.WATTMAN 
CAR  BODY  CO. 

STRATFORD,  ONT. 


DUILT  on  a  Cadillac  chassis,  1 40-inch  wheel  base, 
^  and  equipped  with  a  Bombgardner  folding  cot  that 
can  be  removed  when  car  is  used  as  a  pall  bearer's  coach. 
The  interior  is  of  solid  mahogany,  the  body  being  of 
aluminum.  There  are  two  doors  at  each  side  and  two 
at  the  back. 

Quotations  on  your  funeral  vehicle 
requirements  cheerfully  given 


The  W.  H,  Wattman  Car  Body  Company 

STRATFORD,  ONTARIO 


inTriiiiiMiijii 
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REGISTERED  AT  CONVENTION 

Students  at  school — ^Fraiik  N.  Inkslater,  Paris  ;  E. 

A.  Towers.  St.  Thomas  ;  G.  H.  Rogers,  Ottawa  ;  Chas. 
Holmes.  Seaforth  ;  Gordon  A.  Beaton,  Markdale  ; 
James  R.  Grant,  Bownianville  ;  Wm.  McEachnie, 
Markdale  ;  Preston  T.  Walker,  Milverton  ;  Ira  At" 
wood,  Bridgeburg  ;  Carl  P.  Dougherty,  333  College 
Street,  Toronto  ;  Fred.  W.  Hardy,  Harriston  ;  Fred. 
W.  Porter,  Toronto  ;  Daniel  A.  McLean,  A.vlmer  ;  W. 
Stirling  McLean,  Maxville  ;  Harry  B.  Tuttle,  Monc 
ton,  N.B.  ;  Francis  Miller,  Cormvall  ;  G.  A.  Comba, 
Ottawa  ;  R.  Ptoleme.y,  Hamilton  ;  W.  R.  Pierce,  Ayl- 
mer  ;  Lloyd  Cosb.v,  Gravenhurst  ;  G.  Marsh,  Smith's 
Palls  ;  C.  H.  Pennington,  Norwich  ;  A.  Lawrie,  Maple ; 
R.  S.  ]\IcArthur,  Lancaster  ;  A.  E.  Logan,  London  ; 
C.  A.  Trott,  Col'ingwood  ;  Newton  White,  Stirling  ; 
Hugh  McDonald,  Norwood  ;  W.  H.  Bicklej',  Toronto  ; 
R.  Cochrane,  Ottawa  ;  James  Blacklock,  Grafton  ;  R. 
L.  Beckett,  Brantford  ;  L.  B.  Gowan,  Hagersville ;  A. 

B.  Curtis,  Havelock  ;  R.  G.  Winter,  St.  Catharines. 
Funeral  Directors — Thos.  Porter,  Toronto  ;  N.  B. 

Cobbledick,  Toronto  ;  J.  C.  Glaves,  Scotland  ;  Neil 
McPhee,  Park  Hill  ;  R.  W.  Stone,  Toronto  ;  G.  Pat- 
terson, Welland  ;  W.  J.  McLean,  Tottenham  ;  M.  P. 
Ke.ves,  Kingston  ;  Wm.  N.  Knechtel,  Toronto  ;  T.  H. 
McKillop,  Brampton  ;  Fl.  F'.  M|orris,  Bownianville  ; 
A.  C.  Blakele.v,  Tweed  ;  C.  De,yman,  Fenelon  Falls  ; 
Ben.  Buchanan,  Warkworth  ;  John  A.  Robinson,  New- 
bury ;  W.  A.  Bulton,  Listowel  ;  F.  H.  Robinson,  New- 
bury ;  Colin  E.  Burgess,  Toronto ;  Chris.  Dreisinger,  Geo. 
Dreisinger,  Elmira ;  Jas.  McFarquhar,  Toronto;  J.  R. 
Fleury,  Toronto;  Fred.  Fischer,  Elora ;  A.  W.  Bartlett, 
Toronto  ;  Fred  Scott,  Woodbridge  ;  Ed.  Strasler,  Queens- 
viUe  ;  L.  B.  Rose,  Newmarket  ;  A.  R.  Coltart,  Chat- 
ham ;  A.  A.  Jackson,  Sudbury  ;  D.  A.  Austin,  Sim- 
coe  ;  J.  S.  t^hellew,  Blyth  ;  Robt.  McMane,  Milver- 
ton ;  Chas.  R.  Bolton,  Toronto  ;  W.  J.  Savage,  Lis- 
towel ;  0.  Bechtel,  Baden  ;  Colin  McMillan.  Holstein ; 

C.  M.  G.  Smith,  Barrie  ;  G.  J.  Lawrie,  Maple  ;  H. 
Wallace.  Brinston  ;  J.  M.  Logan,  Parry  Sound  ;  Alex. 
Logan,  Parrv  Sound  ;  W.  A.  Wright,  Richmond  Hill  ; 
R.  Motfatt,  Toronto  ;  C.  Haskett,  Lucan  ;  G.  L.  Wat- 
son, Walters  Falls  ;  Bart  Wright,  Chesley  ;  Wm.  J. 
Morrison,  Kincardine  ;  Joseph  Hilliar,  Burks  Falls  ; 
G.  W.  C.  Graham,  Toronto  ;  C.  N.  Greenwood,  Strat- 
ford ;  Ernest  E.  Bolton,  Toronto  ;  N.  L.  Brandon,  St. 
Mary's  ;  Robt.  J.  Pollock,  Cochrane  ;  J.  E.  Simpson, 
Sault  Ste.  Mi'arie;  A.  T.  MacDonald,  Stayner;  N.  J. 
Boyd,  Mitchell;  G.  H.  Swartz,  Jerseyville ;  A.  P.  Me- 
Cabe,  Toronto ;  W.  J.  Mather,  Stoufifville ;  J.  Paul,  Fev- 
ersham;A.  E.  Maynes,  Toronto;  W.  J.  Stewart,  To- 
ronto ;  J.  W.  Pattison,  Port  Elgin ;  Max  MacPherson, 
Delhi;  J.  C.  McXabb,  Cobalt;  Robt.  J.  Reid,  Kingston; 
Roger  Wilson,  Chatsworth  ;  D.  A.  Bonesteel,  Tngersoll : 
J.  G.  li'Miry.  Sudbury  ;  John  Roger,  Atwood  ;  Geo.  Heth- 


erington  ;  Laughton;  P.  R.  Williams,  St.  Thomas;  Fred. 
Skinner.  Schomberg;  G.  S.  Cumming.  Arthur;  Chas. 
Dunham,  Aurora;  R.  Maddocks,  Toronto;  F.  G.  Wil- 
cox, Waterford;  C.  A.  Butler,  St.  Catharines;  F.  W. 
Matthews,  Toronto;  A.  W.  Mitchell,  Guelph ;  Lome  R. 
Barlett.  Weston;  R.  A.  Breckenridge,  Owen  Sound;  W. 
J.  Ward,  Weston ;  G.  W.  Earle.  Sudbury ;  R.  W.  Stras- 
ler, (jueensville ;  Morley  S.  Bedford,  Woodstock ;  Nor 
man  A.  Craig,  Toronto;  J.  L.  Tickell,  Belleville;  A  F. 
Stager,  Hespeler;  W.  D.  Minniken,  Barrie;  W.  G.  Bur- 
rows, Chatham ;  J.  G.  Scarrow,  Tara  ;  ]\I.  Morse,  Nia- 
gara Falls;  C.  W.  Browne,  Parkhill ;  J.  H.  Summer- 
feldt,  Cannington  ;  Frank  C.  Reid,  Kingston;  H.  A.  Met- 
ier, Fenwick ;  C.  R.  Woodburn,  Ottawa ;  Wm.  Speers. 
Toronto;  Joseph  Brophey,  Goderich. 

Assistants — Harold  Gray,  Ottawa  ;  Jos.  Bennett,  To- 
ronto;  S.  S.  Russell,  Acton;  J.  Jones,  Siraeoe ;  W.  L. 
Rhyndress,  Essex;  H.  W.  Pritchett,  Toronto;  Fred.  W. 
Hard.v,  Harriston ;  Francis  ]\Iiller,  Cornwal' ;  Howard 
R.  MacGregor,  Aylmer ;  W.  A.  Ball,  Ayr ;  P.  C.  Lloyd, 
Barrie;  E.  E.  Marsh,  Smith's  Falls;  J.  Long,  Fever- 
sham;  Ed.  Class,  Kitchener;  Chas.  H.  A.  Stager.  Hes- 
peler; Walter  H.  Hutchinson. 


PROFESSIONAL  NOTES 

Masters  and  Snyder,  funeral  directors,  Napanee, 
Ont.,  have  dissolved  partnership,  with  ]\Ir.  Masters 
continuing  the  business. 

A  12-pound  boy  is  the  newest  thing  in  Mr.  and  ]\Irs. 
Walter  H.  Bickley's  home  at  Toronto.  It  arrived  in 
the  morning  of  Sept.  29.  To  distinguish  the  son  from 
the  father  the  heir  has  been  named  William  Henry. 

P.  M,  Howard,  of  Howard  &  Sons,  Hastings,  Ont.. 
has  been  confined  to  St.  Joseph's  Hospital,  London, 
Ont.,  for  the  past  several,  weeks,  having  undergone  a 
critical  operation.  The  1920  C.E.A.  convention  is  the 
first  Mr.  Howard  has  missed  in  25  .vears. 


CHAMPION  PRODUCTS  AT  THE  COAST 

The  Pacific  Coast  representative  of  the  Champion  , 
Chemical  Co.,  John  ShuUis,  put  on  an  exhibit  of  that 
company's  products  at  the  California  convention  held 
at  Oakland  in  August  which  displa.v  shoAved  a  com- 
plete line  of  Champion  embalming  fluid ;  Baker,  Boyd. 
Champion  and  Superior  vaults ;  and  an  assortment  of 
embalming  boards,  church  trucks,  couch  covers  and 
slumber  robes,  etc.  This  was  the  first  convention  that 
the  Champion  Chemical  Co.  ever  held  on  the  Pacific 
Coast. 


"Who  was  Nero,  Bill  ?"  a.sked  one  student  to  an- 
other.   "Wasn't  he  the  chap  who  was  alwa.vs  cold  ?" 

"No,"  said  the  wise  student,  "that  Avas  Zero — an- 
other guy  altogether." 
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C.  E.  A.  School  Students — 
1 920.  The  number  of  students 
attending  the  C.  E.  A.  School 
keeps  on  increasing  from  year 
to  year.  This  year  there  was 
a  registered  attendance  of  37. 
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I       Your  catalogue  was  mailed  !  | 

I              Did  you  receive  it?  |  | 
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T  AST  month  we  mailed  to  all  customers  our  I  | 

^  new  supplementary  catalogue  of  Steel  Cas-  |  | 

kets  and  Spartan  Shaded  Caskets.   This  is  a  |  | 

nicely-bound,  twelve-page  issue,  and  we  want  I  | 

every  funeral  director  in  Canada  to  get  one.  |  | 

They  are  truly  business  getters.  |  | 

Your  catalogue  was  mailed  | 

Did  it  go  astray  in  the  mails?   If  so,  we  will  gladly  mail  |  J 

you  another,  upon  request.  |  | 

Our  Steel  Caskets  are  a  very  select  and  exclusive  line  in  IB 

square  carved  corners  and  Ionic  column  corners,  made  in  |  | 

full  couches,  half  couches,  full  hinged  tops,  hinged  face  |  1 

plates,  and  with  or  without  hermetically-sealed  inner  seals.  |  ■ 

Our  prices  are  within  reach  of  all  funeral  directors.  Show  |  1 

your  customer  our  Steel  Caskets  first.  |  | 


=  ^  lyillMIIIHIHIIMIIIIIIIIIIIIIIIIMIMIMIMIMIIIIIIIIIIMIMIMIMIMIIIIMIMIIIIMIMIIIIIIIIIIIIIIIIIinilllllllllllMIIIIIIIIIIIIMIIIIIIIIIMIIIMI^   IIIIIIIIIIIIIIMIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIMIIIIIIIIIIIIIIMIIIIIIIIIIIIIIIIIIII  E  ^ 

I        Dominion  Manufacturers^  Limited  | 

S  I                                 1 09  Niagara  Street      -      Toronto,  Canada                                |  m 

B  I                                                                    BRANCHES                                                                    |  J 

S  1           Vancouver,  Calgary,  Winnipeg,  London,  Hamilton,  Toronto,  Montreal,  Three  Rivers,  Amherst          |  S 
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Spartan  Hardware  is  Anti-Tarnish 


What  is  more  appropriate  than  "Good  Hardware." 


Our  own  manufacture. 


Spartan  Shaded  Caskets 

This  illustrates  an  exclusive  feature  of  our  line.  It  shows  our  design  No.  602 
Casket,  which  is  made  solely  in  the  standard  Spartan  Shades.  These  new 
finishes  are  made  in  hardwood,  and  are  meeting  with  a  large  sale  and  popular 
approval  of  the  trade. 


Number  602 

Spartan  Finish,  Hardwood  Casket,  Ornamental  Corners,  Hinged  Panel,  trimmed  complete  with 
No.  1 344  Extension  Handles  and  Jap  Satin  Interior,  Pillow  and  Lining. 

SPARTAN  —  Gold,  Silver,  Copper  or  Bronze 

Dominion  Manufacturers,  Limited 

Head  Office  and  Showrooms: 
109  Niagara  Street       -       Toronto,  Canada 

BRANCHES 

\  ancouver         Calgary         Winnipeg         London        Hamilton         Toronto         Montreal  Three  Rivers  Amherst 


Saccara  Concentrated  Embalming  Fluid 

You  want  the  Best  Results    —    You  believe  in  the  Best    —    Then  buy  the  Best 

"SACCARA"  IS  GUARANTEED 
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C.  E.  A.  CONVENTION 

( Continued  from  par/e  5: 1 

association,  and  we  liave  an  increase  this  year  of  over 
^^200.00. 

Our  receipts  last  year  were  $1,828  as  compared  with 
this  year,  $1,829,  which  is  very  gratifying. 

F.  H.  McKillo]) 
A.  Logan. 
Publicity  Report 

On  the  appointment  of  a  Publicity  Committee  some 
discussion  took  place.  A  resolution  was  introduced  by 
Mr.  Burgess  seconded  by  Mr.  Kjieehtel,  that 

"Owing  to  the  fact  that  certain  funeral  directors 
employ  questionable,  undesirable,  and  unprofessional 
methods  of  obtaining,  diverting  and  securing  business, 
and  that  the  reputable  funeral  directors  of  Ontario  are 
judged  by  the  same  low  -standard  of  method  and  pol- 
icy, the  Canadian  Embalmers  Association,  being  the 
representative  body  of  the  profession,  should  give  this 
matter  consideration,  with  the  view  to  educating  pub- 
lic opinion  with  pub'icity  that  would  establish  in  the 
minds  of  the  public  a  true  conception  of  what  a  true 
professional  funei'al  director  should  be,  and  to  protect 
the  unsuspecting  public  from  unprofessional,  aggres- 
sive methods  of  those  who  are  daily  dragging  our  pro- 
fession to  the  point  where  we  are  all  more  or  less  cred- 
ited with  their  reputation.  The  action  in  Toronto  to 
endeavor  to  raise  j^ublic  opinion  will  benefit  all  On- 
tario. 

"Resolved;  that  Canadian  Embahners  Association 
disapproves  of  actions  of  funeral  directors  emplo.ving 
unprofessional  means  of  securing  busijiess,  such  as  run- 
ners, soliciting  calls,  through  misleading  methods,  and 
in  other  ways  approaching,  phoning,  telegi-aphing,  or 
causing  same  to  be  done  by  others,  before  their  ser- 
vices have  been  properly  sought,  etc. 

"Therefore  the  said  Association  authorizes 

to  create  a  fund  to  be  contributed  to  by  fu- 
neral directors  desirous  of  educating  public  opinion  in 
proper  direction,  all  public  announcpments,  or  actions 
to  be  in  the  name  of  the  C!anadian  Embalmers  Associa- 
tion. Such  advertising  to  be  of  a  nature  that  will  edu- 
cate the  piiblic  as  to  what  are  ((uestionable  business 
methods  and  what  .should  be  expected  of  a  reputable 
funeral  director.  Therpff)i'e  any  man  by  elevating  his 
methods  could  (jualify  with  a  siaiulard  leaving  reflec- 
tion on  no  one." 

Comment  on  Publicity 

Mr.  Chapman,  Toronto,  thought  the  suggestion  a  good 
one.  Thos.  Simpson,  Soo,  also  thought  the  resolution 
worthy  of  support,  but  lie  did  not  think  the  methods 
suggested  the  l)est  means  of  obtaining  the  I'csult  in- 
tended. He  did  not  think  we  should  tell  the  |)ublic 
all  of  our  business.  It  would  be  better  if  we  did  that 
from  the  inside  by  obtaining  from  the  authorities  the 
right  to  cancel  the  licenses  of  those  found  guilt\-  of 
unprofessional  conduct. 

R.  U.  Stone  agreed  with  Mr.  Simi)soii.  We  should 
aask  the  government  to  nut  the  issuing  of  undei-takei's' 
licenses  in  the  hands  of  the  Plmbalming  lioai'd  and  have 
the  one  board  deal  with  all  these  matters. 

Mr.  Coltart  said  tlie  resolution  should  be  i-clVn-ed 
to  the  Provincial  lioard  of  Health  for  advice  in  the 
matter.  An  amendment  was  suggested  on  motion  of 
Messrs.  Stewart  and  Stone,  "that  the  I'esolution  of 
M5'.  Burgess  be  added  to  and  embodied  therein  that 
this  matter  be  referred  to  the  Provincial  Boai'd  of 
Health  to  have  the  matter  of  soliciting  placed  in  the 
hands  of  the  Ontai'io  Knd)alming  P>oar(l  for  correc- 
tion." 


Mr.  Simpson  explained  the  position  of  the  Board  of 
Health  and  the  Board  of  Examiners.  Publicity,  he 
thought,  could  do  a  lot  of  good,  but  we  should  be 
careful  of  the  publicity  we  gave  of  the  methods  of 
some  funeral  directors. 

After  some  further  discussion  the  original  motion 
(the  appointment  of  a  publicity  committee)  was  car- 
ried, and  the  amendment  moved  and  carried  as  a  new 
resolution. 

Canadian  National  Association 

We,  your  eommittee  appointed  at  our  last  session  to 
en(piire  into  the  advisabilit.y  of  forming  a  National 
Funeral  Directors  Association  of  Canada,  beg  leave  to 
report  as  follows  : — 

We  held  a  meeting  called  b.v  the  chairman  at  5 
o'clock  on  Tuesday,  Sept.  7th,  1920.  After  some  dis- 
cussion an  adjournment  was  made  until  Wednesday, 
Sept.  8th  at  11  o'clock  when  there  were  present  at  the 
meeting — Miss  Murdoch,  of  Maritime  Provinces ;  Mr. 
Gardner,  secretary  of  Manitoba  F.  D.  Association ;  Mr. 
Thompson,  past  president  M.  F.  D.  A. ;  Mr.  Yule,  presi- 
dent Sask.  P.  D.  A. ;  Mr.  Armstrong,  British  Columbia  ; 
F.  W.  Matthews,  Toronto ;  Mayor  Brandon,  St.  Marys, 
and  C.  N.  Greenwood,  Stratford. 

This  committee  was  unanimously  of  the  opinion  that 
great  good  could  be  accomplished  from  such  an  organ- 
ization and  strongly  recommend  that  your  committee 
be  empowered  to  proceed  until  such  has  been  com- 
pleted. 

C.  N.  Greenwood  j 
F.  W.  M'atthews  -Committee 
N.  L.  Brandon,  J 
B\)llowing  the  reading  by  Mr.  Brandon  of  this  re- 
port, Mr.  Greenwood  explained  that  the  present  idea 


The  Supreme  Achievement 
in  Embalming  Fluid 

The  next  time  you  want  Embalm- 
ing Fluid,  do  not  merely  mention 
"Fluid,"  but  insist  on  "CaranaC." 

CaranaC  Embalming  Fluid 

is  a  specially  compounded  chemical 
which  will  not  alter  in  strength,  and 
a  fluid  you  may  depend  upon. 

We  Ship  Promptly 
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was  to  have  each  provincial  body  select  National  dele- 
gates. Then  when  we  had  our  Dominion  As.sociatioii 
organized  it  would  be  possible  to  have  some  link  with 
the  N.  F.  D.  A.  of  the  United  States  whereb}-  an  in- 
ternational body  could  be  formed.  It  had  been  de- 
cided to  hold  the  first  annual  meeting  in  Winnipeg  in 
June  or  July  of  next  year,  at  the  time  of  the  Manitoba 
convention.  He  invited  the  C.  E.  A.  members  present 
to  come  with  the  delegates  from  Ontario  and  give  the 
new  National  Association  a  swing. 

The  report  on  a  vote  was  carried  unanimously. 

Resolutions  and  By-Laws 

The  By-Laws  and  Resolutions  Committee 's  report  was 
read  by  Wm.  Edwards.  It  provoked  so  much  discus- 
sion, however,  that  it  w^as  decided  to  take  up  the  reso- 
lutions clause  by  clause,  and  decide  each  resolution  on 
its  merits.  As  presented  by  the  executive  committee, 
the  resolutions  read  as  follows : — 

No.  1 — ^Resolved  that  we  the  executive  of  the  C.  E.  A. 
recommend  to  the  convention  now  in  session  that  the 
name  of  our  association  be  changed  from  the  Cana- 
dian Embalmers  Association  to  the  Ontario  Funeral 
Service  and  Embalmers  Association  — F.  F.  Morris,  T. 
H.  McKillop. 

No.  2 — Resolved  that  the  Publi-cit.y  Committee  be 
empowered  to  exercise  their  judgment  in  the  expendi- 
ture of  an  amount  not  to  exceed  $300. 

No.  3 — Resolved  that  the  school  fee  be  changed  from 
$15  to  $20.  This  amount  to  apply  to  all  taking  the 
course  which  will  entitle  the  student  to  membership 
in  association,  and  will  pay  his  first  year's  dues.  If 
the  applicant  is  alreadj^  a  member  the  $20  will  cover 
the  association  fee  for  the  current  vear. — T.  H.  Mc- 
Killop, A.  R.  Coltart. 

No.  4 — Resolved  that  the  membership  admission  fee 
be  changed  from  $10  to  $15,  and  that  the  annual  dues 
be  $3  instead  of  $2.— T.  H.  McKillop,  A.  R.  Coltart. 

No.  5 — Resolved  that  all  members  in  arrears  to  the 
amount  of  $6  or  more  be  notified  by  the  secretary  that 
unless  the  amount  is  paid  within  30  days  after  date 
of  notice,  they  will  be  struck  off  the  books  and  mem- 
bership cancelled. — A.  R.  Coltart,  F.  F.  Morris. 

Committee 's  Recommendations 

The  recommendations  of  the  committee  were  as  fol- 
lows : 

We,  your  committee,  endorse  the  action  of  the  execu- 
tive during  the  past  year  and  we  would  also  recom- 
mend that  your  executive  be  empowered  to  carry  on  as 
in  the  past  until  such  time  as  the  new  b.y-laws  have 
been  prepared  by  this  association. 

Clause  No.  1 — Your  committee  recommend  that  clause 
1  be  left  over  with  the  by-laws. 

Clause  No.  2 — We,  your  committee,  recommend  that 
clause  2  be  limited  to  $150. 

Clause  No.  3 — We  recommend  the  adoption  of  this 
resolution. 

Clause  No.  4 — We  recommend  that  this  be  laid  ovr 
with  the  by-laws. 

Clause  No.  5 — Be  amended  to  $10. 

W.  A.  Britton 
C.  N.  Greenwood 
Wni.  Edwards. 

Discussion  on  Resolutions 

On  the  first  resolution  Secretary  Matthews  said  that 
the  present  name  of  the  association  did  not  fit.  It 
.should  be  called  a  provincial  association. 

Mr.  Coltart  did  not  like  the  new  name.    It  was 


called  Canadian  Embalmers  Association  when  formed 
because  there  was  no  other  association  of  the  profes- 
sion in  Canada.  He  thought  the  old  name  would  suit 
if  the  "in  Ontario"  was  added  to  the  title.  No  decision 
being  arrived  at  the  matter  was  left  as  at  present  until 
next  year  on  the  recommendation  of  the  committee. 

On  Clause  No.  2  Mr.  Henry  wanted  to  know  what 
the  Publicity  Committee  intends  to  do  with  the  money 
voted.  Mr.  Greenwood  also  wanted  this  information, 
as  well  as  the  personnel'  of  the  committee. 

Secretary  Matthews  explained  that  it  was  intended 
to  get  members  of  the  C.  E.  A.  to  take  more  interest  in 
elevating  the  i)rofession  in  their  communities  through 
publicity  work,  the  Publicity  Committee  helping  them 
out  in  this. 

A.  A.  Jackson  said  the  work  of  such  a  committee 
woukl  be  greatly  helpful  in  letting  the  public  know 
that  funeral  directors  were  sanitarians,  and  so  inter- 
ested in  the  promotion  of  measures  conducive  to  public 
health.  He  also  said  that  funeral  directors  would  stand 
higher  if  they  took  more  intere.st  in  public  life  in  their 
communities.  He  particularly  would  like  to  see  more 
funeral  directors  on  local  boards  of  health. 

On  condition  that  the  work  of  the  committee  and  its 
expenditures  be  submitted  to  the  executive  the  resolu- 
tion was  carried  as  amended  by  the  committee. 

Clause  No.  3  referring  to  the  raising  of  school  fees 
to  $20  was  carried. 

Clause  No.  4  referring  to  the  new  scale  of  member- 
ship fees  was  laid  over  for  discussion  next  year. 

Clause  No.  5  was  amended  by  making  the  arrears 
read  $10  instead  of  $6  and  so  carried. 

The  whole  report  as  amended  was  carried  by  the 
convention  on  motion  of  IMessrs.  Henry  and  McKillop. 

Legislative  Committee  Report 

We,  the  Legislative  Committee  of  the  Canadian  Em- 
balmers Association,  appointed  at  last  year's  conven- 
tion, beg  to  report  progress. 

A.  D.  Jackson,  chairman. 

This  was  adopted  after  the  motion  Avas  piit,  the  sec- 
onder being  Secretary  Matthews. 


THURSDAY  .A.FTERNOON 

{IMMEDIATELY  on  reassembling  after  the  noon  re- 
cess President  M'orris  called  for  nominations  and 
proceeded  with  the  election  of  officers. 
C.  N.  Greenwood  interrupted  to  say  that  there  w;'re 
so  few  of  the  pioneers  now  left  of  the  early  days  of 
the  association  in  Ontario — 'tliree  all  told,  two  of 
whom  were  still  active,  Messrs.  Mclntyre  and  Coltart 
— that  it  would  be  a  nice  thing  to  elect  these  men 
honorary  presidents  of  the  association. 

Mr.  McKilloj)  in  seconding  the  motion  hoped  both 
Mr.  Mclntyre  and  Mr.  Coltart  would  live  many  years 
to  inculcate  their  spirit  into  the  members  of  the  asso- 
ciation. 

A  standing  vote  proved  how  popular  was  this  mo- 
tion. 

Mr.  Coltart  spoke  for  Brother  Mclntyre  and  himself. 
He  thanked  the  convention  for  the  honor  conferred. 
Mr.  Mclntyre  had  missed  few  conventions  and  he  him- 
self not  more  than  one. 

Mr.  Greenwood  also  brought  up  another  matter,  and 
that  was  the  increase  of  association  business  that  had 
developed  this  year  and  ^ast  at  the  convention  meet- 
ings. He  thought  it  Avas  time  that  the  executive  should 
consider  some  change  in  the  convention  program. 
There  were  so  many  business  matters  up  that  these 
subjects  should  have  the  vhole  time  of  convention 
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TRADE  MARK 


"Quality"  Line 
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Prices 
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"Evel"  Stands  for  "Quality" 

first,  last,  and  all  the  time.  Whether  the  casket 
is  our  finest  mahogany  or  a  cheap  broadcloth — it  is 
made  with  honest  material,  the  design  is  artistically 
correct,  it  is  carefully  inspected,  and  it  is  stamped 
with  the  indefinable  touch  of  quality.  If  you  are 
looking  for  real  quality  goods  get  in  touch  with 
the  "Evel"  line. 


Polished  Caskets  in  Oak,  Mahogany,  Walnut,  Gum, 
and  Birch.  Cloth  and  Plush-covered  Caskets, 
Ladies'  and  Gents'  Suits  in  latest  fashions.  Pillow 
Sets  and  Linings  in  exclusive  designs.  Westfield 
Plate  Hardware. 


The  Evel  Casket  Company,  Ltd. 

Hamilton  Ontario 

Has  no  affiliation  with  any  other  firm  in  the  Trade 
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given  to  them.  Of  course  the  school  should  be  con- 
tinued, but  the  second  or  convention  week  should  be 
given  wholly  to  business  matters. 

Again,  we  should  do  something  to  induce  the  old 
heads  to  come  again  to  our  conventions.  The  discus- 
sion of  these  business  topics  would  do  this.  There  were 
men  in  our  association  who  had  borne  the  heat  and 
burden  of  the  da.v  and  we  should  do  something  to  in- 
duce them  to  come.  At  present  we  had  about  900 
names  on  our  rolls  and  we  had  less  than  200  at  this 
convention.  It  looked  like  a  young  men's  association. 
The  old  men  were  away.  We  should  do  something  to 
induce  these  older  men  to  come  next  year. 

Election  Results 

President  Morris  named  Messrs.  Yule  and  Gardiner 
to  act  as  scrutineers  during  the  elections,  and  then 
called  for  nominations. 

T.  H.  McKillop  was  nominated  by  Messrs.  Brandon 
and  Boyd,  and  elected  unanimously  as  president. 

Wm.  Britton  was  named  for  first  vice-president  by 
Messrs.  Boyd  and  Stone,  and  A.  A.  Jaclcson  for  second 
vice-president  by  Miessrs.  Cobbledick  and  Boyd,  both 
being  elected  unanimousl.y. 

For  treasurer  three  names  were  submitted — Mr.  Col- 
tart  by  W.  II.  Bickley ;  X.  B.  Cobbledick  by  T.  H.  Mc- 
Killop; and  R.  U.  Stone  by  E.  Bolton.  A  vote  being 
taken  by  ballot,  Mr.  Cobbledick  was  declared  elected. 

F.  W.  Matthews  was  re-elected  secretary  on  motion 
of  N.  L.  Brandon.  The  installations  were  immediately 
proceeded  with,  the  officers  doing  this  service  being 
Past  Presidents  Henry  Brandon,  Boyd  and  Edwards. 
All  the  newlj'  elected  responded  with  short  speeches 
promising  to  do  all  in  their  power  to  strengthen  the 
association. 

Concluding  Scenes 

Prof.  Dhonau  gave  his  concluding  lecture  at  the  con- 
clusion of  which  Mr.  Beckett  moved  a  vote  of  thanks 
to  the  professor  for  his  work  during  the  two  weeks  of 
his  stay.  Mr.  Beckett  said  he  had  attended  the  univer- 
sity for  four  years,  but  that  he  had  received  more 
practical  knowledge  during  the  past  two  weeks  than 
in  his  college  course. 

Prof.  Dhonau  in  reply  was  pleased  to  sa.v  that  his 
students  at  the  school  were  the  best  he  liad  ever  had 
and  because  of  that  fact  had  given  the  best  that  was 
in  him.  President  McKillop  ac(|uiesced  in  wliat  Mr. 
Beckett  had  said.  He  was  a  past  student  liimself  of 
Prof.  Dhonau  and  could  vouch  for  tho  jjrofessor 's 
good  work. 

Mayor  Norman  L.  Brandon  presented  retiring  presi- 
dent Morris  with  a  beautiful  water  set  of  cut  glass  as 
a  memento  of  his  term  of  office  and  as  an  appreciation 
of  his  services  to  the  association. 

Mr.  Morris  hardly  knew  how  to  thank  the  membei's 
for  their  gift.  He  wanted  also  to  thank  all  who  had 
helped  him  in  making  the  convention  such  a  success. 
He  hoped  to  meet  all  the  members  next  year  and  for 
many  years  to  come. 

The  convention  of  1920  was  brought  to  a  close  with 
the  singing  of  God  Save  the  King. 


forty-nine  candidates  were  pi'esejit  for  examination, 
each  one  of  whom  had  spent  much  time  and  given  faith- 
ful study  to  the  subjects  on  which  they  would  be  re- 
quired to  write,  many  of  them  had  attended  the  C.E.A. 
school  conducted  by  Prof.  Dhonau,  or  the  school  con- 
ducted by  R.  U.  Stone,  .525  Sherbourne  St..  Toronto, 
and  as  a  result  some  splendid  papers  were  written. 
The  Board,  however,  are  not  now  satisfied  to  accept 
theory  only,  but  recjuire  each  candidate  to  have  a  good 
practical  knowledge  of  embalming  before  a  certificate 
will  be  given  him,  and  as  a  result  each  one  was  taken 
individually  and  asked  to  demonstrate  on  a  cadaver 
.just  what  practical  experience  he  had.  This  brought 
forth  some  surprises  and  convinced  the  members  of 
the  Board  of  the  necessity  of  giving  si)ecial  attention 
to  the  practical  end  on  all  future  examinations. 

Of  those  who  wrote  34  were  successful  in  passing 
the  examination,  seven  of  Avhora  obtained  honors,  and 
15  failed. 

The  names  of  those  who  were  successful  are  given 
in  order  of  merit : — 

Honors — A.  Everett  Logan.  London ;  W.  R.  Pierce. 
A.ylmer;  Geo.  L.  Comba.  Almonte;  Orton  Beehtel,  Ba- 
den; Ira  Trevitt  Atwood,  Bridgeburg;  Harry  Watson. 
Newmarket ;  Gordon  E.  Marsh,  Smiths  Falls. 

Passed — Howard  R.  McGregor,  Aylmer;  Ro.ss  L. 
Beckett,  Brantford ;  E.  C.  Strachan,  Orillia;  W.  D. 
Stewart,  Haniilton ;  Chas.  H.  A.  Stager,  Hespeler;  Geo. 
E.  Woods,  Toronto;  Clare  E.  Trott,  Collingwood;  E. 
A.  Towers,  St.  Thomas;  Frank  H.  Inksater,  Paris; 
Chas.  H.  Pennington,  Norwich ;  Chas.  Holmes,  Sea- 
forth  ;  Howard  Montgomery.  Toronto ;  Francis  Miller, 
Cornwall;  Robt.  S.  McArthur,  Lancaster:  Gordon  A. 
Beaton,  Markdale ;  Harold  W.  Gray,  Ottawa ;  Rich.  G. 
Winter,  St.  Catharines ;  Geo.  H.  Rogers,  Ottawa ;  Fred. 
W.  Hardy,  Harristou;  Roy.  M.  Moore,  Toronto;  Dan. 
A.  McLean,  Aylmer;  C.  F.  Dougherty,  Toronto;  H.  A. 
Metier,  Fenwick;  Bruce  Curtis,  Havelock;  R.  J.  Coch- 
rane, Ottawa  ;  Jas.  C.  McCabe,  Sault  Ste.  ^Nlarie ;  M.  P. 
Mather,  Peterboro,  R.  R.  No.  8. 


RESULT  OF  EMBALMERS  EXAMINATION 

The  examination  conducted  by  the  Board  of  Exam- 
iners on  Thursday  ajul  Friday.  Sept.  9th  and  10th, 
was  one  of  the  most  successful  yet  held  by  the  Board, 


ST.  THOMAS  FUNERAL  DIRECTOR  DEAD 

In  the  death  of  Ernie  Williams,  son  of  P.  B.  Wil- 
liams, veteran  funeral  director  of  St.  Thomas,  the  pro- 
fession loses  one  of  its  best  members.    His  death  was 

the  result  of  an  operation 
for  appendicitis  and  other 
complications.  He  passed 
away  on  Tuesday,  Sei-t. 
21st,  and  the  funeral  was 
held  on  Sunday,  Sept.  26. 
It  was  one  of  the  largest 
seen  in  St.  Thomas;  it  was 
held  under  ^lasonic  aus- 
pices. The  body  was  taken 
to  the  Anglican  church, 
where  the  services  were 
conducted  by  the  rector, 
after  which  the  body  was 
placed  in  the  Mausoleum. 
A  great  ded  of  credit  is 
due  Harold  G.  Logan,  Lon- 
don, who  prepared  the 
bod.v  and  whose  work  was  praised  by  hundreds.  Geo. 
E.  Logan  had  charge  of  the  funeral  and  he  conducted 
it  in  his  usual  quiet  and  efficient  manner. 

The  late  Mr.  Williams  was  42  years  of  age.  He  leaves 
a  wife,  son  and  daughter. 


Late  E.  C.  WILLIAMS 


October,  1920  CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER 


Treatment  of  Apoplexy — II 

I  By  HOWARD  S.  ECKELS,  Ph.C.  | 

I  Dean  of  Eckels'  College  of  Embalming.  | 

I        Written  for  Canadian  Furniture  World  and  The  Undertaker.  | 

=fllMMIMIIMIIMIIIIIIIIIIMIIIIIIIIMIIIIIIIIIIMIIIIIIIIIIIIIIIIIIIIIill!illllllllllllllllllllllllllllMIIIIIIIMIJIIIIIII'illllllH 

WE  frequently  find  in  apoplexy  eases  discolora- 
tion of  the  face,  neck  and  ears,  which  indi- 
cates that  the  capillaries  and  also  the  smaller 
veins  of  the  body,  which,  being  already  filled,  will  not 
receive  the  blood  which  naturally  should  be  forced  by 
the  fluid  from  the  capillaries  everywhere.  The  circu- 
lation of  the  embalming  fluid  through  the  arteries  is 
more  readily  obtained  when  unobstructed  by  the  blood, 
which,  if  properly  drained  from  the  trunk  veins  dur- 
ing the  time  injected,  admits  blood  from  the  capillaries 
into  these  larger  veins,  from  whence  it  is  drained  by 
your  vein  tube,  thus  allowing  for  the  accommodation 
of  the  proper  amount  of  embalming  fluid  necessary  to 
disinfect  and  destroy  all  putrefactive  bacteria,  and  so 
insure  preservation  as  well  as  removing  all  blood  dis- 
eolorations. 

The  use  of  the  vein  tube  is  advocated  more  at  this 
time  than  ever  before,  due  largely  to  the  fact  that  this 
process  is  more  successful  than  formerly,  when  the 
old  style  wire  or  silk  vein  tubes  were  the  only  im- 
plements provided  for  the  purpose. 

The  silk  tube  fre((uently  became  stopped  up  before 
a  satisfactory  amount  of  blood  was  removed  by  it 
and  therefore  was  a  source  of  constant  annoyance. 

Next  came  the  round  wire  .spiral  vein  tube,  which 
was  often  difficult  to  enter  in  the  vein  and  more 
difficult  to  remove  from  it.  Indeed,  the  latter  some- 
times was  impossible,  and  it  was,  therefore,  neces- 
sary to  break  it  off,  leaving  it  in  the  vein. 

Rut  since  the  newer  Eckels-Genung  axillary  vein 
tubes  have  been  introduced,  their  use  is  found  to  be 
practical,  clean  and  convenient.  These  vein  tubes  are 
made  in  different  sizes,  so  that  the  einbalmer  may  use 
the  largest  size  possible  in  order  that  the  large,  blunt 
point  will  not  form  a  pocket  in  the  vein,  as  a  small 
tube  sometimes  does. 

The  first  injection  should  be  of  about  half  a  gallon 
of  a  capillary  wash  for  its  cosmetic,  blood  dissolving 
and  drainage  facilitating  effects. 

After  this  is  done  a  quart  of  fluid  to  eacli  fifty 
pounds  of  the  body  weight  should  be  injected  into  the 
arteries  and  as  much  more  as  you  may  decide  to  be 
necessary  to  produce  a  satisfactory  appearance  of  the 
face  by  clearing  the  tissue  of  all  blood  discolorations 
and  stains.  The  accomplishment  of  this  result  is  due 
<iuite  as  much  to  the  circulation  of  the  capillary  wash, 
followed  by  the  fluid  through  the  tissues  (washing 
the  blood  away)  as  it  is  to  the  bleacing  of  any  em- 
balming fluid  that  can  be  made. 

It  is  a  great  mistake  to  think  that  tlie  stronger  the 
fluid  the  less  (|uantity  may  be  used  in  the  artei-ies. 
(This  idea  is  similar  to  the  belief  that  the  thicker  and 
heavier  the  paint  the  more  surface  it  will  cover.  The 
contrary  is  the  fact.) 

This  applies  in  all  cases,  particularly  in  apoplexy 
conditions,  where  the  discolored  condition  of  the  body 
causes  much  anxiety,  more  even  than  its  preserva- 
tion. 

A  good  appearance  is  secured  to  a  greater  extent 
l)y  the  free  circulation  of  an  abundance  of  a  capill- 
ary wash  followed  by  i)eroxide    embalming  fluid. 


whicli  in  itself  will  produce  no  discoloration  or  color 
of  any  kind,  and  which  by  its  thorough  circulation 
will  wash  all  the  blood  from  the  tissue,  leaving  it 
clear,  natural  and  beautiful. 

After  the  arterial  injection  of  an  apoplexy-  case  and 
when  the  surface  of  the  exposed  tissue  of  the  face  and 
hands  has  all  been  cleared  of  blood  stains,  and  has 
become  perfectly  natural  and  satisfactory  from  a 
good  circulation  of  the  fluid,  the  tube  may  be  removed 
from  the  artery  and  the  artery  tied.  If  you  have  not 
previously  injected  the  arm  towards  the  hand  this 
shoitld  then  be  done,  because  in  such  cases  there 
usually  are  discolorations  in  the  hands,  the  fingers  are 
dark  and  the  nails  are  also  discolored. 

B}^  the  injection  of  the  axillary-  artery  towards  the 
hand  and  with  proper  manipulation  during  the  in- 
jection any  discolorations  are  removed.  This  produces 
a  natural  color  in  all  of  the  parts  exposed  for  funeral 
purposes  and  secures  the  most  desirable  results. 

I  might  here  add  that  the  manipulation  of  the 
opposite  hand  while  injecting  towards  the  body  is 
important,  and  after  the  nails  and  hands  are  entirely 
and  properly  cleared  of  all  blood  that  might  cause 
discoloration,  they  .should  be  laid  on  the  trunk  of  the 
body  so  that  they  remain  free  from  blood  and  dis- 
colorations which  are  apt  to  settle  there  if  laid  be- 
side and  lower  than  the  major  portions  of  the  body. 

During  the  injection  of  the  fluid  the  hands,  after 
being  properly  cared  for,  should  both  be  placed  over 
the  body  in  the  position  you  may  want  them  to  be  in 
at"  the  time  the  body  is  posed  in  the  casket  for  the 
funeral. 

The  arms  at  the  elbows  should  be  raised  about  four 
inches  from  the  embalming  board  or  couch  upon  which 
the  bodj'  lies,  so  that  the  hands  may  have  a  natural 
pose  over  the  body.  When  dressed,  an  ordinary  arm 
rest  or  even  an  empty  fluid  bottle  may  be  used  to 
raise  the  arm  to  the  proper  position. 

Tieing  the  wrists  together  is  a  jjoor  way  as  com- 
pared to  the  proper  adjustment  of  rests  placed  under 
the  elbows.  The  difference  always  is  apparent  when 
the  body  is  dressed  and  in  the  casket. 

In  apoplectic  conditions,  death  usually  is  sudden  and 
occasionally  occurs  aft?r  the  eating  of  a  hearty  meal. 
In  these  cases  the  amount  of  fluid  or  vegetable  matter 
in  the  stomach  may  ferment  and  produce  gases  which 
need  to  be  removed  from  the  body  to  prevent  jnirg- 
ing. 

(  To  be  continued ) 


Tit-Bits  at  Convention 

"I  want  to  see  some  work  done  by  these 
city  guys.  Let's  go!  Gee,  she  looks 
nice.  How  do  you  do  it  ?  What  fluid 
do  you  use?  Ha,  ha!  there  is  only  one 
fluid,  and  that's  Canicula.  " 

CANICULA   CHEMICAL  CO. 

366  Bathurst  Street        -  TORONTO 
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NEW  BRUNSWICK  ASSOCIATION  REVIVED 

The  New  Brunswick  Funeral  Directors  Association 
has  been  revived,  and  a  general  meeting  of  that  organ- 
ization was  held  last  month  at  iSt.  Jolni  at  which  new 
life  was  infused  into  that  body. 

The  first  day's  meetings  bro;ight  out  the  hope  that 
the  N.B.F'.D.A.  would  prosper  and  grow.  At  the 
morning  session  of  the  second  day  Hon.  Dr.  Roberts 


and  Dr.  G.  G.  Melvin,  public  health  ofificer.  both  de- 
livered addresses  on  the  health  act.  The  speakers  re- 
plied to  a  number  of  questions,  and  at  the  close  of  their 
talks  were  extended  hearty  votes  of  thanks.  These 
addresses  were  followed  by  the  election  of  officers  for 
the  ensuing  year,  which  resulted  as  follows  :  Presi- 
dent, P.  J.  Fitzpatrick,  St.  John;  first  vice,  F.  L. 
Tuttle,  Moncton  ;  second  vice,  D.  M.  Graham,  Oamp- 
bellton  ;  third  vice,  H.  R.  Adams,  Fredericton  ;  secre- 
tary-treasurer, N.  Louis  Brenan  ;  assistant  secretary, 
A.  B.  Lauder,  Hillsboro  ;  sergeant-at-arms,  B.  C. 
Raworth,  Sackville  ;  chaplain,  A.  A.  Steeves,  Dorches- 


ter ;  editor  of  the  official  journal.  F.  W.  Wallace, 
Sussex. 

A  telegram  was  received,  announcing  the  death  of 
W.  E.  Campbell,  Sackville,  a  member  of  the  as.socia- 
tion,  and  a  committee  was  appointed  to  send  a  tele- 
gram of  condolence  and  a  floral  tribute  to  the  family 
of  the  deceased.  The  committee  consisted  of  repre- 
sentatives of  New  Brun.swick,  Nova  Scotia  and  Prince 
Edward  Island. 

A  vote  of  thanks  was  tendered  N.  W.  Brenan  &  Sons 
for  rooms  and  other  favors  ;  to  C.  Zink,  Dartmouth. 
N.S.,  for  lectures  and  demonstrations  ;  to  D.  L.  Me- 
Kenna  for  a  ban(iuet,  and  the  press  of  the  city  of  St. 
John  for  generous  space  in  reporting  the  convention. 

The  time  and  place  of  the  next  meeting  were  left  to 
the  executive. 


CEMETERY  SUPERINTENDENTS  CONVENTION 

The  34th  annual  convention  of  the  Cemetery  Superni- 
tendents  Association  of  America  was  held  at  Hamilton, 
Ont.,  Sept.  7,  H  and  9.  H.  B.  Dunnington-Grubb,  of 
Toronto,  spoke  on  "Landscape  Gardening  in  Ceme- 
teries," and  denounced  what  he  termed  the  existing 
tendency  to  erect  vulgar  and  ugly  monuments.  He 
aldvocated  the  planting  of  trees,  especially  cedars  and 
evergreen,  to  give  these  places  symmetry,  declaring 
that  at  the  present  time  many  cemeteries  Avei*e  scenes 
of  extravagant  display. 

The  following  were  elected  presiding  officers  for  the 
ensuing  year  :  H.  S.  Adams,  Jamaica  Plains,  Mas.s., 
President  ;  and  F.  H.  Rutherford.  Hamilton,  Vice- 
President. 

Toronto  Funeral  Directors  Entertain. 

The  prominent  funeral  directors  of  Toronto  enter- 
tained the  members  of  Association  of  American  Cem- 
etery Superintendents,  who  had  held  their  annual  con- 
vention at  Hamilton  earlier  in  the  week,  by  tendering 
the  visitors  a  drive  about  Toronto  on  September  10. 
The  delegates  had  come  to  Toronto  as  guests  of  the 
local  members  of  the  Association,  and  the  Toronto 
funeral  directors  loaned  their  cars  for  the  visitors  to 
see  the  sights.  A  luncheon  in  Prospect  Park  Cemeterv 
followed  the  drive,  the  tables  being  decorated  with 
flowers  grown  on  the  grounds. 


L'lllllMIIIIIIIIIMIIIIilllllllMIIIIIIIIIIIIIIIIIMIIIIMIIirillllllllllllllllllllirillllllllllllllllllllli: 


ENLARGING  A  KINGSTON 
BUSINESS 

The  two  illustrations  on 
this  page  are  of  Robt.  .1. 
Reid's  premises  at  King- 
ston, Ont.  The  one  above 
is  the  new  residence  Mr. 
Reid  recently  purchased  at 
103  Lower  Union  Street, 
facing  the  city  park,  cricket 
field  and  court  house. 

The  lower  picture  is  the 
store  front  on  Princess 
street.  This  store  has  re- 
cently been  enlarged  and 
remodelled,  a  rcw  of  elec- 
tric lights  around  the  build- 
ing outlining  it  brightly  at 
night.  Mr.  Reid's  son.  Kin- 
near,  occupies  a  fiat  above 
the  store,  thus  both  father 
and  son  are  enabled  to 
i-'*ep  in  clo<5e  touch  with 
funeral  service  and  nmbu- 
lance  calls  day  and  nirht. 


illilllllllllllllllllllllllllllMllllllllilllll 
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ONTARIO 

Aylnier — 

Pierce  &  Co. 

Bobcaygeon — 
Ryng,  G.  C. 

Bowmanville,  Ont. — 

Morris  &  Son,  L.  'Phone  10. 

Brantford — 

Thorpe  Bros. 
Funeral  Directors. 
Success Drs  to  H.  S.  Peirce. 

Both  phones,  200. 

Dungannon  — 
Sproul,  William 

Elmira — 

Chris.  Dreisinger. 

Hamilton — 

Blachford  &  Sons. 

57  King  Street  West 
Dodsworth,  A.  H. 
59  King  St.  W. 
Eobinson,  J.  H-  &  Co., 
19-21  John  St.  N. 


Ingersoll — 

Mclntyres. 
F.  W.  Keeler,  proprietor 

Kingston — 

Reid,  Jas-,  254  Princess  St. 

London — 

Ferguson 's  Sons,  John 
174  to  180  King  St. 

North  Bay — 

F.  J.  Marty n. 

Orillia — 

Mundell,  J.  A.      Phone  126- 
150  Mississagia  St 

Oshawa — 

Luke  Burial  Co. 

Schomberg — 

F.  Skinner. 

St.  Catharines — 

Grobb  Bros. 

144-146  St.  Paul  St- 


St.  Thomas — 

William,  P.  R.,  &  Sons,  519 
Talbot  St. 

Stratford — 

Greenwood  &  Vivian,  Ltd. 
88-92  Ontario  St. 
White  &  Co.,  80  Ontario  St. 
Downs  &  Fleming. 

Toronto — 

Cobbledick,  N.  B. 

1508  Danforth  Ave.,  and 
2068  Queen  St.  E. 

Auto    equipment    for  all 
branches  of  service. 

Phone  Beach  73. 

W.  N.  Knechtel. 
1202  Yonge  St. 
Motor  equipment  for  all 

branches  of  service. 
Motor  amibulance. 
Phone  North  4400. 

The  Floury  Burial  Co. 

685  Queen  St.  E- 

Washington  &  Johnston, 
707  Queen  St.  E. 
Corner  of  Broadview. 

Welland— 

J.  J.  Patterson  &  Sons. 
Sutherland,  G.  W- 

Whitby— 

Nicholson   &  Seldon. 

Woodstock — 

Paul  Bedford. 


MANITOBA 

Brandon — 

Campbell   &  Campbell. 

Dauphin — 

Farrell,  A.  F. 

Winnipeg — 

Thompson  Co.,  J.,  501  Main 

SASKATCHEWAN 

Moose  Jaw — 

Broadfoot  Bros. 

ALBERTA 

Banff- 
las.  A.  Reid 

.'546   Otter  Street. 
P.O.  Box  53.      Phone  99. 


QUEBEC 

Montreal — 

912  St.  Catherine    St.  W. 
Tees  &  Co., 


NEW  BRUNSWICK 

Moncton — 
Tuttle  Bj-os., 
171  Lutz  St. 


The  Canadian  Dollar 

Is  Worth  100  Cents 


At  the  Canadian  establishment  of  H.  S.  Eckels  &  Co.  (Robert  S.  FHnt, 
Manager,  Toronto,  Ont.),  because  your  cheques  are  deposited  in  a 
Canadian  bank  at  full  face  value.  That  is  why,  despite  the  temporary 
unfavorable  exchange  situation  with  the  United  States,  we  are  enabled 
to  make  you  a  very  considerable  saving. 

The  Eckels  embalming  fluids  are  prepared  in  Canada  from  materials  com- 
pounded by  H.  S.  Eckels,  according  to  formulae  known  to  him  alone. 


H.  S.  ECKELS  &  GO'S  CANADIAN  LABORATORIES 

Robert  S.  Flint,  Manager,  142  Quebec  Ave.,  Toronto,  Ont. 
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Index  to  Advertisers 


Anthes-Baetz  Bros.  Furniture  Co. 


Baetz 
Baetz 


Bros. 
Bros. 


Furniture  Co. 
Specialty  Co. 


Canadian    Feather  and   Mattress  Co. 

Canadian   Fabrikiiid  Limited   

Canadian    Rattan    Cliair  Co.   

Canicula  Co.,  Limited   

Caranac  Laboratory   

Champion    Chemical  Co  

Coi)ml>e    Furniture    Co.,    F.    E.,   .  .  .  . 


49 


49 
49 


20 
22 
2  7 
67 
63 
i.h.c. 
47 


Dominion    Manufacturers   61-62 


E 

Eckles,    H.   S.   &  Co. 
Egyptian  Chemical  Co. 

Elmira  Furn.  Co  

Evel  Casket  Co  


69 
70 

.i.f.c: 

6.5 


Gem  Crib  &  Cradle  Co  

Gendron  Mfg.  Co.  

Globe  Wernicke  Furniture  Co. 
Gold  Medal  Furniture  Co  


'H 

Hespeler  Furniture  Co   11 

Home  Furnishings  Bureau    14 

Hourd  &  Co    18 


Imperial  Rattan  Co   10 

irish,   G.   L   24 


Kiudel  Bed  Co  

Knechtel   Furniture  Co. 


3 

26 


Lloyd   Mfg.   Co   25 


M 


Malcolm 

13 

Malcolm 

&  Hill  Furniture  Co.   .  . 

12 

Jhivsliall 

Ventilated  Mattress  v'o. 

.  .  45 

23 

Mattlii'ws 

.  20 

i  f  c, 

McLaKaii 

4-5 

7 

Maxwell 

Steel  Vault  Co.,  Ltd.   .  . 

.  .  54 

17 

Meaford 

Mfg.  Co  

.  .  19 

N 

North  American  Furniture  Co   51 

North  American  Bent  Chair  Co   52 

O 

Owen  Sound  Chair  Co   ol 

P 

Philips   Mfg.  Co   18 

Q 

Quality  Muttress  Co                    •  •  .  ■  IS 

S 

Shafer  &  Co.,  D.  L   18 

Simmons   Limited  o.b.c. 

Sidway  Mercantile  Co   21 

Sturges  Steel  &  Go-Cart  Co   28 

Stratford  Chair  Co  8.  9 

Steele  &  Co.,  .Jas                        ....  70 

Stratford   Mfg.   Co.,   Ltd   C 

W 

•Walter   &    Co.,    B   20 

Waterloo    Furniutre    Co   15 

Wattnian  Car  Bodv  Cc,  W.  H   59 
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The  Original 
Patented 
Concentrated 
Fluid 


Patented  Formula 
Stronsest  and  Best 


Essential  Oil  Base,  com- 
bined with  Alcohol,  Glycer- 
ine, Oxidized  Formaldehyde 
and  Boron-Dioxide. 

Ask  other*  for  their  Formnla 


Special  Canadian  Agents 

National  Casket  Co> 

Toronto,  Ont. 
GLOBE  CASKET  CO. 
London,  Ont. 
SEMMENS  &  EVEL  CASKET  CO. 
Hamilton,  Ont. 
GIRARD  &  GODIN 
Three  Rivers,  Que. 
JAS.  S.  ELLIOTT  &  SON 
Prescott,  Ont. 
CHRISTIE  BROS. 
Amherst,  N.S. 


For  Sale 
Wanted 


TERMS  OF  INSERTION 

50  cents  per  inseition  up  to 
twenty-five  words.  Each  additional 
word  twocents.  If  Box  is  re<iuired 
5  cents  extra  to  cover  postage, etc. 
Cash  must  accompany  each  order 
— no  accounts  booked. 


Larger  Bottles  tilled  np  with  water  = 


i  Egyptian  Chemical  Co.  Boston,  U.S.A  | 

^^llllllMllJlllllMlllllllJl>lllallUMMUllnMl;llllJllllMllHlMJMalMlll:MlJlllillllllll|lllllllllnlllllllll::!llJllMqllllllllllMlMl'll^llllllllll^ 


;jiiiiiiiiMiiiiiiiiiMiiiiiiiiiiiiiiiiiiiiiiiiiMiiiiiiiiiiiiMiiiiiiiii,iriiiiiiiiiiiiii:iiiiiii  :i;iiiii:iiiii'iiiiMJiiiuHiiiiiniiiiiiiniiiii!niiiaiiiiiii.: 

FOR  SALE — Double-ileck  c-asket  waggon,  rubber  tired,  and  in 
Al  shape;  price  $225.00.    J.  Thompson  &  Son,  Fergus,  Ont. 

S&O 

WANTED — I'osition  as  embalmer,  by  young  man;  single;  8 
yeais'  exjieiience  at  undertaking  and  three  with  furniture; 
Ontario  license;  capable  of  taking  charge.  Apply  Box  73 
Canailian  Furniture  World,  51  Wellington  St.  W.,  Toronto 

S&O 

^iiiiiiiMiiiiiMiiiiiMiMiiMii:r  iiiiiiiiiiiiiiiiiiiiiliiiiiiiliMirrililllillillliiiMiiiiiMilliliiiiiiiiiiiiiiiiiriiiriiiliirMiiiiriitMllllllliliiiiriit^ 

Upholstery  Springs  1 

Highest  quality  Upholsleiy  Springs,  f 

made  from  the  finest  grade  High  Car-  | 

bon  Steel  Wire,  oil  tempered  after  | 

the   coiling  operation,  thus  insuring  | 

uniform  strength  and  "No  Set."    Re-  | 

member,  the  quality  of  your  High-  | 

Grade  Upholstering  depends  entirely  | 

on  the  quality  of  the  springs  you  are  | 

using.  I 

HELICAL  SPRINGS  1 

for  spring  bed  and  mattress  fabrics.  | 
Get  the  habit  ;   buy  Canadian  springs  | 

James  Steele,  Limited  | 

'tis  26  Guelph,  Canada  | 
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^Champion 

FLUID  OF  CANADA 

For  it  s  lOOy^  Pure  Ci}err}ical^^^^ 


CHAmPlOTl  IS  unequaled  as  a  preseruatiue,  euen  m  the 
most  extreme  cases  and  produces  that  lifc'-Uke  ap'- 
pearance  that  means  prestige  for  the  Undertaker 

Champion  protects  qour  reputation  and  saues  needless  iporri] 


lUrite  for  our  illustrated  catalog  and 
learn  of  the  mani]  other  articles 
manufactured  for  the  Undertaker 


Q'he  Champion  Chemical  Co 

Dr.  G  w.  Ferguson,  Canadian  Manager 

38  LEUTY  AVE.,  KEW  BEACH        -        -  TORONTO 
CanadiaD  Manufacturing  Plant:  WINDSOR,  ONT. 


A\  Years  \r\  eusir\ess- Mear\s- SakisFied  Embalmers 


SALES  HELPS  FOR  PROGRESSIVE  SIMMONS  DEALERS 


The  Power  of  the  Sleep  Idea 

As  Exemplified  in  the  Simmons  Advertising 

The  greatest  power  in  the  world  is  the  power  of  an  idea.  Once  an  idea  secures  a 
firm  footing  in  a  man's  head,  it  becomes  a  dominating  force.  It  directs  and  controls 
his  actions.    "As  a  man  believes,  so  is  he." 

The  advertising  of  SIMMONS  LIMITED  is  based  on  this  thought.  Theirs  is  a 
campaign  of  education  to  make  people  realize  the  importance  and  value  of  sleep. 
Comparatively  few  people,  outside  of  scientists  and  doctors,  realize  that  sleep— of  the 
right  kind — is  almost  more  important  than  food.  In  sleep  the  body  recuperates  its 
forces,  makes  up  for  the  drains  of  the  day.  Even  a  small  loss  each  day  would,  at 
the  end  of  a  month,  represent  a  serious  loss  of  vitality.  SIMMONS  Advertising 
treats  the  subject  of  sleep  from  many  angles. 

Such  a  campaign  of  education  takes  time.  No  big  idea  was  ever  put  over  in  a 
hurry.  As  each  advertisement  appears,  more  and  more  people  become  convinced  of 
the  importance  of  deep,  soundly  restful  sleep,  and  as  SIMMONS  Beds,  Springs  and 
Mattresses  are  strongly  featured  in  every  advertisement,  more  and  more  people  reach 
the  point  where  they  think  of  SIMMONS  whenever  they  think  of  sleep' 

SIMMONS  Dealers  who  quote  intelligently  from  the  SIMMONS  Advertising  in 
their  selling  talks  to  customers  and  in  their  own  advertising,  will  find  such  a  policy  a 
powerful  magnet  with  which  to  attract  the  strong  current  of  desire  for  SIMMONS 
Beds,  Springs  and  Mattresses  already  created  in  the  public  mind.  It  is  the  most 
direct  line  to  quick  sales. 

It  should  not  be  overlooked,  that  as  a  by  product  of  SIMMONS  Advertising,  the  appeal  to  good 
taste  and  the  urge  toward  improving  home  conditions,  which  are  strong'y  featured  in  these  adver- 
tisements, naturally  stimulate  demand  for  the  whole  furniture  line. 

Simmons  I  imited 

EXECUTIVE  OFFICES 

MONTREAL 

Works:     Montreal,    Toronto,    Winnipeg,    Calgary,  Vancouver. 
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THE  GENDRON  MFG.  COMPANY 

LIMITED 

Makers  of  :— 

Reed,  Wood,  and  Metal  Doll  Cabs 


OUR  LINE  IS 
VERY  LARGE. 

Order  early 
for  fall  and 
holiday  trade. 


THE  GENDRON  MFG.  CO.,  LIMITED,  TORONTO 


The  Elmira  Line 


No.  459 


Repeat  Orders 

Most  of  our  customers  are  steady  buyers  who  deal  with  us  as 
a  matter  of  preference.  Not  for  a  personal  reason,  but  be- 
cause they  find  it  profitable.  They  include  a  great  proportion 
of  the  most  successful  dealers  in  the  country. 

Why  do  these  discriminating  buyers  find  it  good  business  to 
prefer  The  Elmira  Line? 

We  could  tell  you,  but  it  would  be  a  long  story. 

A  sample  order  will  tell  you  more  quickly.  See  for  yourself 
the  selling  qualities  of  The  Elmira  Line,  and  you  will  be  one 
more  regular  customer  of  ours. 


THE  ELMIRA  FURNITURE  COMPANY,  LIMITED 

ELMIRA  -  ONTARIO 
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trURNITURB 


Kroehler  Daveno 


Livingroom 
Furniture 


pEOPLE  everywhere  are  now  beginning  to 
appreciate  more  than  just  the  appearance  of 
their  homes.  They  are  demanding  quaHty  and 
comfort,  too.  ^  The  Hving  room  suite  here 
illustrated  typically  portrays  the  in-built  charac- 
teristics of  quality,  beauty,  and  comfort  that 
permeates  all  KROEHLER  creations.  These 
features  make  their  appeal  to  both  buyer  and 
seller.  ^  It  is  an  established  fact  that  Kroehler 
productions,  because  of  their  merit  and  attrac- 
tiveness, make  you  a  very  satisfactory  profit  and 
give  such  satisfaction  as  to  build  good  will  at 
the  same  time. 


THE  KINDEL  BED  COMPANY,  LIMITED 

STRATFORD  ONTARIO 
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ryRNITURE 
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2708— Quartered  Oak 
and  Mahogany 


9216— Walnut 


8410 — Mahogany  and  Walnut 


8802 — Oak  and  Mahogany 


Exquisite  Gi 
for  Christ 


What  is  more  appropriate  for  a  Christmas 
gift  than  an  article  of  furniture  which 
appeals  through  its  artistic  beauty,  dainty 
charm  and  intrinsic  value? 

The  pieces  illustrated,  along  with  many 
others  from  the  McLagan  shops,  have 
that  touch  of  character  that  immediately 
attracts  the  attention  of  the  home  lover. 


Better  Furnished  Homes 


The  McLAGAN 


Stratford 


8007— Walnut 


8002— Walnut 
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ft  Suggestions 
mas  Trade 


They  are  thoroughly  built  of  the  highest 
grade  material  and  finished  with  the 
same  painstaking  care  as  our  best  furni- 
ture for  the  bedroom,  dining  room  or  hall. 

No  furniture  stock  is  complete  for  the 
Christmas  trade  without  a  selection  of  gift 
pieces  from  the  McLagan  shops.  Write 
for  our  illustrated  Christmas  circular. 


Mean  Greater  Happiness. 


FURNITURE  CO 


Ontario 


LIMITED 


9214— Oak  and 
Mahogany 


6705— Oak,  Mahogany 
and  Walnut 


8416— Walnut 


8804— Walnut 


9210    Oak,  Mahogany 
and  Walnut 
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Sectional  Bookcases 


'QheHeart 
of  (he  Home 


Mean  Increased  Sales 
during  the  Christmas 
Shopping  Season. 


Furniture  dealers  who  energetically  and 
systematically  go  after  Christmas  shoppers, 
cannot  afford  to  neglect  the  golden  oppor- 
tunity offered  in  Slobc-^V^ruicke  Sectional 
Bookcases.  This  attractive  merchandise  is 
built  in  so  many  designs  and  finishes  that 
every  home-lover  very  quickly  recognizes  its 
advantages. 

OtobeA\^rniekc  Sectional  Bookcases  make 
an  ideal  gift  because  they  can  be  purchased 
a  section  or  two  at  a  time  and  added  to 
whenever  required. 

9loi>2-^^^rwickc  Sectional  Bookcases  make 
a  most  attractive  gift  for  every  member  of 
the  home. 

Make  this  a  9lcl>c^\^riiickc  Christmas. 


3l)e  8l0b«-^V^rDi(^k«  CcSt^.  Makers  of  SecHonal  Book 
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Sectional 
Bookcases 


A  Practical,  Economical, 
Attractive  Remembrance 
at  Christmas  Time. 


91ol>c^\\^rt)ickr  Sectional  Bookcases  blend 
so  harmoniously  with  every  class  of  furni- 
ture that  dealers  everywhere  have  formed 
the  habit  of  showing  them  in  nearly  all 
their  window  and  interior  displays. 

If  you  are  a  Slobe^V^rniekc  dealer,  make 
SURE  that  your  stock  is  sufficient  for  the 
Christmas  trade.  If  you  are  not  already 
showing  this  profit-producing  merchandise 
we  invite  you  to  get  in  touch  with  us  at 
once.  We  can  make  almost  immediate 
delivery. 

Slobc^Vcrniekc  Sectional  Bookcases  make 
regular  and  satisfied  customers  for  progres- 
sive dealers. 


Better  Furnished 
Homes  Mean 
Greater  Happiness 


cases  and  Filing  Cabinets  Exclusively  STRATFORD,  ONTARIO 
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.STUATrOltD 


rURNITURE 


No.  23 


Furniture 

That  Will  Appeal 


This  livingroom  suite  illustrated  will 
make  a  strong  appeal  to  the  working 
man.  The  chairs  are  roomy,  with  com- 
fortable and  generous  seating  space, 
satisfactory  alike  to  dealer  and  consumer. 
This  suite  can  be  sold  at  a  price  which 
will  create  increased  sales  and  net  you  a 
good  return  on  your  investment.  They 
are  beautiful  in  design  ar.d  substantial  in 
construction. 

The  homes  into  which  this  furniture 
goes  are  perpetual  good -will  builders 
for  you  and  your  store.  The  lasting  at- 
tractiveness, and  the  genuine  merit  of 
this  furniture  will  make  it  impossible  for 


MADE 


Quartered  Oak — Fumed  or 
Old  English 


The  Stratford 


No.  23— Arm  Chair 


STRATFORD 
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PUHNITURE 
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Livingroom 

to  the  Workingman 


the  housewife  to  be  other  than  enthu- 
siastic about  it. 

The  merchant  who  stocks  and  displays 
Stratford  Chair  creations  enjoys  an  es- 
pecial advantage,  in  that  the  actual  mer- 
chandise invariably  sells  itself  on  sight. 

The  Stratford  Chair  dealer  with  an  ap- 
preciation of  his  line,  finds  selling  largely 
a  matter  of  display.  He  knows  that 
the  wide  variety  of  styles,  the  quality 
of  the  merchandise,  the  workmanship 
and  finish,  are  features  that  influence  the 
customer  to  choose  Stratford  Chair 
Furniture. 


IN 


No.  23 


"Better  Furnished  Homes 
Mean 
Greater  Happiness" 


Birch —  Walnut  or  Mahogany 
Finish 


Chair  Co.,  Ltd.  ] 


ONTARIO 


No.  23 -Rocker 
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Reed  and  Rattan 
Furniture 


If  you  want  to  put  action  into 
your  Fall  and  Xmas  trade  get 
a  line  of  Imperial  Rattan  Co. 
Furniture  on  your  floor. 


IMPERIAL  RATTAN  COMPANY,  LIMITED 

STRATFORD      -  ONTARIO 


Upholstered  Creations 


Exclusiveness,  style,  tone,  richness, 
these  are  the  quahties  which  dis- 
tinguish the  exquisite  Hving  room 
chair  illustrated.  Designed  by  the 
master  craftsmen  of  the  Farquharson- 
Gifford  shops;  who  believe  that  fur. 
niture  should  not  only  be  artistic,  but 
should  contribute  to  bodily  comfort  as 
well. 


Farquharson-Gifford  Company 


nrn]l[!IinTTnTTrrirrTTu:j.iTiTTm 
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Children's  Furniture 

DESKS  AND  CHAIRS  ARE  MADE  OF  SOLID  OAK 

For  the  Christmas  trade  thisHneof  Children's  Furniture  will  prove  a  real 
sales  leader.  Not  made  as  toys,  but  for  use  of  children  from  seven  to 
twelve  years  old.  It  is  substantially  constructed,  with  fumed  finish.  A 
quality  product  which  will  strongly  appeal  to  your  better  class  patrons. 


No.  90—34  in.  high  ;  21  in.  wide  ;  12  in. 
deep.  Drawer  and  Pigeon  Holes.  Packed 
one  in  a  crate,  with  one  No.  79  Chair. 


No.  79 — Seat,  12  ins.  square  and  14  ins. 
from  floor.  Can  be  supplied  as  a  rocker, 
No.  76. 


No.  91 — 28  ins.  high  ;  24  inches  wide, 
and  15  ins.  deep.  Packed  two  in  a  crate. 
Top  lifts  up. 


Folding  Kindergarten  Sets  and  Play  Yards 


These  folding  Kindergarten  Sets  will  make  a  strong  appeal  to  the  working 
man's  children.  They  are  strongly  constructed  and  finished  natural  or  red, 
the  table  decorated  with  transfer.  The  special  feature  in  connection  with 
this  set  is  that  the  chairs  and  table  can  be  folded  up  when  not  in  use. 

No.  58 — Folding  Kindergarten  Sets 


/^.A  No.  46— Play  Yards 


These  Play  Yards  are  constructed  of  the  best 
material.  The  dimensions  are  40  in.  x  40  in. 
X  26  in.  high;  finish  natural.  They  fold  up  when 
not  in  use.    A  safe  place  for  the  baby  to  play. 


The  STRATFORD  MANUFACTURING  CO.,  Limited 


STRATFORD 


ONTARIO 
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Furniture  Fancies 
for  Xmas  Trade 


Bedroom  Suites 
Secretaries 
Pedestals 
Diningroom  Suites 
Odd  Dressers 
Desks 
Medicine  Cabinets 


Every  One  Suitable  for  Gifts 

The  Meaford  Quality,  on  which  you 
can  place  absolute  reliance,  is  built 
right  into  all  these  gift  suggestions. 
We  assure  you  that  these  produc- 
tions represent  the  greatest  value  you 
can  offer  to  your  customers. 


The  Meaford  Manufacturing  Co.,  Limited 

Meaford    -:-  Ontario 
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Upholstered  Furniture 


Chesterfield  No.  615,  Priced  at  $120.00 


''r"'HE  chesterfield  illustrated  is  upholstered  in  tapestries 
^  of  beautiful  coloring  and  good  quality.  It  is 
thoroughly  constructed  throughout,  and  priced  so  as  to  be 
attractive  to  a  large  portion  of  your  customers.  We  can 
give  you  prompt  shipments. 

For  the  convenience  of  our  customers  we  have  permanent 
showrooms  on  the  third  floor.  Wilder  Building  (Balmoral 
Street  Entrance)  Montreal— Mr.  A.  T.  Edwards  in 
charge;  and  in  the  Arcade,  322-324  Water  Street, 
Vancouver — Mr.  V.  H.  Wetmore  in  charge. 


WOELLER,  BOLDUC  AND  COMPANY 

Waterloo  -  Ontario 
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Mr.  Furniture  Dealer- 


Is  Your  Newspaper  Advertising 
Going  Over  With  a  Punch? 


I  IVE  furniture  dealers  must  ad- 
'  vertise  their  merchandise  in 
an  intelHgent  way  in  order  to  get 
the  maximum  turnover.  You  will 
find  many  advertisements  in  this 
book  for  every  season  of  the  year 
— convincing  advertisements  that 
will  bring  customers  to  your  store. 
Write  to-day.  Order  now.  Mail 
five  dollars  at  once.  You  will  find 
this  book  a  valuable  aid  in  making 
your  advertising  a  success. 


600  SELECTED 

FURNITURE  ADS. 

for  Newspapers, 
Circulars,  etc. 


The  subjects  include  : 

Service  and  Store  Policy 
Cash  vs  Credit 
January  Sales 
Semi-Annual  Sales 
Period  Furniture,  etc.,  etc. 


PRICE:  FIVE  DOLLARS 


The  Canadian  Furniture  World 

51  WELLINGTON  WEST,  TORONTO 
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From  our  No.  560  Suite 


DEALERS- 

We  invite  your  attention  to  the  splendid 
range  of  new  designs  we  have  available 
for  immediate  shipment. 

With  the  exacting  demands  of  any  of 
your  buyers  we  have  no  hesitation  m  in- 
viting you  and  your  customers  to  view 
the  goods  or  to  phone  or  wire  at  our 
expense. 


MALCOLM  &  HILL  Limite 

KITCHENER  (Head  Office)      -  LISTOWEL 
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ALL  DEALERS  WHO  WISH  TO  KNOW  ALL  THEY  CAN  ABOUT  PERIOD 
FURNITURE,  ORIENTAL  RUGS  AND  AMERICAN  ARTS  AND  CRAFTS 
SHOULD  SECURE  THESE  SPLENDID  VOLUMES. 


The  Practical  Book  of  PERIOD  FURNITURE 

By  HAROLD  DONALDSON  EBERLEIN  and  ABBOT  McCLURE. 

With  250  illustrations.  A  special  feature  is  an  illustrative  chronological 
key  for  the  identification  of  Period  Furniture.  Octavo,  handsome  decor- 
ated cloth,  in  a  box,  $7.50.     Postage  paid. 

The  Practical  Book  of  ORIENTAL  RUGS. 

By  G.  GRIFFIN  LEWIS. 

New  Edition,  Revised  and  Enlarged.  With  20  illustrations  in  full  color. 
93  illustrations  in  doubletone.  70  designs  in  line.  Folding  chart  of  rug 
characteristics  and  a  map  of  the  Orient.  Octavo,  handsomely  bound, 
in  a  box,  $7.50.     Postage  paid. 

The  Practical  Book  of 

EARLY  AMERICAN  ARTS  AND  CRAFTS 

By  HAROLD  DONALDSON  EBERLEIN  and  ABBOT  McCLURE. 

American  glass,  Mexican  majolica  and  glass,  American  ironwork,  copper, 
brass,  lead  and  tin,  needlework,  silverplate  and  goldsmithing,  pewter, 
pottery,  decorative  painting  on  household  gear,  portraiture  and  allegori- 
cal painting,  coverlets  and  carpets,  illumination,  handblock  printing, 
carving  and  lace.  232  illu-->trations.  Octavo,  handsome  cloth,  in  a  box. 
$7.50.     Postage  paid. 


CANADIAN  FURNITURE  WORLD 
and  THE  UNDERTAKER 
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The  Chesterfield  illustrated  is  an  example 
of  graceful  lines  combined  with  high- 
class  workmanship  throughout,  which 
sets  a  stamp  of  superiority  on  Snyder 
productions,  and  will  meet  the  require- 
ments of  fastidious  people  who  not  only 
demand  solid  comfort  but  beauty  of 
design  in  their  living-room  furniture. 


Living' room 
Furniture 

of  Quality 
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Snyder  Bros.  Upholstering  Company 


Limited 


WATERLOO 


ONTARIO 


II 
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WE  are  planning  for  production  of  an  even  better  and  bigger  line 
than  heretofore  of  Art  Merchandise  —  Mouldings,  Framed 
Pictures,   and  Novelties    kindred  to  the  Art   and  Picture 
Framing  Trade.     In  the  meantime  we  promise  reasonably  prompt  de- 
livery of  orders  for  1920  goods  received  at  once. 


PHILLIPS  MANUFACTURING  CO.,  LIMITED 

258  to  326  Carlaw  Ave.,  TORONTO,  ONT. 


QUALITY 

Predominates 


Quality  is  the  dominating  idea  which  is 
kept  foremost  in  the  minds  of  the  skilled 
workmen  who  make  our 

100%  PURE  KAPOK  MATTRESSES 

Only  those  materials  which  are  of  the 
highest  grade  are  used  in  building  these 
mattresses,  giving  the  product  bearing  our 
name  that  distinctive  value  which  means 
long  service  and  satisfied  customers. 

The  Canadian  Feather  &  Mattress  Co. 

LIMITED 


TORONTO 


OTTAWA 
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The  Quality  Line 

of  Period  Furniture 
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Library  and 
Living  Room 
Furniture  and 
Office  Chairs 


Furniture  that  is  beautiful 
to  look  upon,  that  presents 
an  aristocratic  richness,  a 
definite  and  charming  dig- 
nity— just  such  furniture  is 
necessary  for  your  select 
patronage. 

In  our  productions  you  will 
find  all  of  these  qualities. 
It  is  an  established  fact  that 
our  prices  are  ALWAYS 
moderate. 
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The  H.  Krug  Furniture  Co.,  Limited 


Kitchener,  Ontario 
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The  Quest  for  Quality 


A  critical  inspection  and  a  thorough 
sales  test  of  Art  Period  Creations 
will  convince  you  of  their  exceptional 
values — values  vv^hich  are  the  out- 
come of  sprecialization  and  quantity 
production. 

The  exquisite  charm  of  Art  produc- 
tions is  supplemented  by  their  solid 
construction,  giving  long  life  and 
superior  wearing  qualities. 


Write  for  Quotations 

Art  Furniture  Co.,  Limited 

Kitchener  Ontario 


Solid  Walnut  Dimngroom  Suites 


Originality  in  interpreting  furniture  styles 
together  with  superior  workmanship  and 
quality  material,  gives  to  the  Beaver  Line 
of  Solid  Walnut  Dmingroom  Furniture 
unusual  distinction  and  merit. 

Beaver  Furniture  is  truly  ideal  in  appear- 
ance and  utility,  and  has  proved  decidedly 
interesting  to  those  buyers  who  desire  re- 
fined and  artistic  furniture. 


The  Beaver  Furniture  Co.,  Limited 


KITCHENER 


ONTARIO 
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THE 

LIPPERT 

FURNITURE 

COiVVPANYaiMiTED 


KITCHENER 
ONTARIO 
CANADA 


No,  a02S         4S"  X  60" 


No  202e 


No  202el^ 
HEIGHT  52"    WIDTH  72"'  DEIPTH  2V 


No.  2028A 


No.  202e 

HEIGHT  66"    WIDTH  Al"    DEPTH  14>i 


No.  2028 
HEIGHT  47"    WIDTH  72"    DEPTH  21' 


No.  2028 

HEIGHT  39"    WIDTH  36"    DEPTH  10'"* 
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Get  the  Facts 

About  The  Adjusto  Mattress 


A"DJu"To"s%UAljANTEED"AND~SOrD~BY  DEaLTrS  EVERYWHERE. 
MANUFACTURED    SOLELY  BY 

THE  ONTARIO  SPRING  BED  6  MATTRESS  CO. 


Adjusto  is  the  only  mattress  made 
that  absolutely  cannot  spread,  stretch 
or  expand. 

The  only  mattress  that  can  be  adjust- 
ed to  size  of  bed— it  can  be  narrowed 
or  shortened  as  desired. 

Adjusto  will  never  hang  over  the 
sides  of  bed  as  all  others  do  after  be- 
ing used  a  short  time. 

Built  of  pure  white  fell  they  are  the 
acme  of  quality. 

The  Ontario  Spring  Bed 

&  Mattress  Co. 
LONDON  ONTARIO 
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Reed  and  Fibre 

DOLL 

Carriages 

Place  your  orders  now 
for  your  requirements 
for  the  Christmas  trade. 
We  have  a  large  assort- 
ment and  can  make  im- 
mediate dehvery. 

Prices  Right 

The  Gem  Crib 
and  Cradle  Co. 

Kitchener,  Ont. 
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Here,  then,  is  an  appeal  which  you  are  looking  for  and 
insisting  upon  in  ordering  for  your  particular  trade — the 
suggestion  of  a  sale  easily  and  quickly  made,  and  in- 
suring lasting  satisfaction. 

Sturgis  Luxury  Carriages  have  that  appeal  because  they 
are  built  with  that  particular  trade  of  yours  in  mind. 
Convenience,  comfort,  safety — these  three  outstanding 
features  of  Sturgis  Carriages  are  fortified  and  strength- 
ened by  beauty,  strength,  and  mechanical  perfection. 

You  should  have  your  copy  of  our  1921  catalog, 
and  a  convenient  order  blank.  Look  them  up 
and  ORDER  NOW  horn  the  All- Genuine  Reed 
Push  Button  Line. 


3TURGIS  BABY  CARRIAGE  CO.,  LIMITED 

60  SUMACH  STREET      -      TORONTO,  ONT. 
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Your  Customers 
Want  Fabrikoid 

From  Coast  to  Coast  inquir- 
ies are  coming  in  for  our  booklet, 
"  Fabrikoid  m  the  Home,"  in 
response  to  the  forceful  cam- 
paign of  advertising  behind  this 
product. 

Each  of  these  inquiries  means 
a  prospective  purchaser  of  Fabri- 
koid. Capitalize  this  desire.  Get 
behind  this  campaign  with  all  your  selling 
ability — display  Fabrikoid — show  Fabrikoid- 
upholstered  furniture.  Your  sales  results  will 
be  suiprising. 

The  usefulness  and  advantages  of  Fabrikoid  as  an 
upholstering  material — coupled  with  our  intensive  ad- 
vertising— have  created  the  demand,  and  your  custom- 
ers will  look  to  you  to  supply  their  wants. 

Order  from  your  jobber  to  day,  and  start  building 
your  profits  with  Fabrikoid — the  most  popular  uphol- 
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GOLD  MEDAL  LINE 


A  NEW  CANE  PANEL  SUITE 

IN  THE  GOLD  MEDAL  LINE 


No.  816 — Sofa,  72"  long.  Arm  Chair  and  Arm 
Rocker  to  match.  Made  in  Birch.  Rubbed- 
and-polished  finish  in  Walnut  or  Mahogany. 


This  is  one  of  the  most  beautiful  designs 
ever  offered  to  the  trade.  It  is  solidly 
built  and  upholstered  with  full-spring 
edge  seat  and  Marshall  Spring  Cushions 
and  back  pillows.  The  very  moderate 
price  has  already  brought  us  a  number 
of  orders.  Place  your  order  NOW  for 
delivery  before  December.  The  first 
lot  of  frames  will  soon  be  used  up. 


The  Gold  Medal  Furniture  Mfg.  Co,,  Limited 

TORONTO         UXBRIDGE  MONTREAL  WINNIPEG 


26 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER 


Xoveiuber,  1920 


iJiii[m'mmcrQ.imuiJU'!iiiid 


Dollars  of  Profits  in  These  Lines 


I  'HE  increased  demand  for  out-of-door  toys  is  widely  recognized.  Parents 
to-day  will  far  more  readily  buy  an  article  entailing  fresh  air  amusement 
than  one  of  the  other  type. 

With  this  in  view  all  dealers  will  appreciate  the  necessity  for  having  a  good 
line  of  samples  on  their  floor.  Our  range  is  of  comprehensive  variety — each 
one  built  along  the  Hnes  so  popular  with  the  young  folks — durable  construction, 
attractive  designs,  good  finish. 


There  is  a  complete  stock  in  our  warehouse  at 
present.  We  await  your  commands  to  ship  any 
or  all  of  the  undermentioned  lines  either  imme- 
diately or  for  future  delivery. 

Have  you  our  catalogue  ? 


Holiday  Lines 


SLEIGHS 
STEERING  SLEDS 
DOLL  CARTS 
VELOCIPEDES 
TRICYCLES 
EXPRESS  WAGONS 
HAND  CARS 
BOYS' 
AUTOMOBILES 


Catalogue  covering  thete 
line*  will  be  sent 
on  request. 


If 

1 


SIDWAY  MERCANTILE  COMPANY 

864-874  DUFFERIN  STREET      -  TORONTO 
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Bedroom  Suite  No.  667 


Distinctive  Furniture 

for  the  Bedroom 


Faithful  to  the  Period  it  represents, 
and  maintaining  that  superior  quality 
which  the  Knechtel  Furniture  Com- 
pany builds  into  all  their  creations, 
this  Louis  XVI  Bedroom  Suite  ex- 
presses an  ideal  which  buyers  of  dis- 
cernment will  appreciate.  It  combines 
striking  originality  and  distinction, 
it  fulfils  the  desire  for  furniture  of 
ornamental  elegance,  and  while  being 
truly  artistic  it  is  lastingly  service- 
able. 


THE  KNECHTEL  FURNITURE  CO 

LIMITED 


HANOVER 


ONTARIO 
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Advertising  Action 
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92,820,462 

selling  messages  on 

LLOYD 

Loom- Woven  Baby  Carriages 

through  these  30  great,  "super"  Sunday 
newspapers  ;  97  other  carefully- 
chosen  newspapers  ;  and 

LADIES'  HOME  JOURNAL 
WOMAN'S  HOME  COMPANION 
GOOD  HOUSEKEEPING 
MOTHER'S  MAGAZINE 
CHRISTIAN  SCIENCE  MONITOR 

and  still  other  powerful  media 
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campaign  is  greater 
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LLOYD  MANUFACTURING  CO 
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Attractive 
Juvenile  Furniture 


No.  551 


A  Good  Leader  for  Christmas  Trade 


Everywhere  people  are  beginning  to  look  around  and  con- 
sider what  to  buy  the  children  for  Christmas.  You  can 
solve  this  problem  for  your  customers  by  a  prominent  dis- 
play of  this  attractive  Toy  Furniture. 

This  quality  product  is  carefully  constructed  so  as  to  give 
long  service  and  stand  rough  usage— a  LIVE  line  which 
merits  your  best  consideration.  We  strongly  advise  you  to 
order  at  once  to  ensure  early  delivery. 


CANADIAN  RATTAN  CHAIR  CO.,  LTD. 

VICTORIAVILLE      -  QUEBEC 
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I  THE 

HEART 

j  OF  YOUR  EXTENSION 
1         TABLE  IS  THE 

SLIDE 

I  YOUR  TABLE  IS 

I  CONDEMNED  IF  THE  SLIDE 
I  DOES  NOT  WORK 

I  PROPERLY 

1      WABASH  SLIDES 

I  INSURE 

I      SATISFIED  CUSTOMERS 

=fiii!ii[M;iiiiiiiiiiiiiiiiMiiii[iiiiiii, Mill!. mill 


THE 
WABASH 


TABLE  SLIDE 

I 

!  MANUFACTURED 
BY 

B>VA!JER^CO. 

WABASH 
IND. 


WABASH  SLIDES  ( 


HELP  SELL  TABLES. 
ELIMINATE  SLIDE  TROUBLES 

IIIIIIIIINIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIi 


WE  ARE 

SLIDE  SPECIALISTS 

Having  manufactured  SLIDES 
exclusively — for  30  years 

Many  CanadiaD  Table-malcers  u<e 

WABASH  SLIDES- 
Because 
We  furnish  Better  SLIDES  at 
Lower  Cost. 

Made  by 

B.  WALTER  &  COMPANY 

Factory  St.      WABASH,  IND. 

Canadian  Representative: 
A.  B.Caya,  28  King  St.  Kitchener, 
Ont.,  successor  to  Frank  A.  Smith 

i[iiiiiiiiiiii:iiiiiiiiiiiiiiiiiiiiiiiMiinii!iii'!'i;iiMi;ii[-i 


ONE  BIG  SELLER- 
IS  OUR  "B"  CIRCASSIAN  (Imitation  Walnut  on  Basswood) 

We  are  making  a  specialty  of  this  moulding  in  order  to  combat  the  high  price  of  Gumwood. 

Notice  the  superior  appearance  of  our  flat  finish  over  the  cheap,  gaudy 
gloss  shown  by  some  other  dealers.    OUR  PRICE  THE  LOWEST ! 

MATTHEWS   BROS.,  LIMITED 

THE  BIG  CANADIAN  MOULDING  HOUSE 

1906  DUNDAS  STREET  WEST  TORONTO,  CANADA 
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A  Leader 

for 

Christmas 
Trade 


When  you  display  your  furniture  novelties  and  gift  sugges- 
tions for  Christmas  trade  feature  Shafer  Cedar  Chests. 
Their  quaHty  and  beauty  will  attract  attention,  and  their 
constant  usefulness  and  utility  are  the  reasons  why  they 
make  such  irresistible  appeal. 

Illustrated  catalogue  on  request 

D.  L.  Shafer  &  Co. 


St.  Thomas, 


Ontario 
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KAPOK  MATTRESSES 

of  QUALITY 


Aristocrat 
Wellworth 


It  does  not  matter  how  hard  you  try  to 
please  your  customers,  nor  how  accommo- 
dating you  are,  if  the  mattress  you  sell  them 
does  not  give  satisfaction  they  will  forget 
your  courtesy  and  accommodation  and 
think  only  of  their  misplaced  confidence. 

There  is  only  one  thing  which  will  bring 
the  buyer  back — satisfaction.  This  can 
only  be  assured  by  quality. 

The  dealer  who  sells  the  "Aristocrat"  or 
the  "Wellworth"  is  assured  of  the  perman- 
ent patronage  of  his  customers. 

These  mattresses  are  the  acme  of  quality. 
Filled  with  1  00%  pure  japara  Kapok  they 
are  light,  compact,  and  substantially  con- 
structed, so  as  to  give  long  service,  satisfac- 
tion and  good  value. 

It  is  worth  your  while  to  see  this  line.  If 
you  are  not  stocking  mattresses  made  by 
The  Standard  Bedding  Company,  write  us 
to-day,  your  enquiry  will  receive  prompt 
and  courteous  attention. 


THE  STANDARD  BEDDING  COMPANY 

LIMITED 

27-29  DAVIES  AVE.,  TORONTO,  ONTARIO 

Builders  of  the  Hygienic  Mattress 
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TILT-TOP  TWIN 

Pedestal  Tables 

Beauty,  strength  and  utility  are  the  characteristics 
of  the  Twin  Tilt -Top  Table— add  to  these  our 
well  known  quality  of  workmanship  and  it  is 
easy  to  understand  the  interest  of  the  public  in 
"Twin"  Tables. 


Their  features  are  such  as  to  make  them  appreci- 
ated by  practically  every  housewife.  The  easy 
manner  "Twins"  can  be  moved  through  narrow 
doors  while  moving  or  housecleaning,  their  safely, 
their  ease  of  adjustment,  and  the  beauty  of  their 
pedestal  construction  when  extended  are  selling 
points  which  place  "Tilt-Top  Twins"  far  above 
the  ordinary  extension  table. 

A  demonstration  of  "Twin"  advantages  is  all  that 
is  necessary  to  make  the  sale. 

If  you  are  not  handling  *'Twin"  Pedestal  Tables 
write  us  to-day.  Your  inquiry  will  receive  our 
prompt  attention. 


Built  for  Service 


The  Chesley  Furniture  Co.,  Limited 

CHESLEY,  ONTARIO 


D.  O.  McKINNON 

GENERAL  MANAGER 


W.  B.  HART 

ADVERTISING  MANAGER 
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CHRISTMAS  KNOCKING  AT  THE  DOOR 
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None  too  early  to  prepare  for  Christmas  gift  sales— Advertising,  windows,  and  letters  are  helps 
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CHRISTMAS  is  coming.  Within  a  few  weeks  we 
will  have  the  gift-buying  season  with  us.  Would 
it  not  be  well,  therefore,  for  furniture  dealers 
lO  prepare  for  this  sales  harvest  season  through  their 
advertising,  through  their  window  displays,  through 
the  various  avenues  of  suggesting  to  the  buying  pub- 
lic that  furniture  is  a  good  gift  line  and  that  the 
dealer  has  the  furniture  goods  that  make  the  ideal 
gift? 

One  of  the  means  to  get  a,  line  on  prospective  cus- 
tomers early  in  the  season  is  through  the  use  of  circu- 
lar letters.  The  jewelry  trade  circularized  their 
clientele  a  month  ago.  In  this  circular  letter  furniture 
dealers  should  get  away  from  stereotyped  styles,  and 
get  out  a  human,  heart  and  sense  appealing  letter  that 
will  be  read  and  remembered.  Give  the  letters  your 
personality.  In  some  cases  it  may  be  necessary  to 
write  a  second  or  a  third  letter.  Such  a  letter  will 
get  the  dealer  in  touch  with  new  customers  and  bring 
him  closer  to  his  old  ones. 

If  it  is  true  that  the  early  bird  catches  the  worm  it 
is  equally  true  that  the  early  dealer  catches  the  cus- 
lomer.  It  is  the  early  buying  customer  who  gets  the 
largest  and  best  selection  of  Christmas  gifts;  and  it 
is  the  early  dealer  who  gets  the  first  selection  of  his 
stock  for  the  gift-buying  season. 

Each  year,  prominent  furniture  dealers  tell  us.  the 
])ublic  are  increasing  their  purchases  of  furniture 
for  gift  purposes,  and  the  number  of  early  buyers  are 
increasing,  although  there  are,  too,  the  usual  num- 
ber who  wait  until  the  last  moment. 

That  furniture  is  being  given  more  and  more  fre- 
quently as  Christmas  gifts  each  season  should  be  a 
hint  worth  while  to  every  furniture  dealer.  No  up- 
to-date  dealer  can  affoi'd  to  overlook  the  possibilities 
for  profit-making  at  this  time.  Progressive  dealers  are 
agreed  that  the  Christmas  season  of  these  days  otfers 
splendid  possibilities  for  boosting  the  year's  sales. 
Furniture  makes  an  ideal  gift.  It  is  appropriate,  has 
good  appearance,  and 
is  a  practical  gift. 
Xothing  is  more 
suitabh'  or  is  move 
apijreciated  hy  recip- 
ients. Tliere  is,  lan 
endless  selection  for 
a   buver   to  choose 
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from,  and  as  to  price,  there  are  suites  and  individual 
pieces  to  suit  all  purses. 

But,  supposing  the  dealer  has  not  a  big  variety  of 
gift  lines  to  offer,  will  he  be  handicapped?  To  a  cer- 
tain degree,  yes;  but  the  Avise  dealer  can  always  turn 
to  his  regular  lines,  particularly  in  the  odd  pieces,  to 
help  him  out  of  any  sudden  emergency.  Or  if  he  is 
trying  out  the  Christmas  season  to  judge  its  possi- 
bilities, a  little  change  in  his  sales  talk  will  show 
him  what  the  Christmas  season  has  in  store  for  the 
dealer  who  really  gets  after  the  furniture  Christmas 
gift  trade. 

Some  dealers  who  fear  to  stock  heavily  on  Christmas 
lines  because  of  the  limited  sales  season  would  be  well 
advised  to  push  regular  furniture  lines  as  gift  lines. 
There  are  a  number  of  all-year  furniture  items  that 
can  be  pushed  at  Christmas  time.  Look  over  your 
stock  and  put  out  all  your  odd  chairs,  rockers,  tables, 
desks,  screens,  doll  carriages,  children's  furniture,  kin- 
dergarten sets,  toys  (if  3'ou  have  them)  clocks,  vacuum 
and  carpet  cleaners,  chinaware,  electrical  specialties, 
etc.,  and  see  what  a  formidable  list  of  gifts  are  made 
up  with  very  little  et¥ort  on  your  part.  It  is  a  safe 
wager  that  any  real  live  furniture  dealer  can  find 
enough  Christmas  items  in  his  present  stock  to  fill  his 
whole  sales  floor  with  gift  suggestions. 

But  when  the  Christmas  gift  trade  is  really  gone 
after,  then  added  sales  are  a  sure  thing.  At  least  that 
is  the  opinion  of  all  those  dealers  of  whom  we  have 
asked  the  (|uestion  as  to  results.  Here  is  what  one 
dealer  says: 

"The  idea  of  our  gift  depai'tment  was  suggested 
largely  by  people  calling  for  articles  suitable  for  gifts, 
and  at  first  we  arranged  such  furniture  pieces  as  w^ere 
particularly  adapted  for  gift  purposes  so  that  such 
[)ieces  could  be  readily  inspected.  Those  pieces  con- 
sisting of  work  tables,  music  cabinets,  writing  tables, 
tea  tables,  dinner  wagons,  muffin  stands,  lamp  stands, 
card  tables,  book  blocks,  candle  sticks,  table  and  floor 

lamps,  fancy  chairs 
land 


rockers,  etc. 
Our  success  led  to 
the  addition  of  a 
great  variety  of 
s  m  a  1  1  e  r  articles 
which  prove  mo.st  ac- 
ceptable gift  pi(>ees. " 
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Furnished  Rooms  Help  Furniture  Sales 

I  Being  a  description  of  six-room  flat  in  Halifax  store  | 
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IN  last  month's  issue  of 
Canadian  Furniture 
World  appeared  a  de- 
scription of  the  remodel- 
led store  of  the  Nova 
Scotia  Furnishing  Co.  at 
Halifax,  written  by  Mr.  E. 
A.  Wilson,  vico-pr<>si(l!'nt 
and  general  manager  of 
the  company. 

There  was  one  particu- 
lar point  brought  out  by 
Mt.  Wilson  in  his  descrip- 
tion and  that  was  the 
worth  of  the  furnished 
room  in  the  modern  furni- 
ture store.  This  point  was 
emphasized,  and  in  fact  it 
was  around  this  point  that 
the  I'evamping  of  the  store 
centred. 

So  great  was  the  furnished  room  idea  considered  by 
Mr.  Wilson  as  a  means  for  showing  to  customers  the 
various  suites  in  "homey"  surroundings  that  no  less 
than  34  fiirnished  rooms  are  now  used  for  display 
]nirposes.  In  addition  to  this  the  company  has  one 
large  room  for  showing  their  Chesterfield  suites  alone, 
and  four  phonograph  demonstrating  rooms. 

l>iit  it  is  the  new  rooms  built  in  on  the  ground 
:sales  floor  that  Ave  should  like  to  picture  and  describe 
^'Specially  in  this  article,  and  we  want  particularly  to 
illusti-ate  the  six-room  flat.  These  rooms  are  the  pets 
of  Mr.  Wilson,  and  travellers  who  have  seen  them  say 
they  are  the  most  attractive  and  best  arranged  fur- 
nished rooms  they  have  seen.  The  newly  overhauled 
building  gives  Halifax  a  furniture  store  e<|ual  to 
those  in  the  larger  cities  of  the  continent — eitlier  in 
Canada  or  the  United  States. 

This  six-room  flat,  each  room  completely  furnished 
"true  to  life,"  is  located  on  the  south  side  of  the 
store.    There  is  the  drawing  room,  with  its  Wilton 


rug,  its  beautiful  Queen  Anne  furniture  with  the 
popular  cane  back,  its  tall  electric  lamp  edged  with 
warm  gold;  its  pathephone,  standing  over  in  the  cor- 
ner, ready  to  entertain  the  guests  with  its  music ;  its 
casement  window,  ex(|uisitely  curtained.  Just  here  it 
may  be  said  that  Frank  Stephen,  one  of  the  company '.s 
employees,  in  charge  of  the  drai)ei'ies  department,  di- 
rected all  the  details  in  connection  with  the  hangings 
— they  are  genuinely  lovely,  and  go  t»  show  just  Avhat 
an  important  detail  in  the  attractiveness  of  a  living 
room,  or  any  room,  a  "little  curtain"  may  be.  They 
bear  the  unmistakable  hall  mark  of  unerring  taste. 
Mr.  Stephen  has  taken  a  few  yards  of  muslin  and 
made  the  casement  windows  one  of  the  most  note- 
worthy details  in  this  suite  of  six  rooms. 

Next  in  the  suite  is  the  dining  room.  It  looks  so 
inviting,  with  its  Queen  Anne  dining  room  suite,  its 
tea  wagon,  the  large  cluster  of  warm  colored  dahlias, 
and  its  soft  electric  light,  depending  from  the  ceiling. 

^IIIIIIIIIIIIIIIIIIMIIIIIIIIIIIIIIJIIIIIIIIIIIIIIIMIIIIIIIIMIIIIIIIIIIIIIIi;' 


SIX-EOOM 
FURNISHED  FLAT 

AImivc  —  l.iviniT- 
roiim.  Walnut  suitt*. 
luiliclsiered  in  hliie 
and  ffold;  yellow 
diaperies  on  window 
with  blue  and  gold 
bands:  floor  rug  to 
nuitth  and  complete 
coUir  effect  of  room. 

Centre  —  Guest 
Room.  French  grey 
enamel  suite  with 
rose  decorations, 
Adam  design:  Marie 
Antoinette  rug,  in 
color  effect  to  har- 
monize with  furni- 
ture. 

Below  —  Dining- 
room,  Queen  .\nne 
suite:  rug  and  drap- 
eries carry  out  color 
scheme. 
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that  it  would  seem  quite  in  order  if  tliere  emerged 
a  elaarming  iiostess  with  a  rec^uest  that  you  stop  for 
a  moment  and  have  a  cup  of  tea. 

The  third  is  the  bedroom.  The  floor  covering  is  of 
very  delicately  colored,  and  pretty  linoleum,  designed 
to  suggest  the  wisdom  of  using  linoleum,  with  rugs, 
in  the  bed  room — its  advantage  from  the  standpoints 
of  cleanliness  and  sanitation.  The  bed-room  furniture 
is  of  solid  walnut,  dark,  rich,  in  the  Adam  style.  The 
hangings  at  the  easement  window  are  of  a  soft  blue 
and  cream.  As  has  been  said,  it  is  impossible  for  the 
lover  of  the  beautiful  to  miss  the  beauty  of  the  window 
curtains.    They  are  daintiness  itself. 

The  kitchen,  which  is  next  in  order,  is  complete,  a 
I'oom  to  satisfy  perfectly  the  most  fastidious  house- 
keej)er,  which  is  the  kind  of  housekeeper  the  firm  wants 
and  inteiuls  to  satisfy.  It  is  provided  with  its  gas 
range,  its  kitchen  cabinet,  enamelled  sink  and  the 
floor  is  covered  with  pretty  blue  panneled  linoleum. 
The  set  tubs  are  provided  witli  "dish  drainer,"  and  in 
ever.y  detail  the  convenience  of  tlie  housekeeper  has 
been  considered. 

The  bath  room  is  the  ideal  bath  room  and  is  pro- 
vided with  a  tine  enamel  bath,  wash  basin,  closet, 
bowl,  shower  bath — the  equipment  leaves  nothing  to 
be  desired  even  by  the  most  fastidious. 

One  of  the  prettiest  rooms  in  the  suite  is  the  guest 
room.     The  rug  on  the  floor  is  one  of  the  artistic 


Marie  Antoinette  rugs,  its  colors  soft,  and  harmoniz- 
ing beautifully  with  the  furniture,  which  is  in  French 
grey  enamel  (Adam  desigs),  and  touches  of  old  rose. 
This  comi)letes  the  flat  suite. 

In  planning  the  furnished  rooms  Mr.  Wilson  had 
in  mind  the  modern  idea  for  showing  and  selling  fur- 
iiiture.    As  he  expressed  it  himself:  "I  believe  that  if 


i'llMIIIIIIII  IIIMIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIMIIIIII  lllliir. 

I               NOVA  SCOTIA  I 

FURNISHINGS    CO.  i 

E               Abnvp — Bed  Cham-  | 

:           1  er.      Mahogany  E 

E           siiito,   .Adam  design;  = 

E            liangings.    blue    and  = 

E           cream;   linoleum  rug  = 

E           on  floor.  i 

E               Centre — Bathroom.  | 

:            Full     equipment     of  s 

E           re(|uisites.    Porcelain  = 

E           enamelled    bath,    ba-  = 

E           sin.        closet        and  = 

I           shower,    with    silver  = 

I           trimmings ;      bath  i 

E           .stool,  chair  and  cab-  i 

I           inet    case    of    white  = 

E           enamel;    white    uuis-  = 

I           lin  window  curtains,  = 

1           tile  -  patterned    lino-  = 

leum    on    floor.  = 

Below  —  Kitchen.  E 

E(iuii)i)ed  with  work-  = 

table,     kitchen    cabi-  = 

net,   stove,  stool  and  = 

;           chair;  blue-patterned  | 

lin(jleuni   on   floor.  = 


we  could  group  our  stock 
and  display  after  the  man- 
ner of  a  modern,  well-fur- 
nished apartment,  it  would 
be  a  vast  gain  in  attrac- 
tiveness and  woiild  also  go 
far  to  facilitate  business 
b.y  giving  the  customer  a 
cha)ice  to  see  the  furni- 
ture precisely  as  it  would 
be  if  it  were  transferred 
to  his  own  home.  He 
wouldn't  have  to  look  at 
a  commode,  a  gas  range, 
a  refrigerator,  a  bedstead, 
and  drawing  room  fur- 
niture in  a  'l)unch.'  I 
think  we  must  work  out 
some  scheme  for  assem- 
bling, duplicating  tlie 
mo(l(>rn  flat,  and  for — 
home,  sweet   home.     W(>   must  have  it   right  liere." 

Mr.  Wilson  is  right.  A  more  intimate  relation  be- 
tween furniture  dealers  and  their  customers  who  are 
home  lovers  is  a  consummation  to  be  wislied.  It  is 
sometimes  felt  tliat  dealei-s  go  ahead  lo  make  sales 
with  too  liUU'  thought  lo  the  effect  of  lielpiiig  the* 
customer  to  choose  1lie  furniture  lie  or  she  should 
liave. 

Ill  sclecliug  rui-iiilui'e  for  any  house  it  is  always 
v\ell  to  show  it  in  surroundings  such  as  i1  will  occupy 
so  as  to  give  customers  the  idea  of  what  it  will  look 
lilce  whvu  they  g(>t  it  home. 

Th(>  great  value  of  showing  furniture  in  a  way  that 
it  will  a|)pear  in  the  home  lies  in  the  i)sycli()'()gical  ef- 
fect ujioii  the  prospect.  He  or  she  imagines  that  the 
same  furniture  in  his  or  her  home  will  make  just  as 
attractive  a  i)icture  as  is  fouiul  in  the  store.  Sales  are 
( lius  more  ipiickly  made. 
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RULES  OF  THE  BUSINESS  GAME 

By  B.  C.  Forbes 

"In  seeking  to  reach  success  there  is  only  one  worth- 
while course  to  follow :  abide  by  the  rules  of  the  game. 

"The  worker  who  will  cheat  for  his  employer  Avill 
cilso  cheat  his  emploj'er. 

"Neither  in  business  nor  in  life  does  cheating  pay  in 
the  end. 

"The  golfer  who  knocks  a  stroke  or  two  off  a  hole 
when  his  opponent  is  out  of  sight  doesn't  stand  very 
much  chance  of  ever  winning  a  tournament. 

"The  salesman  who  lies  is  not  likely  to  become  a 
successful  employer  of  salesmen  of  his  own. 

"There  is  very  little  call  in  the  business  world  to- 


vlay  for  Smart  Alecks.  Henry  Evans,  now  the  fore- 
most figure  in  the  fire  insurance  busine.ss  in  America, 
was  elected  at  a  very  early  age  an  officer  of  the  com- 
pany which  he  was  destined  to  make  conspicuou.sly 
great  under  his  presidency.  On  the  day  he  was  elected, 
H  veteran  director  stepped  into  his  office,  congratulated 
him  and  offered  him  this  terse  advice:  'You  are  a  very 
young  man  and  a  very  bright  one.  But  let  rae  give 
you  one  word  of  advice — Never  he  half  as  smart  as  you 
know  how  to  be.'  " 


I  have  never  seen  a  man  who  could  do  real  work 
except  under  the  stimulus  of  encouragement  and  en- 
thusiasm and  the  approval  of  the  peo])le  for  whom  he 
is  working. — ^Charles  M.  Schwab. 
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I  Fight  the  Good  Fight  With  All  Your  Might 

I  A  time  for  business  men  to  adopt 

I  "  Heads  Up  "  as  their  motto. 

I  '  I  'HERE  is  too  much  talk  in  the  country  at  the  present  time  that  "things  are  going  to  be  bad 

I  this  winter. "   There  is  certainly  a  readjustment  going  on  at  the  present  time  but  the  out- 

I  standing  feature  of  it  is  that  it  is  gradual.    It  wall  continue  to  be  so  if  the  public,  and  par- 

I  ticularly  the  business  men,  will  only  accept  "heacLs  up"  as  their  motto  and  keep  on  expecting 

I  business  to  be  good  and  plugging  away  to  make  it  so. 

I  You  will  probably  remember  that  immediately  after  the  signing  of  the  armistice  there  was  much 

I  talk  about  bad  times.   Wherever  people  were  gathered  together  there  was  talk  of  the  impending 

I  tragedy  that  vvafi  expected  to  overcome  the  country.   And  how^  did  it  turn  out?   Since  hostilities 

I  ceased  Canada  has  enjoyed  the  most  prosperous  times  in  its  history. 

I  There  is  absolutely  no  reason  why  this  prosperity  should  not  continue.   One  of  the  handicaps  to 

I  it    at   tbe   present  time  is  the  general   attitude  of  expecting  things  to  be  less  prosperous  than 

I  they  have  been.    It  might  be  expected  that  a  certain  section  of  the  general  public  would  be  ad- 

I  versely  influenced  by  those  newspapers  which  crave  to  dish  up  sensational  stuff  to  their  readers. 

I  It  was  not  expected,  however,  that  business  men  woiUd  succumb  to  this  business-racking  germ. 

I  Business  men  are  recognized  as  leaders  in  the  community.   They  play  an  important  part  in  influ- 

I  encing  the  thoughts  and  actions  of  the  general  public.  If  they  go  about  their  work  with  a  funeral 

1  face  and  every  action  speaks  of  impending  tragedy,  they  cannot  be  surprised  if  the  general  public, 

I  taki)ig  their  cue  from  them,  begin  to  retrench  in  their  purchases. 

.1  A  man's  attitude  has  a  lot  to  do  with  the  success  of  his  business.    If  he  starts  off  the  da.v  ex- 

1  pecting  bu.siness  to  be  bad  it  is  ten  chances  to  one  that  it  will  be  bad.    To  expect  business  to  be 

I  bad  is  to  invite  it  to  be  so.    It  is  the  man  who  goes  after  trade  confidently  expecting  it  to  be 

I  good  who  rings  up  the  record  sales.  The  man  who  starts  after  business  expecting  it  to  be  bad  is  half 

I  beaten  before  he  starts. 

I  An  aggressive  business  men  with  whom  the  writer  recently  conversed  has  the  right  idea  for  these 

I  times  of  readjustment.      He  says  that  he  recognizes  that  business  may  not  come  so  easy  during 

I  the  coming  months  as  it  has  in  the  past  but  if  there  is  any  way  to  make  it  just  as  good  he  is  go- 

I  ing  to  do  so.   He  says  he  is  prepared,  if  necessary,  to  work  harder  than  he  ever  has  before,  to 

I  maintain  sales  at  their  regular  level.    He  is  using  more  advertising,  is  speeding  up  his  salesmen 

I  and  swinging  all  the  possible  sales  making  agencies  into  line  in  a  battle  for  business  that  he  ex- 

I  pects  to  come  out  victorious  in.    That  is  the  fighting  spirit  that  won  the  war  and  it  is  the  spirit 

I  that  will  keep  business  going  and  the  country  prosperous. 
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Dressing  a  Window  That  Won  $100. 


By  Robt.  J.  Devine 


WIIEX  Billy  Sherring — a  Hamilton  boj' — went 
over  to  Greece  a  few  years  ag-o  and  won  the 
Olympic  Marathon  from  a  large  international 
field  of  competitors  he  enjoyed  somewhat  the  same 
sensation  of  the  "boys"  at  Greens,  Hamilton  Lim- 
ited, when  they  received  official  word  that  they  had 
won  a  $100  first  prize  in  a  window  dressing  competi- 
tion open  to  all  stores  in  the  United  States  and  Canada 


that  he  has  the  .+100,  or  what's  left  of  it — in  his  jeans, 
and  a  smile  born  of  a  sense  of  satisfaction  in  being 
able  to  "put  it  over." 

The  window  demonstration  was  put  on  at  Greens 
during  the  weeks  of  June  12th  to  19th  inclusive  and 
exhaustive  preparations  were  made  to  insure  it  being 
a  success.  A  great  deal  of  necessary  paraphernalia 
was  gotten  into  shape  ready  for  the  opening  drive, 


Tile  prize  window  which 
drew  down  $10(1  to  George 
.\danis  of  Greens,  Hamil- 
ton, Ltd.,  ancV  whiich  is 
descrilied  in  the  acconi- 
paio^iiui 


GREENS 

THE  "RED  STAR' 

BEATS  THE 
FUEL  SHORTAGE 


soiling  Detroit  "Red  Star"  Vapor  Oil  Ranges.  Tiie 
fact  that  the  judges  of  the  contest  were  all  United 
States  citizens  added  a  little  to  the  feeling  that  the 
winning  of  the  first  prize  was  an  achievement  to  be 
somewhat  i)roud  of. 

The  prize  in  (piestipn  was  offered  by  tlie  Deti'oit 
Ked  Stai-  Vapor  Oil  Range  Company  of  Detroit,  Micli., 
for  whose  product  Greens  have  the  exclusive  agency 
"in  Hamilton,  and  the  ainiouncement  was  made  that 
the  prizes  would  be  awarded  according  to  the  actual 
selling  (|ualities  of  the  windows  entered  in  the  eon- 
test. 

Mr.  Geo.  Adams,  manager  of  the  stove  dei)artmcnt  at 
Greens,  iiad  an  idea  that  $100  might  be  as  useful  to 
him  as  to  anybody  else,  especially  if  it  was  American 
money,  so  he  stayed  awake  nights  planning  a  window 
demonstration  that  would  beat  the  other  fellows  to  a 
frazzle.    IIow  well  he  succeeded  is  i)r()ven  l)y  the  fad 


and  a  mystery  ne\v,si)ap('r  cami)aign  covering  a  week 
])revious  to  the  opening  of  the  sale,  announced,  in 
different  wording  each  day  that  the  "Red  Star"  was 
coming,  and  tlie  public  was  exhorted  to  "watch  for 
it." 

Both  front  windows  were  given  over  completely  to 
the  demonstration.  In  one  was  a  "Red  Star"  model 
No.  218,  with  one  burner  going  and  a  kettle  of  water 
constantly  boiling.  At  its  side  was  a  lai'ge  stand,  two 
feet  wide  and  (>ight  feet  high,  to  which  was  aftixeil 
a  glass  tube  containing  oiie-lialf  gallon  of  coal  oil,  so 
attached  that  it  was  feeding  into  the  oil  I'ange.  M'n\- 
way  down  tli(>  glass  gauge  and  a  little  to  one  side  a 
clock  was  ins(M'1ed,  the  idea  being  to  allow  th(>  i)ubHc 
to  see  how  much  oil  was  consumed  each  minute.  To 
make  this  doubly  easy  a  system  of  graduation  waJi 
shown  at  the  other  side  of  - the  gauge  on  which  the 
pint.s  and  's  pint.s  were  marked  off — and  showing  also 
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how  long  it  took  to  consume  one  cent's  worth  of  oil. 
At  bocli  top  ima  bottom  ot  tliis  stand  were  pasted 
■'Red  iStar '  cutouts  and  the  tollowmg  brief  but  pointed 
'sentences,  followed  ui  rotation,  reading  from  the  top 
down : 

"This  tube  when  full  contains  one-half  gallon  of 
coal  oil." 

"Jiiach  Ime  indicates  one-eighth  of  a  pint.'' 

"Tnne  it."    (This  just  above  the  clock). 

"One  burner  oi  the  range  is  turned  full  on,  produc- 
ing approximately  1,OJO  degrees  of  cooking  heat." 

" Jro^sitiveiy  the  most  efficient  oil  range." 

Pinned  to  this  stand  was  a  card  marked  "Exhibit  A." 

To  one  side  of  the  windoAV  was  a  cut-out  of  the 
"Red  Star''  "on  trial."  The  wording  on  this  card 
was  in  striking  colors,  and  read  "On  Trial."  You  be 
the  judge,  and  make  us  prove  that  the  Red  Star 
Detroit  Vapor  Oil  Stove  burns  at  least  22  hours  on  a 
gallon  of  coal  oil.  Our  defence  and  evidence  we  pro- 
duce in  Exhibit  "A,"  with  a  hand  pointing  to  the 
stand  before  mentioned.  This  is  clearly  illustrated  in 
the  cut  shown  herewith. 

Many  people  stopped  at  the  windows  to  time  the 
consumption  of  oil  and  were  agreeably  surprised  at 
the  fuel  economy  so  plainly  evidenced.  The  demon- 
stration had  its  humorous  side  as  well.  One  fussy  old 
lady  was  heard  to  remark  that  "no  doubt  it  was  a 
good  stove,  but  she  wouldn't  like  to  have  that  glass 
tube  stuck  up  in  her  kitchen.  Suppose  it  broke!"  A 
man  was  heard  explaining  to  his  wife  that  the  tube 
was  full  of  water  feeding  into  the  kettle  so  that  it 
wouldn 't  boil  dry.  ' '  Pretty  good  idea,  too,  by  cracky  ! ' ' 
he  said. 

The  lOther  window — a  large  one — had  been  con- 
verted into  a  model  kitchen,  with  a  Red  Star  model 
No.  215  in  the  foreground,  a  refrigerator,  kitchen 
cabinet,  sink  with  taps  attached,  and  a  glass  topped 
table  for  displaying  the  foodstuffs  cooked  daily  by 
the  "chef"  who  ruled  over  the  kitchen.  Incidentally 
this  display  stimulated  the  sale  of  refrigerators  and 
kitchen  cabinets. 

Practically  the  entire  ground  floor  of  the  store  was 
given  over  to  Red  Stars  of  every  model,  many  of  them 
in  action.  The  campaign  was  linked  up  outside  by 
■  dozens  of  Red  Star  pennants  hanging  coiispicuousiy 
from  the  awnings — noticeable  two  blocks  away — and 
a  large  electric  sign  which  blazed  out  on  one  .side 


the  message  that  "The  Red- Star  Beats  the  Fuel  Short- 
age" and  on  the  other  side  "The  Red  Star  Uses  (Iheap 
Coal  Oil.  ' 

The  lights  within  the  sign  were  so  arranged  that 
the  top  line  on  each  side,  containing  the  word.s, 
"THE  RED  STAR,"  showed  up  red,  while  the  re- 
maining words  were  white.  This  contrast  in  color 
was  very  strikingly  appropriate. 

The  cooking  demonstration  was,  undoubtedl}-,  a  huge 
success.  The  model  No.  215  performed  perfectly,  and 
the  temptingly  delectable  things  taken  from  the  oven 
made  people  stop  and  stare  wistfully  through  the  win- 
dows. Roast  chicken,  roast  beef,  roast  veal,  pies, 
cakes,  cookies — um,  yum,  how  good  they  did  smell ! 
The  enticing  odors  wafted  out  through  the  open  doors 
made  one  think  of  those  old  Christmas  dinners  "back 
on  the  farm." 

The  Red  Star  representative  for  the  district  worked 
like  a  trojan  the  entire  week — and  it  was  a  hot  week, 
at  that.  He  had  the  crowd  standing  open-mouthed  and 
open-eyed  before  the  window  while  he  went  through 
his  strenuous  performance  of  showing,  by  pointer  and 
cards,  why  the  "Red  Star"  held  first  place  in  the 
realm  of  cooking  ranges.  The  range  was  almost  liter- 
ally dissected  before  their  wondering  eyes — and  even 
those  "from  Missouri"  had  to  admit  they  had  been 
"shown."  It  was  inspiring  to  hear  him  eulogizing 
the  "Red  Star"  to  the  crowds  who  came  inside — and 
many  who  "came  to  scoff  remained  to  buy." 

For  the  benefit  of  those  who  could  not  get  uptown 
during  the  day  some  of  the  staff  came  back  on  Tues- 
day and  Thursday  evenings,  although  the  store  closes 
at  6  ever\'  night  but  Saturday.  On  the  two  evenings 
mentioned  the  technical  poiints  of  the  range  were 
pointed  out.  The  chef  demonstrated  its  cooking  abili- 
ties, and  those  of  the  staff'  who  were  present,  believ- 
ing the  "proof  of  the  pudding  is  in  the  eating."  handed 
out  coffee  and  cookies  and  cake  to  all  who  desired  to 
taste  and  try.  These  evening  demonstrations  were 
fruitful  in  bringing  in  a  number  of  people  who  were 
capably  handled  by  Mr.  Adams  and  his  helpers — each 
one  demonstrating  a  stove  or  hot  water  heater  to  a 
knot  of  interested  listeners. 

The  demonstration  as  a  whole  was  productive  of  re- 
sults which,  to  say  the  least,  equalled  the  anticipations 
of  the  company  in  every  sense  of  the  word. 
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Suggestive  Christmas  Gift  line 
—No.  1811  Library  Table, 
made  by  The  F.  E.  Coombe 
Furniture  Co.,  Ltd.,  Kincar- 
dine. This  table  is  also  made 
in  Queen  Anne  ]ieriod. 
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Many  Splendid  Values  1  I  r-« 

-in-         1 1  r  urniture 


Dining  Room  Furniture 

111  our  assortment  of  houseliold  fur- 
niture there  are  no  better  examples 
of  VALUE  than  in  the  variety  of 
furniture   for    the   Dining  Room. 

Experience  has  taught  us  that  most 
jieople  seek  comfort  as  well  as  good 
looks  in  dining  room  furniture,  and 
we  have  ai>plied  this  knowledge  in 
choosing  the  most  attractive  line  now 
on  our  show  room  floor. 

If  you  want  to  furnish  your  dining 
room  ,at  moderate  cost,  yet  with  ele- 
gance and  good  taste,  you  will  surely 
find  the  right  furniture  here.  As  in 
all  other  lines  of  furnishings,  our  values 
are  pronouncedly  economical. 


We  have  on  hand  a 
numbei!  of  odd  pieces 
of  furniture  which  we 
are  selling  this  week  at 
reduced  prices. 


F.E.  HARRIS  &  CO.  I  j      Laurin  &  Co. 


Limited 

AYLESFORD,  KINGS  CO.,  N.S. 


42  DU  PLATON  STREET 
Telephone  249  Three  Rivers 
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Plan  Bright  Winter 
Surroundings 

Can  you  face  that  worn  carpet 
till  next  June.  Can  you  stand 
the  oppression  of  dingy  hang- 
ings for  eight  months.  And  can 
you  associate  with  furniture  that 
is  beneath  your  ambition  for  that 
!e!";.h  of  time.' 

No!  Then  come  see  the  magic 
touch  of  a  new  Rug,  new  Hang- 
ings or  Curtains  will  animate  the 
most  hopelefs  room.  Ami  dis- 
cover that  we  never  allow  our- 
selves to  be  underquoted,  quality 
considered.  And  how  often  we 
undersell  others! 

Brander,  Morris  &  Co. 

396-398  BARRINGTON  St. 


Tliree    examples    of    recent    advertisina'    adopted   by    several    Canadian   furniture  dealers.     They  show  the  woidins  and   sales  argument   (if  the 

dealers,  typical  of  what  an  increasing  nuinher  of  furniture  nn-n  ai'e  diiins'  these  days. 


DOES  ADVERTISING  LOWER  SELLING  COST? 
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Gordon  Kent,  advertising  writer,  says  it  does — Erroneous   to  think  that  it  adds   to  cost 


THERE  are  a  great  many  people  who  still  believe 
that  advertising  adds  to  the  cost  of  goods.  As 
I  heard  one  party  say  the  other  day:  "It  is  too 
bad  the  manufacturers  of  Blank's  table  beds  are  ad- 
vertising so  extensively,  for  the  price  of  them  will 
have  to  go  so  much  higher  that  a  lot  of  people  won't 
lie  able  to  buy  them." 

A  .statement  of  this  character  shows  conclusively  the 
lack  of  appreciation  of  the  real  facts  entering  into  the 
process  of  marketing  a  ])roduct  under  present  condi- 
tions, the  assumj)tion  being  that  the  money  invested 
in  advertising  is  immediately  tacked  on  to  the  cost  of 
the  article. 

This  class  of  people  never  take  into  account  that  if 
not  a  word  of  advertising  were  [)rinted  the  article 
would  have  to  be  entirely  sold  through  personal  sales- 
manship, and  the  cost  of  this  would  be  a  tremendous 
item,  as  everyone  is  aware  who  is  familiar  with  the 
cost  of  selling  solely  through  pei'sonal  canvass.  Tf 
!U)  advertising  was  done  how  many  peoi>le  would  know 
;d)oiit  certain  articles? 

Foi'  instance,  take  it  in  your  own  case.  There  are 
:i  great  many  products  on  tli(>  market  with  which  yon 
are  thoroughly  familiar  even  though  you  have  nevei- 
used  them.  Now,  from  what  soui-ce  came  this  familiar- 
ity? Thi-oiigh  your  reading  of  billboards,  news|)a|)ers, 
magazines,  etc.,  was  it  not? 

There  are  sf)nie  others  who  believe  that  certain  mei-- 
cliandisc  should  not  be  advertised  for  iiioi'e  than  a  vear. 


believing  that  time  sufficient  to  have  it  thoroughly 
known  by  the  public,  but  the  public,  after  all,  are  a 
very  fickle  class  who  soon  forget.  They  take  up  with 
a  new  love  scarcely  before  they  are  off  with  the  old — 
it  is  out  of  sight,  out  of  mind  with  them. 

In  the  first  place,  with  many  commodities,  and 
furniture  in  jjarticular,  it  takes  more  than  a 
year  to  build  up  a,  solid  and  extensive  market. 
The  initial  cost  of  advertising  is  great  in  cases  of  this 
kind,  and  the  accumulative  eft'ect  of  advertising,  a 
source  from  which  profits  are  derived,  is  lost  when  the 
advertising  stops.  On  the  other 'hand,  there  are  man,v 
things  which  have  been  sold  for  a  great  many  years 
which  have  dropped  absolutely  out  of  sight  as  soon  as 
their  advertising  ceased. 

A  few  years  ago  a  very  interesting  conference  took 
|)lace  in  which  a  group  of  business  men  discussed  the 
point  as  to  wliethei-  they  should  not  stop  all  their 
advertising,  aiul  rely  so'ely  upon  the  great  momentum 
of  past  sales  and  good  will  not  only  to  keep  up  but 
increase  their  distribution.  It  was  d(>cided  that  1o 
stop  their  advertising  meant  the  immediate  reduc- 
tion of  sales.  Nine  out  of  eleven  national  advertisers 
n'ho  were  selected  earned  lai'ger  percentages  of  pro- 
fits than  the  non-advertisers. 

Also  in  a  recent  canvass  ninety-nine  out  of  a  hun- 
dred firms  which  failed  were  non-advertisers.  Also 
considering  firms  in  a  certain  section,  it  was  foinid 
that  the  four  advertising  manufacturers  made  a  profit 
of  abf)iit  10  p(M'  cent,  based  on  net  sales,  while  the  non- 
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advertisers  in  the  same  section  of  the  country  made  only 
a  profit  of  about  7  per  cent. 

Now,  when  you  have  to  spend  a  lot  of  time  and 
your  clerks  must  also  put  in  similar  periods  in  sales 
talk,  you  are  not  getting  the  profits  from  j'our  business 
that  you  could  if  you  carried  standard  advertised  mer- 
chandise, sales  for  which  have  already  been  created 
in  the  minds  of  the  prospect  through  his  familiarity 
witli  your  goods  through  advertising. 

It  is  the  same  way  with  your  store.  If  you  i;se  the 
local  papers  and  other  forms  of  advertising,  your  gen- 
eral community  is  familiar  with  you — know  who  you 
are,  where  you  are  and  what  you  have  to  sell. 

Good  trade  never  comes  around  and  insists  upon 
buying.  It  is  up  to  you  to  tempt  him  through  advertis- 
ing, calling  his  attention  to  the  value  you  can  give.  Of 


The  advertising  of  your  store  and  the  merchandise 
carried  leads  the  public  more  generally  and  more  ra- 
pidly to  you.  It  produces  a  general  demand  where 
Jacking  advertising  the  demand  is  very  small.  Ad- 
vertising is  universally  proving  itself  an  economical 
and  eflPeetive  agency  when  reasonably  and  firmly  em- 
ployed. 

Advertising,  like  many  other  thihg.s,  is  condemned 
by  certain  people  because  it  i,s  not  understood,  and  this 
is  always  a  bigoted,  shortsighted  judgment.  Some  of 
the  greatest  things  in  tlie  woi-ld  yield  i)rofits  of  various 
kinds  because  we  look  into  them,  not  being  satisfied 
with  ignorance  along  certain  lines. 

When  you  are  asked  a  (juestion  you  cannot  answer, 
it  is  simply  necessary  to  say  at  the  time — "I  do  not 
know;"  but  don't  let  this  pas.s — look  into  the  matter 


Gift  Furniture 

A  List  of  Gifts  With  Prices 


Under  One  Dollar 


From  f  to  2  Dollars 


From  2  to  3  Dollars 


From  3  to  4  Ooilars 


From  4  to  S  Dolors 


From  5  to  lO  Dollars 


From  10  to  20  Dollars 


Gifts  Sure  to  Please 

For  Ail  the  Family 


EVERYTHING  USEFUL 


TelepboDc  Sell  Odd  Chairs  Library  Tables 


Musit  Cabintls 


Electric  Larps 


RenKbairslId  Rockm 
"Easy  Cbairs       1^.°^  ' "T7^  '7i'\,'ir''! " 


For  Women  p„  ^j^^ 


WRIGHT'S  Limited 


Gift  Suggestions  In  Furniture 


1 


A  a<i,t<  fof.nti  H'oa/J  fcf  A,c,?lM,  IJ        or  PoiifWr 


Chesterfields  and  Easy  Chairs 


Open  , 


WRIGHT  S  Limited 


Open 
Evenings 


Open  Tonight 


Si)ine  typically  npat  Cliristmns  iidvertisiiiK  wliicli  Canadian  dealers  used  last  year.     The  arguments  canndt  lie 

read,   but  tlie   layout"  is    sinid    and  suKsestive. 


course  you  have  to  do  some  eflPective  work  when  the 
customer  is  once  in  your  .store,  but  to  sell  entirely 
through  personal  salesmanship  i.s  not  the  most  econ- 
omical plan. 

Advertising  is  one  of  the  keenest  forces  in  competi- 
tion. Without  it,  of  course,  there  would  be  no  compe- 
tition, but  it  is  (piite  evident  that  it  has  made  com- 
petition keener.  One  year  of  intensive  advertising  will 
accomplish  more  for  you  than  five  or  ten  without  it. 


and  see  what  the  answer  should  be.  Make  it  a  point 
to  find  out  right  away. 

This  too  is  a  form  of  advertising  on  your  part.  If 
you  want  to  create  good  will  for  yourself  as  well  as 
the  store,  you  must  have  that  character  Avhich  makes 
for  competence.  Try  to  understand  the  very  principles 
of  advertising,  the  fundamentals  of  selling,  and  you 
will  be  able  to  prove  to  a  customer  why  the  furniture 
you  carry  is  the  best  in  the  long  run. 
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REST  ROOM  FOR  CUSTOMERS 

THE  Nova  Scotia  Furnishings  Co.,  Halifax,  N.  S., 
have  a  room  in  their  store  furnished  in  Old  Eng- 
lish anti(iue  oak,  and  leather,  which  is  maintained 
as  a  ladies'  rest  room — such  a  room  as  is  appreciated  by 
the  many  ladies  who  visit  the  store,  fre(iuently  with 
children.  It  is  provided  with  journals  and  literature 
giving  helpful  pointers  on  house  furnishing  and  here 
my  lady,  rather  fatigued,  can  sit  at  ease,  and  look  over 
some  of  the  publications  for  suggestions  that  will  help 
her. 


A  THIRD  ANNIVERSARY  SALE 

Goulds  Limited,  St.  Thomas,  Out.,  large  depart- 
ment store,  recently  celebrated  its  third  business  anni- 
versary sale.  A  birthday  cake  was  one  of  the  features 
of  the  store's  display.  Arrangements  are  already  be- 
ing made  for  next  vear's  celebration. 


"HELLO  THERE  '  HELPS  BUSINESS 

A  Kansas  retail  store  lias  a  green  parrot  hanging 
in  a  cage  in  the  doorway  which  shouts  "hello,  there," 
to  passersby.  It  brings  some  business,  too,  says  the 
proprietor.  A  suggestion  occurs  that  it  would  be  well 
for  dealers  and  their  sales  help  to  pass  a  "good  day" 
to  their  friends  as  they  enter  or  go  by  the  store. 


DEDICATION  OF  FURNITURE  STORE 

A  reception  and  dedication  service  was  held  at  the 
new  store  of  the  Adams  Furniture  Company  at  Toronto 
during  the  past  month.  Over  200  members  of  the  Ro- 
tary Club  and  their  wives  attended  at  the  invitation 
of  Robert  Coryell,  president  of  the  company.  The 
dedication  was  performed  by  Mr.  Ronald  Maeleod  of 
Northern  Community  Church. 

Following  the  ceremony,  Mr.  Coryell  bi-iefly  sketched 
the  history  of  the  company  from  its  humble  beginning 
down  to  its  present  huge  proportions.  The  develop- 
ment of  the  business  was  the  product  of  the  industry 
and  integrity  of  its  founder,  the  late  M'r.  C.  S.  Coryell, 
backed  by  tact,  push,  and  ])rincip]e,  which  ipialitios 
it  had  always  been  the  eiuleavor  of  the  management  to 
retain. 

Anotlicr  instance  of  religion  in  business  was  reported 
in  the  daily  i)ress  of  Three  Rivers,  Que.,  when  one  of 
Ihe  big  department  stores  moved  to  a  new  location, 
the  new  store  being  opened  with  a  religious  ceremony 
performed  by  a  Catholic  priest.  A  procession  was 
formed  afterward  from  the  store  to  the  centre  of  the 
1  own. 


TOO  MUCH  SENSATIONALISM 

Sensational  adverl isiiu-'  stunts  may  not  turn  out  wcM. 
as  a  Chicago  furnitiiiv  dealer  discovered  recenth-  to 
his  sorrow.  lie  offered  brooms  "worth  sfventy-five 
cents"  for  one  cen^  each  :'nd  fifteen  hundred  women 
respondefl,  in  a  rusli  foi-  the  bargain  nearh-  wrecking 
the  store. 

The  sunplv  was  not  cdual  to  tli<'  demand,  and  there 
was  a  iiiix-up  that  i-eaclied  the  proport  ifxis  of  a  real 


riot.  The  police  were  summoned  but  they  retreated 
in  defeat,  for  what  could  they  do  with  their  night 
sticks  in  conflict  with  the  "female  of  the  species" 
armed  with  her  favorite  weapon,  the  broom"? 

A  rival  dealer  across  the  street  took  advantage  of  the 
publicity  opportunity  by  scattering  twenty-five  hundred 
pennies  among  the  crowd. 

The  lesson,  if  any,  is  to  practice  moderation  in  ad-, 
vertising  stunts,  and  to  see  that  the  other  fellow  does 
not  have  a  chance  to  butt  mi. 


MORE  OR  LESS 

A  little  more  deed  and  a  little  less  creed; 

A  little  more  giving  and  a  little  less  greed; 

A  little  more  bearing  other  people's  load; 

A  little  more  God-speed  on  the  dusty  road ; 

A  little  more  roses  and  a  little  less  thorns, 

A  sweeter  air  for  the  sick  and  forlorned ; 

A  little  more  song  and  a  little  less  glum; 

A  little  gold  for  the  uplift  of  the  slum; 

A  little  less  kicks  for  the  man  that  is  down, 

A  little  more  smiles  and  a  little  less  frown; 

A  little  more  love  for  the  man  in  our  trade, 

A  little  more  sunshine  and  a  little  less  shade; 

A  little  more  done  for  father  and  mother, 

A  good  word,  a  strong  arm  for  a  U.C.T.  brother ; 

A  little  less  knocking  and  a  little  more  cheer, 

A  good  word  for  the  hero  that's  left  in  the  rear; 

A  little  more  love  and  a  little  less  hate, 

A  little  more  kindness  at  your  brother '-s  gate; 

A  little  more  helping  by  you  and  me, 

A  little  less  frowning  where  all  can  see; 

A  little  more  flowers  in  the  pathway  of  life, 

A  little  less  sadness  at  the  end  of  the  strife. 


POPULARIZING  PHONOGRAPH  RECORDS 

The  Adams  Furniture  Co.,  Toi'onto,  did  a  great 
stunt  recently  by  engaging  Ted  Lewis  and  his  ja/./ 
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I    Greens    |  |  Qreens  I 

I  Incorporation  and  I  |  ,o  progressive  I 
i  August  turniture  \  |  DEPARTMENTS  1 
I       Cash  Sale       |    |       $  | 

I  II  Arlicle   = 

1  Net  Cash  Price  $  |  |  | 
1  Regular  Price  $  1    1  1 

I        *  ^  II  Quality   I 

I  Your  Patronage  is  |  | | 
1       A  lwa\fs  Appreciated  I     I  WE  AIM  TO  PLEASE  | 
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Hack   iind   front   of  sales  card  used  liy  Hamilton   firm.     The   front  lias 
all  iiart iculars  resardin^  itcriis  in  stock,  and  back  has  tlic  spi'cial  price 
for    particular   sale    in    wliicli    it    is  offered. 

band,  which  was  pla^'ing  at  a  local  theatre,  to  give  an 
afternoon  recital  in  their  store  of  tiie  pieces  which 
the  band  had  recorded  on  some  phonograph  records 
sold  bv  the  firm. 
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C^PLENDID  interior  view  of  Adams  Furniture  Company's  magnificent  new  | 

store  on  Yonge  Street,  Toronto.    This  picture  was  taken  just  inside  main  | 

entrance,  and  shows  mezzanine  floor,  style  of  architecture,  lighting,  and  I 

arrangement  of  stock-     T^^^  picture  on  the  opposite  page  is  from  a  special  \ 

photograph  and  gives  an  artistic  conception  of  the  exterior  of  the  building.  The  | 

Adams  Company  have  now  one  of  the  finest  and  most -completely -equipped  \ 

furniture  stores  on  the  A  merican  continent.  | 
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PUSHING  ADVERTISED  FURNITURE  LINES 

"Even  the  fuiiiiture  merchant  could  increase  his 
turnover  if  he  woukl  push  the  better-knov\'n  guaranteed 
makes  of  merchandise.  Here's  an  example,"  said  a 
bankei-  in  relating  how  and  why  some  dealers  succeed 
(,r  fail.  "My  wife  went  into  a  furniture  store  to  buy 
some  additional  mattresses  for  our  new  home.  We 
have  used  the  IMarsliall  mattress  for  j'ears;  we  knew 
wiiat  they  were,  that  they  were  guaranteed  and  the 
most  comfortable  mattress  on  earth.  We  certainly 
wanted  our  guests  to  have  the  best.  For  some  reason 
the  dea'er  iiisisted  on  my  wife  buying  some  other 
make — one  we  had  never  heard  of.  The  outcome  was 
that  my  wife  finally  went  to  a  store  where  they  did 
iiot  try  to  force  inferior  articles  upon  patrons  for  the 
sake  of  a  few  dollars  profit — and,  incidentally,  she 
bought  two  new  bedroom  suites  to  go  with  the  mat- 
tresses.   Yes,"  reflected  the  banker,  "advertise  and 


push  the  goods  that  are  known  to  stand  the  acid  test 
and  .vou  will  surely  increase  turnovers  in  the  furniture 
or  any  other  line." 


YOUR  TRADE  PAPER 

The  trade  paper  is  probably  the  most  alive  to  the 
exigencies  of  education,  and  the  gratitieation  of  the 
mental  needs  of  its  readers,  than  any  other  press  pro- 
duction, says  an  unknown  writer. 

It  asks,  absorbs,  gives. 

Take  up  a  trade  paper;  note  the  (piality  and  texture 
of  the  paper,  the  clearness  of  the  type,  the  numerous 
illustrations,  the  beauty  of  its  arrangement,  the  logic 
of  its  arguments,  the  well-expressed  opinions  of  its 
contributors. 

Then  tell  us  if  it  isn't  an  education — beautiful,  in- 
spiring, strengthening. 

Thousands  of  trade  paper  subscribers  are  receiving 
mental  uplift  and  renewing  their  courage  by  its  means. 
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Seasonable  Suggestions 

I  From  Our  Exchanges 

^iiiiiiiiiiiiiiiii  iiiii!.iiiiiii!niiiiiiiiiiiiiiin::iii;:::iiiiiii!iiiMiii 

GETTING  BACK  THE  BLOOM  ON  FURNITURE 

When  the  polish  on  new  furniture  becomes  dull  it 
can  be  easily  renewed.  Wet  a  soft  sponge  with  tepid, 
distilled  water,  and  rub  it  in  one  direction  over  the 
article.  Then  take  a  soft  chamois  skin,  soak  out  all  the 
water  you  can;  wipe  the  furniture  with  it  in  the  di- 
rection of  the  grain,  never  in  circles.  Never  use  a 
dry  chamois. 

if  the  varnish  is  defaced,  and  show.s  white  spots  or 
streaks,  take  ecpial  parts  of  pure  linseed  oil  and  tur- 
])entine,  shake  them  well  in  a  clean  bottle  and  apply  a 
very  small  (quantity  on  a  clean,  soft  rag  until  the 
color  is  restored;  then  with  another  clean  soft  rag, 
such  as  cheesecloth,  wij^e  the  mixture  entirel^y  off. 
Jn  deeply  carved  Avork  the  dust  cannot  be  removed 
with  a  sponge  and  chamois.  A  stifF-haired  paint  brush 
with  chisel  edge  is  a  serviceable  tool  for  the  work. 

The  cause  of  varnished  furniture  becoming  dull, 
and  the  reason  why  oil  and  turpentine  restore  its  for- 
mer polish,  is  easily  understood  when  the  composition 
of  varnish  is  explained.  The  humidity  of  the  atmos- 
phere, and  the  action  of  certain  gases,  such  as  coal  gas 
from  the  heating  plant,  smoke,  and  illuminating  gas, 
and  even  the  gas  formed  from  burning  gas  jets  (car- 
bon monoxide)  all  cause  a  bhiish-white  coating  to  ad- 
here on  all  furniture,  and  show  conspicuously  on  pol- 
ished surfaces  such  as  mirrors,  pianos,  cabinet  ware 
and  polished  metal.  It  does  not  come  on  all  at  once, 
but  i.s  fairly  rapid  wherever  the  gases  are  most  pro- 
nounced.   It  is  easily  removed  as  described  above. 

The  white  scratches  on  furniture  are  caused  by  the 
gum  of  which  the  varnish  is  made  being  bruised. 
Copal  varnish  is  composed  of  gum  copal,  linseed  oil 
and  turpentine  or  benzine.  Copal  is  not  soluble  in 
alcohol,  as  other  gums  are  but  is  dissolved  by  heat.  It 
is  the  foundation  of  varnish,  as  the  oil  is  used  only, 
to  make  the  gum  tough,  not  brittle,  and  the  turpen-^ 


tine  is  used  only  to  hold  the  other  parts  iji  a  licpiid 
state.  It  evaporates  a'most  immediately  after  being 
applied  to  the  furniture.  The  gum  then  becomes  hard 
cuid  admits  of  a  fine  polish.  Therefore,  when  the  var- 
nish is  bruised,  it  is  tlie  gum  that  turns  white,  and  the 
color  is  restored  l)y  applying  the  oil  and  turpentine. 
If  the  mixture  is  left  on  the  furniture,  it  will  amal- 
gamate with  the  varnish  already  on  it,  and  become 
tough,  and  show  the  edges  where  it  was  applied.  Hence 
the  necessity  for  doing  only  a  small  part  of  the  sur- 
face at  a  time,  and  wiping  the  mixture  off  immediately 
the  color  is  restoi-ed. 

Furniture  dealers  often  have  old  furniture  .sent  in 
to  be  finished.  In  the  majority  of  cases  all  the  furni- 
ture needs-  is  washing.  Most  people  never  think  that 
furniture,  like  everything  else  in  the  house,  can  become 
dirty,  and  i-eijuires  only  a  rubbing  down  with  Ivory 
soapsi^ds  and  tepid  water  applied  with  a  soft  cheese- 
cloth, and  a  subse(inent  poli.shing  with  a  fresh  cheese- 
cloth moistened  with  a  little  linseed  oil. — Northern 
Furniture. 


TO  TELL  MAHOGANY  FROM  RED  GUM 

In  the  manufacture  of  furnitui'e  a  great  deal  of  red 
gum  is  used  as  an  imitation  of  mahogany  or  Circas- 
sian walnut.  When  red  gum  is  properly  finished  it 
can  be  made  to  look  so  much  like  either  of  these  woods 
that  only  by  very  careful  observation  can  the  true  be 
distinguished  from  the  substitute.  There  is  a  very 
distinct  ditference,  however,  between  red  gum  and  ma- 
hogany or  walnut.  This  difference  lies  in  the  size 
of  the  pores. 

In  mahogany,  Circassian  walnut  and  black  walnut 
the  pores  are  so  large  that  they  can  be  seen  very  dis- 
tinctly on  a  smoothly-cut  surface  of  the  end  grain, 
where  they  appear  as  minute  openings  smaller  than 
pin  holes  but  visible  without  magnification.  On  sui'- 
faced  faces  the  pores  appear  as  fine  grooves,  running 
parallel  with  the  grain.  They  are  even  visible  throiigh 
the  varnish,  appearing  as  dark  lines. 

In  red  gum  the  pores  are  much  smaller  and  can  be 

|seen  only  with  a  magnifying  glass. — Southern  Furni- 

"ture  Journal. 


Arcliitects'    floor  plans   of  Adams  Furniture   Co.'s   new  store — ground 
floor,  second  floor,"  and  typical  plan  of  floors  above. 
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BETTER  FURNISHED  HOMES  CAMPAIGN 
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Plan  of  the  Home  Furnishings  Bureau— Increasing  the  sale  of  furniture  by  raising  public  taste 
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J.    L.    CHARIjESWORTH    ill    Industrial  Canada 
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GREATER  happiness !  The  person  or  persons  who 
are  honestly  trying  to  bring  that  about  are  de- 
serving of  more  than  passing  interest.  The  ideal 
of  the  Home  Furnishings  Bureau  recently  established 
by  the  Furniture  Manufacturers'  Association,  with 
head  offices  at  Toronto,  defi]iitely  puts  it  in  this  class. 
"Better  furnished  homes  mean  greater  happiness,"  de- 
clares its  slogan,  and  as  a  conseciuence  the  ideal  is 
the  improvement  of  Canadian  homes. 

What  is  the  Home  Furnishings  Bureau  and  how  can 
it  carry  out  its  plans?  are  natural  (questions  to  ask. 
The  answer  to  the  second  is  advertising,  details  of 
which  will  be  given  below.  'For  the  first  (luestion  one 
must  turn  back  the  ca'endar  some  six  months.  The 
problem  of  furniture  manufacturers  has  always  been 
the  securing  of  popular  appreciation  for  good  work. 
Every  home  owner  wants  his  house  to  be  a  thing  of 
beauty,  but  not  everyone  knows  how  to  make  it  so. 
To  Mr.  Cawkell,  secretary  of  the  Furniture  Manufac- 
turers' Association,  came  the  idea  the  the  educational 
influences  of  group  advertising  might  do  a  great  deal 
(;f  good  in  this  direction.  The  James  Fisher  Co.  Ltd. 
were  called  into  consultation  and  they  drew  up  the 
plan  of  procedure.  The  scheme  was  then  presented 
to  a  number  of  furniture  manufacturers,  and  a  com- 
mittee was  appointed  to  look  after  the  details.  On 
this  committee  are  G.  W.  Gibbard,  of  the  Gibbard 
Furniture  Company,  Limited, 
Napanee,  Ont.,  who  is  chair- 
man ;  J.  H.  Baetz,  of  Baet;^ 
Bros.  Furniture  Company, 
Kitchener,  Ont. ;  W.  J.  An- 
derson, of  the  Stratford  Chair 
Company,  Limited.  Stratford, 
Ont.;  George  Hughes,  of  the 
Gold  Medal  Furniture  Manu- 
facturing Company,  Limited, 
Toronto ;  A.  A.  Schreiter,  of 
the  De  Luxe  Upholstering 
Company,  Kitchener,  Ont., 
and  W.  Cawkell,  secretary  of 
the  Furniture  Manufacturers' 
Association.  Their  deMbera- 
tioiis  led  to  the  establishment 
n''  the  TToinc  Furnishings  Bur- 
eau, with  T.  Lyle  Blogg  as 
''I'Mia'rer. 

With  the  organization  com- 
pleted the  plan  of  campaign 
j'emained  to  be  worked  out 
'))  d'>*'ail.  For  the  purposes 
of  the  moveiiHMit.  four  lines  of 
endeavor  were  1o  b"  consid- 
ered; work  with  manufac- 
turei's,  travellers  and  retail- 
ers, whose  co-operation  was 
essentia^  to  the  success  of  the 
plan ;  with  customers,  be- 
cause they  are  the  ' ultimate 


An  Inducement  to  Beautify  Canadian  Homes 


judges  oi  cvcryt 


ling. 


of  ads.  lii'iii 
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Manufacturers  are  seeing  the  possibilities  of  group' 
advertising.  In  the  case  of  furniture  a  general  de- 
mand must  be  created  before  it  is  of  any  use  adver- 
tising a  particular  line.  This  general  demand  can  be 
more  strongly  influenced  by  a  co-operative  campaign 
than  by  individuals,  if  only  for  the  reason  that  the 
funds  are  greater.  The  furniture  manufacturers  have 
been  shown  what  similar  advertising  in  other  lines  has 
accomplished  and  their  support  of  the  present  move- 
ment has  been  secured. 

Travellers  are  a  force  that  can  be  used  etfectiMjly. 
The  traveller  from  the  very  nature  of  his  profession 
must  be  a  persuasive  talker  and  a  friend  of  the  retailer. 
Continually  on  the  move  from  place  to  place,  he  picks 
up  a  number  of  good  ideas  about  methods  of  selling. 
These  he  passes  on  to  the  retailer,  who  is  glad  to  re- 
ceive the  suggestions  of  wider  experience.  When  the 
traveUer  explains  to  the  dealer  what  the  "Better  Fur- 
nished Homes"  campaign  is,  the  latter  is  likely  to  co- 
operate readily  with  the  Bureau. 

Letters  and  folders  explaining  the  campaign  and 
showing  copies  of  advertisements  to  be  used  are  going 
out  to  retailers.  Articles  inserted  in  trade  papers  to 
show  what  improvements  can  be  '  made  in  selling 
methods  and  window  decoration,  and  a  supply  of  ma- 
terial for  window  display,  with  prizes  otfered  for  the 
best  efforts,  are  developments  under  consideration. 

To  make  sure  that  all  three 
classes,  manufacturers,  trav- 
ellers and  retailers,  will  Avork 
together  for  the  achievement 
of  the  Home  Furnishings 
Bureau's  idea,  meetings  are 
being  called  at  various  cen- 
tres. Here  the  audiences  are 
addressed  by  a  speaker,  who 
shows  what  part  the.y 
should  play  in  the  campaign, 
and  the  benefits  they  will  de- 
rive from  it.  In  addition  a 
reference  library  of  books  and 
magazines  dealing  with  fur- 
niture and  decoration  is  being 
established,  so  that  dealers 
may  consult  authorities  on 
matters  affecting  their  busi- 
ness. 

That,  briefly,  is  the  disposi- 
tion of  the  advertising  forces 
which  are  being  brought  to 
bear  on  the  ultimate  eon- 
sumer,  for  everyone  dreams 
more  or  less  of  having  a  home 
of  his  own.  r>ut,  ill  Hie  main, 
the  people  whom  it  is  neces- 
sary to  reach  are  those  who 
il ready  have  homes,  and  miglit 
be  induced  to  furnish  tliem 
more  artistically. 

In    the   cilies,   wliere  ideas 


:  piililislu'd  by  the  Home  Fur 
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are  more  quickly  disseminated,  and  exanqdes  of  well- 
fiiruished  homes  are  more  numerous,  the  need  for  mis- 
sionary work,  while  it  exists,  is  not  so  pressing  as  in 
the  rural  districts.  It  is  on  the  farms  and  in  the 
smaller  towns  of  Canada,  that  one  sees  the  impera- 
tive necessity  for  education  in  decorative  art.  That 


For  tliis  reason  tlie  advertisements  are  designed  to 
earrj'  a  special  message  to  tlie  "farmers.  One  of  these 
tells  the  too-familiar  story  of  the  prosperous  farmer 
who  invests  his  profits  in  barns  and  machinery  instead 
of  in  his  home.  '  The  children  leave  the  farm  as  a  mat- 
ter of  course.    Tlie  reason  is  found  on  the  father's 
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What  the  Home  Funiisli- 
ings  Bureau  is  ainiint;  at — 
better  furniture  in  our 
Canadian  homes.  This  is 
the  diningToom  in  the  home 
of  one  of  Toronto's  prom- 
inent merchants.  Designed 
Ijy  Pave  &  Warrington,  and 
illustration  courtesy  of 
■  'Construction.' ' 
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is  why  the  advertising  of  the  Home  Furnishings  Bureau 
is  being  distributed  among  eleven  farm  papers  and 
seventy-four  Ontario  weeklies  as  well  as  about  fifty 
daily  papers.  These  go  to  the  rural  districts  of  the 
Dominion  where  the  need  of  properly  furnished  houses 
is  most  urgent. 

"How  ya  gonna  keep  'em  down  on  the  farm?"  in- 
quires a  once  popular  song.  The  dainty  lyric  expresses 
a  real  problem,  though  probably  few  who  have  sung  and 
jazzed  to  the  tune  have  taken  it  very  seriously.  The 
only  possible  solution  is  to  make  the  farm  as  attractive 
as  the  city,  and  art,  like  charity,  begins  at  home. 

Do  you  remember  the  typical  Canadian  drawing- 
room  of  a  few  years  ago?  A  room  hermetically  sealed 
except  when  "company"'  called,  or  weddings  and  fu- 
nerals occurred.  Here  reposed  in  solemnity  and  gloom 
the  best  furniture,  covered  with  good,  durable,  shiny, 
slippery  horsehair.  The  walls  made  some  pretence 
at  gaity,  for  flowered  paper  covered  them,  and  they 
supported  crayon  portraits  of  the  heads  of  the  house. 
In  one  corner  stood  a  "what-not"  containing  seashells, 
souvenir  spoons,  old  Chri^stmas  cards — all  the  rubbish 
that  people  collect  and  hate  to  throw  away.  The  black 
wahiut  centre  table,  with  the  family  Bible  and  the  pho- 
tograph album,  completed  the  picture. 

Luckily  in  the  cities  we  have  done  away  with  this 
kind  of  room.  It  is,  unfortunately,  still  to  be  found 
in  some  farm  houses.  Remember  that  it  is  the  best 
room  in  the  house,  too  good  to  be  used  except  on  state 
occasions.  Can  it  be  wondered  that  there  is  difficulty  in 
getting  people  to  go  on  the  farm's  or  to  stav  if  the 
accident  of  birth  places  th<^in  there?  The  problem  of 
i-iiral  deooDulation  is  1o  ;i  large  extent  Ihe  proljlem  of 
house  furnishing. 


death  when  an  inventory  of  the  estate  is  made.  The 
household  effects  are  valued  at  only  five  hundred 
dollars. 

Another  medium  that  can  be  used  is  the  Women's  In- 
stitute. This  society  frequently  forms  the  social  centre 
of  a  rural  district  and  members  attend  the  meetings 
to  hear  a  lecture  on  some  subject  connected  with  their 
daily  lives.  It  is  hoped  that  some  speakers  may  be  in- 
duced to  choose  home  improvement  as  a  subject.  The 
Home  Furnishings  Bureau  will  be  prepared  to  supp\v 
material  for  such  a  lecture. 

As  a  supplement  to  the  Avork  of  the  Bureau,  indi- 
vidual manufacturers  are  being  induced  to  send  out 
booklets  showing  better  lines  of  furniture.  Retailers 
will  receive  suggestions  calculated  to  improve  their 
local  advertising.  They  will  be  asked  to  run  their  own 
advertisements  next  to  the  general  advertisement,  .so 
that  the  reader  will  notice  where  he  can  buy  furniture- 
at  the  same  time  as  he  is  learning  about  its  importance. 
Above  all,  retailers  and  manufacturers  are  being  en- 
couraged to  use  the  campaign  slogan,  "Better  Fur- 
nished Homes  Mean  Greater  Happiness."  This  links 
them  all  together  in  support  of  the  movement. 

One  must  admit  that  the  organization  is  almost  flaw- 
less; the  advertisements  are  visible  proof  of  this.  One 
has  been  reproduced  hei-e.  not  because  it  is  the  best  of 
the  series,  but  because  it  is  typical  of  several  outstand- 
ing features  of  the  eampai<<:n.  The  design  is  striking 
and  beautiful.  The  reader  whose  attention  has  first 
been  caught  })v  the  pictured  advertisement  mentally 
compares  it  I'  ith  some  room  in  his  own  house.  The 
impni'tanee  of  furniture  may  not  have  occurred  to 
him  before.    He  reads  the  argument,  and  comes  to  the 
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same  conclusion  tliat  is  jstated  at  the  bottom — "Better 
Furnished  Homes  Mean  Greater  Happiness." 

Other  advertisements  oi:  the  series  approach  the  sub- 
ject irom  similar  ang'ies  and  appeals  to  the  desire  for 
imtional  happiness.  When  one  comes  to  think  of  it, 
what  better  sj-mbol  of  prosperity  than  a  well-fur- 
nished home  can  be  found?  No  civilization  is  worthy 
of  the  name  unless  the  people  who  possess  it  are  living 
under  conditions  that  make  for  happiness.  Where 
there  are  a  few  mansions  and  thousands  of  hovels 
trouble  is  bound  to  come. 

In  Canada,  where  there  are  neither  the  great  for- 
tunes nor  the  great  poverty  that  characterize  some 
European  countries,  there  is  not  the  unrest  that  is 
prevalent  there.  Canadians  can  alwaj's  look  forward 
to  owning  their  own  houses,  and  should  be  willing 
to  make  them  beautiful.  To  (|uote  from  the  advertise- 
ment, "the  individual  earnings  of  Canadians  are 
greater  than  those  of  almost  any  other  race.  We  are 
living  in  prosperous  times,  and  in  a  country  with  a 
glorious  future.  The  new  era  commencing  with  the 
close  of  the  war  is  proving  to  be  the  most  progressive 
and  prosperous  in  the  history  of  the  Dominion,  and 
Canadians  can  well  afford  to  brighten  up  their  homes 
with  better  furniture." 

The  Home  Furnishings  Bureau  is  not  an  ephemeral 
organization ;  as  its  idea  is  the  improvement  of  Cana- 
dian homes  there  will  always  be  work  for  it  to  do. 
At  present  its  activities  are  confined  to  showing  the  - 
part  furniture  plays  in  an  attractive  home.  Later  it 
will  turn  people's  attention  to  other  details,  rugs,  cur- 
tains, lighting  fixtures,  etc.  The  point  at  issue  is  the 
elevation  of  taste  and  that  cannot  be  accomplished 
in  a  day. 

One  particular  feature  in  the  campaign  is  the  Home 
Furnishing  Week.  Throughout  the  year  the  objects 
of  the  Bureau  will,  be  kept  before  the  public  eye  by 
advertisements  inserted  in  various  papers  two  or  three 
times  a  month.  Tn  Spring  and  Fall,  when  people  are 
houseeleaning  and  redecorating,  the  Bureau  will  have 
a  week  of  intensive  advertising.  Manufacturers  wiU 
also  run  special  advertisements  and  retailers  will  co- 
operate with  window  displays.  The  success  of  the 
Home  Furnishing  Week  wall  bo  a  gauge  for  the  value 
of  the  whole  campaign. 


It  is  natural  to  compare  this  advertising  with  that 
of  the  Shoe  Manufacturers  Association.  In  the  latter 
case  the  purpose  was  not  to  create  a  demand  for  shoes, 
but  to  get  justice  for  Canadian-made  footwear.  In 
the  "Better  Furnished  Homes"  campaign,  the  first 
thing  to  be  done  is  to  create  a  demand  for  furniture  of 
better  quality.  When  this  is  done  it  will  be  time  to 
emphasize  the  merits  of  Canadian-made  furniture.  The 
advertising  of  such  an  article  as  furniture  must  be 
continuous  since  most  people  think  of  it  as  a  luxury. 
If  the  Home  Furnishings  Bureau  were  to  drop  its  ad- 
vertising for  a  few  months  it  would  have  to  cover  the 
same  ground  again  when  it  resumed  operations.  Its 
campaign  is  a  process  of  education.  That  of  the  shoe 
manufacturers  is  the  presentation  of  a  few  simple 
facts. 

Both  campaigns  are  illustrative  of  the  value  of  groui) 
advertising.  The  proverb  that  two  of  a  trade  can 
never  agree  no  longer  holds  good.  All  manufacturers 
of  the  same  article  have  a  great  deal  in  common.  The 
matters  they  wish  to  bring  under  the  limelight  may  not 
all  be  the  same,  but  there  are  sure  to  be  enough  to 
make  a  common  cause.  It  is  more  efficient  to  give 
publicity  to  those  matters  through  combining  forces. 
The  individual  manufacturer  saves  his  advertising  space 
for  the  facts  that  he  wishes  to  emphasize  about  his  own 
particular  product.  The  general  advertising  ^ooks 
after  the  more  genei'al,  ideas. 

The  advertising  of  a  group  can  spread  over  a  greater 
area  than  that  of  an  individual  and  is  i)roporti()nately 
more  effective.  If  each  manufacturer  were  to  paddle 
his  own  canoe  and  advertise  in  the  same  papers  that 
they  use  as  a  group,  he  would  get  little  better  results 
than  would  be  gained  from  the  insertio)i  of  a  single 
advertisement.  The  expense  to  them  all  would  be 
multiplied  by  the  number  of  advertisers. 

Again,  group  advertising  is  a  ;;ignal  benefit  to  the 
small  manufacturer  whose  business  will  not  justify  a 
large  appropriation  for  publicity  campaigns.  XovpI 
ideas  like  moving  iiicture  proi)aganda,  i-eal  art  work 
ajid  advertising  specialists  call  for  a  much  larger  ex- 
penditure than  he  can  afford,  but  bv  united  action 
all  these  advantages  can  be  secured  at  a  reasonable 
cost. 

The  retailer  also  i,s  hel])ed  by  such  a  Crimpaign.  One 


9214 — ()iil<  iDid  MulidHiiii.V 
sorvinK  talile  and  tniy. 


6705 — Oak,  Maliogany  and 
Walnut  pedestal. 


8804 — Walnut    writiuL-  taliU'. 
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service  the  Home  Furnishings  Bureau  plans  to  render 
is  expert  advice  on  the  problems  of  advertising,  with 
suggestions  for  copy.  The  retail  merchant  is  thus 
enabled  to  make  his  local  advertisement  more  attrac- 
tive without  any  additional  outlay  of  money. 

Finally  the  consumer  gains.  Augmented  denmnd 
means  greater  production  and  greater  production  in 
the  long  run  brings  lower  prices.  But,  above  all,  there 
i,s  the  satisfaction  of  possessing  beautiful  furniture. 
That  is  real  and  permanent  though  it  cannot  be  mea- 
sured in  terms  of  money.  All  that  the  Home  Furnish- 
ings Bureau  can  do  in  pursuit  of  its  ideal  deserves 
recognition  as  much  from  the  general  public  as  from 
the  manufacturers  who  established  it.  Better  furnished 
homes  mean  greater  happiness,  to  the  consumer  and 
incidentallv  to  the  manufacturer. 


FURNITURE  CONDITIONS  IN  UNITED  STATES 

The  executive  committee  of  the  Retail  Furniture  As- 
sociation of  the  United  States  met  and  conferred  with 
the  National  Council  of  the  Furniture  Associations  at 
Grand  Rapids,  Mich.,  on  Sept.  29  and  30  last,  and 
agreed  upon  the  folloAving  resolution,  Avhich  was  pa.ssed 
and  forwarded  through  the  executive  committee  of  Re- 
tail Furniture  Associations  of  The  United  States  to 
22,000  retail  dealers: 

"Whereas,  there  have  recently  been  established  new 
and  lower  levels  of  price  on  a  number  of  commodities, 
and 

Whereas,  it  has  been  generally  reported  that  the 
costs  of  manufactiiring  furniture  have  been  materially 
reduced,  and 

"Whereas,  the  Retail.  Merchants,  desirous  of  asceftain- 
ing  facts,  have  recpiested  the  Executive  Committee  of 
the  Retail  P"'urniture  Associations  of  the  United  States 
to  make  a  thorough  and  careful  analvsis  of  conditions 


governing  the  cost  of  furniture  manufacturing  to-day, 
and  to  insist  upon  a  lower  level  of  price  if  conditions 
are  found  to  warrant  it,  and 

Whereas,  it  has  been  determined  that  there  have 
been  no  changes  affecting  the  costs  of  furniture  gen- 
erally that  would  indicate  that  any  material  reduction 
could  take  place  in  the  immediate  future,  without  af- 
fecting seriously  the  wages  and  steady  employment  of 
the  men  engaged  in  furniture  manufacturing. 

Therefore,  be  it  resolved  by  the  F'urniture  Manu- 
facturers in  the  National-  Council  assembled,  that  the 
details  of  the  findings  of  this  investigation  be  con- 
veyed to  all  branches  of  the  industry  and  to  the  pub- 
lic generally,  and 

Be  it  further  resolved  that  the  Secretary  be  in- 
structed to  keep  the  members  of  this  Council  and  the 
ofifieers  of  the  Retail  Furniture  Association  of  the 
United  States  informed  of  any  changes  in  the  market 
conditions  that  affect  the  cost  of  manufacture,  and 

Furthermore,  we  deem  it  desirable  and  for  the  best 
interest  of  the  furniture  industry,  as  well  as  of  the 
American  home,  that  the  concerted  effort  be  exercised 
by  the  manufacturers  to  reduce  manufacturing  costs, 
other  than  labor,  and  to  reflect  these  reductions  in  the 
finished  product  as  soon  as  possible. 


NO  AIRPLANE  DELIVERY  OF  FURNITURE 

Some  propaganda  is  floating  around  in  furtherance 
of  the  airplane  industry.  Representative^  from  the 
large  stores  of  New  York  are  reported  to  ha^-e  visited 
a  flying  machine  plant  and  were  taken  on  a  flght  over 
Long  Island.  We  wonder.  Small  articles — thje  little 
packages  of  large  value — may  be  transported  in  this 
numner  to  impatient  consumers,  but  the  furniture  dea- 
ler is  not  interested. — The  movements  for  wood  roads 
?nd  shipping  by  motor  truck  concerns  him  more. — 
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PlftKO  Co.  LTD. 


I  The   Mcl<ii(.':ni    I'liomijirapliic   Curiionif ion    of   Stratford    iiiaili-   :i   dis]ilii\'   of   their  phonr.graplis  at   the  recent  ^ 

=  Ottawa   Exhibition  in   ecu ni'ct ion    with   an   exhil)it   of  tlie  .tolm  Rapcr  Piano  Co.  of  H\vt   '■i'y;^    The  Ottawa  = 

=  .lournal  coiniiientinj;  on  the  display  said  the  McLagau   display  was  ''the  one  focus  of  itiention''  to  all  lovers  | 

=  of  music  who  attended  the  Exhibition.  E 
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Tv.u    iiiteriiir   views   and    cne    (centre)    sliowiny  exterior  (if  Spever  &  (_'().' s  Torontc  sliire 
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Built  Up  Business  in  Eight  Years 

Toronto  dealer  starting  with  little,  now  has  business  running  into  five  figures 
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STARTING  from  nothing,  practically,  some  eight 
years  ago,  Speyer  &  Co.,  Toronto,  are  now  reck- 
oned in  the  class  of  the  largest  furnitnre  dealers 
of  the  Queen  City — that  is,  of  those  away  from  the 
down-town  business  section.  Recently  the  Toronto 
press  mentioned  the  fact  that  a  transfer  of  some  prop- 
erty on  Queen  street  east,  near  Sherbourne  street,  had 
been  made  to  Speyer  &  Co.  To-day  that  property  has 
been  improved  and  remodelled  as  an  up-to-date  furni- 
ture store,  and  the  large  electric  sign  tells  all  passers- 
by  night  or  day  that  Speyer  &  Co.  are  domiciled 
therein. 

When  Mr.  I.  Speyer  started  in  the  furniture  busi- 
ness in  1912,  he  located  at  211  Queen  street  east,  in  one 
of  a  row  of  ordinary  stores.  He  had  but  the  ground 
floor  as  a  store,  his  residence  being  in  the  upper 
storeys.  It  took  possibly  a  year  or  two  before  ex- 
pansion was  needed,  and  then  Mr.  Speyer  took  in  the 
store  next  door.  Three  or  four  more  years  passed  be- 
fore growing  pains  again  asserted  themselves  and  an 
additional  store  was  taken  in. 

In  these  early  days  Mr.  Speyer  made  a  specialty  of 
his  bedding  line,  and  the  editor  of  this  paper  well 
remembers  Bert  Menzie,  that  versatile  bedding  trav- 
eller, saying  to  him  "look  out  for  the  Speyer  busi- 
ness; it's  going  to  be  a  big  one  some  day  soon.  "  He 
was  right. 

Lately,  expajision  again  pressed  itself  on  Mr.  Speyer. 
He  was  unable  to  accpiii'o  another  of  the  stores  and  so 
felt  constrained  to  buy.  His  business  while  extending 
to  the  limits  of  the  city  east  and  west  had  become 
established  in  the  Queen  east  section,  and  Mr.  Speyer 
bought  at  219-221,  a  few  doors  east,  a  small  factory 
building  which  just  suited  his  i)urposes.  The  struc- 
ture was  overhaided,  a  new  front  |)ut  in,  and  the 
building  tui'iied  into  ;i  modern  furniture  establisliinent, 
in  which  is  cai-ried  all  lines  usually  associated  with 
the  business. 

The  property  itself  is  aboul  40  by  140  feet,  r-nnning 
back  to  another  street  at  the  rear,  thus  giving  snlendid 
sliipi)ing  and  I'eceiving  facijities.  The  building  at 
present  does  not  cover  the  whole  pi'o])ei'ty,  as  it  ex- 
tends back  oidy  about  90  feet,  btit  if  business  keeps 


on  increasing  it  is  Mr.  Speyer 's  intention  to  enlarge 
the  present  premises  and  cover  all  the  property  to 
the  rear. 

Counting  the  basement  the  building  has  four  sales 
floors.  In  the  basement  are  the  stoves  and  kitchen 
furniture  lines — refrigerators,  washing  machines,  tables 
and  chairs. 

The  ground  floor  is  naturally  the  principal  sales 
floor.  Here  are  samples  of  nearly  all  the  lines  carried 
by  the  firm.  Diningroom,  bedroom,  livingroom  and 
parlor  suites  are  prominent,  and  it  can  be  said  the 
displa.y  is  a  model  for  anv  small  store  to  emulate. 
Showing  of  room  suites  is  to  be  commended  as  greatl.v 
helijing  the  sales  staft'. 

In  the  livingroom  furniture  was  noticeable  the 
number  of  fumed,  leather-upholstered  pieces  that  were 
shown.  Mr.  Spe.ver  sa.vs  there  is  still  a  big  demand  for 
this  and  the  mission  line  and  that  it  ])ays  him  to  keep 
a  fairly  large  stock. 

Still  true  to  their  early  love  Spe.yer  &  Co.  give  a  prom- 
inent place  to  their  brass  bed  lines,  and  fre(|uently 
put  in  a  window  displa.y  of  them.  The  windows  are 
alwa.vs  played  up  to  their  utmost.  When  the"  writer 
called  one  window  display  was  made  up  of  brass  beds, 
and  the  other  was  devoted  to  a  bedroom  displa.v  with 
complete  setting.  In  addition  there  were  splendid  in- 
terior displa.vs  made  of  a  diningroom,  a  bedroom  and 
a  i)arlor.  Rugs  suitable  for  each  room  were  laid  on 
the  flooi',  and  man.v  little  touches  were  given  each- 
setting  to  make  up  a  "homey"  effect.  For  instance, 
the  diningroom  tab'e  lu>ld  a  small  a(|uarium  with  gold 
fisii  swimming  about;  the  china  cabinet  held  a  com- 
I)lete  dinner  set,  and  a  small  plaster  figure,  as  orna- 
ment, decorated  the  top. 

Statties,  glass  flower  vases  with  artificial  flowers,  and 
electric  reading  laini)s  were  placed  about  Ihe  store, 
on  tables  and  on  llie  higher  pieces  of  fui'uilui-c  arouinl 
the  walls;  and  ncai'ly  al'  the  china  ('al)in('ts  held  sets 
of  cliinaware. 

The  figured  iiiclallic  ceiling  ami  the  walls  of  this 
flooi-  were  all  oainted  white.  Di'cssers  and  other  bed- 
room shift'  lined  ()ne  wall;  diningroom  fuiiiiture  lined 
Ihe  othei';  aiul  kitchen  cabinets  were  set  off  at  tli(> 
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back.  The  office  and  staircase  are  of  Georgia  pine, 
and  the  woodAvork  of  these  was  in  natural  finish.  A 
system  of  indirect  electric  lighting  adds  to  the  eft'ect- 
jveness  of  the  interior. 

Upstairs  on  the  second  floor  is  the  general  uphol- 
stered stock  lines  and  baby  carriages,  and  on  the  third 
floor  are  the  bedding  lines  and  some  reserve  surplus 
stocks. 

At  present  Speyer  &  Co.  have  a  staff  of  eight  en- 
gaged. One  of  Mr.  Speyer 's  best  help,  though,  was 
his  son  Charles  Harry,  a  member  of  the  102nd  Bat- 
talion, who  was  killed  in  action  in  France  in  1918. 
Mrs.  Spej'er  sometimes  comes  to  the  store,  and  it  is  she 
who  gives  the  little  touches  to  the  displays  which  add 
so  much  to  their  attractiveness  and  which  also  make 
for  quicker  sales  . 

Customers  come  from  all  sections  of  the  city,  and 
a  motor  delivery  takes  care  of  even  the  outskirts. 
Doing  both  a  credit  and  cash  trade  Speyer  &  Co.  have 
in  a  short  time  built  up  a  great  business.  The  pro- 
prietor still  retains  his  original  store  at  211  Queen 
street,  and  here  he  makes  an  extensive  showing  of  his 
stoves  and  ranges. 

When  one  considers  the  attention  Mr.  Speyer  pa.ys 
to  his  store  and  his  customers  it  is  no  wonder  that 
his  turnover  has  been  increasing  year  by  year  from 
very  little  in  3912  to  well  up  into  five  figures  last  year. 


CANADIAN  BIRCH  FOR  CANADIAN  FURNITURE 

For  some  time  past  The  North  American  Furniture 
Co.  Ltd.,  Owen  Sound,  Ont.,  and  its  associate,  The 
Owen  Sound  Chair  Company,  have  been  manufacturing 
furnitvire  and  chairs  of  Canadian  birch,  and  have  been 
particularly  successful  in  treating  them  with  a  walnut 
finish  to  which  they  have  given  the  name  "chrome 
walnut."  Recently  the  company  had  this  trade  mark 
"chrome  walnut"  registered.  The  Canadian  Furni- 
ture World  has  always  been  an  exponent  of  a  greater 
use  being  made  of  our  Canadian  birch,  and  we  are 
glad  to  note  the  progress  made  by  these  two  Owen 
Sound  plants  with  native  woods.  Retail  furniture 
dealers  have  also  from  time  .  time  made  statements 
urging  manufacturers  to  do  more  to  popularize  our 
native  woods,  especially  birch. 

The  manufacturers  have  sent  the  editor  a  sinall 
sample  of  "chrome  walnut,"  which  shows  that  fine 
work  is  possible  with  its  use.  The  manufacturers  find 
that  birch  is  an  excellent  cabinet  wood,  capable  of 
being  worked  up  into  practically  any  design  in  which 
genuine  walnut  is  used.     Furniture    made    in  this 


''chrome  walnut"  finish  is  not  sold  as  "imitation" 
walnut,  but  as  birch,  and  the  words  "chrome  walnut" 
apply  to  the  finish  only. 

In  actual  wear  birch  will  stand  up  equally  well  with 
American  black  walnut,  and  when  properly  finished  it 
has  just  as  pleasing  an  appearance,  and  there  is  no 
doubt  that  if  this  birch  was  imported  from  some  dis- 
tant country  it  would  be  regarded  as  one  of  the  pre- 
cious woods.  As  Canadians  we  think  that  every  effort 
should  be  made  to  use  more  birch  even  to  the  exclu- 
sion of  the  imported  American  woods,  especialh'  at 
this  time  when  there  is  an  adverse  trade  balance  be- 
tween this  countrj'  and  the  United  States. 


FURNITURE  EXHIBITION  AT  TORONTO 

Having  been  considered  opportune  by  some  of  the 
large  furniture  manufacturers  to  hold  a  furniture  ex- 
hibition in  Toronto  in  January  a  committee  consisting 
of  Wm.  J.  Craig,  Toronto,  Mr.  Hodgins,  of  the  Sidway 
Mercantile  Co.,  and  Mr.  Meades.  of  the  Kilgour  Daven- 
port Co.,  is  at  present  arranging  for  this  event.  Act- 
ing on  the  suggestion  of  the  manufacturers,  Mr.  Craig 
has  secured  the  spacious  building  recently  occupied 
by  the  Murray-Kay  Co.  at  36-38  King  street  west. 

This  building  is  well  suited  for  such  a  purpose.  It 
was  originally  built  and  used  as  a  furniture  .store  by 
the  John  Kay  &  Son  Co.  before  its  amalgamation  Avith 
the  W.  A.  Murray  Co.  It  is  in  the  down-town  section 
of  the  city,  adjacent  to  all  the  large  hostelries.  There 
are  five  storeys  and  basement,  netting  about  58,000 
square  feet  of  floor  space. 

The  exhibition  Ls  proposed  to  be  held  about  the  same 
time  as  the  Stratford  and  Kitchener  exhibitions,  so 
that  buyers  may  visit  all  shows  in  turn.  Four  manu-' 
facturers  have  already  taken  space. 


MR.  LLOYD  TOURS  CANADA 

Mar.shall  B.  Lloyd,  head  of  the  Lloyd  Mfg.  Co., 
Menominee,  Mich.,  spent  two  weeks  touring  through 
old  familiar  places  in  Ontario  recently.  Although 
born  in  St.  Paul  Mr.  Lloyd  spent  his  boyhood  in  Can- 
ada. It  was  in  Meaford  that  he  started  his  business 
career  as  a  fish  peddler  and  then  graduated  from  one 
occupation  to  another.  These  jobs  included  that  of  a 
grocery  store  clerk,  soap  peddler,  jewelry  hawker, 
hotel  waiter,  mail  carrier  with  a  dog  train,  real  estate 
agent,  lumber  mill  worker  and  a  farmer.  Now  he  has 
a  garage  full  of  fine  automobiles.  How  time  and  brains 
do  change  things ! 
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1  FURNITURE  MAKERS  CHAMPION  BASEBALL  TEAM  | 

1  Group  photos  of  North  American   Furniture  Co.'s  baseliall  | 

=  cluli,  Owen  Sound,  winners  of  Owen  Sound  City  League  cham-  ^ 

5  ])ionship  for  1920.  = 

=  The    N.    A.    Furniture    Co.    for   the   past    couple    of   years  = 

I  has  done  everything  possible  to   encourage   clean   sportsman-  = 

=  ship  and  a  spirit  of  good-fellowship  among  their  employees,  | 

i  and  it   is  such   a  good  plan   that  other  manufacturers  might  | 

=  wpll    iMiiilate   them   by   adopting   a    similar  plan,    which   will  ^ 

I  liave  a  tendency  to  do  away  with  a  great  deal  of  the  present-  = 

I  dav   uiirist.  = 

i  Those   in   the  picture  are — Back  row:   A.   S.   Muller,   Xew  = 

=  York,    Patron;    P.   W.   Harris.   Vice-President:   .T.   .V.   Minch-  | 

=  ner.  President:  Joe  Ramsay,  1st  base;  Geo.  Forte.  Hon.  Vicf  = 

I  President;     Kdw.     Irving,    Sec.-Treas. ;     M.    Tansley.    Execu-  = 

I  tivp;  R.  S.  Brown,  Executive.  = 

E  Second  Row — .T.  Calcutt,  centre  field:  R.  Flannigan.  right  e 

s  field:    E.    Tuckwood,    left    field;    R.    Muller.    3rd   base:    W.  | 

s  Vance,   pitcher.  s 

i  Front  Row — A.  Levi,  utility  fielder:  L.  McDonald,  catcher  5 

i  and  captain:  Roy  Taylor,  mascot:  Fred  Foote.  short  stop  and  e 

I  manager;   E.  .Tarvis,   2nd   base.  | 
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KNOBS  of  NEWS 


Tlie  High  Park  Furniture  Store,  Toronto,  has  been 
registered. 

C.  Gamelin,  upholsterer,  Montreal,  has  had  his  busi- 
ness registered. 

E.  Germain  &  Fils,  furniture  dealers,  Montreal,  have 
been  incorporated. 

L.  Madore  &  Fils  have  opened  a  new  furniture  store 
at  Three  Rivers,  Que. 

The  Preston  Furniture  Co.,  Ltd.,  has  increased  its 
capital  from  .^100.000  to  iti250,000. 

The  capital  of  R.  J.  Whilla  &  Co.,  Ltd.,  Regina, 
Sask.,  has  been  increased  from  $2,000,000  to  $4,000,000. 

J.  D.  Collie,  superintendent  of  the  plant  of  the  Otfice 
Furniture  &  Supplies  Co.,  Brockville,  Ont.,  died  re- 
cently 

The  Cressman  department  store  at  Peterboro,'  Ont., 
celebrated  last  month  its  22nd  anniversary  by  a  big 
special  sale. 

Grimsby,  Ont.,  merchants  recently  held  a  "Dollar 
Day,"  which  brought  brisk  business  and  many  sales 
to  the  stores  of  that  'town. 

The  Dominion  Furniture  Co.,  Ltd.,  Winnipeg,  Man., 
has  received  Provincial  incorporation  with  a  capital 
of  $20,000,  to  engage  in  a  general  furniture  business. 

The  Ontario  Moratorium  expired  on  October  1,  but 
there  is  a  provision  that  if  the  principal  is  overdue  it 
will  not  fall  due  until  the  next  interest  day,  or  Janu- 
ary 1. 

Kingston's  (Ont.)  Industrial  Fair  was  a  big  success 
this  year  and  the  merchants  of  Kingston  are  said  to 
have  reaped  great  trade  as  a  result  of  the  Fair  bring- 
ing people  to  town. 

The  proposed  .$250,000  furniture  factory  to  be  built 
by  an  English  syndicate  at  Point  Grey,  B.  C,  is  to  be 
located  on  the  north  arm  of  the  Phaser  River  so  as 
to  have  both  rail  and  water  shipping  facilities. 

Commencing  November  1st  stamps  are  now  used  in 
connection  with  the  luxury  tax.  Special  stamps  are 
used  and  these  are  sold  through  the  banks  in  most 
places,  but  in  the  larger  centres,  sales  are  handled  by 
customs  officials. 

The  Woellei'  I'.olduc  Co.,  Waterloo,  Ont.,  having 
met  with  such  siicces,s  in  contiiming  their  permanent 
.•'.howrooms  at  M'ontreal,  are  now  opening  a  warehouse 
in  the  Arcade  building  at  Vancouver.  Val.  H.  Wet- 
moi'e  is  in  charge. 

_  Before  the  war  in  Paris  $400  to  .$500  i)urcluised  suffi- 
cient fuDiiture  for  the  average  small  flat.  To-day 
even  the  liumblest  bed  room  set  costs  almost  $1,000. 
Dislies  are  priceless  and  silverware  (|uife  beyoiul  the. 
i-each  of  average  salai'ies.  Flats  ai'c  a.s  scarce  as  fur- 
nitui'e  is  dear. 

Fred  W.  Field,  l>rilish  govcnmi'Mil  (I'adc  coiumis- 
sionei-  in  the  province  of  Ontai-io,  is  now  in  Kngland 
conferring  witli  the  Department  of  Overseas  Trade  in 
London  ami  manufacturers  and  merchants  throughout 
the  British  l.sles.  Mr.  Field  will  be  away  for  about 
^^hree  monllis  or  more. 


Shaft  603.    Shade  13-0-27". 


Baetz  Bros.  Specialty  Co.,  Limited 
Kitchener,  Ontario 


Makers  of 

Portable  Electric  Lamps 
Silk  and  Parchment  Shades 


ASSOCIATED  WITH 

Baetz   Bros.  Furniture  Co.,  Limited 

Living  Room  Furniture 

Anthes-Baetz  Furniture  Co.,  Limited 

Chamber  and  Dining  Room 
Furniture 
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j  Luxury  Taxes  Now  Collected  I 
I  By  Stamps  I 

^lllllinmiUMIMIMMMMIMIIIMIMIMII'l  MIIIIIIIIIMIMIMIMIMIIIMMIIIIMIIMIIIIMMMIlllMIIMIMiMIIMIIIIIMIMIMII  IMIlMllMlilMllll 

NEW  regulations  affecting  the  luxury  tax  came  into 
force  on  Nov.  1,  which  makes  it  now  necessary 
for  retailers  and  wholesalers  selling  articles 
which  come  under  the  tax  regulations  to  purchase  li- 
censes from  the  Inland  Revenue  Department.  The  re- 
tail tax  is  $2  and  wholesalers  also  pay  this  figure, 
with  the  exception  of  manufacturers  making  or  whole- 
.^aling  articles  subject  to  the  sales  tax,  the^'license  fee 
lor  this  class  being  $5.  A  penalty  of  $1,000  for  ne- 
glect or  refusal  to  take  out  this  last  tax  has  been  set. 

The  luxury  tax  is  to  be  collected  by  means  of  stamps, 
which  may  be  secured  from  the  department,  all  customs 
ofifices  or  from  the  banks.  This  section  reads  as  fol- 
lows: "Vendors  selling  articles  subject  to  luxurv  tax 
are  re(juired  to  furnish  the  purchaser,  at  the  time  of 
sale,  with  a  voucher  or  sales  slip  representing^  such 
s^ale  and  sliowing  the  tax  as  a  separate  item.  Before 
delivering  such  voucher  or  sales  slip  to  the  purchaser 
.the  vendor  must  affix  to  such  voucher  or  sales  slip  a 
stamp  or  stamps  of  the  requisite  denomination  suffi- 
cient to  cover  the  tax  payable  upon  such  article.  The 
vendor  must  cancel'  the  stamp  or  stamps  after  they 
have  been  affixed  to  the  voucher  or  sales  slip  by  means 
of  an  authorized  perforator  in  such  a  manner  that 
the  cancellation  is  entirely  surrounded  by  the  outer 
edges  of  the  stamps." 

The  penalty  provided  for  any  retailer  failing  to 
affix  these  stamps  and  to  duly  cancel  them  or  neglect- 
ing or  refusing  to  pay  the  tax  is  a  fine  not  less  than 
ten  times  the  amount  of  the  dutv  not  paid,  with  a 
minimum  fine  of  .$50  for  each  offense. 

The  perforators  re<iuired  will  be  issued,  on  loan,  to 
merchants  by  the  department,  through  collectors'  of 
divisions,  and  the  dealer  will  be  re(iuired  to  furnish 
a  receipt.  This  receipt  is  to  contain  the  serial  num- 
ber of  the  perforator,  an  acknowledgment  that  the 
perforator  is  the  property  of  the  department,  and  an  . 
agreement  to  return  the  machine  when  not  further 
needed,  or  when  called  upon  to  do  so  by  the  depart- 
ment. All  the  perforators  will  be  serially  numbered. 
The  retail  merchant  is  also  required  to  keep  on  hand 
a  sufficient  supply  of  stamps  to  meet  re(]uirements,  and 
delay  in  the  transmission  of  stamps  is  not  to  be  taken 
as  excuse  for  non-payment  of  taxes. 

I""''" MMMIMHIM.IMIMII  MMMIIMIMIMIMIMIIM.MIMIMIIillllMIIMIMIMIMIMIMII  MM  MIMIIMIMIMHMMIIMIMIIMIMIiMMIf 

I  ACCURACY 

I  A    C'CURACY  in  a  salesperson  is  a  great  money  saver 

I  /-\     for  the  store.    It  prevents  mis-statements  about 

I  the  goods  that  will  later  develop  demands  for 

I  adjustments  that  ought  never  to  have  been  required. 

I  It  i)revents   customers  being  disappointed  by  ex- 

I  jier-ting  more  from  their  purchases  than  they  have  a 

I  right  to  expect. 

I  It  prevents  mistakes  in  getting  the  wrong  names 

I  and  addresses  on  your  sales  slips,  or  wrong  charges 

I  against  deposit  accounts. 

I  It  prevents  errors  in  delivery  and  eliminates  guess 

I  work,  for  no  business  transaction  having  in  it  the 

I  element  of  guess  work  can  be  profitable  to  the  store. 

I  Be  acfinntc  and  careful  of  every  transaction  you 

i  make. 

^IIIIIIIIIIIIIIIIIIIIIJIMMIMI  IMIIMMM  'MMIIMIMIIMMMMIMMIIIMIMIMIIMIMIIIIIMMIIMIIMIMIM'nillllMiMIMIIIIIMI 
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1  he  sales  tax  is  collectable  at  the  time  of  sale  by 
manufacturers,  wholesalers  or  jobbers  on  importation 
I  Ins  tax  must  be  forwarded  to  the  collector  of  the  di- 
vision by  the  last  day  of  each  month.  A  total  amount 
''t  sales  and  tax,  accompanied  by  an  affidavit  of  the 
dealer  or  a  certificate  from  a  chartered  accountant  or 
independent  auditor  will  be  accepted.  Sales  bv  nianu- 
tacturers  direct  to  retailers  or  consumers  are*  subject 
to  a  sales  tax  of  2  per  cent.,  and  to  wholesalers  or  job- 
bers, or  by  wholesalers  or  jobbers,  to  a  tax  of  I  ner 
cent  ' 


EDISON  CO.  TO  MANUFACTURE  IN  CANADA 

Canadian  EdLson  Phonographs.  Ltd..  have  j,urchas<-d 
a  large  factory  building  at  St.  Thomas,  Out.,  now  oc- 
cupied by  Lawson  Jones,  Ltd.,  lithographers,  and  the 
bt.  Ihomas  Cabinets,  Ltd.,  manufacturers  of  cabinets 
the  new  corporation,  which  is  the  Canadian  branch  of 
the  Edison  Co.,  of  Orange,  N.J.,  will  engage  in  manu- 
lacturing  phonograph  cabinets  and  the  a.ssemblin.r  of 
cabinets  and  phonograph  mechanism  for  the  Canadian 
trade,  and  eventually  for  the  export  trade  for  all  n  irts 
of  the  British  Empire. 


ONTARIO  FIRE  PREVENTION  LEAGUE 

The  annual  meeting  of  the  Ontario  Fire  Prevention 
League  was  held  in  Toronto  last  month.  The  follow- 
ing ofificers  for  1920-21  were  elected :  Honorarv  presi- 
dent, Hon.  E.  C.  Drury;  president.  Arthur  Hewitt  -  first 
vice-president,  J.  M.  Watt,  London ;  .second  viee-presi- 
(lent,  G.  C.  Martin,  Hamilton;  secretarv-treasurer 
George  F.  Lewis,  Toronto.-  In  his  report  as  secretarv- 
treasurer,  George  Lewis  said  that  during  the  first  eiglit 
months  of  1920  there  were  626  fires  in  Ontario  with 
losses  of  $7,361,380,  and  insurance.  .$5  .309  For  the 

first  eight  months  of  1919  the  figures  were  •  fires  6  351  ■ 
total  losses,  $7.3.52.501;  and  in  1918.  fires,  7.484  loss 
$10,079,491.  Fire  losses  in  the  United  States  and  Can- 
ada, he  said,  were  ten  times  those  of  European  coun- 
tries. Fire  Marshal  E.  P.  Heaton,  of  Ontario  in  a 
short  address,  estimated  that  80  per  cent,  of  the  fires 
ni  the  province  are  preventable. 


FIRE  IN  PRESTON  FURNITURE  FACTORY 

What  might  have  been  a  disastrous  fire  took  place 
on  October  20  at  the  Preston  Furniture  faetorv  at 
Preston,  Out.,  when  the  big  dry-kiln  at  the  rear  of  "the 
mam  building  in  some  unknown  manner  took  fire.  Ac- 
cording to  the  men  attending  the  various  kilns  everv- 
thing  was  in  order  when  they  stopped  work  at  5  o'clock 
and  they  are  unable  to  understand  how  the  fire  orig- 
inated.   The  watchman  discovered  the  smoke  coming 
from  the  building  and  he  immediately  sent  in  an 
alarm,  the  brigade  responding  promptlv."   The  firemen 
found  the  building  on  fire  in  two  places  and  they  had 
a  hard  time  to  extinguish  the  fire,  it  being  difficult  to 
get  at,  as  the  kiln  Avas  filled  with  lumber.  Through 
strenuous  efforts  the  firemen  confined  the  blaze  to  the 
kiln  and  got  it  under  control.    The  firm  will  be  con- 
siderably handicapped,  for  they  have  18  kilns  in  use 
and  the  fire  put  12  of  them  out  of  commission.  The 
amount  of  loss  sustained  could  not  be  learned,  as  the 
owner,  Mr.  Hilborn  is  out  West,  but  it  is  estimated 
that  the  loss  will  be  between  .$2,000  and  $3,000.  cov- 
ered by  insurance. 


"How's  this,  waiter?  You've  charged  me  two  dol- 
lars and  a  half  for  planked  steak!" 

"Sorry,  sir,  but  lumber's  gone  un  as'ain." 


ember.  1920 
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An  example  from  our 
new  birch  line,  finished 
in  Chrome  Walnut  and 
upholstered  in  either 
high-grade  tapestry  or 
in  flowered  blue  or 
brown  denim. 

This  living  room  suite 
will  make  sales  for  you 
by  its  good  lines,  mod- 
erate price,  and  abso- 
lute comfort. 


The  North  American  Furniture  Company,  Limited 


and 


The  Owen  Sound  Chair  Company,  Limited 


Owen  Sound 

Ontario 
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November,  1920 


Arm  Chair  No.  2042a 


Living  Room 
Chairs 


Arm  Chair  No.  2042a  is  made 
from  Canadian  Birch  and  finished 
either  in  Walnut  or  Mahogany. 
It  is  fitted  with  Marshall  Cush- 
ions, covered  with  high-grade 
tapestry  or  damask. 


North  American  Bent  Chair  Co. 

LIMITED 

Owen  Sound       -  Ontario 


MARSHALDOWN 
and  MARSHALFELT 


Two  new  products  of 
the  Marshall  plant— 
"  Marshaldown"  and 
"Marshalfelt." 

Both  are  felt  mattresses 
with  spring  edge.  Write 
for  prices. 


The  Marshall  Ventilated 
Mattress  Co.,  Limited 


TORONTO 


WINNIPEG 


ONLY  3PRING  EDGE  All 
FELT  MATTRESS  MADE 


PATENTS!  APPLIED  FOR 

_i_  J  I  I   '  t  I  i_Ji| 


,  ^«   ,  ,  ,  ,  ..GUARANTEED  AIL 


^adefy  MARSHALL  WNT/LATED  MATWESS  CO.Iimiied, 

liifakers  o/ihe  Celebraied  Marshall  Mailress 


November,  1920 
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1741  Tea  Wagon,  Walnut 


MANITOBA  R.M.A.  CONVENTION 

Tlu'  annual  convention  of  the  Manitoba  Board  of  the 
Retail  Merchants'  Association  was  held  on  September 
28th  in  the  Board  of  Trade  Building,  Winnipeg,  Presi- 
dent A.  G.  Cox,  Carman,  presiding.  Following  the  ad- 
dress of  the  president  and  the  reading  of  the  secre- 
tary's report,  a  number  of  resolutions,  dealing  with 
various  subjects  in  connection  with  the  Association 
were  passed,  among  the  more  important  of  whioh  were 
the  following :  Business  taxation ;  Commercial  Edu- 
cation ;  Freight  Rates ;  Fire  Prevention ;  Cominunitv 
Clubs. 

On  the  method  of  taxation,  luxury  and  sales  tax,  the 
meeting  confirmed  the  stand  taken  by  the  Dominion  Ex- 
ecutive Council,  which  is  set  forth  as  follows:  We 
recommend  that  instead  of  placing  the  collection  of 
luxury  tax  on  tiie  reiiul  trade,  that  it  be  collected  at 
the  source  of  supply,  namely,  from  the  manufacturer 
and  the  importer,  and  in  the  same  manner  as  all  sys- 
tems of  taxation  are  absorbed. 

On  the  luxury  tax  as  applied  to  returned  goods 
tills  resolution  was  passed:  Whereas  the  Inland  Rev- 
enue Department  ruling  No.  3B,  dated  Sept.  8,  1920, 
is  asking  retail  merchants  to  wait  for  refunds  until  the 
end  of  each  (|uarterly  accounting  period,  when  voucher 
would  then  be  passed,  be  it  resolved  that  we  .strongly 
urge  the  Governnicnt  to  change  this  ruling  so  as  to 
permit  mei-cliants  to  make  refunds  to  customers  at  the 
time  of  tiie  return  of  exchange  of  the  goods. 

Officei's  were  electted  as  follows:  Hon.  president,  A. 
(i.  Box,  (Jarman  and  Winnipeg;  j)resident,  A.  F.  llig- 
gius;  tii"-;i  vice-president,  T.  A.  Connell ;  second  vice- 
president,  W.  K.  Ci'awford ;  lion,  secretary,  H.  M. 
Dunham;  tn-asurei-,  J.  W.  Kelly.  Members  elected  to 
I'epresent  the  provinces  oji  the  Dominion  Board  were: 
A.  F.  I5aiifiel(l.  II.  M.  Dunham,  T.  A.  Connell,  W.  E. 
Humphries  and  C.  F  Raniuird. 

A  day  or  two  previous  to  the  Provincial  meeting 
the  Winnipeg  hi'aiu-h  of  the  Manitoba  R.M.A.  met  and 
elected  W.  K.  Humphries  president.  Newspaper  adver- 
tising and  the  kixury  tax  were  topics  of  discussion. 


Now  is  the  time  to  order  a  stock  of 

The  Better  Quality 

TEA  WAGONS 
SPINET  DESKS 

and 

SMOKERS 

Gift  pieces  for  the  holiday  season.    No  tax  on 
any  of  these  articles. 

The  F.  E.  Coombe  Furniture 

COMPANY,  LIMITED 
Kincardine  -  Ontario 


MAKING  LLOYD  PRODUCTS  IN  ENGLAND 

Hewson  H.  Durell  and  P'rank  Lusty,  of  London,  Eng-., 
connected  with  the  firm  of  Lusty  and  Sons,  which  has 
secured  a  permit  to  use  the  Lloyd  wicker  patents  in 
England,  have  left  Menominee,  Michigan,  for  their  na- 
tive land.  They  will  immediately  begin  plans  for  the 
operation  of  a  big  factory  in  which  wicker  furniture 
and  baby  carriages — like  that  made  by  The  Lloyd  Mfg. 
Co. — will  be  manufactured.  An  immediate  demand  for' 
Lloyd  loom-woven  furniture  is  expected,  but  the  Eng- 
lishmen think  that  time  will  be  rerpiired  to  develop 
the  wicker  baby  carriage  trade.  Most  Britishers  use 
a  wood  carriage,  but  the  London  manufacturers  think 
that  the  close  and  evenl,y-woven  carriages  made  by  a 
L^oyd  loom  and  produced  \mder  the  Lloyd  method  of 
manufacturing  will  attract  business.  Messrs.  Durell 
and  Lusty  have  been  in  America  since  May.  They 
have  spent  most  of  their  time  working  in  the  various 
departments  of  the  Lloyd  p'lant  but  have  also  visited 
other  institutions.  They  spent  one  month  .seeing  the 
sights  of  America  and  both  are  agreed  that  Califoi'nia 
offers  the  best  in  America  so  far  as  roads,  climate  ami 
scenery  are  concerned. 

VALUABLE  GIFT  OF  FURNITURE 

The  T.  Eaton  Co.,  Toronto,  have  presented  the  Roval 
Ontario  Museum  with  sonu»  samples  of  furniture  built 
during  the  time  that  pciod  styles  were  really  in 
flower.  For  this  purpose  Mr.  Russell,  managei-  of  the 
furnituj-e  department,  and  Dr.  (^irrelly,  curator  of  tlie 
museum,  went  to  England  recently  to  get  the  best 
s;impie,s  obtainable.  Among  these  is  a  complete  fur- 
nished room  of  the  period  1740.  Also  included  ai'e 
sorne.  18th  century  mantel{)ieces :  furniture  of  tiie  ITtli 
aiul  18th  centuries,  and  some  Kilh  ("Mitury  jthites  ob- 
tained in  Ttalv.  The  furjiiture,  i^  is  expected,  will 
serve  as  models  for  the  Canadian  furnitui'e  industry. 


Retail  store  sufcvss  is  bui't  unon  ideas.  if  von 
haven't  enough  idf»as  of  vour  own  to  build  successfulh- 
hunt  up  otlici'  uuMi's  ide-is  wherever  y(Ui  caii  find  them. 


Canadian  Furniture  World 
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Too  Much  An  accountant  who  makes  a  spe- 

Bother  eialty  of  installing  systems  for  re- 

tailers that  will  give  them  accurate 
and  full  information  about  their  business  and  allow 
them  to  conduct  it  on  a  basis  that  eliminates  guess- 
work, told  the  Avriter  recently  of  his  first  interview 
with  a  dealer  owning  a  large  store  who  had  called 
him  in  for  advice.  After  the  accountant  had  outlined 
the  records  that  the  dealer  would  need  to  keep,  the 
latter  threw  up  his  arms  in  despair  and  cried,  "Oh! 
I  couldn't  be  bothered." 

This  is  the  attitude  of  the  average  retailer  when  it 
is  suggested  that  he  install  any  system  that  Avill  help 
him  in  his  business.  Yet,  the  above  dealer  who  was 
finally  prevailed  upon  to  try  out  the  plan,  would  not 
be  without  it  to-day.  He  has  found  that  it  has  a 
genuine  value  and  it  is  not  so  much  bother  as  he  had 
anticipated  at  first.  But  the  thought  that  a  thing  is 
too  much  bother  is  what  keeps  many  merchants  from 
installing  systems  that  would  prove  immensely  help- 
ful and  profitable  to  them 

^  ^ 

Causes  of  An  analysis  of  the  causes  of  Cana- 

Failure.  dian  failures  would  indicate  that 

too  many  people  are  entering  busi- 
ness without  suitable  preparation.  During  1919,  per- 
sonal causes  accounted  for  73.3  per  cent,  of  all  failures. 
In  this  general  group  of  causes,  the  analyst  places  in- 
competence, inexperience,  lack  of  capital,  unwise  cre- 
dits, speculation,  neglect  of  business,  personal  extra- 
vagance and  fraudulent  disposition  of  property.  On  the 
other  hand,  non-personal  causes  accounted  for  only 
22.7  per  cent,  of  all  failures  last  year,  as  against  272. 
in  1918. 

It  is  instructive  to  read  that  lack  of  capital  was  the 
greatest  handicap,  with  35.8  per  cent.  This  may  be  in- 
terpreted in  various  ways,  and  doubtless  some  Avill  say 
the  banks  have  not  been  sufficiently  generous  in  grant- 
ii  g  credit.  Incompetence  comes  next  with  20.1  per 
cent. ;  fraud  caused  8.9  per  cent. ;  inexperience,  5.4 ;  un- 
\Aise  credits,  2.6;  neglect,  2.4;  speculation,  1.3,  and  ex- 
travagance 8-10  of  1  per  cent.  In  non-personal  causes, 
specific  conditions,  such  as  disaster,  war,  floods,  etc., 
ueeounted  for  20.9  per  cent,  of  all  failures. 

*    *  * 

How  to  Keep  the      A  window,  no  matter  how  good. 
Public  Interested,    should  never  remain  exactly  the 
same  for  more  than  a  week  at  a 
time,  and  it  is  much  better  to  change  twice  a  week. 

If  people  become  accustomed  to  seeing  the  same  dis- 
play in  your  windows  for  days  (and  worse,  for  weeks) 
at  a  time,  they  will  not  form  the  habit  of  glancing  that 
way  when  passing;  but  if  you  frequently  change  the 


appearance  of  your  windows  and  show  something  new 
and  attractive  real  often,  the  passing  throng  will  make 
it  a  part  of  their  daily  life  to  watch  and  see  what  you 
will  spring  on  them  next.  Then  will  your  windows, 
filled  with  seasonable  goods,  attractively  displayed  and 
properly  priced,  begin  to  repay  you  for  the  effort. 

A  good  window  display  is  a  silent  salesman  which 
arrests  passing  attention,  arouses  the  desire  to  buy  and 
pulls  customers  into  your  store.  Your  windows  could 
be  made  to  pay  your  whole  rent.  They  will,  if  you  de- 
vote a  little  time  and  attention  to  them. 

^        ^  ■fe 

Getting  the  Desir-  There  are  a  great  many  active  and 
able  Additional  enterprising  retailers  in  the  eoun- 
Customer.  try  who  are  daily  zealously  en- 

deavoring to  expand  their  busi- 
ness, and  yet  there  is  probably  not  one  but  who,  if  he 
will  stop,  scratch  his  head  and  think,  but  will  be  com- 
pelled to  acknowledge  that  there  are  certain  probable 
customers  Avhom  he  has  neglected  to  systematically 
cultivate.  Some  have  probably  slipped  from  his  me- 
mory altogether. 

To  secure  as  a  customer  every  individual  within  his 
community  is  of  course  beyond  the  possibility  of  any 
one  retailer.  Only  he  who  enjoys  a  monopoly  in  an 
isolated  community  could  ever  even  dream  of  such  a 
thing. 

But  the  fact  that  there  are  always  some  to  be  ob- 
tained who  he  has  not  got  is  an  inspiration  to  the 
merchant  who  is  ambitious  to  increase  his  business 

He  knows  perfectly  well  that  he  cannot  get  every- 
body to  buy  from  him,  but  he  at  the  same  time  real- 
izes that  the  more  he  intelligently  tries  to  get  the  more 
he  will  secure.  This  is  an  unalterable  law.  It  is  a 
good  thing  to  have  ideals  even  if  we  do  not  ever  fully 
attain  to  them. 

As  a  preliminary  to  an  organized  effort  to  secure  as 
customers  certain  desirable  people  in  his  neighborhood 
it  would  he  well  for  the  dealer  to  prepare  a  list  of  such, 
revising  it  as  occasion  demands.  To  this  list  letters, 
circulars  and  advertising  matter  of  various  kinds 
should  be  sent  from  time  to  time.  Occasionally  a  spe- 
cial letter  might  be  sent  to  a  number  of  people  selected 
from  the  list.  This  would  be  advisable  when  certain 
lines  had  been  taken  into  stock  which,  from  experience, 
it  had  been  learned  was  likely  to  suit  their  tastes. 

The  cost  entailed  would  of  course  be  regulated  by 
the  extent  to  which  the  system  was  employed,,  but  if 
properly  done  there  can  be  no  doubt  in  regard  to  its 
success. 
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LETTERS  to  THE  EDITOR 

Furniture  dealers  who  want  information  relative  to 
trade  matters  will  find  The  Canadian  Furniture  World 
willing  to  co-operate.  Send  in  your  problems  and  we  will 
try  to  obtain  the  right  answer. 
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FURNITURE'S  LUXURY  TAX 

AS  a  note  on  the  luxury  tax  as  applied  to  furniture 
appeared  in  your  last  issue,  will  you  please  tell 
us  if  there  is  a  tax  on  all  tea  wagons,  piano 
lamps,  serving  cabinets,  etc.,  or  does  it  mean  only  on 
those  made  of  rosewood,  primavera  and  solid  mahog- 
any?— Aylmer  Dealer. 

No.  The  tax  applies  only  to  those  articles  of  fur- 
niture made  of  rosewood,  primavera,  and  solid  ma- 
hogany. If  you  apply  to  the  nearest  taxation  office 
for  an  alphabetical  list  of  taxes  you  will  find  tliere 
both  the  taxable  list  and  the  exceptions.— Editor. 


FOLDING  WARDROBE  BED 

.  Could  you  please  inform  me  where  I  could  get  a 
folding  bed  that  could  be  folded  up  direct  against 
the  wall  in  daytime  when  not  in  use  and  is  covered 
or  hidden  by  curtains  or  fits  into  a  cabinet  so  that 
room  could  be  used  for  office? — Ethel  Dealer. 

Can  any  of  our  readers  let  us  know?  Prominent 
manufacturers  say  this  kind  of  folding  bed  is  not  now 
made  in  Canada. — Editor. 


SOMETHING  NEW  IN  RUGS 

A  new  type  of  rug,  brilliant  in  colorings  with  gor- 
geous sunset  tints,  thick,  soft,  durable  and  moderate 
in  price,  is  to  be  introduced  into  the  rug  market 
shortly,  says  an  exchange.  This  is  the  hand-woven 
rug  of  Albania.  A  time  is  certainly  coming,  says  this 
paper,  when  the  Albanian  rug  will  grace  thousands  of 
summer  cottages  and  bungalows  on  this  continent. 


MAKE  FIBRE  FURNITURE  AT  NORWOOD 

F.  P.  Quinn,  of  Kingston,  Ont.,  has  leased  from  H. 
G.  Buck  of  Norwood,  Ont.,  the  second  storey  of  his 
machine  shop  and  will  engage  in  the  manufacture  of 
fibre  furniture.  Mr.  Quinn  expects  to  begin  work  im- 
mediately and  when  in  full  running  order  will  employ 
quite  a  number  of  hands.  Mr.  Quinn  is  a  veteran  of 
the  Great  War  and  has  been  engaged  in  the  above 
line  of  manufacture  for  some  time. 


FURNITURE  TRADE  ACROSS  THE  BORDER 

At' a  meeting  of  delegates  of  the  National  Council  of 
Furniture  Manufacturers'  Association  of  the  United 
States  held  recently  at  Grand  Rapids,  a  resolution  was 
adopted  for  the  benefit  of  the  trade  and  public,  setting 
forth  conditions  in  the  furniture  industry  and  pointing 
out  that  there  will  be  no  reduction  now,  and  that  any 
decline  will  be  gradual. 

Cuban-made  furniture  may  be  imported  into  the 
United  States  in  the  not  distant  future  says  a  com- 
munication to  the  Southern  Furniture  Journal. 

Gay  colors  in  furniture  are  coming,  if  they  have  not 
already  arrived,  is  the  opinion  of  writers  in  the  ladies' 
magazines,  and  these  publications  have  a  wide  influ- 
ence in  the  furnishing  of  homes.    Dressers,  l)uflFets  and 


tables  are  in  blues,  with  touches  of  red  carving — or 
imitation  carving.  Dining  room  chairs  in  dark  blue 
are  upholstered  in  light  blue  and  placed  on  top  of 
the  buffet  is  a  large  screen  in  red.  There  are  wicker 
chairs  in  green  with  pronounced  blue  and  red  uphol- 
stery ;  a  sun  parlor  suite  in  orange,  brown  and  blue ; 
a  footstool  in  red,  blue  and  black,  and  so  forth. 


FIRE  WASTE  IN  ONTARIO  COSTLY 


The  fire  waste  in  Ontario,  not  including  forest  fires, 
for  the  year : 

1916  was  $16,520,206,  caused  bv 

1917  was  $10,365,539,  caused  by 

1918  was  $15,673,240,  caused  by 

1919  was  $10,514,232,  caused  by 
The  average  fire  loss  for  the  last  three  years  exceeds 

one  miUion  dollars  a  month ;  a  per  capita  loss  of  $5 
for  every  man,  woman  and  child  in  the  province.  The 
average  annual  fire  loss  in  the  principal  European  coun- 
tries, under  normal  conditions,  is  33  cents  per  capita. 


10,279  fires. 
9,681  fires. 
9,740  fires. 
9,396  fires. 


R.M.A.  IN  HONEST  ADVERTISING  CAMPAIGN 

A  campaign  has  been  instituted  by  the'  Retail  Mer- 
chants Association  of  Ontario  against  the  ever-increas- 
ing practice  of  some  unscrupulous  dealers  in  the  mat- 
ter of  their  advertising,  and  committees  have  been 
formed  in  all  parts  of  Ontario  to  work  in  co-operation 
with  the  advertising  managers  of  the  daily  news- 
papers who  have  agreed  to  refuse  to  insert  in  their 
columns  any  advertisement  that  is  deemed  to  be  of 
a  false  or  fraudulent  nature.  Already  a  number  of 
convictions  have  been  registered  in  various  parts  of 
the  country  and  it  is  hoped  that  the  police  authorities 
in  the  different  municipalities  will  recognize  the  im- 
portance of  this  legislation,  which  will  make  it  easier 
for  an  honest  merchant  to  do  business  in  a  legitimate 
manner  and  harder  for  the  faker. 


LLOYD  CO.  MAKING  WOVEN  FURNITURE 

Two  hundred  Lloyd  loom  woven  chairs,  davenports 
and  tables  are  being  put  through  the  Lloyd  Mfg.  Co.'s 
factory  at  Menominee,  Mich.,  per  day  so  as  to  keep 
up  with  orders  for  the  newest  line  of  wicker  furniture 
placed  on  the  market.  The  addition  of  new  space  in 
the  company's  new  building  ha*^  made  it  possible'  for 
The  Lloyd  Company  to  push  its  furniture  line.  It  is 
expected  that  this  line  wili  eventually  exceed  that  of 
bal)y  carriages  in  volume. 

IIMIIIIIIIIIIIIIIIIIIMIMIMIIIIIIIMIIrMIMIIIIIIIIIIMIMIIIMIIIIIMIIIIIIIIIMIIIIIIIMIMIMIIIIIIMIIMMIIMIMIMMIM^r 

Upholstery  Springs  I 

Highest  quality  Upholstery  Springs,  | 

made  from  the  finest  grade  High  Car-  | 

bon  Steel  Wire,  oil  tempered  after  | 

the   coihng  operation,  thus  insuring  i 

uniform  strength  and  "No  Set."    Re-  | 

member,  the  quality  of  your  High-  | 

Grade  Upholstering  depends  entirely  | 

on  the  quality  of  the  springs  you  are  § 

using.  1 

HELICAL  SPRINGS  1 

for  spring  bed  and  mattress  fabrics.  i 
Get  the  habit  ;   buy  Canadian  springs  1 

James  Steele,  Limited  1 

"ho  P&  Guelph,  Canada  1 
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BETTER  HOME  FURNITURE  CAMPAIGN 
APPROVED 

That  tlie  comprehensive  advertising  campaign  which 
the  Home  Furnishings  Bureau  at  Toronto  has  been 
conducting  under  the  direction  of  T.  Lyle  Blogg  lias 
met  with  approval,  is  amply  proven  by  the  notices 
which  have  appeared  in  newspapers  and  magazines 
published  in  Canada  ^nd  the  United  States. 

One  of  the  most  recent  testimonials  comes  from  G. 
0.  Luke,  president  of  the  Ontario  Retail  Furniture 
Dealers  Association.  Mr.  Luke  in  a  letter  to  Mr. 
Blogg  states : 

"The  Executive  Committee  of  the  Ontario  Furniture 
Dealei's  Association  have  asked  me  to  write  you  and 
congratulate  you  on  the  splendid  advertising  campaign 
that  you  are  conducting. 

"Retailers  all  over  Ontario  inform  us  that  they  are 
already  feeling  the  effects  of  this  advertising  and  Ave 
are  writing  all  our  members  to  persuade  them  to  hook 
up  with  these  ads.  We  hope  that  this  campaign  will 
continue  for  many  years.  Men  no  doubt  realize  that 
a  campaign  like  this  takes  time  and  that  it  gains 
strength  as  it  goes  along. 

"We  believe  that  the  day  will  soon  be  here  when 
our  Retail  A.ssociation  will  be  strong  enough  that  we 
will  be  able  to  conduct  a  similar  campaign  of  our 
own.  It  speaks  well  for  the  calibre  of  our  furniture 
manufacturers  when  they  are  big  enough  to  spend 
money  on  a  campaign  of  this  kind. 

"As  an  instance  of  what  good  this  form  of  adver- 
tising does,  only  the  other  day  one  of  our  customers 
mentioned  to  our  salesman  when  buying  goods  that 
he  had  noticed,  and  in  fact  had  followed  up,  the  ads 
in  the  local  newspapers  published  by  the  Furniture 
Bureau.  We  want  to  mention  also  that  we  think 
this  department  is  wise  in  getting  this  matter  before 
the  people  in  their  local  press  in  place  of  board  fence 
advertising  or  putting  it  into  magazines  and  journals 
that  the  ordinary  working  man  has  not  the  time  to 
read,  or  yet,  the  price  to  pay  for  expensive  reading 
matter."" 

Tlie  Grand  Rapids  Furniture  Record  under  the  head- 
ing "Canada  has  the  Right  Idea,"  also  praises  the 
work  being  done  by  the  Furniture  Manufacturers'  A.s- 
sociation through  its  Home  Furnishings  Bureau,  and 
hopes  to  see  a  similar  campaign  conducted  in  the 
United  States. 


R.M.A.  ASK  BUSINESS  COURSE  AT  UNIVERSITY 

Tile  Retail  Merchants'  Association  of  Ontario  have 
announced  their  intention  of  asking  the  Government 
"tf)  provide  for  the  establishment,  at  the  University  of 
Toi-onto,  of  a  course  in  business  ethics,  salesmanship, 

'^MMIMIMIIIIIIIIMIMIIIIIMIMIMIIIIIIIIIIinilllMIIIIMIIMIIIIIIIIIIMIIIIIMIIIIMIIIirillllMIIIIMIIIIIIilllllMIMIMIIIIIIIIIIIMIMIIMII^ 

I  WHAT  TO  DO  IN  NOVEMBER  | 

I  Tiet  Ready  Tiulur-emciits  for  Early  Christmas  Shopping.  | 

I  T)isi)lay  and  Advertise  Winter  Turniture  for  the  Home.  | 

I  Good  Season  to  Give  Prominence  to  Overstuffed  Fur-  | 

I  niture.  | 

i  Prepare   Good    Christmas   ('ojiy   foi-  your   Lor-al   Ad-  | 

I  veitisiii;;.  | 

1  Get  up  a  Christmas  Slogan  for  your  store  .  1 

I  Prepare  Lists   of   Christmas   Gift   Pieces  for   Every  | 

I  Member  of  the  Family.  | 

I  Prepare  Lists  of  Inexpensive  Gifts.  | 

I  Prepare  Lists  of  Praetical  Gifts.  | 
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accounting  and  other  subjects  of  interest  to  the  retail 
merchants."  This  recjuest  will  apparently  be  super- 
fluous, according  to  Prof.  James  Mavor,  head  of  the 
Department  of  Political  Economy,  who  .stated  that  the 
University  was  already  providing  just  this  very  iden- 
tical work  in  the  four-year  Commerce  course  which 
was  launched  during  the  present  session.  This  is  de- 
signed to  be  a  more  practical  course  than  the  older  and 
more  theoretical  one  in  (Commerce  and  Finance,  which 
was  founded  some  ten  years  or  so  ago.  A  curriculum 
has  at  present  only  been  drawn  up  for  the  first  year  of 
this  new  Commerce  course,  but  its  later  subjects  of 
study  will  be  shaped  to  meet  the  demaJids  and  needs  of 
the  students  taking  it.  Among  other  subjects  it  Is 
now  giving  instruction  in  the  elements  of  economies 
and  of  commerce,  in  economic  geography  and  in  ac- 
counting. 

If,  however,  the  Retailers'  Association  had  in  view 
less  advanced  work  than  this,  there  is  the  University 
Extension  Department  and  the  Workers'  Educational 
Association.  Mr.  W.  J.  Dunlop,  of  the  University  Ex- 
tension, says  his  department  is  prepared  to  organize 
tutorial  night  classes  in  any  of  the  subjects  referred 
to  by  the  retailers,  the  only  condition  laid  down  being 
that  a  group  of  at  least  twenty  should  signify  their 
desire  to  take  any  of  the  courses  asked  for. 


EAST,  WEST,  HOME'S  BEST 

It  has  been  said  that  The  Youth's  Companion  has  had 
more  readers  per  copy  than  any  other  publication  in 
America.  There  is  good  reason  to  believe  this  to  be 
true.  But  the  important  thing  is  that  the  influenee  of 
the  paper  upon  its  millions  of  readers  has  always  been 
directed  to  building  character.  "East,  west,  home's 
best,"  has  been  its  unuttered  slogan.  In  its  articles, 
editorial  and  otherwise,  it  has  dwelt  upon  the  impor- 
tance of  good  citizenship.  In  all  its  contents  it  haA 
aimed  to  give  not  only  entertainment,  but  "stepping- 
stones  to  higher  things." 

A  year  of  The  Youth's  Companion  brings  a  tremen- 
dous tide  of  delightful  and  diversified  reading  that 
cannot  be  found  elsewhere.  The  52  issues  of  1921  will 
be  crowded  with  serial  stories,  short  stories,  editorials, 
poetry,  facts  and  fun.  Subscribe  now  and  receive  :  1. 
The  Youth's  Companion — 52  issues  in  1921.  2.  All  the 
remaining  issues  of  1920.  3.  The  Companion  Hom'^ 
Calendar  for  1921.  All  the  above  for  $2.50.  4.  Mc- 
Call's  Magazine  for  1921.  The  monthly  authority  on 
fashions,  $1.50  a  year.    Both  publications,  only  $3.50. 

The  Youth's  Companion,  Commonwealth  Ave.  &  St. 
Paul  St.,  Boston,  Mass. 


"MARSHALFELT,"  ANOTHER  NEW  MATTRESS 

In  addition  to  their  Marshaldown  mattress  the  Mar- 
shall Ventilated  Mattress  Co.  Ltd.  have  brought  out 
Another  new  mattress  called  "Marshalfelt."  This 
mattress  is  filled  with  a  slightly  lower  quality  white 
felt  than  the  MarshaldoAvn,  but  with  the  spring  edge 
and  it  will  retail  at  a  popular  price. 


A  new  factory  to  manufacture  nuisical  instruments 
will  be  erected  at  Mimico,  Out.,  by  an  English  svndi- 
cate,  F.  G.  Quirk,  of  the.  Sterling  Action  and  Piano 
Key  Co.,  acting  for  the  company  in  pureliasing  the 
site.    Some  60  persons  will  bo  employed. 
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CONDITIONS  OF  AMERICAN  INDUSTRY 

Business  in  tiie  United  States  is  below  normal,  ac- 
cording to  an  inventory  of  conditions  just  prepared  by 
the  Liberty  National  Bank  of  New  York.  The  infor- 
mation was  secured  from  representative  concerns  in 
diversified  lines.  Forty-two  per  cent,  of  those  inter- 
viewed report  the  volume  of  their  sales  as  being  above 
normal.  Cancellations,  inventories,  accounts  receivable 
and  traJisportation  ditficulties  are,  generally  speaking, 
excessive,  ('ol  lections,  coal  supply  and  efficiency  of 
labor  are,  on  the  other  hand,  lower  than  usual.  It  is 
the  feeling  of  the  majority  that  a  normal  situation 
exists  as  to  accounts  payable,  availability  of  materials, 
and  labor  supply.  It  is  also  a  notable  fact  that  65  per 
cent,  of  those  interviewed  are  of  the  opinion  that  mer- 
chandise prices  will  be  lower. 


FURNITURE  PRICE  PROSPECTS 

Now  that  the  automobile  manufacturers  and  the 
mail  order  houses  have  been  forced  to  bend  to  the 
whim  of  the  public  for  lower  prices,  some  merchants 
are  looking  for  a  sudden  drop  in  the  price  of  all  manu- 
factured goods.  So  far  as  furniture  is  concerned, 
there  is  little  prospect  of  a  decided  price  slump,  but 
there  will  be  a  gradual  decrease  in  furniture  prices  be- 
tween now  and  spring. 

Furniture  prices  may  never  drop  more  than  25  per 
cent,  below  present-day  figures,  manufacturers  say. 
Furniture  factory  labor  before  the  war  was  under- 
paid. It  can  never  be  returned  to  the  old  scale,  unless 
there  should  be  a  panic,  which  is  illogical.  Hardwoods 
are  cheaper,  but  the  market  shows  an  inclination  to 
improve  now  that  many  of  the  lumber  speculators  have 
.unloaded  or  been  forced  out.  Plywoods  and  glass 
have  not  come  down,  neither  has  labor.  As  demand  and 
production  decreases,  factory  overhead  per  piece  in- 
creases, thus  offsetting  reductions  in  materials. — The 
Furniture  Record. 


RUG  PRICES  AT  TURNING  POINT 

Prices  on  domestic  floor  coverings  for  spring,  1921, 
are  expected  to  hold  at  present  levels  for  the  most  pari, 
although  there  is  some  talk  of  slight  declines  on  Wil- 
tons and  linoleums.  Based  strictly  on  manufacturing 
cost,  however,  there  is  nothing  to  justify  lower  prices 
on  any  domestic  floor  coverings,  for  to  the  high  cost 
of  labor  must  now  be  added  higher  freight  rates  on 
raw  material  and  the  increased  cost  of  coal,  which 
more  than  compensate  for  the  lower  cost  of  raw  wool 
and  cotton  yarn.  As  the  fall  season  draws  to  a  close, 
special  efforts  are  being  made  by  manufacturers  to 
fill  the  orders  now  on  their  books.  The  cancellations 
received  have  been  turned  to  make  up  deficiencies  in 
the  aMotments  of  goods  to  others  awaiting  them.  With 
the  fall  season  prolonged  to  November,  most  manufac- 
turers will  be  fairly  well  caught  up  on  orders  unless 
unexpected  obstacles  such  as  strikes,  present  them- 
selves.— American  Carpet  and  Upholstery  Journal. 


INCREASES  IN  FURNITURE  PRICES 

Accordintj:  to  figui'es  compibnl  by  the  Boston  News 
Bureau,  and  this  may  be  of  interest  to  Canadian  furni- 
ture dealers,  the  cost  of  furniture  in  retail  stores  in 
two  leading  cities  of  the  United  States  has  increased 
more  sinr-e  1914  than  any  other  necessity  and  is  only 
exceeded  by  clothing  in  three  other  cities. 

The  increase  in  furniture  prices  by  manufacturers 


across  the  line  since  the  war  started  has  been  from 
185  to  235  per  cent.,  the  greatest  advance  having  been 
in  cheap  furniture,  while  furniture  composed  of  50  per 
cent,  labor  and  50  per  cent,  material  has  risen  only 
185  per  cent.  Tlierefoi'e  the  figures  given-  below  do 
not  necessarily  mean  that  furniture  dealers  in  one 
eity  are  making  more  profit  than  in  another,  but  may 
indicate  tluit  cheaper  furniture  is  in  demand  in  the 
i'ities  where  the  larger  advances  are  shown. 

The  figures  given  by  tiie  l>oston  News  Bureau  sliow 
the  percentage  of  increase  in  retail  cost  of  necessities 
as  for  June,  1920,  over  December,  1914: 

Boston  New  York  Chicago  Phila.  Detroit 


Food  105.0  103.3  120.0  101.7  132.0 

Clothing  211.1  241.4  205.3  219.6  208.8 

Housing                      16.2  32.1  35.1  28.6  68.8 

Fuel  and  -light  ....  83.6  60.1  62.4  66.8  74.9 

Furnitui'e  233.7  205.1  215.9  187.4  206.7 

Miscellaneous    ..    ..  91.8  111.9  87.5  102.8  141.3 


Total  110.7    119.2    114.6    113.5  136.0 


HOME  FURNITURE  CARRIED  IN  TRUNK 

A  young  Frenchman  named  M.  Louvet  has  invented 
some  folding  furniture  which  fits  into  a  trunk,  49  x  54 
X  33  inches,  and  which  will  pass  through  any  door- 
way. Five  pieces  of  furniture  comprise,  the  outfit — a 
bed  for  two,  three  chairs,  and  a  table — but  the  trunk 
can  also  hold  a  stove,  linencloset,  sideboard  and  dishes, 
wash  tub  and  sewing  machine. 


BUILDING  HOUSE  AROUND  FURNITURE 

Miss  Laura  Hill,  a  Boston,  Mass.,  artist,  has  built  a 
summer  home  on  novel  lines.  Instead  of  installing 
furniture  to  suit  the  house,  she  built  the  house  to  snit 
some  old-fashioned  furniture  be(|ueathed  her  by  her 
parents.  A  model  house  in  cardboard  was  first  con- 
structed, every  piece  of  furniture  being  measured  to 
allow  the  builder  to  lay  out  the  size  of  the  rooms. 


FURNITURE  TRADE  NOTES 

The  R.M.A.  are  forming  sectional  trade  associations 
throughout  Manitoba. 

Eli  Myles  has  sold  his  furniture  business  at  Walker- 
ton,  Ont.,  to  McMane  &  Walker. 

The  Pennsylvania  Military  College,  located  at  Ches- 
ter, Pa.,  announces  that  a  course  in  window  trimming 
will  for  the  future  be-  included  in  its  curriculum. 

The  Retail  Furniture  Association  of  the  United  States 
has  opened  offices  at  Washington  and  have  engaged  the 
services  of  a  lawyer  as  legal  adviser  foi-  the  .Asso- 
ciation. 

The  Dominion  Funiitui-e  I\Taiuifacturei's,  Ltd.,  has  re- 
ceived Dominion  iiu-oi-poi-ation  with  a  capital  oi'  $500.- 
000,  to  nuike,  buv  and  sell  himbei-  and  its  products. 
Head  office,  Ste.  Therese.  Que. 

The  R.M.A.  oftiees  a1  Toronto  repoi-t  scores  of  let- 
ters received  from  dealei's  all  over  Ontario  ex))i'essing 
grievances  and  showing  up  flaws  in  r(>gard  to  the 
luxury  tax  and  sales  tax  regulations. 

The  ITniverf.ity  of  Manitoba,  acting  unon  the  advice 
of  the  Advisory  Committee  on  Commercial  Education, 
wil'  create  a  new  departnuMit  to  b(>  known  as  the  De- 
partment of  I)usiness  Oi-ganization  and  Research. 
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THE  MAXWELL 

Sanitary  Copper-Alloy  Vault 


6k 


Manufactured  Exclusively  of  Copper-Bearing  Steel 
The  Most  Rust- Resistant  Steel  or  Iron 

Known  to  the  Art. 

Its  Superiority  is  Now  Generally  Acknowledged 

Even  by  those  not  making  exclusive  use  of  the  material. 

MAKE  NO  MISTAKE 

Handle  and  sell  the  goods  you  can  depend  upon. 
The  Maxwell  Vault  has  never  failed  you. 

Its  Quality  is  Always  Maintained  Regardless  of  Expense 

Carried  in  stock  by  all  leading  jobbers. 


ASK  FOR  PRICES 

Manufactured  by 

MAXWELL  STEEL  VAULT  COMPANY,   ONEIDA,  N.Y. 
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Undertakers'  Department 


Problems  affecting  the  Undertaking  Profession  are  here  discussed  and  readers  are  invited  to  send  letters 
expressing  their  views  on  any  of  the  subjects  dealt  with — News  of  the  profession  throughout  Canada. 


ECHOES   FROM  C,  E.  A.  CONVENTION 
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Annual  banquet,  sports  and  recreation — Some  comment — Displays  made  by  manufacturers 
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THE  aiimuil  baiKjuet  of  the  Canadian  Euibaliuers 
Association  was  lieid  at  Hotel  Maiiitou,  Centre 
Island,  Toronto,  on  the  evening  of  Recreation 
Day,  tollowin<!;'  the  fie'd  day  and  annual  sporcs.  The 
donors  were  Dominion  Manufacturers,  Ltd.,  and  they 
certaiidy  did  things  up  right,  as  may  be  judged  by 
this  menu — Soup,  M.orris'  Ci-eam  of  Tomata  Soup; 
Relishes,  McKillop-ed  Tomatoes,  Julienne  Salad  a  la 
Britton ;  Meats,  Roast  Leg  of  Veal,  with  Brand-on 
Dressing,  Roast  Prime  Ribs  Beef,  au  .jus  Dhonau ; 
Vegetables,  Mashed  Potatoes  (Tiekell-ed)  Corn  on 
the  Cob  (Well  Cawkell-ed)  ;  Desserts,  Col-Tart  Apple 
Pie,  with  Ice  (Jreain,  Simpson's  Fresh  Rolls,  Brown  or 
Green-Wood  Bread,  Tea,  Coffee  and  Milk. 

During  the  courses  Jules  F)razil  and  Elcho  Fidiles 
sang,  Jules  being  particularly  happy  in  his  leading  of 
the  choruses,  in  which  all  the  eaters  joined. 

"Tom''  Simpson  made  an  ideal  chairman.  He  was 
like  the  ring-master  at  the  circus,  he  cut  off  the  long 
si)eeches,  ami  whatever  was  said  b,y  anybody,  as  well 
as  himself,  was  snappy,  witty  and  apropos.  Here  is 
the  toast  list — The  King,  with  Musical  Honors;  Canada  ; 
Our  Visitors;  The  Ladies;  Our  Association. 

The  speakers  to  the  various  toasts  were:  the  Chair- 
man on  "Caiuula";  "Deacon"  Henderson.  A.  B.  Gar- 
diner, "Billie"  Yule  and  J.  Armstrong  on  "Our  Visi- 
tors"; Miss  Murdock  replied  to  "The  Ladies"  and 
John  Thompson  to  "Our  Association." 


WINNERS  OF  PRIZES 

in  the  afternoon,  previous  to  the  baiupiet.  the  an- 
nual games  were  held, 
with  the.se  results: 

liaseball  ganu';  seven 
innings.  Funeral  Di- 
rectors vs.  Travellers. 
Prize,  box  of  cigars,  do- 
luited  by  (J.  E.  A.  Won 
by   funeral  directors. 

100  yards,  open  to 
members  uiulei-  25 
years.  Three  prizes  do- 
luited  bv  Sterling  ('as- 
kets,  Liinited.  Win- 
ners: A.  E.  Logan,  Lon- 
don ;  R.  Grant.  Bow- 
munville;  L.  Cosby, 
Gravenhurst. 

75    yards,    open  to 


members  between  25  and  35  j'ears.  Three  prizes  do- 
nated by  Dominion  Manufacturers.  Ltd.  Winners :  P. 
L.  Moffat,  Toronto;  C.  C.  Butler,  St.  Catharines;  L.  W. 
Trull,  Toronto. 

Old  Boys'  Race,  75  yards,  open  to  members  over  85 
years.  Three  prizes  donated  by  St.  Thomas  Metallic 
Vault  Co.,  Ltd.  Winners:  Chas.  Holmes,  Seaforth ;  R. 
Maddocks.  Toronto ;  J.  Thompson,  Fergus. 

F'at  Man's  race,  200  pounds  and  over,  60  yards,  open 
to  C.E.A.  members.  Three  prizes,  donated  by  H.  S. 
Eckles  &  Co.,  door  drape  ;  Central  Casket  Co.,  box  of 
candy;  C.E.A. ,  cause  of  "Zero."  Winners.  W.  Thom- 
son, Fergus  ;  Newton  White,  Stirling. 

Ladies'  50-y.ard  dash,  open  to  wives  and  daughters 
of  licensed  embafmers.  Three  prizes,  donated  bv 
ElHott  Brothers,  Prescott.  Winners  :  Mrs.  E.  Bolton, 
Toronto  ;  Mrs.  L.  W.  Trull,  Toronto  ;  Mrs.  Cobble- 
dick,  Toronto. 

Handicap  race,  75  yards,  open  to  proprietors  ac- 
tively engaged  in  business.  Three  prizes,  donated  by 
Evel  Casket  Co.,  Hamilton.  Winners  :  C.  A.  Butler, 
St.  Catharines  ;  Robt.  J.  Pollock,  Cochrane  ;  Lorne 
R.  liarlett,  Weston. 

Assistants"  race,  100  yards,  open  to  students  at  this 
year's  school.  Thi'ee  prize  subscriptions,  donated  by 
Caiuidian  Furniture  World.  Winners  :  ■G-'ordon  A. 
r^eaton,  Markdale  ;  R.  Grant,  Bowmanville  ;  W.  G. 
Patterson,  Wel'aiid. 

Walking  race  for  married  ladies,  mcnnbers  of  funer- 
al dii'ectors"  families.    Two  prizes,  silver  set,  tlonated 

by  Mr.  A.  J.  H.  Eck- 
ardt,  and  box  of  candy, 
by  ('.E.A.  Winners: 
Mrs.  W.  J.  Mather, 
Stoutfville;  Mvs.  L.  W. 
Trull.  Toronto,  both  1  i;\ 

Wheelbarrow  race,  50 
yards,  open  to  nuMubi'rs 
'  and  students.  Two 
<l()nl)le  prizes  of  coffee. 
Winners:  U.  L.  Beckelt. 
I5ranl  foi'd,  and  K. 
Grant,  Bowmanville ;  A. 
K.  Logan  and  G.  II.  Rd- 
gei-s,  Ottawa. 
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Large  Variety 


Best  Quality 


High -class  Goods  Our  Specialty 


We  Solicit  All  Your  Requirements 

"  Our  line  is  complete — Our  organization  is  at  your  service." 

Dominion  Manufacturers,  Limited 

Successors  to 


National  Casket  Co  Toronto,  Ont. 

The  Globe  Casket  Co  London,  Ont. 

Girard  &  Godin  Three  Rivers,  Que. 

The  Semmens  &  Evel  Casket  Co  Hamilton,  Ont. 

Christie  Bros.  &  Co-   Amherst.  N.S. 

The  Semmens  &  Evel  Casket  Co  Winnipeg-,  Man. 

The  D.  W.  Thompson  Co  Toronto,  Ont. 

Girard  &  Godin   Montreal,  Que. 

Vancouver  Casket  Co  Vancouver,  B.C. 


Head  Office  and  Showrooms: 
109  Niagara  Street  -  Toronto,  Canada 
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QUALITY 


SER  VICE 


Our  Burial  Garments  Are  Adjustable 

Large  Stocks  Carried  At  All  Branches 


No.  303  — Marceline  Silk 


Our  Motto :    The  Best  Goods  at  Fair  Prices  " 

Dominion  Manufacturers,  Limited 

Head  Office  and  Showrooms : 
109  Niagara  Street       -       Toronto,  Canada 

BRANCHES 

Vancouver         Calgary         Winnipeg         London        Hamilton         Toronto         Montreal  Three  River*  Amherst 
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for  first  couple.  Winners,  Miss  Delia  Sclireiter,  Kit- 
chener, and  D.  8.  MacMurray,  Hamilton. 

C'othes  Pin  Race,  for  members  and  students.  Prize, 
Cauicula,  donated  hy  W.  K.  Murphy,  Toronto.  Win- 
ner :  Ira  T.  Atwood,  Bridgeburg. 

Peanut  race,  for  members.  Prize,  serving  tray,  do- 
nated by  Gendron  Mfg.  Co.,  Toronto.  Winner  :  L. 
Cosby,  Gravenhurst. 

Boot  and  Shoe  race.  Two  prizes,  footstool,  donated 
by  E.  Sehierholtz,  Toronto,  and  candy  by  C.E.A. 
Winners  :  Gordon  A.  Beaton,  Markdale  ;  Robt.  J. 
Pollock,  Toronto. 

Drawing  for  the  $75  adjustable  cooling  board,  do- 
nated by  Champion  Chemical  Co.  Won  by  Orton  Bech- 
tel,  Baden,  Ont.,  with  R.  U.  Stone,  Toronto. 


THAT  BASEBALL  SCORE 

So  much  kicking  has  been  done  by  travellers  and 
others  regarding  the  baseball  game  at  the  annual  C.E.A. 
sports  tliat  we  are  constrained  to  publish  the  official 
score  : 


Travellers 

1 

2 

3 

4 

5 

6 

7 

McLaughlin 

0 

0 

0 

Ferguson 

1 

0 

Evel 

1 

0 

0 

0 

Dhonau 

1 

1 

1 

Buck 

0 

0 

0 

0 

Wilds 

1 

1 

0 

McMurray 

0 

McLaren 

0 

0 

0 

0 

F'iiit 

4 

0 

0 

0 

Total 

4 

0 

0 

0 

2 

0 

1—7 

Funeral  Directors 

1 

2 

s 

4 

5 

6 

7 

Atwood 

1 

0 

0 

1 

Brittou 

0 

0 

0 

0 

0 

Barlett 

1 

1 

0 

1 

1 

Logan 

1 

1 

1 

1 

1 

McKillop 

1 

0 

0 

0 

0 

Moft'att 

0 

1 

1 

0 

Beckett 

0 

0 

0 

1 

Craig 

0 

1 

0 

Rogers 

0 

0 

Total 

4 

8 

0 

1 

1 

4 

8— li6 

CASKET  DISPLAYS  AT  C.E.A.  CONVENTION 

A  splendid  display  of  caskets,  costumes,  hardware 
and  other  funeral  service  reciuirements  was  made  by 
The  Dominion  Manufacturers,  Ltd.,  in  their  new  show- 
rooms at  Toronto  headquarters.  The  casket  line  was 
divided  into  three  classes — all  wood,  cloth-covered  and 
steel.  This  allowed  of  a  great  range  of  caskets  being 
shown,  among  them  being  mahogany,  black  walnut  and 
Circassian  walnut,  (juartered  oak,  Spartan-finished,  all 
steel  and  solid  bronze.  A  numerous  range  of  new  tops 
in  beautiful  designs  were  shown. 

The  clothing  line  for  men,  women  and  children  em- 
braced all  the  newer  costumes,  and  it  was  noted  that 
here  fashion  has  decreed  the  styles  that  should  pre- 
vail. The  hardware  ranged  from  the  costly  to  the  neat, 
simple  but  solid  lines  that  have  prevailed  of  recent 
years,  and  which  are  likely  to  be  stable  for  some  time 
to  come. 

In  the  service  class  of  requisites  were  cooling  boards, 
church  trucks,  lowering  devices,  pedestals  and  the 
other  articles  which  up-to-date  funeral  directors  find 
so  useful  in  their  everyday  Avork. 

The  Champion  Chemical  Co.,  with  Dr.  Ferguson  in 
charge,  met  customers  at  the  Prince  George  Hotel. 
Unfortunately,  the  exhibit  which  the  doctor  had  plan- 
ned for  this  year  was  delayed  in  reaching  Toronto  and 
he  had  to  be  the  whole  host  in  himself,  which  of  course 
he  always  is. 

Also  in  the  Prince  George  H.  S.  Eckles  &  Co.  held  an 
exhibition  of  embalmers'  re(|uisites  and  embalming 
fluids.  "Bob"  Flint  was  in  charge,  and  he  stated  the 
caUers  were  more  than  pleased  with  all  they  had  seen. 

The  Evel  Casket  Co.  made  a  showing  of  their  prom- 
inent casket  lines  and  hardware  in  one  of  the  stores 
on  York  street.  Being  on  the  road  to  the  railway  sta- 
tion many  more  callers  visited  the  display  than  was 
the  ease  in  recent  previoiis  years.  All  who  visited 
placed  orders,  so  it  can  well  be  said  the  exhibition  was 
a  success. 

Sterling  Caskets,  Ltd.,  showed  a  few  of  their  cas- 
kets in  theii"  new  premises  on  McDonnell  S(|uare.  Un- 
able to  bring  on  special  exhibits  from  their  Guelph  fac- 
tory, the  company  showed  sorue  caskets  whicli  had 
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Two  retiring  officers 

from  the 
C.  E.  A.  Executive 


A.    R.    COLTAKT,  CliiLlhain. 
lii'tiriiiK  TrcaNiu-cr. 

'.    I'.    MORKIS,  Bowiiiiiiivillo. 
Past  President. 
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been  sold  and  shipped  to  Toronto  funeral  directors.  A 
buffet  lunch  was  served  during  convention  time  to 
visiting  delegates. 

The  Central  Casket  Co.  while  unable  to  make  a  dis- 
play owing  to  rush  of  business  did  invite  and  receive 
callers  at  their  factory  showroom  on  Davenport  Road. 
"Bob"'  Cooper  was  on  hand  all  during  Convention 
Week. 

John  McLaren  did  the  honors  for  Elliott  Brothers, 
and  J.  M.  Purvis  for  the  Erin  Casket  Co.  during 
Convention. 


DOMINION  MANUFACTURERS  LTD.  ENTERTAIN 

The  At-Home  tendered  the  visiting  funeral  directors 
ni  attendance  at  the  recent  C.E.A.  Convention  at  To- 
ronto by  the  officers  of  Dominion  Manufacturers,  Ltd., 
in  their  showrooms  one  evening  during  convention 
week,  was  an  immense  success. 

Tally-hos  met  the  visitors  coming  from  the  Island 
and  whisked  them  to  the  Niagara  street  offices,  which 
were  brilliantly  illuminated  and  decorated  for  the  oc- 
casion. The  recently  remodelled  showroom  was  turned 
into  a  concert  hall,  and  for  an  hour  and  a  half  a  high 
class  concert  program  was  put  on,  the  LeRoy  Kenny 
famih'  contributing  vocal  and  instrumental  music. 

Following  the  concert  a  buffet  lunch  was  served  in 
the  board  room,  Co'Cs  being  the  caterer,  which  is  suffi- 
cient guarantee  of  its  (juality.  Dancing  followe'd,  the 
music  being  supplied  by  an  orchestra.  The  dancing 
was  indulged  in  by  the  young  people  until  an  hour 
after  midnight,  the  attendance  being  increased  by  those 
visitors  who  had  gone  to  the  theatres  or  Exhibition 
earlier  in  the  evening. 

The  entertainment  was  (|uite,the  most  successful  of 
any  that  had  been  undertaken  by  the  company  in  the 
past. 


Mrs.  Strasler  of  Queensville,  Out.,  died  in  Toronto 
earlv  last  month.  The  interment  took  place  at  Queens- 
ville. 
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i  .Secretary    Matthews    telling    two  = 

1  Western   visitors    (.Serretary  Gardi-  = 

=  ner  of  Manitoba  and  President  Yule  | 

=  of  Saskatchewan)  how  the  funeral  = 

1  directors  put  it  over  the  travellers  = 

=  in  the  l)all  game.  = 
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NOTES  OF  C.E.A.  CONVENTION 

C,  W.  Browne  of  Park  Hill,  Ont.,  made  his  conven- 
tion trip  do  double  duty.  It  was  also  his  honeymoon. 
He  made  a  record  for  funeral  directors,  more  of  them 
should  follow  Charlie's  example. 

"Deacon"  Henderson  is  some  preacher.  Hi.s  hand- 
ling of  advice — good,  bad  and  indifferent — to  the  prize 
winners  on  Games  Day  fitted  like  the  proverbial  glove. 

Charlie  Smith  came  down  from  Barrie  without  his 
white  ducks.  As  a  result  he  couUn't  get  on  the  ball 
team. 

"Bob"  Stone  said  he  couldn't  run  in  any  of  the 
races  because  he  had  a  broken  "arm."  The  other 
fellows  run  on  their  feet. 

Harry  McKillop  won  back  the  dollar  he  lost  to 
"Mac"  McLaughlin  last  year  on  the  ball  game  score. 

Bert  Gardner  brought  down  his  wife  from  the  West 
this  year.    He  said  he  needed  protection. 


F.  D.  VISITORS  AT  LONDON  FAIR 

During  the  recent  Western  Fair,  held  at  London, 
Ont.,  a  great  many  funeral  directors  from  the  towns 
in  Western  Ontario  journeyed  to  that  city,  and  while 
there  paid  a  visit  to  the  Globe  Casket  Co.'s  plant  to 
see  the  exhibit  which  that  concern  made  in  its  ware- 
house. 

Among  those  who  registered  at  the  showrooms  were : 
H.  Philips,  Sarnia ;  6.  Logan,  H.  Logan,  W.  Harris- 
ter,  A.  L.  Oatman,  S.  Ferguson,  S.  Dunford.  London : 
A.  J.  Janisse,  J.  Chapin,  Windsor;  T.  Boon.  G.  West. 
Bothwell ;  J.  M.  Taylor,  Tillsonburg ;  W.  A.  Hunt,  Bel- 
mont ;  R.  S.  Flint,  Toronto ;  A.  T.  Davidson,  Lucknow : 
J.  J.  Hinnigan,  Chatham ;  R.  J.  Plank.  Dacker,  Man ; 
S.  Hewit,  Mitchell ;  H.  G.  Germyn,  Listowel : 
Ed.  Hall,  Florence;  A.  Steel,  Fore.st ;  W.  M. 
Whitehead.  Thorndale ;  B.  Ford,  Blenheim;  S. 
Holmes,  Seaforth;  S.  Graham,  Mt.  Bridges;  Wm. 
Rupel,  Dresden ;  G.  W.  Linkwater,  Teeswater ;  C. 
Towers,  St.  Thomas;  Mack  Paul,  Woodstock;  S.  Lor- 
riman,  Tnwood  ;  W.  J.  Davidson,  Lucknow  ;  Wm.  Pothie. 
Verdon,  Man.;  S.  Logan,  Dorchester;  E.  C.  Cousins. 
Wallaceburg;  A.  McKay,  Wyoming;  C.  Doun,  Strat- 
ford; W.  H.  Hoffman.  Zurich;  Ray  Clejnent,  Aylmer; 
S.  L.  Lees,  Woodstock ;  W.  S.  Gormley,  Dublin ;  X.  L. 
Brandon.  St.  Marys;  D.  X.  Walker,  Rodney;  J.  A. 
Stewart,  Strathrov;  C.  J.  Merdy.  Lucan ;  Ed.  Henry. 
Thamesville:  C.  Hasket,  Lucan;  G.  Stee\  Forest;  Alf- 
Towell,  Guelph. 


UNIQUE  DISPLAY  AT  CALIFORNIA 
CONVENTION 

During  the  recent  convention  of  California  funeral 
directors  at  Oakland,  the  Champion  Chemical  Co.  made 
an  elaborate  display  of  their  varied  lines  under  the 
superintendency  of  J.  Shultis,  western  representative 
of  the  companv.  Mr.  Shultis'  exhibit  included  every- 
thing from  a  steel  vault  to  silk  shrouds  of  palest  and 
most  delicate  shades,  and  occupied  an  entire  room  at 
the  hotel.  To  set  off  his  display  several  young  ladies 
were  ena-aged  to  pose.  Mr.  Shultis  said  he  couldn't 
demonstrate  satisfactorily  Avithout  the  as.sistance  of 
a  r-ounlc  of  models.  "The  models  need  not.  however, 
maintain  a  ris-id  oosition,"  said  Mr.  Shultis.  "]\Iy 
business  is  to  make  death  seem  beautiful  instead  of 
up-lv.  as  the  undertakins-  profession  has  become  an 
art.  and  nowadavs  we  endeavor  to  make  the  dead  ap- 
pear lifelike  and  more  as  one  who  is  sleeping  than 
one  who  is  dead." 
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ALL  FUNERAL  DIRECTORS  SHOULD  HOLD 
ElViBALMERS  LICENSE 

The  new  C.E.A.  Executive  is  busy.  At  least  Vice- 
President  Jackson  is  getting  after  some  of  the  com- 
mittees of  which  he  Is  a  member.  His  latest  is  to  help 
on  the  Legislative  Committee  in  its  work.  Mr.  Jackson 
believes  "our  Ontario  embalmer'.s  license  should  gov- 
ern the  preparation,  embalming  and  burial  of  the  dead, 
permitting  anyone  to  sell  a  casket  as  merchandise.'' 
In  this  connection  he  sends  an  extract  from  the  District 
of  Columbia's  new  "Undertakers  and  Embalmer's 
Act, ' '  from  which  we  quote  : 

"Section  6 — Said  board  shall  examine  said  applicant 
theoretically  and  practically  in  anatomy,  sanitation, 
disinfection,  embalming,  caring  for,  and  preparing  for 
burial  or  for  shipment  of  dead  human  bodies,  and  in 
the  laws  and  regulations  relating  to  communicable  dis- 
eases and  the  duties  of  undertakers  and  embalmers 
in  the  District  of  Columbia,  and  if  said  Undertakers' 
and  Embalmers"  Examining  Board  is  thereafter  of  the 
opinion  that  the  applicant  is  in  every  way  a  suitable 
person  to  be  licensed  as  an  undertaker  and  embalmer, 
a  license  shall  be  issued  to  him  in  the  name  of  the  said 
board,  signed  by  the  president  and  secretary  thereof, 
which  license,  after  having  been  duly  registered  in  a 
book  to  be  kept  for  that  purpose  in  the  Health  Depart- 
ment of  said  District,  shall  entitle  the  person  so  li- 
censed to  practice  as  an  undertaker  and  embalmer, 
and  to  style  himself  and  to  be  styled  an  undertaker 
and  embalmer  in  said  District  for  a  period  of  three 
years  from  the  date  thereof. 

"Section  12— That  in  the  District  of  Columbia,  from 
and  immediately  following  the  passage  of  this  Act,  no 
person  who  is  not  licensed  as  an  undertaker  and  em- 
balmer now  specifically  exempted  from  the  provisions 
thereof,  shall  perform  any  of  the  duties  of  an  under- 
taker and  embalmer  as  hereinafter  specified,  or  attempt 
to  embalm  any  dead  body  or  inject  into  the  blood 
vessels  or  into  any  cavity  of  any  such  body  any  fluid 
for  the  purpose  of  disinfecting  said  body  or  of  pre- 
serving or  of  preparing  the  same  foi-  burial  or  for  ship- 
ment ;  nor  shall  any  person  not  so  licensed  style  him- 
self an  undertaker  or  embalmer,  nor,  if  he  has  author- 
ity and  power  to  prevent,  permit  himself  to  be  so 
styled." 


RAISING  HIGH  STANDARD 

Mr.  A.  A.  Jackson  has  returned  from  attending  the 
f'anadian  rCmbalmers'  A.ssoeiation,  held  in  Toronto 
recently,  and  reports  that  it  was  the  most  enthusias- 
tic convention  yet  held  by  this  association. 

Mr.  Jackson  in  an  interview  with  the  Star  states  that 
the  funeral  profession  is  now  endeavoring  to  impress 
on  the  minds  of  the  public,  by  their  knowledge  and 
practice  in  matters  of  public  health  and  sanitary  sci- 
ence, that  they  are  real  sanitarians,  by  taking  care  of 
insanitary  conditions  as  they  meet  them  after  death 
has  occurred.  They  are  also  striving  to  be  a  real  help 
and  of  real  assistance  to  those  requiring  their  ser- 
vices, in  other  words  the  undertaker  or  casket  seller 
of  yesterday  is  endeavor'ing  to  raise  his  standards  liigh, 
and  keep  them  higher  and  higher  above  the  sense  of 
commercialism,  and  to  attain  such  standards  is  a  duty 
every  director  in  funeral  service  owes  to  those  whom 
he  is  called  on  to  serve. 

Article  2,  in  the  r'anadian  Embalmers'  Association 
code  of  ethics  is:  "There  is  no  |)r()fession  from  the 
inem))ers  of  which  greater  j)ui'ity  of  character  and  a 


higlier  standard  of  moral  excellence  are  recjuired  than 
ihe  funeral  director,  and  to  attain  such  eminence  is  a 
duty  every  funeral  director  owes  to  his  profession  and 
to  the  public,  it  is  due  the  latter,  as  without  it  he 
cannot  command  the  respect  and  confidence,  and  to 
both  because  no  specific  attainments  can  compensate 
for  the  want  or  correct  moral  principles.  It  Ls  in- 
cumbent upon  the  members  of  the  profession  to  be 
sober  at  all  times,  and  temperate  in  all  things." — ^Sud- 
bury  Star. 


ECHOES  OF  C.E.A.  CONVENTION 

The  following  are  some  of  the  manufacturers  and 
their  representatives  Avhom  our  society  editor  met  at 
the  C.E.A.  games  or  who  registered  at  Convention 
Hall :  A.  L.  Godwin  and  D.  M.  Andrews,  Dominion 
Manufacturers,  Ltd.,  Toronto ;  F.  Coles,  Globe  Casket 
Co.,  London  ;  J.  A.  McLaughlin,  Globe  Casket  Co. ;  C. 
U;  Buck,  Evel  Casket  Co.;  J.  Cloutier,  Lymburner 
Brass,  Montreal;  Jno.  McLaren,  Elliott  Brothers,  Ham- 
ilton; P.  M,  Thompson,  W.  G.  Bartlett,  and  H.  E. 
Godin,  Dominion  Mfrs.,  Ltd.,  Toronto;  W.  E.  Yorke, 
Central  Casket  Co.,  Toronto ;  K.  M.  Mears,  Embalmers 
Supply  Co.,  Richmond,  Va. ;  Jno.  H.  Irwin,  A.  B.  Greer 
&  Co.,  London ;  A.  V.  Preston,  Dominion  Mfrs.  Ltd., 
Toronto;  R.  S.  Flint,  H.  S.  Eckels  &  Co.,  Toronto;  R. 
Cooper,  Central  Casket  Co.,  Toronto;  H.  R.  Wans- 
hrough.  Sterling  Caskets,  Ltd.,  Toronto ;  Dr.  G.  W. 
Ferguson,  Champion  Chemical  Co.,  Toronto ;  A.  Black, 
Dominion  Mfrs.  Ltd.,  Toronto ;  Edna  Concannon,  Grand 
Rapids,  Mich.;  S.  R.  McCully,  Dominion  Mfrs.  Ltd., 
Toronto  ;  Walter  Evel,  Evel  Casket  Co.,  Hamilton  ;  Wm. 
Percy,  Semmens  &  Evel,  Hamilton;  J.  M.  Purvis,  Erin 
Casket  Co. 


The  Supreme  Achievement 
in  Embalming  Fluid 

The  next  time  you  want  Embalm- 
ing Fluid,  do  not  merely  mention 
"Fluid,  *  but  insist  on  "CaranaC." 

CaranaC  Embalming  Fluid 

is  a  specially  compounded  chemical 
which  will  not  alter  in  strength,  and 
a  fluid  you  may  depend  upon. 

We  Ship  Promptly 

CaranaC  Laboratory 

"The  All- Canadian  House" 

Peterborough     -    Ontario    -  Canada 
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Western  Professional  News 

From  OUT  own  correspondent 


Dave  Mordue  of  Wiunipeg  is  now  doing  the  embalm- 
ing for  S.  A.  Morris,  Port  Arthur,  Ont.  Mordue  is 
licensed  by  reciprocation  from  Manitoba. 

Henderson  &  Co.,  Ft.  William,  Ont.,  iiave  lately 
finished  building  an  ambulance  on  a  Dodge  chassis. 
Besides  being  light  and  durable  this  is  a  most  beauti- 
ful vehicle  of  superior  cabinet  workmanship. 

Chas.  G.  Jenkins,  Ft.  William,  Out.,  junior  member 
of  the  firm  of  Cameron-Jenkins,  has  lately  purchased 
the  interests  from  the  widow  of  the  late  J.  H.  Cameron 
and  will  carry  on  the  business  under  his  own  name. 

James  McCabe,  Sault  Ste.  Marie,  Ont.,  formerly  with 
M.  J.  Mahon  for  six  years,  recently  passed  the  Ontario 
Provincial  requirements  and  is  contemplating  ventur- 
ing out  for  himself  and  will  probably  locate  in  the 
Soo. 

W.  J.  Barker,  308  Broadway,  Winnipeg,  Man.,  re- 
cently purchased  a  beautiful  residence  separate  from 
his  funeral  home  and  is  at  present  planning  to  add 
some  new  autos  to  hLs  motor  equipment.  D.  N.  McLeod, 
professional  embalmer  in  Winnipeg  for  ten  years  past, 
is  now  Mr.  Barker's  first  assistant. 

Mr.  John  Thomson,  senior  member  of  J.  Thomson  & 
Co.,  Winnipeg,  recently  returned  from  Toronto  and 
East.  Mr.  Thomson  reports  a  most  enjoyable  trip, 
mentioning  with  great  fervor  "the  time  of  his  life" — 
Recreation  day  at  the  Island  during  the  convention. 
We  thank  you,  Mr.  Thomson,  as  a  pioneer  of  the  West, 
we  welcome  you  whenever  you  can  meet  with  us. 

Horn  &  Taylor,  Kenora,  Ont.,  recently  purchased 
a  new  auto  hearse  and  are  well  pleased  with  this  e(iuip- 
ment.  We  might  add  that  Jack  Horn  who  has  alwaysi 
been  known  as  an  expert  horseman  unequal'ed  in  per- 
sonal care  for  animals  and  rigs,  will  no  doubt  be  ex- 
pected to  keep  the  new  hearse  in  excellent  repair  and 
perfect  running  order  for  at  least  twenty-five  years. 

T.  E.  Simpson,  M.P.,  Sault  Ste.  Marie,  Out.,  recently 
had  the  pleasure  of  entertaining  members  of  the  Im- 
perial Chamber  of  Commerce  and  the  mathematical 
proposition  of  taking  care  of  36  more  than  were  re- 
ported up  until  within  a  few  moments  before  they 
were  due  to  arrive.  Folks  who  saw  him  hustling  Dr. 
and  Mrs.  Ferguson  toward  the  Northern  Navigation 
dock  say  they  know  how  he  made  room  for  at  least 
two  fat  members  of  the  Imperial  figureheads. 

C.  Gilbert  Westerman,  formerly  assistant  to  Sydney 
Richardson  (deceased)  has  purchased  interests  from 
Clias.  G.  Jenkins  and  will  continue  business  under  his 
own  name  in  Port  Arthur,  Ont.  Mr.  Westerman  is  a 
young  married  man,  recently  from  overseas,  with  a 
beautiful  English  bride  and  a  fine  baby  girl.  Eastern 
Ontario  not  only  wishes  him  well  but  will  do  all  in 
her  power  to  make  him  welcome -when  he  comes  to 
the  school  and  joins  the  Association  next  August. 

A.  B.  Gardiner  and  wife,  Winnipeg,  Man.,  who  visited 
"Down  Ea.st"  in  August  and  September,  returned  home 
recently  with  most  admirable  things  to  say  about  the 
country,  the  weather  and  the  success  of  the  Ontario 
association  organization  and  meeting.  While  on  their 
trip  Mr.  and  'Mrs.  Gardiner  took  a  great  many  excel- 
lent camera  snap  .shots  which  will  always  be  oleasant 
^'■iinndfTs  of  the  occasion.    Our  associate  editor  calls 


attention  of  Mr.  Fred  Wray,  Montreal,  P.Q.,  to  the 
fact  that  some  wives  have  obtained  divorces  for  less 
things  than  "Warped  leggs" — better  get  that  bow- 
logged  picture  away  from  Gardiner,  Fred. 


ALMOST  SERIOUS  ACCIDENT 

While  returning  from  the  New  York  State  Embalm- 
ers'  Convention  at  Syracuse,  John  Maxwell  and  0.  E. 
Bonney  of  the  Maxwell  Steel  Vault  Co.  met  with  an 
automobile  accident,  from  which  they  were  fortunate 
to  escape  with  their  lives.  As  they  were  leaving  Syra- 
cuse by  the  Kirkville  road,  they  encountered  another 
car  from  the  East  Syracuse  road,  which  pa.ssed  across 
in  front  of  them.  It  being  a  very  stormy  day,  and  the 
wind  shield  covered  with  rain,  the  driver  of  the  Max- 
well car  did  not  discover  the  other  car  in  time  to  avoid 
it  wholly,  and  in  trying  to  do  so,  collided  with  a  tele- 
phone pole.  Mr.  Maxwell  was  badly  bruLsed  and 
shaken  up,  but  luckily  escaped  permanent  injury.  His 
magnificent  physique  and  will-power  will  enable  him 
to  throw  off  the  effects,  which  might  have  been  seri- 
ous. Mr.  Bonney  escaped  with  a  scalp  wound,  and  the 
driver  Avith  a  broken  rib.  Mr.  Maxwell's  daughter 
and  another  lady  who  were  in  the  car,  fortunately 
escaped  without  injury,  as  did  the  people  in  the  other 
car.  Mr.  Maxwell's  car  was  a  Franklin  Sedan  and  was 
badly  damaged. 


ST.  CATHARINES  FIRM'S  NEW  MOTOR 
EQUIPMENT. 

Mclntyre  &  Son,  funeral  directors,  of  St.  Cathar- 
ines, Ont.,  have  added  to  their  present  eciuipment  a 
new  pearl  grey  motor  hearse,  which  was  built  after  a 
design  submitted  by  J.  B.  M,clntyre.  This  hearse  is 
a  distinctive  looking  vehicle,  ju>st  a  little  different  from 
motor  hearses  in  general.  It  is  a  light  dignified  fun- 
eral car,  getting  away  from  the  too  sombre  effect  of 
the  usual  black  motor  hearse,  combining  beauty  of 
design  with  mechanical  excellence  of  construction. 
Another  distinctive  feature  is  the  absence  of  name 
plate  or  mark  of  ownership,  as  this  firm  has  always 
considered  such  marks  as  unethical  commercializing 
of  funerals.  They  are  also  adding  a  fine  motor  ear 
ambulance  and  one  for  the  delivery  of  caskets  and  for 
first  call  services.  With  this  complete  e(|uipment  they 
will  be  able  to  give  their  usual  efficient  attention, 
linked  Avith  the  best  and  most  dignified  in  funeral 
services. 


DR.  FERGUSON  TOURING  THE  WEST 

Dr.  and  Mrs.  6.  W.  Ferguson  of  the  Champion 
Chemical  Co.  are  making  a  tour  of  the  Canadian  N.  W. 
They  will  touch  Soo.  Port  Arthur,  Ft.  William.  Kenora. 
Winnipeg,  St.  Boniface,  Man..  Portage  La  Prairie.  Bran- 
don, Regina,  Saskatoon,  Moose  JaAv,  Swift  Current, 
Medicine  Hat,  Calgary,  Banff,  Fernie,  Cranbrook.  Nel- 
son, Revelstoke,  Kamloops,  New  Westminster,  Van- 
couver, Victoria,  Nanaimo,  Sailing  to  San  Francisco, 
spending  Avinter  in  Santa  Cruz,  Cal.,  returning  To- 
ronto via  Los  Angeles,  San  Diego,  Venice,  Albu(iuer- 
f|ue,  Kansas  City  and  Chicago. 


GREEK  MEETS  GREEK 

KeAv  Beach  Ladies  War  Canoe  Club  spilled  the  beans 
all  over  a  half-mile  course  in  the  rough  water  of  Lake 
Ontario  a  month  ago  AA'hen  the.A*  beat  the  A-eteran  Avin- 
ners  of  the  Balmy  Beach  Ladies  Club.  Fourteen  Avar- 
riors  were  in  each  canoe.  Mrs.  Dr.  Ferguson  Avas  a 
member  of  the  crcAV  AA'hich  won  the  coveted  honor. 
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I  Open  Letter  to  the  Ontario  Examining  j 
j        Board  and  the  Recent  Examinees  | 
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Geutlenieii : — 

The  best  interests  of  the  profession  demand  close 
scrutiny  by  the  constituted  authorities,  i.e.,  the  Board 
of  Examiners,  of  those  who  apply  for  the  Provincial 
license. 

In  securing  34  (jualified  men  from  a  total  of  49,  the 
Board  is  to  be  congratulated  on  having  set  up  such 
standards  that  the  profession  can  well  be  proud  of  the 
way  its  interests  and  the  interests  of  the  public  are 
being  looked  after. 

The  seven  men  who  so  proudly  can  show  "honors"  in 
addition  to  the  license  are  to  be  congratulated.  They 
must  now,  however,  realize  that  they  have  an  additional 
responsibility,  to  continue  to  seek  "honors"  in  their 
practical  application  of  the  work  for  which  they  have 
been  legally  qualified. 

The  27  men  who  achieved  the  passing  grade,  in  ad- 
dition to  the  first  7,  are  to  be  congratulated  on  their 
achievement.  Their  further  responsibility,  however,  is 
to  seek  "honors"  as  embalmers  and  funeral  service 
men  in  their  daily  work.  "By  their  work  ye  shall 
know  them." 

The  15  men  who  did  not  receive  the  license  at  this 
writing  should  not  be  discouraged.  Failure  to  "make" 
a  passing  grade  at  the  last  writing  will  stimulate  every 
man  in  his  effort  to  master  the  theory  and  practice 
of  embalming.  It  would  work  incalculable  harm  to 
the  profession  if  the  Examining  Board  did  not  exer- 
cise due  diligence  and  scrutiny  and  hold  back  those 
Avho  are  not  quite  ready  for  professional  honors.  In 
so  doing  those  who  have  been  denied  the  license  wiP 
readily  see  the  importance  of  further  enlightenment 
and  training.  By  taking  further  interest  in  the  details 
of  their  chosen  work,  those  who  were  denied  the  li- 
cense this  time  will  come  before  the  Board  at  a  future 
meeting,  ready  to  demonstrate  the  kind  of  (|ualification8 
that  bring  professional  honors. 

Upon  such  principles  rest  the  welfare  of  the  entire 
profession.  The  license  that  is  easily  gained  loses  its 
impressiveness.  The  licensee  who  "bluflfed"  his  wny 
past  the  examination  has  no  respect  for  the  license 
he  obtained.  We  stand  or  fall  as  a  profession  accord- 
ing to  the  degree  of  respect  we  have  for  it  as  indivi- 
duals. By  being  compelled  to  exhibit  this  nnderlving 
respect  in  our  preparation  for  professional  recognition 
we  as  individuals  are  taking  firm  steps  to'  exalt  the 
standing  of  our  vocation. 

Fraternallv  vonrs. 

CIIAS.  O.  DTTONAU. 

Cincinnati,  Ohio,  Oct.  21,  1920. 


N.F.D.A.  CONVENTION  AT  SPRINGFIELD 

A  great  convention  was  the  verdict  rendered  by  those 
who  attended  the  o9tli  annual  gatliering  of  the  Na- 
tional Funeral  Directors  Association  oiF  the  United 
States  held  in  Springfield,  Mass.,  a  month  ago. 

The  convention  sessions  Avere  held  in  the  Municipal 
Auditorium,  but  the  lai'ge  hall  was  scarcel.v  big  enough 
to  hold  the  ei-owd  of  delegates  M'ho  attended.  The  pro- 
ceedings were  in  charge  of  President  John  F.  Martin. 
Rev.  Father  Lane  of  the  Catholic  Cathedral  opened 
the  convention  with  prayer  and  the  Sj)ringfield  Ma- 


sonic quartette  rendered  a  number  of  musical  selec- 
tions. 

Eleven  past  presidents  of  the  association  were  pres- 
tnt  on  the  platform,  and  three  of  the  original  members 
of  the  association,  one  of  these  being  our  own  dean, 
W.  F.  Mclntyre  of  St.  Catharines,  Ont.  '  Messrs.  R. 
U.  Stone  and  N.  B.  Cobbledick  were  other  Canadians 
present. 

President  Martin  gave  a  very  comprehensive  report 
covering  the  work  of  the  Association  during  the  past 
year,  taking  up  very  fully  the  question  of  funeral 
costs. 

Among  some  of  the  resolutions  favored  was  one  ad- 
vocating a  national  ])ublicity  campaign  to  educate  the 
public  on  tlie  funeral  director's  standpoint  and  to 
speak  the  truth  in  regard  to  actual  costs  in  funeral 
service. 

The  Clarke  monument  project  and  the  matter  of 
co-operating  with  the  Red  Cross  were  furthered,  and  a 
l^roposition  to  list  all  embalmers  in  the  country  to 
i!Ct  in  case  of  calamities  was  passed. 

The  Association  decided  on  incorporation;  to  cele- 
brate the  fortieth  anniversary  of  the  organization  in 
Rochester  in  1922;  and  to  hold  next  year's  convention 
at  San  Antonio,  Texas. 

Frank  H.  Ketehura,  Chicago,  was  unanimously  elected 
;is  president. 


N.F.D.A.  DELEGATES  ENJOYED  TORONTO 

The  western  delegates  attending  the  National  Fu- 
neral Directors  Association  of  the  United  St/ites  on 
their  Avay  to  Spriugfieltl,  Mass.,  passed  through  To- 
ronto on  the  evening  of  September  18,  via  special  train, 
stopping  over  for  a  couple  of  hours  to  see  the  city. 
Unfortunately,  the  train  was  over  an  hour  late,  and 
this  interfered  somewhat  with  the  plan  arranged  by 
the  Toronto  funeral  service  men  who  had  arranged  a 
drive  about  the  city  before  dark.  As  it  was  the  dele- 
gates took  dinner  at  the  Carls-Rite  Hotel,  and  after- 
wards were  taken  in  automobiles  about  the  city  until 
train  time. 

There  were  about  150  in  the  part.v,  and  they  came 
from  ail  points  west  and  south  of  BuflPalo.  Mf.  and 
Mrs.  J.  B.  McFntyre  of  St.  Catharines  joined  the  party 
l;efore  reaching  the  city  and  Mr.  and  Mrs.  N.  B. 
Cobbledick  and  Mr.  R.  U.  Stone  of  Toronto  attended 
the  National  C!onvention.  All  the  visitors  expressed 
themselves  as  pleased  with  Toronto  and  their  recep- 
tion in  the  Queen  City,  and  the  Toronto  committee 
and  the  city  funeral  directors  generally  who  loaned 
their  cars,  certainly  did  the  graceful  thing  in  looking 
so  Avell  after  the  delegates. 
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CANICUU 


EMBALMING 
FLUID 


I  That  velvety-flow  fluid  that  is  diff"erent ;  i 

I  does  not  burn  or  shrivel  the  arteries,  1 

I  allowing  the  operator  to  inject  as  often  1 

I  as  he  likes  and  obtain  that  desired  effect.  | 

I  CANICULA  CHEMICAL   COMPANY  J 

I  366  Bathurst  Street      -       TORONTO,  CANADA  | 
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I    Treatment  of  Apoplexy — III  | 

I  By  HOWARD   S.    ECKELS.    Ph.C.  | 

i  Dean  of  Eckels'  College  cf  Embalming.  = 

i     Written    for    Canadian    Fuiniturj    World    and    The    Undertaker,  i 
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Arterial  iujectioii,  which  iu  the  course  of  circula- 
tion disinfects  and  preserves  principally  the  flesh 
tissues  of  the  organs  contained  in  the  thoracic  and 
abdominal  cavities,  may  not  disinfect  the  food  sub- 
stances in  the  cavities  of  these  organs  (stomach  and 
intestines).  Therefore,  the  aspirating  of  these  gases 
and  the  injection  of  fluid,  both  in  the  stomach  and 
throughoi;t  the  intestine,  is  an  important  matter 
because  it  isrevents  fermentation  and  decay  and  thus 
eliminates  and  prevents  the  development  of  gases 
which  produce  both  an  obnoxious  odor  and  a  bad 
appearance  by  the  swelling  of  the  body. 

The  stomach  tube  is  highly  recommended  for  this 
purpose.  It  readily  may  be  passed  into  the  stomach 
through  the  mouth  and  will  be  found  far  more  satis- 
factorj-  than  the  trocar  method. 

The  trocar,  if  used  at  all.  should  be  inserted  in  the 
abdominal  cavity  at  a  point  near  or  at  the  umbilicus, 
from  which  point  both  the  upper  right  and  left  ab- 
dominal cavities  may  be  thoroughly  disinfected,  as 
also  may  the  lower  left  and  right  cavities.  The  u ^e  of 
the  stomach  tube  is  much  better,  more  scientific  and 
more  satisfactory,  however. 

In  the  badly  congested  or  reflushed  bodies  and 
where  the  draining  of  the  veins  has  not  removed  all 
the  discolorations  from  the  face,  the  use  of  the  com- 
mon carotid  arteries  is  very  beneficial.  The  advant- 
age of  the  common  carotid  artery  is  that  it  is  large 
and  easily  located,  never  being  mistaken  for  a  vein. 
It  is  so  close  to  the  beginning  of  the  circulation  that 
the  distribution  of  the  fluid  easily  is  obtained. 

Injecting  the  common  carotid  artery  downw^ard 
carries  the  fluid  immediately  to  the  aorta.  This  artery, 
becoming  filled  Avith  the  fluid,  forces  it  to  all  of  its 
branches  and  therefore  gives,  by  the  most  direct 
means,  a  splendid  circulation  throughout  the  entire 
body  with  the  same  relative  pressure  to  each  main 
trunk  and  branch  artery  that  the  heart  exerts  iu  life. 

After  sufficient  fluid  is  thus  injected,  you  may  tlien 
reverse  the  tube  upward  in  the  carotid  artery  and 
direct  all  of  the  fluid  you  are  injecting  into  the  face, 
thus  forcing  any  blood  which  is  in  this  tissue  entirely 
from  it,  leaving  it  clear  and  free  from  all  discolora- 
tions. The  injection  of  both  the  carotid  arteries  up- 
wards, using  4  to  8  ounces  of  fluid  (or  more,  as  some 
cases  re(juire),  clears  and  gives  the  most  satisfactory 
results. 

When  these  arteries  are  selected  it  sometimes  is 
more  convenient  to  use  the  cardiac  needle  or  trocar 
for  the  purpose  of  puncturing  the  right  auricle  of 
the  heart  or  the  superior  vena  cava  which  collects  all 
of  the  blood  from  the  jugular  veins  and  from  the  veins 
in  the  arms  and  shoulders — in  fact,  from,  the  upper 
trunk  of  the  body  when  its  relief  is  most  im[)()i-tant, 
Ijacause  these  extremities  are  exposed  at  the  time 
of  the  funeral  and  are  required  to  be  free  from  blood 
discolorations.  During  the  injection  of  the  carotid 
arteries  towards  the  face,  constant  manipulation  is 
necessary.  As  a  rule,  however,  the  axillary  vein,  even 
then,  is  preferable  far  drainage. 

Massage  encourages  the  fluid    to  circulate  evenly 


throughout  the  tissue,  simulating  a  free  and  greater 
circulation  and  forcing  the  blood  from  the  tissues 
into  the  veins,  thus  relieving  this  tissue  of  any  ele- 
ment of  color. 

When  complete  circiilation  is  obtained  and  perfect 
embalming  already  accomplished,  then,  should  there- 
be  a  rupture  of  the  veins  or  even  of  the  arteries,  it 
would  not  result  in  the  leakage  of  the  fluid  from  the 
tissues,  and  therefore  not  interfere  with  the  success 
of  embahning  in  am-  material  degree. 

The  benefits  to  be  obtained  from  this  method  of 
embalming  in  cases  where  they  is  an  excess  of  dLseol- 
oration  in  the  body  is  at  once  apparent.  Avhether 
death  has  occurred  from  apoplexy  or  from  the  "sud- 
den death'"  cause  which  has  left  an  excess  of  blood 
in  the  body. 
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I        Professional  Notes  | 
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The  death  rate  of  the  United  States  at  present  aver- 
ages 10.6  per  cent. 

Eli  Myles  has  sold  his  business  at  Walkerton.  Out., 
to  McMane  &  Walker. 

Lloyd  Cosby  has  taken  over  his  father's  (Alfred 
Cosby)  business  at  Gravenhurst,  Out. 

A.  L.  Gates  has  opened  up  fine  funeral  parlors  and 
morgue  at  828  Erie  street,  Windsor,  Gnt. 

P.  M.  Howard  of  Hastings,  Gnt.,  who  was  laid  up 
for  some  time  in  hospital  at  London,  has  returned  homo 
and  is  rapidly  recovering  in  health. 

W.  R.  Bradley  &  Son,  Sherbrooke,  Que.,  have  dis- 
solved their  business,  reorganized  and  applied  for  a 
new  registration  under  the  same  name. 

The  Sudbury  Cemetery  Co.,  Ltd.,  has  obtained  ai\ 
Ontario  charter.  Capital,  i|ilOO,000.  Percy  Morrison. 
Robt.  Martin,  W.  E.  Mason.  R.  A.  Dorling  and  T.  E. 
Smith  are  incorporators. 

A  Toronto  man  who  claimed  to  be  an  undertaker 
and  embalmer  and  who  was  charged  in  the  courts  Avith 
appropriating  to  his  OAvn  use  some  auto  tires  he  did 
not  possess,  Avas  fined  and  as  Avell  had  his  undertaker's 
license  cancelled  by  the  Provincial  authorities. 

Negro  undertakers  in  ^Memphis.  Tennessee,  have  or- 
ganized a  -1^200, 000  company  under  the  laAvs  of  Dela- 
ware for  the  j^urpose  of  erecting  a  factorA'  for  the 
manufacture  of  caskets,  coffins  and  undertakers'  sup- 
plies. The  concern  Avill  be  known  as  the  Tri-State  Cas- 
ket &  Coffin  Company. 


NEW  USE  FOR  OLD  FORDS 

Xe^s,  Cobbledick  says  that  his  wife  asked  him  for 
an  outAVorn  Ford  body  of¥  one  of  his  cars.  She  had 
it  bent  to  a  ncAV  design  and  covered  it  Avith  cretonne. 
It  makes  a  cute  umbrella  stand  for  the  hall,  says  Nels. 


FLO"WERS  PERPETUALLY  ON  GRAVES 

Tlie  Hamilton,  Gnt.,  Cemetery  Board  has  received 
recjuests  from  the  holders  of  tAvo  burial  plots  asking  the 
board  to  expand  the  agreement  \inder  Avhich  it  keeps 
the  srass  green  in  the  summer,  so  that  the  cemetery 
employees  Avould  keep  floAvers  always  groAving  over 
the  graves.  The  board  Avill  consider  the  suggestion 
but  has  no  conservatory  for  the  purpose. 
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ONTARIO 

Aylnier — 

Pierce  &  Co. 

Bobcaygeon — 

Byng,  G.  C. 

Bowmanville,  Ont. — 

Morris  &  Son,  L.  'Phone  10. 

Brantford — 

Thorpe  Bros. 
Funeral  Directors. 
SuccessDrs  to  H.  S.  Peirce. 

Both  phones,  200. 

Dungannon  — 

Sproul,  William 

Elmira — 

Chris.  Dreisiuger. 

Hamilton — 

Blachford  &  Sons. 

57  King  Street  West 
Dodsworth,  A.  H. 
59  King  St.  W. 
Robinson,  J-  H-  &  Co., 
19-21  John  St.  N. 


IngersoU — 

^Iclntyres. 
F.  W.  Keeler,  proprietor 

Kingston — 

Reid,  Jas-,  254  Princess  St. 

London — 

Ferguson 's  Sons,  John 
174  to  180  King  St. 

North  Bay — 
F.  J.  Martyn. 

Orillia — 

Munrtell,  J.  A.     Phone  126. 
150  Mississagia  St 

Oshawa— 

Luke  Burial  Co. 

Schomberg — 

F.  Skinner. 

St.  Catharines — 

Grobb  Bros. 

144-146  St.  Paul  St- 


St.  Thomas — 

William,  P.  R.,  &  Sons,  519 
Talbot  St. 

Stratford — 

Greenwood  &  Vivian,  Ltd. 
88-92  Ontario  St. 
White  &  Co.,  80  Ontario  St. 
Downs  &  Fleming. 

Toronto — 

Cobbledick,  N.  B. 

1508  Danforth  Ave.,  and 
2068  Queen  St.  E. 

Auto    equipment    for  all 
branches  of  service. 

Phone  Beach  73. 

W.  N.  Knechtel. 

1202  Yonge  St. 
Motor  equipment  for  all 

branches  of  service. 
Motor  ambulance. 
Phone  North  4400. 

The  Fleury  Burial  Co. 

685  Queen  St.  E. 

Washington  &  Johnston, 
707  Queen  St.  E. 
Corner  of  Broadview. 

Welland— 

J.  J.  Patterson  &  Sons. 
Sutherland,  G.  W- 

Whitby— 

Nicholson  &  Seldon. 

Woodstock — 

Paul  Bedford. 


MANITOBA 

Brandon — 

Campbell   &  Campbell. 

Dauphin — 

Farrell,  A.  F. 

Winnipeg — 

Thompson  Co.,  J.,  501  Main 

SASKATCHEWAN 

Moose  Jaw — 

Broadfoot  Bros. 

ALBERTA 

Banff- 
las.  A.  Redd 

346  Otter  Street. 
P.O.  Box  53.      Phone  99. 

QUEBEC 

Montreal — 

912  St;  Catherine    St.  W. 
Tees  &  Co., 

NEW  BRUNSWICK 

Moncton — 

Tuttle  Bros., 
171  Lutz  St. 

St.  John 

P.  J.  Fitzpatrick, 
98  Waterloo  St. 


The  Canadian  Dollar 

Is  Worth  100  Cents 


At  the  Canadian  establishment  of  H.  S.  Eckels  &  Co.  (Robert  S.  Flint, 
Manager,  Toronto,  Ont.),  because  your  cheques  are  deposited  in  a 
Canadian  bank  at  full  face  value.  That  is  why,  despite  the  temporary 
unfavorable  exchange  situation  with  the  United  States,  we  are  enabled 
to  make  you  a  very  considerable  saving. 

The  Eckels  embalming  fluids  are  prepared  in  Canada  from  materials  com- 
pounded by  H.  S.  Eckels,  according  to  formulae  known  to  him  alone. 

H.  S.  ECKELS  &  GO'S  CANADIAN  LABORATORIES 

Robert  S.  Flint,  Manager,  142  Quebec  Ave.,  Toronto,  Ont. 
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A 

Aiitlu's-]3;ietz   lirus.   I  iiriiituro  Co.    ..  51 

Ai-t  Furniture  Co   20 

B 

liaetz  Bri's.  Fiirnituie  Co   .')  I 

Baetz   Bros.   Specialty   Co   51 

Beaver  Furniture   Co   20 

C 

(  aradian   Featlier  and   Mattress   Co.  18 

Canadian    Fa)}ril<oid    Limited    .  .     .  .  24 

Canadian    Rattan    Chair    Co   29 

Canicula    Co..    Limited   69 

Caranac   Laboratory   67 

CliaHi|iicn  Cliemical  Co  i.b.c. 

(  liesley   Furniture  Co   32 

Coomhe   Furniture  Co.,  P.  E   55 

D 

Dominion    Manufacturers  ()3-G4 

E 

Frkles,  H.  S.  &  Co   71 

Kscyptian  Chemical  Co.   72 

Elmira  Purn.  Co   i.f.c. 

F 

Fari|uluirson-Gift'ord    Co   10 

G 

Crendron  Mfg.  Co   i.f  c. 

Cem    Cril)    &    Cradle  '  Co   22 

Glolie   Wernicke    Furniture   Co.  ,  ,     .  6-7 

(Jold   Medal   Furniture  Co.    ......  25 


H 

Hourd    &   Co   30 

• 

I 

Imperial  Rattan  Co   JO 

K 

Kindel  Bed  Co    3 

Kneclitel   Furniture  Co   27 

Krug   Furniture  Co.,   Ltd   19 

L 

Lippert   Furniture  Co   21 

Lloyd  Mfg.  Co   28 

M 

Malcolm  l''urn.  Co.,  Andrew   15 

Malci]|ni        Hill   Furniture  Co.    ....  14 

.Marsliall   Ventilated   Mattress  Co.    .  .  54 

MattlirHs  i^ros   30 

McLasan   Furniture  Co.,   Ltd  4-5 

Ma.x^cll  .Steel  Vault  Co..  Ltd   60 

Meaford  Mfg.  Co   12 


N 

North  American  Furniture  Co   53 

North  American  Bent  Chair  Co.    .  .  54 

0 

Owen   Sound   Chair  Co   53 

Ontario  Spring  Bed  Co   22 

P 

I'hilips  Mfg.  Co   18 

S 

Shafer  &   Co.,   D.    1   30 

Simmons   Limited  o.b.c. 

Sidwav  Mercantile  Co   26 

.Sturges  Steel   &  Go-Cart   Ce   23 

Snyder    Bros   17 

Stratford  Chair  Co  8.  9 

Standard  Bedding  Co   31 

Steele  &  Co.,  .Tas   57 

Stratford   Mfg.   Co..    Ltd   11 

W 

Walter   &    Co.,   B   30 

Woeller-Bolduc  Co   13 
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The  Original 
Patented 
Concentrated 
Fluid 


Patented  Formula 
Strongest  and  Best 


Essential  Oil  Base,  com- 
bined with  Alcohol,  Glycer- 
ine, Oxidized  Formaldehyde 
and  Boron-Dioxide. 

Ask  others  for  their  Formula 


Special  Canadian  Agents 

National  Casket  Co. 

Toronto,  Ont. 
GLOBE  CASKET  CO. 
London,  Ont. 
SEMMENS  &  EVEL  CASKET  CO. 
Hamilton,  Ont. 
GIRARD  &  GODIN 
Three  Rivers,  Que. 
JAS.  S.  ELLIOTT  &  SON 
Prescott,  Ont. 
CHRISTIE  BROS. 
Amherst,  N.S. 


Larger  Bottles  tilled  up  with  water  \ 


Egyptian  Chemical  Co.  Boston,  u.s.a  | 
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FOR  SALE— WANTED 

50  cents  per  insertion  up  to  twenty-five  words.  Each  additional 
word  two  cents.  If  Box  is  required  5  cents  extra  to  cover  postage. 


WANTED — Lieeiised  funeral  director  and  eiwbalmer,  must  be 
married  man  and  accustomed  to  motors.  State  experience 
and  xihiry  oxjjeeted.  Box  101,  Canadian  Furniture  World 
and  I'ji.leitaker,  51  Wellington  St.  W.,  Toronto.  21-8 

MOTOR  IIKARSE  FOR  SALE— Absolutely  new-built  on 
a  Dodge  chassis,  an  attractive  turnout  at  a  reasonable  price. 
For  further  particulars  and  photo  apply  to  J.  A.  Donaldson, 
Caledon  East,  Ontario. 

FOR  SALE — Black  hearse,  steel  tires,  newly  painted,  Al  con- 
dition. Hub  runners  to  fit.  Black  sleijrh  hearse  (only)  ucwly 
painted,  Al  condition;  runners  attached.  Child's  hearse, 
steel  tires,  steel  grey,  Al  condition.  No  runners  with  this. 
Double  deck  casket  wagon,  rubber  tires,  newly  jiainted.  Hub 
ruiHK-is,  single  or  double.  Large  furniture  delivery  wagon, 
single  or  double;  good  condition.  Furniture  sleigh  delivery, 
runners  attached,  single  or  double;  good  condition.  Outside 
1)0X  delivery  wagon,  steel  tires.  Outside  box  delivery  sleigh, 
single  or  double;  good  condition.  Will  sell  the  lot  or  separ- 
ate cheaji  for  cash  to  make  room  for  motor  equipment. 

J.  FERGUSON'S  SONS,  London,  Out. 

FURNITURE  SALESMAN  with  good  connection  in  Mon- 
treal and  the  Province  of  Quebec  in  touch  with  all  the  prin- 
cipal stores  where  furniture  is  sold  would  like  to  connect 
with  reliable  Furniture  Factories  who  want  business  from 
such  firms.  Sjieaks  both  French  and  English  and  can  give 
the  best  of  references.  Apply  Box  102,  Canadian  Furniture 
World,  .51  Wellington  St.  West,  Toronto. 

WANTED — ^Horse  drawn  Hearse,  with  sleighs,  wagon  and  am- 
bulance with  sleighs.  Send  snap  photos,  cash  price  and 
makei  's  name.  Box  10:!,  Furniture  World,  51  Wellington 
St.  W.,  Toronto,  Can. 
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No  Wonder  He  Smiles 

He  always  gets  excellent  results  with  Champion  Fluid,  and  every  time  he  uses  it  he 
knows  it  can  be  depended  upon,  knows  it  is  1  00%  PURE,  and  that  there  is  no  guess 
work,  for  it  is  always  of  uniform  quality. 

For  the  past  41  years  Champion  Fluid  has  proven  itself  to  be  dependable,  giving 
excellent  results  in  cases  that  were  attempted  as  hopeless. 


^  Champion  Fluid 
being  manufac- 
tured in  Canada 
from  Canadian 
Chemicals  gives 
you  100  cents 
value  for  your 
dollar. 


The  Champion  Chemical  Co.,  Orange,  Calif.,  Oct.  31,  1919 

Springfield,  Ohio. 

Gentlemen, — As  to  your  Champion  Fluid,  it  is  not  new  nor  an  experiment  for  me. 
The  first  body  I  ever  prepared  was  with  Champion  Fluid,  eight  years  ago,  and  my  last 
one,  which  I  have  now,  was  prepared  with  Champion  Fluid. 

I  use  other  Fluids,  but  for  my  most  difficult  and  hard  cases  I  always  use  Champion, 
with  the  best  of  results. 

ELLIS  &  CLARK,  Funeral  Directors. 


The  Champion  Chemical  Company 

DR.  G.  W.  FERGUSON,  Canadian  Manager  :  38  Leuty  Ave.,  Kew  Beach,  TORONTO 

Canadian  Manufacturing  Plant    :    WINDSOR,  ONT. 


SALES  HELPS  FOR  PROGRESSIVE  SIMMONS  DEALERS 


•WALDORF  "  BOX  SPRING 


•ALASKAN"  MATTRESS 


What  makes  SIMMONS  Springs  and 

Mattresses  so  much  more  restful  than  others  ? 

When  a  man  starts  a  day  with  a  grouch,  people  are  apt  to  say:  "Oh,  he  got  up 
out  of  the  wrong  side  of  the  bed. "  Probably  his  bed  is  more  to  blame  than  he  is. 
How  can  anyone  be  expected  to  get  a  REAL  night's  sleep  on  the  bumps  and 
hollows  of  the  ordinary  spring  and  mattress  ? 

For  perfect  relaxation  and  sound  sleep,  one  needs  a  firm  but  soft  mattress  — and 
under  it  a  flat,  resilient  box  spring. 

Here  is  the  combination  that  lets  the  body  relax.  It  gives  to  all  the  contours,  yet 
holds  the  spine  level  in  any  sleeping  position. 

Thousands  of  people  are  reading  the  above  facts  about  Springs  and  Mattresses 
in  Simmons  announcements  published  in  a  large  list  of  Canadian  papers. 
Simmons  dealers  who  quote  intelligently  from  the  Simmons  advertising  in  their 
selling  talks  to  customers  and  in  their  own  advertising,  will  find  such  a  policy  a 
powerful  magnet  with  which  to  attract  the  strong  current  of  desire  for  Simmons 
Beds,  Springs  and  Mattresses  already  created  in  the  public's  mind.  It  is  the  most 
direct  line  to  quick  sales. 

Simmons  I  imited 
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THE  GENDRON  MFG.  CO.,  LIMITED 


Have  for  the  coming  season  a  very  fine, 
new  line  of 

Strollers^  Baby  Carriages 
and  Carriers 

MADE  OF  REAL  REED 

You  will  appreciate  this  line  during  the 
season  to  come.  || 


Extending  to  You 
The  Season's  Greetings 

No.  828 — Carriage  reversed  on  gear. 

THE  GENDRON  MFG.  CO.,  LIMITED,  TORONTO 
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A  Merry  Christmas 


With  the  closing  of  the  Old  Year  we  take 
pleasure  in  greeting  our  friends  and  custom- 
ers with  that  good  old  wish— A  Merry 
Christmas.  May  every  hour  of  the  festive 
season  be  filled  with  joy  and  good  cheer  for 
you  and  yours.  ^  We  thank  you  for  the 
business  courtesy  extended  to  us  during 
I  920,  and  we  shall  make  an  effort  to  render 
you  such  efficient  service  during  1  92 1  that 
the  year  shall  be  one  of  prosperity  and 
happiness. 


THE  ELMIRA  FURNITURE  COMPANY,  LIMITED 

ELMIRA  -  ONTARIO 
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Reed  Furniture  with 

Appropriate  Upholsteries 


Because  of  its  salable  attributes,  Imperial 
Reed  and  Rattan  Furniture  is  a  GOOD 
seller  all  the  year  round.  Of  pleasing  de- 
sign, with  comfortable  seating  qualities 
and  appropriate  upholstering,  their  con- 
struction and  durability  is  such  as  to  give 
satisfaction  to  dealer  and  customer  alike. 


A  cordial  invitation  is  extended  to  furni- 
ture dealers  throughout  Canada  to  come 
to  Stratford  during  the 

Stratford  Furniture  Exhibition 
January  10th  to  January  22nd 

You  can  be  assured  that  we  will  make 
your  visit  as  pleasant  and  profitable  for 
you  as  we  can. 

A  complete  line  of  Old  Hickory  Furniture 
will  be  shown,  together  with  new  designs 
in  Reed  Suites. 


We  take  pleasure  this  festive  season  in  thanking 
our  many  friends  in  the  furniture  trade  for  their 
very  liberal  patronage  extended  to  us  during  the 
year  now  closing,  and  wish  you  one  and  all  A 
Merry  Christmas  and  a  Prosperous  New  Year. 


% 


The  Imperial  Rattan  Company,  Limited 


STRATFORD 


ONTARIO 
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Stratford 
Furniture 
Exhibition 


The  Stratford  Furniture  Manufacturers  invite 
you  to  visit  the  displays  at  their  showrooms 
from  January  1  0th  to  January  22nd.  This 
year  promises  to  be  even  greater  than  ever 
before,  and  displays  will  be  more  interest- 
ing than  usual.  Be  sure  to  see  them.  You 
will  receive  a  hearty  welcome. 


STRATFORD  FURNITU 
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Jan.  10th 
to 

Jan.  22nd 


Every  Furniture  Exhibition  held  in  Strat- 
ford has  shown  a  large  increase  in  dealer 
attendance.  January  is  an  ideal  time  to 
get  away  from  your  store.  Be  one  of  the 
many  dealers  to  visit  us  in  January.  You 
can  be  assured  we  will  do  all  in  our  power 
to  make  your  visit  a  pleasant  one. 

RE  MANUFACTURERS 
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McLagan  Furn 

JANUAR  Y  10th  TO 


From  January  1  0th  to  January  22nd  Stratford  will  be  the  Mecca 
of  progressive  furniture  dealers.  Be  one  of  them.  We  cordially 
invite  each  and  every  dealer  to  see  our  display,  at  which  we  will 
be  showing  an  extensive  range  of  new  lines.  A  good  time  is 
assured  in  Stratford  during  the  two  weeks  of  the 

Stratford  Furniture  Exhibition 

JANUARY  10th  to  JANUARY  22nd 

as  there  will  be  something  doing  all  the  time.  It  will  be  to  your 
interest  to  spend  a  few  days  among  the  factories  to  keep  in  touch 
with  conditions,  and  the  opportunity  here  presented  to  view  the 
best  in  Canadian  furniture  will  prove  of  value  to  you. 


BETTER  FURNISHED  HOMES 


The  McLagan  Furnitu 

STRATFORD 


J! 
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iture  Exhibition 


JANUAR  Y  22nd 


In  thanks  for  your  patronage  and  preferment  of  McLagan  creations 
our  words  will  be  few,  but  our  actions  as  many  as  we  can  squeeze 
into  the  coming  year.    We  extend 

The  Season^ s  Best  Greetings 
to  the  Furniture  Trade 

for  a  Christmas  made  cheerier  by  cherished  associations  of  the 
business  year.  May  your  hopes  for  the  New  Year  come  to  a 
splendid  fruition  through  friendship  and  loyalty  of  all  who  labor 
with  you  both  inside  and  outside  your  organization. 


MEAN  GREA  TER  HAPPINESS 


re  Company,  Limited 
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Christmas  and  New  Year 

Greetings 

To  the  Furniture  Trade 


Honest  dealings  and  good  service  have  made  The 
Kindel  Bed  Company  a  host  of  friends  in  all  parts  of 
Canada.  On  this  business  friendship  has  been 
founded  our  large  Daven-O  sales.  We  gratefully 
acknowledge  the  important  part  played  by  you  in 
making  this  success  possible,  and  the  splendid  support 
accorded  us  during  the  past  year. 

It  is  but  fitting  that  at  the  close  of  another  year  we 
extend  our  very  hearty  thanks  to  our  friends  in  the 
trade  for  their  valued  business  and  courtesies. 

To  every  furniture  dealer  we  desire  to  extend  our 
very  best  wishes.  May  this  Christmas  Season  hold  for 
you  abundant  Joy  and  Happiness,  and  the  New  Year 
be  filled  with  Health,  Prosperity  and  Pleasure. 


The  KINDEL  BED  COMPANY,  Limited 

STRATFORD         -  ONTARIO 
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rURNITUItS 


Stratford  Furniture 
Exhibition 


JANUARY  10th  to  22nd 


Make  a  New  Year's  resolution  to  visit  the  Stratford 
Furniture  Exhibition.  See  our  January  display.  You 
will  find  this  occasion  a  profitable  and  enjoyable 
outing,  and  you  can  be  assured  of  a  most  hearty 
welcome. 

We  are  showing  new  and  beautiful  designs  in  Living 
Room  Suites,  covered  with  the  latest  English  tapestries, 
with  Chesterfield  either  Daven-O  bed  construction  or 
stationary. 

Kroehler  Furniture  expresses  an  ideal  which  men  of 
discernment  will  appreciate,  and  combines  a  definite 
and  charming  dignity  which  bespeaks  quality  and  care 
in  manufacturing. 

The  Kroehler  exhibition  will  be  one  of  the  most 
attractive  in  Stratford,  and  we  are  confident  that  you 
will  appreciate  it. 


The  KINDEL  BED  COMPANY,  Limited 

STRATFORD         -  ONTARIO 
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To  You  and  Yours 


Again,  with  pleasure,  at  this  festive  season,  we 
are  privileged  to  extend  to  you  and  yours  our 
best  wishes.  May  Christmas,  1  920,  fill  many 
crowded  hours  for  you  with  contentment  and 
good  cheer. 

We  gratefully  acknowledge  all  past  favors,  and 
thank  you  in  anticipation  of  a  continuance  of 
the  same  pleasing  business  relations  so  charac- 
teristic of  the  past. 

We  extend  our  best  wishes  for  the  New  Year, 
hoping  each  and  every  day  will  be  overflowing 
with  health,  happiness,  and  prosperity. 


3lbC   BlobC-^V^tDlCkC  C0*£t6.     ^^^e"  of  Sectional  Bookcases 
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Furniture  Exhibition 


At  the  coming  Stratford  Furniture  Exhibition,  January  1 0 
to  January  22,  we  are  showing  9lob«'*^^\^rwiekc  Sectional 
Bookcases  in  nine  styles  of  fine  woods,  and  in  all  finishes 
known  to  the  trade. 

There  will  also  be  on  display  a  complete  new  line  of  Filing 
Cabinets  that  will  be  shown  for  the  first  time,  and  a  com- 
plete and  comprehensive  Desk  line  with  samples  of  as  many 
new  designs  in  desks  as  we  can  finish  in  time  for  this  exhi- 
bition. It  will  prove  interesting  and  worth  your  while  to 
see  the  9lobc^\v^rnieUc  display. 

Because  we  manufacture  9lobc^^^^^rt)iekc  Bookcases, 
Filing  Cabinets  and  Desks  exclusively,  we  are  in  an  excel- 
lent position  to  take  care  of  all  demands  made  upon  us  in 
this  line  of  merchandise. 


Filing  Cabinets  and  Desks  Exclusively 


STRATFORD,  ONT. 
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Stratford  Chair  Din 


Made  in  Plain 


Furniture  which  appeals  to  the  average  buyer 
gives  that  prestige  to  the  merchant  which 
builds  permanent  success.  There  are  many 
reasons  why  Stratford  Chair  Dining  Room 
Furniture  sells  well  wherever  demonstrated. 
One  reason  is  that  it  is  manufactured  from 
selected  materials  and  finished  with  a  per- 


The  Stratford  CI 


682— BUFFET 


STRATFORD 


682— CHAIR 


682— ARM  CHAIR 
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ing  Room  Furniture 


Oak  and  Red  Gum 


manent,  enduring  finish.  Stratford  Chair 
Furniture  make  an  irresistible  appeal  to 
those  who  want  something  well-designed, 
but  of  such  treatment  as  permits  a  re- 
asonable price.  There  is  a  steady  demand 
for  this  merchandise,  and  the  profits  are 
worth  while. 


air  Co.,  Limited 

ONTARIO 


To  our  customers  and  friends  in  the  trade  we  extend 
our  good  wishes  for 

A  Merry  Christmas 

and 

A  Happy  and  Prosperous 
New  Year 

You  are  cordially  invited  to  visit  our  display  during  the 

Stratford  Furniture  Exhibition 

January  10th  to  January  22nd 


682— BUFFET 


682— CHINA  CABINET 
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Christmas  Greetings  to  the  Trade 


No.  358  Brass  Bed 


May  you  and  yours  have  a  righl  Merry 
Christmas,  and  that  the  New  Year  will 
be  one  of  good  health,  happiness  and 
prosperity  is  the  wish  we  send  to  all  our 
friends. 

Stratford  Furniture 
Exhibition 

January  10th  to  January  22nd 

Don't  forget  the  exhibition.  We  shall  be 
pleased  to  meet  all  our  old  friends,  and 
glad  to  make  new  ones. 


Stratford  Bed  Company,  Limited 

STRATFORD  -  ONTARIO 


Christmas  Greetings  and  Best 

New  Year  Wishes 


Compliments  of  the  season  to  our  many 
friends  and  customers  throughout  Canada. 
May  the  future  bring  you  success,  good 
health,  contentment  and  prosperity. 

Stratford  Furniture  Exhibition 

January  1 0th  to  January  22nd 

You  are  invited  to  see  our  display  at  the 
coming  exhibition.  We  shall  be  pleased 
to  welcome  you. 


No.  58  Kindergarten  Set 

Wire  or  Phone 

We  can  make  prompt  shipment  on  any  of  our 
Christmas  Lines.  Either  wire  or  phone  at  our  expense, 
and  your  order  will  receive  our  best  attention. 


The  STRATFORD  MANUFACTURING  CO.,  Limited 


STRATFORD 


ONTARIO 
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Stratford  Furniture  Exhibition 

January  1 0th  to  January  22ncl 


A  worthy  feature  of  our  display  at  the  Stratford  Furniture 
Exhibition  will  be  new  designs  in  richly-upholstered  Living- 
room  Furniture. 

Do  not  fail  to  visit  Stratford  in  January.  You  will  be  well 
pleased  with  the  Exhibition,  and  will  receive  a  welcome 
both  warm  and  genuine.  We  will  make  your  visit  as  pleasant 
and  instructive  as  possible. 

To  our  many  customers  and  friends  we  extend  our  best 
wishes  for  a  Merry  Christmas  and  a  Happy  and  Prosper- 
ous New  Year. 

The  Farquharson-Gifford  Company 

Stratford,  Ontario 

Specialists  in  Davenport  Beds  and  Livingroom  Furniture 
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GOLD  MEDAL  LINE 


To  all  our  customers  and  friends  we  extend  Heartiest  Christmas 
Greetings,  and  in  expressing  our  appreciation  of  your  good- will 
in  the  past  we  trust  that  by  mutual  co-operation  during  this 
period  of  after-war  readjustment  we  may  all  enjoy  a  full  measure 
of  success  and  prosperity  in  the  New  Year,  m   ^    ^   ^    ^  ^ 


Toronto  Furniture  Exhibition 

January  10th  to  22n(l 

John-Kay  Building,  36-38  King  Street  West,  Toronto 


A  cordial  invitation  to  inspect  our 
goods  at  the  Toronto  Furniture 
Show  is  given  to  all  furniture  deal- 
ers and  buyers  who  may  have  the 
opportunity  of  visiting  our  city  in 
January.  The  splendid  collection, 
variety  of  the  lines  to  be  exhibited, 
and  special  values  will  well  repay 
you  for  your  visit,  and  also  offers  the 
opportunity  to  get  better  acquaint- 
ed with  each  other. 


We  manufacture:  Divanettes,  Davenports,  Chesterfields,  Easy  Chairs, 
Parlor  Suites,  Couches,  "Hercules"  Bed  Springs,  Steel  Couches,  and  a 
full  line  of  Kapok,  Felt,  and  Mixed  Mattresses,  Gold  Medal  Phono- 
graphs, Record  Cabinets,  and  Benches. 

We  have  a  wonderful  divanelte  to  show  you.  Do  not  buy  elsewhere 
until  you  see  it.  It  is  the  improved  Bell  patent,  acknowledged  to  be 
supreme  in  the  divanette  world.  You  will  make  a  mistake  if  you  place 
any  orders  before  you  see  this  new  Bell  divanette. 

The  Gold  Medal  Furniture  Mfg.  Co.,  Limited 

TORONTO         UXBRIDGE  MONTREAL  WINNIPEG 
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A  Word  of  Thanks 
and  Appreciation 


At  this  Christmas  Season  we  are  glad  to  extend  our  greetings  to 
the  furniture  trade  and  to  wish  one  and  all  a  Happy  and  Prosperous 
New  Year.  We  also  thank  our  many  friends  for  their  pronounced 
acknowledgement  of  the  superiority  of  of  Malcolm  productions  and 
your  appreciation  of  our  designs  as  is  evidenced  by  the  business 
you  have  given  us  during  the  past  year.  For  the  New  Year  we 
are  planning  to  make  our  service  more  valuable  than  ever,  and 
striving  to  merit  a  continuance  of  your  valued  favors. 

Our  complete  line  of  high  grade  Dining  and  Bed  Room  Suites  will 
be  shown  in  our  permanent  showrooms  at  our  Kincardine  factory, 
and  ive  extend  to  you  a  cordial  invitation  to  see  our  January  Exhi- 
bition.   We  are  also  having  a  display  at  the 

Toronto  Furniture  Exhibition 

JANUARY  10th  to  JANUARY  22nd 
In  John  Kay  Building,  King  Street  West 

and  shall  be  pleased  to  meet  those  of  our  friends  who  are  visiting 
Toronto. 


THE  ANDREW  MALCOLM 

FURNITURE  COMPANY 


KINCARDINE 


LIMITED 


LISTOWEL 
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Deeembe 


To  Greet  You 

It  is  with  pleasure  that  we  extend  to  the  furniture 
dealers  our  good  wishes  at  this  Christmas  season. 

We  truly  appreciate  the  good-will  and  patron- 
age extended  to  us  during  the  closing  year. 

May  Christmas  joys  and  New  Year  happiness 
be  showered  upon  you  more  bountifully  than 
ever  before,  and  may  you  be  overwhelmed  with 
business  prosperity. 

The  Ontario  Spring  Bed  &  Mattress  Company 

London       -:-  Ontario 


IT  IS  OUR  WISH 


To  every  furniture  dealer,  that  Christmas 
be  a  merry  one,  filled  as  ours  will  be,  with 
appreciation  and  good-will  towards  all  our 
friends  and  customers.  We  hope  that  our 
organization  will  always  be  worthy  of  the 
faith  and  co-operation  of  the  furniture  trade 
Canada.     We  wish  you  one  and  all 


m 


every  joy  and  happiness  this  festive  season, 
and  a  Bright  and  Prosperous  New  Year. 


THE  ELLIS  FURNITURE  COMPANY 

INGERSOLL   -  ONTARIO 
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Hespeler  Bids  You  Welcome 
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EXHIBITION 

TORONTO 

AND  AT 

HESPELER  FACTORY 


Most  magnificent  display  of  new 
designs,  as  well  as  those  of  recent 
new  designs.  It  is  to  your  interest 
to  visit  our  Toronto  Exhibit,  but  re- 
member, we  are  expecting  some  new 
designs  at  the  factory,  which  will 
probably  be  shown  in  white,  owing 
to  insufficient  time  to  finish  same. 

A  VISIT  TO  THE  FACTORY 
WILL  BE  PREFERRED 


IIMIIIIIIIIIIIIIIIIIIinilllllllllllllllllllllllllllllllllMMIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIMIIIIMMIIIIIIMIIMIMIIIIIIII^ 


The  Hespeler  Furniture  Company,  Limited 

Hespeler       -  Ontario 
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OR 


FURNITURE 


Andrew  Gray  Co.,  Owen  Sound. 

Arrow  Bedding  Co.,  Toronto,  Ont. 

Bell  Furniture  Co.  Ltd.,  Southampton,  Ont. 

Beach  Furniture  Co.,  Ltd.,  Cornwall,  Ont. 

Beach  Furniture  Co.  Ltd.,  Winchester,  Ont. 

Canadian  Feather  &  Mattress  Co.  Ltd.,  Toronto. 

Canadian  Mersereau  Co.  Ltd.,  Toronto,  Ont. 

Coombe  Furniture  Co.  Ltd.,  F.  E.,  Kincardine,  Ont. 

Craig,  W.  J.,  Bentwood  Chairs,  Toronto. 

Dominion  Brass  &  Iron  Bedstead  Co.,  Montreal,  Que. 

De  Luxe  Upholstering  Co.,  Kitchener,  Ont. 

Florentine  Statuary  Co.,  Toronto. 

Gendron  Mfg.  Co.  Ltd.,  Toronto,  Ont. 

Gold  Medal  Furniture  Co.  Ltd.,  Toronto,  Ont. 

Gibbard  Furniture  Co.  Ltd.,  Napanee,  Ont. 

H.  E,  Furniture  Co.  Ltd.,  Milverton,  Ont. 

Hespeler  Furniture  Co.  Ltd.,  Hespeler,  Ont. 

Irish,  G.  L.,  Toronto,  Ont. 

Knechtel  Kitchen  Cabinet  Co.  Ltd.,  Hanover,  Ont. 


JANUAR  Y 

JOHN  KAY 
36-38  KING 


Every  inch  of  building  will  be 
filled  with  the  best  that  can  be 
offered  by  the  Furniture  Manu- 
facturers of  Canada.  There 
has  never  been  a  stronger  ag- 
gregation of  the  big  lines  shown 
under  one  roof  than  will  be  dis- 
played for  the  January  visitor. 
You  will  meet  the  big  men  in 
the  furniture  business,  and  talking 
and  comparing  notes  with  these 
men  will  be  worth  money  to  you. 


TORONTO  FURNI 


W.  J.  CRAIG 


Committee : 
F.  R.  HODGENS 


J.  H.  MEADE 
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EXHIBITION 

10  TO  22,  1921 


CO.  BUILDING 
STREET  WEST 


Advance  designs  for  season 
1921  will  be  shown  by  the 
manufacturer.  Original,  distinc- 
tive and  artistic  designs  such  as 
have  never  been  displayed  in 
Canada  before.  Following  is 
a  list  of  exhibitors  who  will 
show  their  new  designs  for  your 
consideration.  It  will  be  of 
great  advantage  to  visit  this 
show. 


Knechtel  Furniture  Co.  Ltd.,  Hanover,  Ont. 

Kilgour  Davenport  Co.,  Toronto,  Ont. 

Lucknow  Table  Co.,  Lucknow,  Ont. 

Montreal  Upholstering  Co.  Ltd.,  Montreal,  Que. 

Mundell  &  Co.,  John  C.  Ltd.,  Elora,  Ont. 

Malcolm  &  Souter  Furniture  Co.  Ltd.,  Hamilton,  Ont. 

Malcolm  Furniture  Co.  Ltd.,  A.,  Kincardine. 

Malcolm  &  Hill,  Limited,  Kitchener,  Ont. 

Marshall  Ventilated  Mattress  Co.  Ltd.,  Toronto. 

North  American  Bent  Chair  Co.  Ltd. 

North  American  Furniture  Co.  Ltd. 

Owen  Sound  Chair  Co.  Ltd.,  Owen  Sound,  Ont. 

Phillips  Mfg.  Co.  Ltd.,  Toronto. 

Phonola  Co.  of  Canada  Ltd.,  Toronto. 

Renfrew  Refrigerator  Co.  Ltd.,  Renfrew. 

Roxton  Mills  Chair  Co.,  Roxton  Mills,  Que. 

Sidway  Mercantile  Co.,  Toronto. 

Toronto  Carpet  Mfg.  Co.  Ltd.,  Toronto. 

Watson  Furniture  Co.  Ltd.,  J.  B.,  Kincardine. 

Windsor  Furniture  Co.,  Windsor,  N.  S. 


TURE  EXHIBITION 


Hotel  accommodation  reserved  for  furniture  trade — King  Edward,  Queens,  Prince 
George  and  Walker  House.    Mention  Furniture  Exhibition  when  registering. 
Would  advise  reservations  in  advance  at  the  hotel  you  prefer. 
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Some  New  Numbers  in  Toilet  Requisites 


PHILLIPS  MANUFACTURING  CO.,  LIMITED 

258-326  Carlaw  Avenue         -  Toronto,  Ontario 
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Introducing  Anna  Brigitta,  of  our 

1 92 1  Framed  Picture  Line 


No.  41240 — A  novelty  framed  picture  in  color,  frame  in 
duotone  antique  and  burnished  powdered  gold — 
Subject,  Anna  Brigitta,  by  C.  Max 


Our  1  92 1  spring  line  will  be  on  display  in  January,  in  our  show  room 
and  travellers'  samples,  an  entirely  new  line,  excelling  any  heretofore 
shown. 

New  subjects  and  old  in  Framed  Pictures,  distinctively  attractive  in 
especial  treatment  as  to  framing. 

Fine  Art  Mirrors  and  Novelties  for  the  Art  Shop. 

Mouldings  snappy  with  new  designs  and  finishes. 

We  extend  to  our  Customers  and  the  Trade  generally,  Best  Wishes  for 
Christmas,  and  a  Prosperous  New  Year. 


PHILLIPS  MANUFACTURING  CO.,  LIMITED 

258-326  Carlaw  Avenue  -  Toronto,  Ontario 
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Good  Cheer 


Toronto  Furniture  Exhibition 

John  Kay  Building,  King  St.  West 

January  1 0th  to  January  22nd 

We  are  showing  a  complete  range 
of  Reed  FurnitLre,  and  it  will  be 
to  your  advantage  to  see  this  ex- 
hibit. You  can  be  assured  that 
you  will  receive  a  hearty  welcome. 


May  your  Christmas  be  a  right  merry  one. 
Let  your  hearts  be  filled  with  joy  and  glad- 
ness, replete  with  good  cheer,  the  best  of 
fellowship,  and  a  generous  share  of  health, 
happiness,  and  prosperity. 

We  extend  our  sincere  thanks  for  the  part 
you  have  taken  in  our  march  of  progress.  As 
the  New  Year  opens  its  doors,  it  is  our  earn- 
est wish  that  it  will  be  a  mutual  door  through 
which  we  both  may  come  and  go  as  in  the  past. 


THE  J.  B.  WATSON  FURNITURE  CO.,  LIMITED 

KINCARDINE  ONTARIO 


niiiTiinTTTn  rrnr 


The  Season^ s  Best  Greetings 
to  the  Furniture  Trade 


A  Merry  Christmas  and  a  Happy  New  Year. 
May  good  cheer  and  happiness  unalloyed  be 
showered  upon  you  more  bountifully  than  ever 
before.  May  prosperity  and  good  fortune, 
success  and  good  health  be  with  you  during 
the  coming  year,  are  the  wishes  we  send  to 
you,  our  customers  and  friends,  this  festive 
season.        ^    m      s(»      m    ^  gj» 


Chesterlields 
Easy  Chairs 
Tea  Wagons 
Spinet  Desks 


The  F.  E,  Coombe  Furniture  Co.,  Limited 


KINCARDINE 


ONTARIO 
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To  Thank  You 


IIIMIIIIIIIMIMIIIINIMIIIIIIMIIIIIIINIIIIMIIIIIIIIIIIIIIIIIIMIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIMIMIIIIIIMIIII 


To  one  and  all  we  extend  our 
sincere  thanks  for  the  generous 
patronage  extended  to  us  during 
the  year  now  closing. 

We  realize  and  appreciate  that 
just  a  little  more  prestige  has  been 
built  for  Knechtel  Furniture,  a  few 
more  friends  made,  and  confidence  *' 
in  our  service  and  policies  has 
increased. 

We  take  this  opportunity  to  wish 
you  and  yours  every  happiress  this 
Christmas,  and  a  prosperous  and 
successful  New  Year. 

It  is  our  earnest  desire  to  so  per- 
severe in  upholding  the  quality  of 
our  products  that  we  may  earn 
even  greater  increase  of  good-will 
during  the  years  to  come. 


IIIIIIIIIIIIIIIIIIMIIIIIIIIIIIIIIIIIIII  III  Mllllll  III  MIMIMIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIII  mill  III 


THE  KNECHTEL  FURNITURE  CO 

LIMITED 

HANOVER  ONTARIO 
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THE   ^ ...        ..  WE  ARE  1 

SLIDE  SPECIALISTS  1 


HEART 

OF  YOUR  EXTENSION 
TABLE  IS  THE 

SLIDE 

YOUR  TABLE  IS 
CONDEMNED  IF  THE  SLIDE 
DOES  NOT  WORK 
PROPERLY 

WABASH  SLIDES 

INSURE 


THE 

WABASH 
TABLE  SLIDE 

kANOFACTURED 
BY 

WABASH 


Having  manufactured  SLIDES 
exclusively — for  30  years 

Many  Canadian  Table-maker«  ute 

WABASH  SLIDES- 
Because 
We  furnish  Better  SLIDES  at 
Lower  Cost. 

Made  by 

B.  WALTER  &  COMPANY 

Factory  St.      WABASH,  IND. 

Canadian  RepreMentative  : 
A.  B.Caya,  28  King  St.  E.,  Kitchener, 


SATISFIED  CUSTOMERS  ABASH  SLIDES  I    ELIMINATE  SLIDE  TROUBLES      Ont.,  successor  to  Frank  A.  Smith 

liniMllllllllllllllllllllltllllinihllllMIIIIIIIIIIIIIIIIIIIIIIIIIIMIIIIIIIIIIIIIIMIIIII  III  IIIIIIIIIIIIIIIIIMIIIIIIIIIIIIIMIIMIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIMIMIIIIIMIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIII  Illlllllllllll  IIIJIIIIIIIIIIIIIIIIIIIIIIIIIMlllll  !>lllll  I  IMinilllli^ 


ONE  BIG  SELLER- 
IS  OUR  "B"  CIRCASSIAN  (Imitation  Walnut  on  Basswood) 

We  are  making  a  specialty  of  this  moulding  in  order  to  combat  the  high  price  of  Gumwood, 

Notice  the  superior  appearance  of  our  flat  finish  over  the  cheap,  gaudy 
gloss  shown  by  some  other  dealers.    OUR  PRICE  THE  LOWEST! 

MATTHEWS   BROS.,  LIMITED 

THE  BIG  CANADIAN  MOULDING  HOUSE 

1906  DUNDAS  STREET  WEST  TORONTO,  CANADA 


:LiMiiMiiiiiiii:iMiMiiMiiiiiiiMiiiiiiiiMiiiiniiui)iiMiiiiiiiiiiiiiiniiiiniMiiiiiiiiiiniiniiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii^ 


The  Compliments 
of  the  Season 

To  All 

Our  Friends 


We  sincerely  thank  our  many  customers  and 
friends  for  their  expressions  of  good  will  during 
the  past  year,  and  wish  them  A  Merry 
Christmas  and  A  New  Year  abundant  with 
prosperity  and  health. 

D.  L.  Shafer  &  Co. 


St  Thomas, 


Ontario 


^IMIIIIHIIIIIIMIIIIIIIIIIMIIIIIIIIIIIIIIIIIIIIMIMIIIIIIIinillllllllllMiniMllllinilllllllllllllMIHIIIIIIIIIIIIIIIIIIIIIMIIIIIIlin 


HoiirJ  &  fn  limifpfl  SoU  Licensee,  and  DEPT.  W 
nOUra  a  1.0.,  Limiiea         Manu/aduren  LONDON 
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January  Showings 

Chicago: 

1319  Michigan  Avenue 
7th  Floor. 

Grand  Rapids: 

1st  Floor  Klingman  Bldg. 

Visit  these  displays  with  the 
new  Sturgis  Low-Priced  Line 
uppermost  in  mind. 


Push  the  button  to  adjust  the 
hood!  What  a  sales  clincher 
this  is,  and  how  many  dealers 
ar:  cashing  in  on  it!  The  wing 
nut  is  a  thing  of  the  past.  The 
Sturgis  Push-Button  Hood  Ad- 
juster has   mother's  approval. 

The  STURGIS  Positive  Auto 
Brake  is  a  feature  which,  ex- 
clusive to  our  line,  adds  ease  to 
your  sale.  The  brake  works  on 
the  hub  of  the  wheel,  without 
wearing  the  tires.  It  is  positive. 


Less  Weight— More  Strength 
In  Sturgis  Perfected  Gear 

Sturgis  Baby  Carriages  are  built  with  more  than  beauty  and 
convenience  in  mind.  Lightness  and  strength  must  be  out- 
standing features  in  building  baby's  conveyance  for  the  par- 
ticular eye  of  mother. 

Sturgis  Baby  Carriages  are  noted  for  a  light-weight  gear  as 
well  as  for  the  Push-Button  Hood  Adjuster,  Positive  Auto 
Brake,  and  Push-Button  Wheel  Lock — features  which  speed 
your  sales  and  increase  your  profits  and  prestige. 


Sturgis  Baby  Carriage  Co.,  Limited 


60  Sumach  Street 
Toronto    -  Ont. 
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GRAND  RAPIDS 


Midwinter 
•••Season-- 


Janvary  Ito  Janvary  22  1921 


Grand  Rapids  Market  Association 
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'"INHERE  is  an  interesting  message  coming  to  you  through 
our  salesman.    A  discussion  with  him  over  the  1  92 1 
Sidway  line  of  Baby  Carriages,  Strollers,  Sulkies,  etc.,  will, 
we  feel  sure,  convince  you  of  the  comprehensive  range 
obtainable  under  one  international  trade  mark. 

Your  consideration  is  warranted  also  of  the  wide  variety 
and  assortment  of  medium-priced  patterns  for  which,  as  you 
know,  there  is  a  broad  demand. 

Ail  Sidway  Reed  Carriages  and  Strollers  are  manufac- 
tured in  our  own  Toronto  factory.  We  have  a  large  daily 
capacity  which  is  constantly  increasing — with  quality  kept 
foremost  in  mind.  During  the  period  of  re-adjustment 
through  which  we  are  now  passing,  it  will  be  our  aim  to 
operate  our  plant  in  such  a  way  as  to  be  in  a  position  to 
make  prompt  shipment  of  orders.  Every  progressive  buyer 
will  appreciate  the  value  of  this  service. 

Weigh  the  advantages  of  the  Sidway  line — 

Attractive  Designs 
Good  Finish 
Large  Variety 
Prompt  Shipment 
"Made-in-Canada" 

Service  from  factory  to  you — the  service  you  render  your 
customer — the  service  the  Sidway  product  renders  the  user. 


SIDWAY  MERCANTILE  COMPANY 

864-874  Dufferin  Street        -       TORONTO,  Ont. 
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"THE  BIG  BUILDING"— with  the  big  lines 
BIDS  YOU  WELCOME 

39th  Season  of  the  Chicago  Furniture  Market 
January  3rd  to  21st 

The  largest  array  of  furniture  in  the  world,  under  one  roof,  will  be  ready 
for  your  inspection  on  the  opening  day. 

Post  yourself  on  the  new  1921  designs.    A  visit  to  this  great  building 
will  help  you  anticipate  the  pulse  of  coming  events. 

"1319"-Chicago 

The  Big  Building 

Manufacturers'  Exhibition  Building  Co.,  1319  Michigan  Ave.,  CHICAGO 
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LLOYD  GUARANTEES 

PRICES  TO  DEALERS 


Famous  Inventor,  Who  Has  Held 
Baby  Carriage  Prices  Down 
by  Labor -Saving  Patents, 
To  Protect  Dealers 
This  Season. 


LLOYD  POLICY 

BACKS  DEALER 


TO  THP:  dealers  of  AMERICA:— 

Owing  to  uiisettleil  trade  conditions,  conibiued 
with  the  fact  that  dealers  must  order  now  if  they 
are  to  have  baby  carriages  on  their  fioors  when  the 
rush  comes  next  Spring,  I  wish  to  advise  the  trade 
that  The  Lloyd  Manufacturing  Company  will  accept 
orders,  ship  carriages  and  guarantee  the  dealers 
against  any  change  in  price  up  to  March  1,  1921.  I 
am  protecting  the  dealers  thusly  because  I  believe  it 
is  my  duty  to  show  dealers  the  same  Itindly  consider- 
ation they  have  shown  us. 

I  cannot  iireilict  what  the  future  will  Iji-ing. 
There  may  come  a  decrease  in  the  cost  of  raw  ma- 
terial and  labor.  If  such  a  decrease  does  come  then 
manufactured  articles  must  undergo  a  change  in  price 
Realizing  this  difficult  situation  and  realizing  the 
necessity  ojf  dealers  preparing  for.  the  greatest  <le- 
mand  the  baby  carriage  trade  has  ever  known,  I 
am  making  this  announcement  to-day. 

The  Lloyd  Manufacturing  Company  has  always 
suppoi-ted  the  dealer.  My  patented  methods  of  manu- 
facturing baby  carriages  have  cut  labor  costs  and 
have  enabled  us  to  produce  better  articles  for  less 
money  than  could  our  hand-weaving  competitors.  We 
have  never  been  obliged  to  increase  our  prices  as 
othcis  have  because  of  our  improved  methods  of 
proiluction.  The  fact  that  we  have  not  taken  ad- 
vantage of  the  general  raise  in  prices  has  had  a 
tendency  to  hold  all  baby  carriage  prices  at  a  com- 
|iaratively  low  figure.  We  have  enjoyed  a  remarkable 
success  through  the  confidence  of  the  dealers  in  us 
anil  I  want  to  assure  the  dealei's  that  we  shall  not 
misuse  their  confidence. 

We  will  continue  our  broad  policy  of  co-operating 
with  the  dealer.  We  will  guarantee  jirices  to  March 
1,  1921.  We  will  continue  to  conduct  an  advertising 
campaign  for  flealer  benefit  which  will  be  largei'  than 
that  conducted  by  all  other  baby  carriage  manufae- 
tureis  combined.  We  will  continue  producing  better 
carriages  for  less  money  than  our  competitors.  We 
will  continue  to  give  the  dealer  his  share  accrnin'r 


from  the  inventions  whic-h  lia\e  maile  our  company 
the  ]iremier  baiby  carriage  manufacturer  in  the  world. 

We  have  our  "ear  to  the  ground."  We  have 
government  statistics  which  prove  that  there  have 
been  more  marriages  this  year  than  during  any  single 
year  in  the  history  of  America.  We  know  that  the 
birth  rates  in  all  communities  are  increasing  daily. 
We  know  that  it  is  a  natural  parental  instinct  to 
])resent  "Baby"  with  a  carriage.  Parents  will  go 
without  other  things  but  tliey  MUST  have  baby 
cairiages.  This  all  means  ,an  un]irecedented  demand 
for  them  next  season.  Unless  you  |irepar'e  for  that 
rush  by  entering  orders  now  you  won 't  be  able  to 
sujiply  the  demand  because  we  won't  be  able  to 
sujiply  you.  Business  must  be  ])ermanent  and  regular 
if  the  nianuf acturei'  is  to  fill  orders.    Think  it  over. 

Resjiectfully  Yours, 
Marshall  U.  Lloyd,  Tresidenl 

The  Lloyd  Manufacturing  Co. 

Menominee,  Mich.    -    Orillia,  Ont. 
Montreal,  Que. 
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Our  Heartiest  Good  Wishes 

To  Every  Furniture  Dealer 


To  the  trade  and  friends  we  extend  that  old, 
old  greeting  of  warmth  and  good  cheer— 

•  A  MERRY  CHRISTMAS 

and 

A  HAPPY  NEW  YEAR 


The  Canadian  Feather  &  Mattress  Company,  Limited 

TORONTO      -  OTTAWA 


'JIIIIMIMIIMIII.IIIIirliiililllll  ||||||!||:||MIMIMIIMI.^|::;''l'MIIIIIIIMrilillM<lllll:!nillllllllMIIIIIMIIIIIIIi;.MIIIIIIIIIIIMIMII|l|lli;iJIIIIIM:i|li|IIIIIIIIMIIMII^ 


Christmas  and 
New  Years 
Greetings 


VV/E  extend  to  the  furniture  dealers  of  Canada  our  sincere 
thanks  for  the  large  measure  of  patronage  you  have 
given  us  during  the  year  just  closing.  To  one  and  all  we 
send  the  wish  that  your  Christmas  be  a  merry  one,  and  the 
New  Year  be  filled  with  Happiness  and  Prosperity. 

The  Ball  Furniture  Co.,  Limited 

HANOVER        -  ONTARIO 


=  I  iiiiiii  I,,  Ml  Illlllllllll  MIMIHIiilll  IIIIIIIIMIMIIIII  Illllllllllllllll  I  Ill  I  Ill  mil  Illllllll  'IIMIIIIII'llllllllllinilllllllllMIIIIIIIIIIIIIIIIIIIIIII  Illllir.llllll  I  It. 

 Illllllllllllllrl  Illlllllllllllllllll  IIIMIII  IIIIIIIIIIIIIIIIIIIIMIIIIIIIIIIIIIIMIIIIIIIIII  IIIIIIIIIIIIMIIII  mill  IIIIIIIIMIIIIIIIIIIIIIIIIIMIIIIIIIIIIIIM  I  I  IMIIIIIIIIIIIIMIIIIIIIIIIMIMIIIIIIMIIIIMIIIIIIMIIIII  IIIIMIIIIIMIIII  Illlllllllllllllllllllll'^ 


The  Canadian  Furniture  World  contains  numerous  business 
creating  ideas  for  furniture  dealers,  yet  the  subscription  price  for 
twelve  months  is  only  $  1 .50.  Every  furniture  dealer  and  manu- 
facturer in  Canada  should  be  a  subscriber. 


^lllilUlinilUllllinilllMnillllliniNlllllinilHIMIIIIIIIIiniNIIMIIMIIIHIIIMIMIIMIMMIIIIIMIIMIMIIMIIIIIIIMIIIIIMIiniMM   IIIIIIIIIIIIIIIIIIIMIIIIIIIIIMIIIIII 
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A  Christmas  Message  To  Our  Friends 


The  joyful  Christmas  season  is  again  with  us — a  time 
when  the  feeling  of  good- will  is  abroad  in  the  land. 
The  spirit  of  the  festive  season  is  in  the  air,  and 
crimson  holly  and  snow-white  mistletoe  wreathe  the 
world  with  Christmas  greenery.  Hearts  are  young 
again,  and  for  a  time  nothing  matters  but  that  joyous 
spirit  of  Christmas. 

Though  we  cannot  shake  hands  with  each  and  every 
one  of  our  friends  in  the  trade,  we  do  the  next  best 
thing,  we  wish  you  one  and  all  the  old,  old  wish — A 
Merry  Christmas  and  a  Happy  and  Prosperous  New 
Year.  May  you  and  yours  receive  your  full  share 
and  more  of  health  and  happiness.  May  your  busi- 
ness prosper,  and  the  number  of  your  friends  increase. 

When  the  Christmas  carols  are  sung,  and  after  the 
last  dying  embers  of  the  Old  Year  have  burned  out, 
the  dealer  will  turn  to  business  interests  and  responsi- 
bilities. We  trust  that  his  business  review  of  the  yrar 
just  closing  will  justify  his  continued  satisfaction  and 
confidence  in  our  productions. 

We  certainly  have  appreciated  your  patronage  during 
1 920,  and  will  do  everything  in  our  power  to  make 
the  New  Year — 1921 — the  most  successful  in  your 
history. 


PEPPLER  BROS.  COMPANY,  LIMITED 

HANOVER      -:.  ONTARIO 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER 


D<"cciiib('r,  1920 


Hearty  Christmas  Greetings 
Best  New  Year  Wishes 


I'MIMIMIIIIIMIIMIIIIIIIIM  IIIM  IIIIIMIII  IIIIIIIIIMIIIIIIIIIIIIIIII  Illlllllllllllllll  Ill  Illllllll  mill  IIIIIIMI  Illllllll 


In  extending  to  our  friends  and  cus- 
tomers Compliments  of  the  Season 
we  desire  to  mention  that  we  are 
truly  grateful  to  the  trade  for  our 
many  pleasant  business  relationships. 

We  have  striven  to  give  the  best 
possible  service  under  prevailing  con- 
ditions, and  have  endeavored  to  ever 
keep  the  interests  of  our  customers 
before  us.  If  at  any  time  we  have 
not  been  successful  in  realizing  our 
wishes  to  serve,  you  can  be  assured 
it  was  not  through  lack  of  effort. 

In  anticipation  of  a  prosperous  New 
Year  we  ask  you  to  accept  this  greet- 
ing in  the  spirit  it  is  given — the  spirit 
of  friendship  and  loyalty. 


VIMIIMIIIIIIIIIIIMIIIIMIIIIMIIMIMIIMIIIIMIIMIIIIIIIMIIMIIIIMIMIIMIMIIIIIMIMIIIIIIIMIMIIIIMIIMIIMIIIIIIIIMIIMIMIIM   IIIIIIIIIIIIIIIIMIIIIIIIM 


Canadian  Rattan  Chair  Company,Limited 

Victoriaville       -  Quebec 
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Christmas  Greetings 


^  May  your  Christmas  be  a  happy  one, 
and  may  the  New  Year  be  bright  and 
prosperous. 

^  We  desire  to  express  our  thanks  for  the 
many  favours  received  in  the  past,  and 
trust  you  will  continue  to  let  us  share 
your  patronage. 

^  We  work  whole-heartedly  for  the  pur- 
pose of  shipping  promptly,  filling  all 
orders  quickly,  and  pricing  right.  In 
return  we  have  received  good -will 
and  generous  support,  which  has  made 
possible  the  success  of  our  business. 

^  We  thank  you  cordially  and  extend 
our  very  best  wishes  and  appreciation. 


Victoriaville  Furniture,  Limited 

Victoriaville,  Quebec 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER 


DcccilllxT.  1!»2(J 


Christmas  Greetings  to  You  and  Yours 


We  regard  our  customers  as  our  friends, 
and  we  take  the  opportunity  of  the 
Christmas  season  to  extend  our  heartiest 
good  wishes  to  all  with  whom  we  have 
done  business.  May  your  Christmas  be 
bright  and  merry,  every  hour  filled  with 
happiness  and  contentment. 

Kindly  accept  our  thanks  for  your  valued 
patronage,  and  may  the  New  Year  bring 
to  you  increased  prosperity  and  health. 

May  we  hope  for  a  continuance  of  the 
cordial  business  relations  that  have  ex- 
isted between  us  in  the  past. 


The  H.  E.  Furniture  Co.,  Limited 

Milverton,  Ontario 

5  jmmfflJiiirnnimiiiimiiinfm  1 1 1 1  ii  iimnnuiimiiiinrLit: 


H.  E.  Kitchen  Aid  Cabineti  and  Red  Seal 
Cedar  Chests  will  be  displayed  at  the 

Toronto  Furniture  Exhibition 
John  Kay  Bldg.,  King  St.  West 
January  10  to  January  22 

A  hearty  welcome  awaits  dealers  and 
friends.    Do  not  fail  to  see  oar  exhibit. 


A  MERRY  CHRISTMAS 

With  the  closing  of  the  old  year  we  look  back  with  pleasure  on  the  cordial  relations 
with  our  many  friends  and  customers.  We  trust  that  our  service  during  1921  will 
merit  a  continuance  of  your  patronage. 

For  the  New  Year  may  your  endeavors  be  rewarded  with  success,  and  so  make  for  you 
another  rung  in  the  ladder  of  wealth  and  prosperity,  with  the  best  of  health  to  enjoy  it. 


The  Standard  Bedding  Company 

27-29  DAVIES  AVENUE  TORONTO,  ONTARIO 
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Waterloo  County 
Furniture  Exhibitors  Association 

Invites  You  to  the  Annual 
Furniture  Exhibition  at 

KITCHENER-WATERLOO 

JANUARY  10-22, 1921 


BE  OUR  GUEST 

CLUB  ROOMS    -    EVENING  ENTERTAINMENTS 
GOOD  TIMES    -    GOOD  FELLOWSHIP 


FULL  DETAILS  WILL  BE  MAILED  LATER 


EXHIBITORS: 


Anthes-Baetz  Furniture  Co.,  Limited 

Art  Furniture  Co.,  Limited 

Baetz  Bros.  Furniture  Co.,  Limited 

Beaver  Furniture  Co.,  Limited 

Canada  Furniture  Manufacturers 

Crown  Furniture  Limited 

Elmira  Furniture  Co.,  Limited 

Engel  Upholstering  Co. 

Fischman  Spring  Co. 

Globe  Furniture  Co. 

H.  W.  Glady  Upholstering  Co. 

Gem  Crib  and  Cradle  Co. 

G.  Hachborn  &  Co. 
Jacques  Furniture  Co.,  Limited 

H.  Krug  Furniture  Co.,  Limited 
J.  Kreiner  &  Co. 

The  Lippert  Furniture  Co.,  Limited 
Baetz  Bros.  Specialty  Co.,  Limited 


The  G.  J.  Lippert  Table  Co. 
Malcolm  &  Hill  Limited 
National  Furniture  Co. 
New  Hamburg  Furniture  Co. 
Ontario  Woodenware  Co. 
Onward  Manufacturing  Co. 
Quality  Mattress  Co. 
Reitzel  Bros. 

Specialty  Upholstering  Co. 

Snyder  Bros.  Upholstering  Co.,  Limited 

Snyder  Desk  Co.,  Limited 

Schreiters,  Limited 

Waterloo  Spring  Co. 

Wingham  Furniture  Co. 

Waterloo  Furniture  Co. 

Woeller,  Bolduc  &  Co. 

Wunder  Furniture  Mfg.  Co.,  Limited 
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Period  Bedroom  Furniture 


No.   48 — Dressing  Table. 
Top  19  X  40 
Mirror    14   x  30 
8  X  20 


This  beautiful 
Queen  Anne 
Bedroom  Suite, 

made  in 
Solid  Walnut, 
is  one  of 
the  many 
exquisite 
creations 
we  are  showing 
at  the 


No.  48 — Chiffonette.  Top 
19  X  38 


Kitchener  Furniture  Exhibition — January  10  to  22 


A  cordial  invitation  is  extended  to  all  furniture  men 
to  visit  this  display.  We  are  sparing  no  effort  to 
make  it  of  interest  to  you.  We  shall  be  glad  to  secure 
your  judgment  of  new  designs  in  this  high-grade  line. 


Chairs 

to 
Match 


No.  48 — Dresser.    Top  21  x  42. 
Mirrcr  24  x  30 


No.  48 — Bed.    Head  55.     Slat  54 


The  Jacques  Furniture  Company,  Limited  - 


KITCHENER 
Ontario 


December,  1920 
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BSOLUTE  confidence  and  optimism  are  necessary  for  the  coming  year. 
Let  us  all  be  full  of  courage  and  BOOST^ — and  we  are  bound  to  recover 
soon  a  sound  momentum  in  the  furniture  trade. 

The  past  has  been  a  bumper  one — -there  is  no  room  for  the  "croaker"  in  Canada. 

We  knew  deflation  was  bound  to  come,  yet  we  believe  the  trade,  as  a  whole,  was  in 
splendid  condition  to  weather  the  storm. 

We  also  feel  it  more  essential  than  ever  for  the  furniture  buyer  to  visit  this  coming  January 
market,  if  only  to  see  the  new  lines,  gauge  prices  and  discuss  things  generally  with  the 
manufacturer. 

For  ourselves,  we  are  adopting  optimism  and  faith  as  our  slogan,  as  a  result  our  "show" 
this  year  is  going  to  surpass  all  others  by  one  hundred  per  cent. 

New  lines — new  prices — improved  workmanship — and  better  service. 

As  a  buyer  or  as  a  visitor  you  are  cordially  welcomed  to  our  Exhibition,  January  10-22. 

The  Season's  Greetings  in  full  are  extended  to  each  and  every  one  of  our  friends. 


SNYDER  BROS.  UPHOLSTERING  COMPANY 
SNYDER  DESK  and  TABLE  COMPANY 
SNYDER  FURNITURE  COMPANY 

WATERLOO,  ONTARIO 
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Best  Wishes  for  A  Merry  Christmas, 

and  Hearty  New  Year  Greetings 

The  bright  star  in  our  Christmas  sky  is  the 
constancy  of  our  business  friendships.  It 
shines  more  brightly  for  your  support,  and 
the  longer  you  are  with  us  the  stronger  we 
are  with  you  in  all  that  will  add  to  your 
prosperity  and  happiness.  You  are  cordially 
invited  to  see  our  display  at  the 

Kitchener  Furniture  Exhibition 
JANUARY  10th  to  JANUARY  22nd 

in  the  Auditorium,  Queen  Street  South.  It 
will  be  better  than  ever  and  well  worth 
your  while  to  see  this  display.  , 

THE  LIPPERT  FURNITURE  COMPANY,  LIMITED 

KITCHENER      -:.  ONTARIO 


Hearty  Greetings  to  the 

Furniture  Trade 


Our  greetings  to  you  are  inspired  by  a  gratefulness  to 
you  for  patronage  through  a  changeful  year,  and  we 
shall  watch  for  the  chance  of  friendly  services  not  stip- 
ulated in  the  order  forms.  Please  accept  our  hearty 
greetings  as  an  advance  notice  of  how  we  feel  toward 
you,  and  how  we  intend  to  do  by  you  at  every 
opportunity  throughout  the  New  Year.  Don't  forget 
The  Kitchener  Furniture  Exhibition. 

Kitchener  Furniture  Exhibition 
January  10th  to  January  22nd. 

Our  complete  line  will  be  displayed  in  the  Auditorium, 
Queen  St.,  Kitchener,  and  a  hearty  welcome  awaits 
one  and  all. 


GEORGE  H.  HACHBORN  AND  COMPANY 


KITCHENER 


ONTARIO 
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To  the  Trade: 

A  Merry  Christmas  and 

Prosperous  New  Year 

We  extend  a  cordial  invitation  to  visit  our 
showrooms  during  the  Waterloo  County 
Furniture  Exhibition  at  Kitchener  from 
January  1  0  to  22,  vv^hen  we  will  be  showing 
a  big  range  of  NEW  DESIGNS  of  medium- 
priced  Period  Chamber  Furniture. 


MALCOLM  &  HILL  Limited 


Head  Office: 

KITCHENER,  ONT. 


Branch  Factory: 

LISTOWEL,  ONT. 
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WATERLOO 

Furniture  Exhibition 


You  are  cordially  invited  to  inspect  our 
comprehensive  display  of  Upholstered 
Furniture  at  our  permanent  showrooms 
opposite  the  G.T.R.  d  epot,  Waterloo. 
We  shall  be  pleased  to  meet  old  friends 
and  new,  and  you  can  be  assured  of  a 
hearty  welcome. 

At  this  season  of  the  year  we  extend 
to  our  customers  and  friends  the  Season  s 
Greetings.  May  your  Christmas  be  a 
merry  one,  every  hour  filled  with  joy  and 
contentment.  May  the  New  Year  bring 
happiness,  health  and  prosperity. 


January  1 0  to  January  22 


WOELLER,  BOLDUC  AND  COMPANY 

WATERLOO        -  ONTARIO 


December,  1920 
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No.  615— Chesterfield.    Price  $120.00.    Size  :  84"  long,  34"  high,  37"  deep. 


Living  Room  Furniture 

of  Character 


Character,  refinement  and  utility 
are  gracefully  combined  in  this 
living  room  furniture  illustrated. 
For  value  it  is  second  to  none. 
Its  attractive  price  will  enable 
you  to  interest  the  greatest  vol- 
ume of  purchasers. 


For  the  convenience  of  our 
customers  we  have  perma- 
nent showrooms: 

MONTREAL— Third  floor.Wilder 
Building  (Balmoral  Street  entrance.) 
Mr.  A.  T.  Edwards  in  charge. 

VANCOUVER  —  The  Arcade. 
Mr.  V.  H.  Wetmore  in  charge. 


No.  615— Arm  Chair.  Price  $66.00. 
Size  :  38"  wide,  34"  high,  37"  deep. 


WOELLER,  BOLDUC  AND  COMPANY 

WATERLOO   -:-  ONTARIO 


\i 
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Kitchener  and  Waterloo 
Furniture  Exhibition 
January  10th  to  22nd. 


Christmas  and 
New  Year  Greetings 

May  we  take  this  opportunity  to  express  our 
appreciation  of  the  pleasant  business  relations 
that  have  existed  between  the  furniture  dealer 
and  ourselves  during  the  past  year.  We  wish 
you  all  a  Merry  Christmas  and  a  Happy,  Pros- 
perous New  Year. 


The  Art  Furniture  Company,  Limited 


Kitchener 


Ontario 


'Tniil'!]IIIIIII[rTMII[l|[1[lll[|nT 
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The  BEAVER  Line  of 

Dining  Room  Furniture 


A  Merry 
Christmas 
To  All  Oar 
Friends  and 
Customers 
in  theTrade 


A  cordial  invitation  is  extended  to  fur- 
niture merchants  to  call  and  inspect 
our  line  of  dining  room  furniture 
which  will  be  displayed  at  the 

Kitchener  Furniture  Exhibition 

January  10th  to  January  22nd 

A  LIVE  line  that  is  right  in  quality, 
service,  and  price 


THE  BEAVER  FURNITURE  COMPANY,  LIMITED 

KITCHENER  ONTARIO 


^^.^TfTT  TTTTnTTTrnTTTiTTTTTrTTnmmnTnnTTnmixnimiinm 
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WE  wish  at  this  time  to  again  extend  to  you  and  yours 
our  sincere  wishes  for  a  Merry  Christmas  and 
Happy  New  Year. 

We  appreciate  your  many  courtesies  during  1 920,  and  assure 
you  our  greatest  desire  is  to  be  able  to  serve  you  well. 


Remember  the  Furniture  Exhibition  January  1 0th  to  22nd 
next.  No  pains  are  being  spared  to  make  our  combined 
Exhibition  the  bsst  possible  under  present  day  circumstances. 
It  will  well  repay  you  to  visit  us  this  year  to  see  the  new 
creations  on  exhibition  at 

ANTHES  FURNITURE  BUILDING 
KITCHENER 
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Wire  or  Phone 

We  have  a  large 
assortment  of 

Reed  and  Fibre 

DOLL 

Carriages 

and  can  make  prompt 
shipment  in  time  for 
your  Christmas  Trade. 

The  Gem  Crib 
and  Cradle  Co. 

Kitchener,  Ont. 
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QUALITY 
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SERVICE 


Christmas  Greetings 


Remembering  with  deep  appreciation  the  splendid  support  accorded  us  by  our  friends 
in  the  trade  during  the  past  year,  we  desire  to  extend  to  you  our  best  wishes. 

May  you  enjoy  in  goodly  measure  the  spirit  and  good  Cheer  of  christmas.  May 
the  coming  year  be  one  of  unsurpassed  health  and  happiness  for  you  and  yours,  and 
may  all  your  business  efforts  be  crowned  with  success. 

QUALITY  MATTRESS  COMPANY 

WATERLOO,  ONTARIO 
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The  Old  Year  has  strengthened 
our  commercial  friendship  and 
armed  us  for  the  New.  Amid 
your  share  of  business  problems 
you  have  never  been  blind  to 
ours,  and  your  considerate  treat- 
ment has  helped  us  to  prevail. 

Our  thanks  go  out  to  you  in 
this  glad  season  when  the  good 
words  of  many  are  due  you. 
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The  H.  Krug  Furniture  Co. 

LIMITED 

Kitchener    -  Ontario 
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We  have  purchased  the  business  of  The  Waterloo 
Furniture  Company,  Limited,  Waterloo,  Ontario, 
and  the  business  of  The  National  Furniture 
Company,  Limited,  Kitchener,  Ontario. 

We  hope  to  merit  the  respect,  confidence  and 
Km  dly  treatment  extended  the  old  Companies 
during  the  past  years. 

We  want  you  to  inspect  our  new  lines  during  the 

Annual  Furniture  Exhibition 

JANUARY  10th  to  22nd,  1921 

at  our  permanent  showrooms  at  the  Waterloo  plant. 


The  old  companies  join  us  in  extending 
to  the  entire  Furniture  Trade 


Christmas  Greetings 


E.  O.  WEBER,  LIMITED    :-:    WATERLOO,  ONT. 
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Season     G reetings 
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WISH  TO  EXTEND  TO  ONE  AND 
ALL  THE  SEASON'S  GREETINGS, 
AND  TO  HEARTILY  THANK  YOU  FOR 
YOUR  KINDNESS  AND  SUPPORT  DUR- 
ING  THE  PAST  YEAR. 


Opening  of  Permanent  Showrooms 


We  are  pleased  to  announce  to  the  trade  the  opening 
of  permanent  showrooms  in  the  heart  of  the  business 
section  of  Kitchener — 36  King  Street  West. 

Here  you  will  find  a  full  representation  of  our  lines, 
open  for  your  inspection  at  all  times. 

We  cordially  invite  you  to  visit  us  during  the  coming 
exhibition,  when  our  salesmen  will  be  in  attendance 
and  at  your  service. 

Our  new  designs  in  Hall  and  Living  Room  Furniture 
(which  we  know  will  interest  you),  will  be  given  special 
prominence. 

REMEMBER  THE  ADDRESS: 
36  KING  STREET  WEST,  opposite  Walper  House 


The  Wunder  Furniture  Mfg.  Co.,  Limited 

KITCHENER,  ONTARIO 
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Kreiner  Furniture 


Library  Tables 
Mission  Furniture 
Ladies'  Writing  Desks 
Parlor  Tables 
Parlor  Frames,  Etc. 


A  cordial  invitation  is  extended  to  all  furniture  dealers 
to  call  and  inspect  our  products.  A  complete  line  of 
Library  Tables,  Mission  Furniture,  Parlor  Tables, 
etc.,  etc.,  will  be  shown  during  the 

KITCHENER  FURNITURE  EXHIBITION 

January  10th  to  January  22nd 

To  our  customers  and  friends  in  the  trade  we  send 
our  best  wishes  for  A  Merry  Christmas  and  A  Happy 
and  Prosperous  New  Year. 


J.  KREINER  and  COMPANY 

KITCHENER  ONTARIO 


FISCHMAN  SPRING  MATTRESSES 


SOLD  UNDER  10  YEAR  GUARANTEE 

Fischman  Loose  Spring  Cushions 

Known  Everywhere 

Fischman  Ventilated  Spring  Pillows 

Sanitary — Indestructible 

Fischman  Feather  Spring  Rosettes 

Retain  their  shape  indefinitely 

Fischman  Non-Sag  Auto  Seats 

For  Easy  Riding  and  Steering 


Feather  Spring  Rosetts 


Fischman  Spring  Co., 


Section  of  Mattress  Construction,  showing  Springs  in 
Separate  Pockets 


During  the  Kitchener  Furniture  Exhibition, 
January  10th  to  January  22nd,  the  Fisch- 
man products  will  be  neatly  exhibited  in  the 
Fischman  Building.  We  cordially  invite  you 
to  see  our  display. 


Kitchener,  Ont 
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Engel  Upholstered  Furniture 


Kitchener  and  Waterloo 
Furniture  Exhibition 
January  10th  to  22nd. 


Compliments  of  the  Season 
to  the  Furniture  Trade. 


During  the  January  Furniture  Exhibition  the  Engel 
productions  will  be  shown  in  the 

Fischman  Building,  Kitchener 

January  10th  to  January  22nd. 

To  every  dealer  throughout  Canada  we  extend  a  hearty 
invitation  to  see  our  display  of  Upholstered  Chesterfield 
Suites  and  all  the  latest  and  best  in  English  Tapes- 
tries, It  will  be  to  your  interest  to  see  this  exhibit  and 
well  worth  while. 


The  Engel  Upholstering  Company,  Limited 

Sales  Manager: — A.  H.  GILHAM,  139  Runnymede  Road,  Toronto 
Waterloo  -  Ontario 


BUSINESS  CHANGE 


To  the  Trade  : — 

We  beg-  to  announce  that  on  January  1st,  1921 ,  we  are  severing-  our  connection  with 
the  Knechtel  Furniture  Company,  Limited,  and  will  thereafter  market  our  line  of 
Kitchen  Cabinets  direct  to  the  trade  ourselves. 

As  our  new  catalogue  will  not  be  ready  for  some  time  we  would  ask  you  z'w  /ke 
meantiyne  to  kindly  make  your  selections  from  our  range  shown  in  The  Knechtel 
Furniture  Company's  catalogue,  pages  96  to  109,  as  heretofore.  Be  sure,  however, 
X.O  address  your  orders  direct  to  us.  A  revised  price  list  is  now  being  printed,  and 
will  be  distributed  very  shortly. 


We.  lal^e  this  opporiunity  to  extend  our  hearty  thanl^s  for  your  patronage 
in  the  past  year,  and  in  wishing  you  Happiness  and  Prosperity  in  1921 
will  strive  to  win  for  the  "3-K"  Cabinets  a  more  prominent  place  than 
ever  in  Canadian  furniture  making. 


The  Knechtel  Kitchen  Cabinet  Co.,  Limited 

HANOVER,  ONTARIO 
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New  Designs  in  Bedroom  Furniture 


The  Finest  of  Fine  Furniture 


Malcolm  and  Souter  Productions  for  1921 
embracing  many  new  designs  and  exclusive 
creations  will  be  displayed  at  the 

Toronto  Furniture  Exhibition 

John  Kay  Building,  King  Street  West 
JANUARY  10th  to  22nd 


All  Furniture  men  are  cordially  invited  to  visit 
us.  We  want  you  to  view  our  display,  as  v  e 
are  confident  it  will  be  appreciated  by  furniture 
devotees.  The  new  beautiful  bedroom  suite 
illustrated,  is  made  in  walnut  and  mahogany, 
and  will  be  ready  to  ship  about  the  end  of 
January. 


No.  229— Dretser 


No.  229— Bed 


The  Compliments 
of  the  Season 


May  this  festive  season  be  generous 
in  its  joys  for  you  and  may  the 
New  Year  prove  one  of  good 
health  and  prosperity  to  you  and 
yours. 

We  thank  you  for  the  large  measure 
of  patronage  you  have  given  to  us 
during  the  past  year  and  sincerely 
hope  for  a  continuance  of  our  past 
cordial  relations. 


Malcolm  &  Souter  Furniture  Co.,  Limited 

HAMILTON,  ONTARIO,  CANADA 
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A  YbiS  Sellind 


CampaidiT- 


Early  in  November  a  big  advertising  campaign  was  launched  directing  the  attention  of  the  people  of 
Canada  to  the  economy  of  using  Made-in-Canada  Linoleum,  Floor  Oilcloth,  and  Feltol  as 
floor  coverings. 

This  campaign  is  not  a  mere  flash  in  the  pan ;  it  w^ill  continue  for  some  time  and  will  be  a  powerful 
factor  in  selling 

LINOLEUM 
Floor  Oilcloth— Floor  and  Linoleum  Rugs 
Feltol  Floor  Coverings 

This  campaign  has  been  undertaken  to  help  dealers  sell  more  of  these  Made-in-Canada  floor  coverings. 

The  carefully-prepared  and  illustrated  advertisements  will  appear  in  the  leading  dailies,  farm  papers  and  magazines 
throughout  Canada,  and  each  insertion  of  these  ads.  will  carry  the  message  to  approximately  one-and-a-half  million  people. 

Merchants  throughout  the  country,  in  order  to  take  advantage  of  this  campaign,  should  carry  a  good  slock  of  Linoleum, 
Floor  Oilcloth,  Feltol  Floor  Coverings  and  Rugs. 

Pattern  Books  and  Quality  Samples  on  request 
Handled  by  all  the  Wholesale  Dry  Goods  trade  in  Canada 

MANUFACTURED  BY 

Dominion  Oilcloth  &  Linoleum  Company,  Limited,  Montreal 
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A  Merry  Christmas 

A  Happy  New  Year 


The  Line 
Comprises— 

Bed  Room 
Suites 
Dining  Room 

Suites 
Odd  Dressers 

Desks 
Medicine 

Cabinets 
Pedestals 
Secretaries 


Sincerity  backs  the  wish  that 
all  our  dealers  have  a  most 
Merry  Christmas  and  Happy 
New  Year.  To  you  who 
have  so  loyally  supported  us 
during  the  year  of  nineteen- 
twenty  we  tender  our  thanks 
and  trust  that  fortune  will 
continue  to  further  your  en- 
deavors, and  that  justified 
prosperity  may  be  with  you 
during  the  coming  year. 


The  Meaford  Manufacturing  Co.,  Limited 

MEAFORD      -  ONTARIO 


D.  O.  McKINNON 

GENERAL  MANAGER 


W.  B.  HART 

AOVERTISrNO  MANAOER 
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ALL  READY  FOR  THE  CHRISTMAS  TRADE 
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A  few  suggestions  to  help  you — Things  that  must  be  planned  if  you  are  to  cash  in  this  Xmas 
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By  C.  H.  BROOKS. 


THE  further  furniture  men  get  into  the  inner  se- 
crets of  the  art  and  science  of  merchandising, 
the  more  they  are  impressed  with  the  import- 
ance of  Christmas.  Christmas  is  not  just  a  three 
weeks  selling  season.  In  every  city  it  has  come  to 
be  a  local  institution,  an  annual  experience  in  which 
the  people  bring  their  money  to  the  retailer  and  lay 
it  in  his  lap.  The  trouble  is  that  there  are  very  many 
laps,  and  the  problem  with  the  merchant  is  this — 
How  can  he  make  his  lap  the  lucky  one? 

But  it  isn't  luck.  And  that  is  where  too  many  ama- 
teurs go  wrong.  It  isn't  luck 
at  all.  It's  skill  that  brings  the 
trade  your  way.  And  the  men 
who  make  the  most  out  of  this 
Christmas  market  every  year 
are  the  men  who  have  learned 
how,  and  who  each  season  take 
the  trouble  to  make  complete 
all  the  essential  preparation. 

The  (piestion  is,  what  should 
the  furniture  man  do  now — 
right  now — to  prepare  for  hig- 
her, better  Christmas  selling? 
Let's  see  if  we  can  think  of  a 
few  things : 

1.  Of  course,  you  have  bought 
your  Christmas  stock  by  now. 
You  have  enough  stuff  on  hand 
and  on  order  to  give  you  a 
good  volume  and  variety.  But 
for  all  that,  it  would  be  a 
good  thing  to  take  another 
look  around  and  pick  out  a 
few  more  features  of  "style 
merchandise."  Are  there  a  few  more  kinds  of  boudoir 
lamps,  with  pretty  shades  that  would  make  your  win- 
dow and  inside  displays  more  attractive?  If  so,  have 
a  few  of  each.  Look  for  new  touches  of  this  kind — • 
special  Christmas  models  of  appliances  or  furniture 
items  that  will  be  high  lights  in  your  store.  Search 
the  catalogs,  talk  to  the  salesmen.  Write  the  manu- 
facturers. Take  a  run  down  to  the  city.  Get  more 
novelties — more  style  pieces.    But  it  can't  wait  longer. 

2.  Next  to  your  stock,  the  appearance  of  your  store 
will  have  the  biggest  influence,  on  the  Christmas  shop- 


per as  she  comes  in  or  passes  by.  What  do  .you  plan 
to  do  ?  Work  up  the  details  now.  Get  samples  of 
stock  Christmas  decorations  that  are  offered — crepe 
paper  stuff,  Christmas  bells,  holly  and  the  rest.  See 
if  you  can  find  something  you  can  use  in  some  novel 
way  that  will  be  good. 

3.  Don't  leave  the  planning  of  displays  this  .year  to 
chance.  Don't  wait  till  a  displa.y  is  needed  for  the 
store  or  window  before  you  work  it  out.  Sit  right  down 
now,  some  afternoon  or  evening,  with  a  pad  and  pencil 
and  see  how  many  good  windows,  how  many  inside 

features  you  can  dope  out.  It 
may  sound  hard,  but  it  reall.v 
isn't. 

List  Your  Christmas  Offerings 

Make  a  list  first  of  the 
Christmas  stuff  that  you  have 
to  sell.  Then  cheek  off  the 
items  that  are  worth  a  window. 
That  is,  furniture  groups  or 
suites  that  have  sufficient 
('hristmas  flavor  and  appeal  to 
make  them  good  Avindow  pub- 
icit.y.  When  .vou  have  classi- 
fied them  this  wa.v,  then  see 
what  idea  .you  can  hit  on.  It 
is  a  very  good  thing  to  talk 
this  over  with  a  woman,  one  or 
more  members  of  your  famil.v. 
It  is  to  women  .you  will  sell 
most.  You  may  get  several 
good  suggestions  in  this  way. 

La.y  out  half  a  dozen  or 
more  window  trims  —  a 
"Gifts  for  a  Young  Woman"  window,  a  "Gifts  for  a 
Man"  window,  a  "Gifts  for  Mother"  window,  a 
"Gifts  for  a  Bride"  window,  a  "Gifts  for  the  New 
Home"  window,  a  "Gifts  for  Old  Folks"  Avindow. 
Write  down  a  full  description  of  each  one  in  detail 
with  a  rough  layout  diagram.  See  what  "properties" 
you  will  need,  what  window  furniture  is  recpiired. 
What  other  stuff  you'll  have  to  have  on  hand. 

Then  take  these  plans  and  make  a  schedule  of  them, 
.iust  tli(>  way  they  ought  to  run  and  put  it  u])  to  somo- 
Itody  to  get  the  stuff  foi-  them  and  have  it  ready.  Tell 
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tliem  to  do  it  now,  while  there  is  time.    Check  it  up 
later  and  .see  that  everything  is  set. 

■4.  Plan  out  your  Christmas  advertising  in  the  same 
unhurried  way.  Find  out  first  just  Avhat  the  manu- 
facturers of  the  lines  you    , 

are  selling  have  to  otfer.  Sec  ^  " * ^■'^iris^ 
what  there  is  that  you  can  - 


use  for  display  ^n  your  store 
and  window-posters,  stream- 
ers, cards  and  cut-outs.  See 
what  there  is  that  you  can 
send  out  to  the  homes  in 
your  town  through  the  mail 
— folders,  lists,  cards  and  so 
on.  See  what  there  is  in  the 
way  of  cuts  and  copy  that 
you  can  use  in  your  news- 
paper displays.  See  how 
you  can  take  two  or  three 
folders  and  tie  them  together 
with  a  personal  letter  that 
will  put  a  lot  of  really  good 
suggestions  before  the  shop- 
pers. 

Then  write  the  manufac- 
turers for  each  piece  of  ad- 
vertising matter  that  yoii 
want  to  use,  in  just  the  quan- 
tity that  you  can  profitably 
utilize.  Get  your  personal- 
letters  written,  printed, 
signed  and  ready.  Get  3'our 
newspaper  ads.  laid  out. 
Write  them.  Have  the  news- 
paper set  them  up  so  you 
can  get  the  proofs  O.K. 'd. 
Then  when  the  rush  comes, 
you  won't  have  to  bother 
save  to  run  in  something 
new  perhaps,  that  may  turn 
up. 

Stock  —  Decorations  —  Dis- 
play— Advertising 

These  will  be  the  four  big 
factors  in  your  Christmas 
decorations,  your  displays 
and'  your  advertising — but 
there  are  other  things  that 
you  can  do.  There  are  a 
lot  of  little  tricks  to  turn 
that  will  help  mightily  in 
gaining  you  publicity,  and 
help  you  to  sell  in  many 
ways,  and  it  is  well  to  have 
it  all  thought  out  and  plan- 
ned ahead  of  time.  Some  of 
it  can  be  pulled  off  in  ad- 
vance and  all  done  with  be- 
fore the  busy  selling  comes. 
Here  are  a  few  of  these  op- 
[)ortunities  —  many  others 
will  suggest  themselves  when 
you  sit  down  to  tliink  it 
out. 

5.  Why  not  write  to  al! 
your  customers  and  pros- 
pects to  whom  you  would  be 
glad  to  extend  credit,  .sug- 


Christmas.  Gifts 

For  The  Little 
Ones 

It  is  much  more  satisfactory  not  only  fr r  t'le  -^ver  Out 
.or  the  child  who  receives  the  gift,- to  have  so  iiething 
useful  and  durable  at  Cb-riscmas  rather  than  c  Jireient 
which  is  of  l.ttle  use  and  easily  destroyed. 

Dolls'  Beds 


Dolls' 
Cradles 

Then  there  are  doUs  sTonfing 
cradles  in  white  enamel  with  gold 
IrimTTings  and  ui  the  brown  color. 
Priced  as  follows ; 
Brown,. .  .1.35,    1.80,  2.25 
White      .  .  .1.58,  2.00,  2.70 

Kindergarten 
Sets 

For  both  boys  and  girls  are  the 
Kindergarten  Sets  consisting  of 
one  table  and  two  chairs.  In  red  or 
in  the  golden  color.  Prices  1.58 
and..  ..  .-.   ,2.48 

Child's  Rockers 


A  most  use- 
ful giit  for  rhe 
litUe  one.  ~  We 
have  quite  a 
vai'iety,  made 
of  hardwood  in 
ihe'golden  gloss 
finish  and  in 
solid  oak. 

i: rices  .35,  !.10, 
1.20,  1.50,^ 
1.58,  2.90/ 


There  are  few  things  whio 
give  a  little  girl  more  pleasure 
than  a  do*l^  's  bed.  They  are 
gotten  up  very  riicely.  come  in 
either  wliite  enamel  or  bras- 
and  are  fitted  with  matt  ro  s  > 
and  pillows. 

Prices,  White  Ename!  1.35, 
..    ..  -  2.25.  2.48 

Prices  Brass  1.80,  3.35,  4.25 

Dolls' 
Carriages 

Another  gift '  \miic-i  ahray? 
pleases  is  the  Doll's  Caniage. 
We  harve  a  gi-eat  vai'ielyv  some 
beauties  lamong  them  liited^-ii 
wixh  hocds.  rubber  tires,  etc.. 
and  finely  finished.  In  darU 
green  or   rich   brown  color. 

Prices  .68,  2.00,  2.93,  4.*l('. 
 ..7,15 

Seleighs  For 
Boys  and  GIfIs 

.  Boys'  -Coasters  in  four  size>. 
made  of  hardv.-ocd  painted  au^ 
decorated    in    bright      colors.  ' 
Strong  and  •  duraolc.     ■   ,-  •  -  . 
Prices  .25,  .35,  .55  and  l^J 

]  Girls'    frame    slelfeiis,  well 
tiuilt  strong  and  durable,  hard- 
wood,- .painter!   and  dccoi'atod 
in  bright  colors, 
.  Prices  .40,  .60  and  1.30. 

Rocking 
Horses 

Kvei-y  babj-'  enjiiys  roc'.iins 
in  one  of  these  i"Ocl:ijig  liories. 
Well  made  and  tiui'isulo,  sejc 
painied  ■  red,  ■  liorses  v.tiite. 

Prices.  1.10  and  1.45 


Our  store  is  open  every  evening.  Goods  selected  now 
will  be  reserved  and.  deliv-oixd  C.hi-is.Cimas  E\e.  oi;  when- 
ever  you  wish. 


CHARLOTTE  ST. 


gestiiig  that  you  will  be  pleased  to  bill  as  of  January  1 
all  presents  which  they  may  eare  to  purchase  before 
Christmas,  and  to  make  an  easy-payment  contract  on 
all  large  purchases  that  will  spread  the  i)ayments  over 

six  months  or  more.  Ad- 
dress the  letters  to  the  wo- 
man of  these  homes. 

6.  Send  a  confidential  let- 
ter to  the  men,  addressed  to 
their  offices,  suggesting  the 
practical  appropriateness  of 
furniture,  a  clothes  washer, 
ironer,  di.sh  wa.sher,  cleaner, 
range  or  electric  firele.ss 
cooker  as  a  gift  for  their 
wives  or  married  daughters. 

7.  Make  a  little  campaign 
by  personal  call  or  phone 
or  letter  to  the  homes  sug- 
gesting practical  Christmas 
gifts  to  all  the  family. 

8.  Try  to  arrange  through 
co-operation  Avith  other  fur- 
niture dealei's  for  some  gen- 
eral "Christma>s  Furniture 
Gift"  publicity.  Have  a  big 
Christmas  tree  in  the  store, 
lighted  with  many  colored 
lamps.  Get  some  signs  up 
ill  the  shopping  district  read- 
ing— "Give  Furniture  for 
Christmas."  See  what  can 
be  done  along  this  line. 

9.  Go  through  your  stock 
with  a  fine  tooth  comb  and 
dig  out  everything  that  has 
been  slow  to  sell.  Fix  up 
these  old  friends,  polish 
them  well,  get  them  in  shape 
to  be  displayed  as  Christmas 
bargains.  Make  an  absolute 
clean-up  of  dead  merchan- 
dise and  have  it  ready  for 
the  bumper  selling  season. 

The  Biggest  Christmas  Ever 

Other  merchants  are  ex- 
pecting a  very  big  business 
this  Christmas  for  the  rea- 
sons that  you  know.  Tt  Ijas 
been  so  far  a  year  of  lavish 
spending.  Everybody  seems 
to  have  more  money  than 
ever  before.  Everybody  is 
paying  it  out  for  things  they 
want.  And  the  Christmas 
shopping  weeks  are  natur- 
ally going  to  provide  the 
opportunity  and  the  excuse 
for  a  great  burst  of  spend- 
ing. There  will  be  big  busi- 
ness for  the  man  who  offers 
Christmas  gifts  of  furniture. 

If  this  is  so — and  it  is — 
it  is  more  important  than 
ever  before  that  every  fur- 
niture store  be  organized  and 
well  prepared  right  now  for 
the  harvest  that  Ls  so  fast 


SYDNEY,  N.  S. 


Maritime  dealer  who  believes  in  suggesting  Christmas 
gifts  for  children  in  his  advertising. 
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relate  with  much  pleasure  how  a  thoughtful  friend 
sent  him  as  a  Christmas  present  a  small  chair  as  a 
change  from  the  usual  silk  handkerchief.  His  appre- 
ciation of  the  gift  was  enhanced  by  the  knowledge  that 
he  had  often  intended  to  get  such  a  chair  for  himself 
but  seemed  never  to  find  time  to  go  and  buy  it.  These 
household  gifts  ought  to  be  encouraged  more,  and  who 
can  do  it  better  than  the  furniture  dealer?  He  sells 
so  many  of  these  articles  recjuired  in  and  about  the 
home. 


A   simple  background   of  decorated   wallboard   with  ever- 
green trimmings  will   help   out  the   Christmas  display  in 
even   the   smallest   furniture  store. 

approaching.  Follow^  these  few  suggestions.  Do  it  now 
and  be  ready  when  the"  shopping  starts,  to  bid  for 
business  without  the  handicap  that  ties  the  hands  of 
every  man  who  has  to  plan  and  sell  at  the  same 
time. 


THE  CHRISTMAS  WINDOW 

During  the  next  fortnight  furniture  dealers  will  be 
arranging  their  Christmas  window  displays.  "What 
can  Ave  have  that  is  new  and  striking  f"  will  be  the 
(juestion  of  the  hour.  Trade 
journals  offering  sugges- 
tions may  be  carefully 
studied  for  ideas.  Some 
suggestions  are  offered  else- 
where in  this  journal.  Leav- 
ing the  (juestion  of  designs 
and  dressings  to  these 
other  pages,  we  desire  to 
say  here  that  lines  hitherto 
not  featured  in  Christmas 
window  displays  might  be 
given  a  chance  this  .vear. 
Seasonable  small  lines  suit- 
able for  Christmas  presents 
will  be  everywhere  thought 
of  and  universally  intro- 
duced into  the  Cliristmas 
window  displays.  The  lux- 
ury lines  will  be  there  all 
right. 

In  many  furniture  dealers'  displa.ys  there  will  be  a 
selection  of  toys  for  the  children.  In  these  new  and 
modern  times  clever  toys  and  contrivances  for  exer- 
cising the  child's  thinking  faculties  and  giving  it  in- 
struction while  it  is  being  amused,  there  is  an  oppor- 
tunity for  the  furniture  dealer  to  come  in  and  render 
useful  community  service  that  will  be  profitable  also 
to  his  business.  Quite  a  number  of  furniture  dealers 
are  alread.v  doing  very  well  in  this  toy  business. 

Manufacturers  who  specialize  in  turning  out  working 
models  of  various  useful  machines  as  toys,  are  national 
benefactors.  We  have  such  business  right  here  i]i 
Canada  and  they  should  get  proper  recognition.  Their 
I)roducts  are  worthy  of  a  good  place  in  the  Christinas 
display. 

Besides  toys  of  the  educational  kind  snuiU  furniture 
sets  and  pieces  of  an  essential  character  as  well  as 
of  an  attractive  appearance,  might  be  pushed  under 
notice  as  suitable  for  Christmas  gifts. 

There  is  a  great  big  prevalent  fashion  of  the  Christ- 
mas gift  buyer  being  enticed  into  buying  principally 
luxury  lines  that  often  fail  to  fit  the  recipient's  needs 
or  give  as  much  pleasure  as  a  common  useful  domestic 
article  or  implement.    We  have  heard  a  householder 


PUT  WINDOWS  TO  WORK 

Use  3'our  windows  regularly — but  make  sure  .that 
your  clerk  knows  how  to  get  full  sales  value  out 
of  your  windows.  Man.y  fail  to  realize  the  big  pos- 
sibilities of  window  advertising  simply  because  they 
make  a  hard  job  of  it  when  they  start  the  work. 

If  you  will  keep  this  one  thing  in  mind — you  will 
find  good  window  displays  are  just  as  easy  to  create 
as  fair  or  poor  ones : — 

Avoid  over  elaborate  attempts. 

Simplify  j^our  display  as  much  as  possible  and  re- 
member that  .vou  are  appealing  to  the  eye  and  the 

appetite. 

Too  elaborate  window 
displa.vs  distract  the  atten- 
tion of  the  passer-by.  Fussy 
backgrounds  and  too  many 
trimmings  make  the  eye 
stray  from  the  goods — and 
what  you're  trying  to  do 
is  to  sell  the  goods  shown. 


Hi-re    is   till'    interior   of   one   of   our   bigger   stores  which 
shows    what    tliis    firm    thinks    of    putting    i)r(>u)inently  to 
the    front    lines    that    might    induce    sales    for  C'liristnuis 
presents. 


LIGHT  EFFECTS  ON 
CHRISTMAS  DISPLAY 

Dark  blue  reflects  GVo  p.c. 
of  the  light  falling  upon  it. 
Dark  green,  about  10  p.c. 
Pale  red,  a  little  more 
than  16  p.c. 

Dark  yellow,  20  p.c. 
Pale  blue,  30  p.c. 
Pale  green,  461/2  p.c. 
Pale  orange,  nearly  55  p.c. 
A  window  finished  in  light  oak  can  be  lighted  with 
much  less  wastage  than  a  window  finished  in  dark 
mahogany;  likewise,  a  window  in  which  white  goods 
are  displa.ved,  can  be  lighted  much  more  economically 
than  a  window  for  a  disjilay  of  dark  furniture  or 
stoves,  and  goods  of  a  like  nature. 


Pale  yellow^,  40  p.c. 
And  dull  white,  70  p.c. 


ornate  background    for  a   furniture   store   in  the 
larger  towns. 
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WINDOWS  are  good  sales  mediums  only  for  such 
stores  as  can  produce  business  through  them. 
Imagine,  if  you  can,  a  high-priced  clerk  going 
on  day  after  day  with  no  visible  sales  to  his  credit — 
and  yet  there  are  hundreds  of  windows  that  are  prac- 
tically a  liability  because  they  fail  to  create  a  buying 
desire. 

There  are,  of  course,  many  reasons  for  a  condition  of 
this  kind  many  of  which  can  be  overcome. 

Very  often  window  display  men  are  not  entirely  free 
to  exercise  their  own  judgment  and  originality— -they 
are  handicapped  by  the  directions  of  some  executive 
above  them  who  is  not  familiar  with  the  work,  but 
who,  because  of  general  merchandising  experience  think 
they  understand  the  psychology  of  window  display 
appeal. 

Trained  window  display  men  have  discovered  that 
all  people  are  susceptible  to  suggestions  if  the  thought 
can  be  so  presented  that  it  will  cause  them  to  stand  and 
look. 

Furniture  store  windows  offer  an  exceptional  oppor- 
tunity for  distinctive  display  and  the  exercise  of  in- 
genuity in  decorative  effect. 

The  most  cherished  thoughts  of  men  and  women 
concern  the  home.  Around  it  lingers  the  fondest  mem- 
ories and  sentiment  plays  an  important  part  in  cre- 
ating desire. 

The  most  potent  appeals  to  love  of  comfort  or  to 
other  like  motives  may  be  conceived  and  worked  out 
in  display.  The  windows  as  a  rule  are  large  and  space 
is  ample  to  allow  the  use  of  much  material  and  the 
exercise  of  original  ideas. 
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I        SEND  US  A  PHOTO  OF  YOUR  XMAS.  WINDOW  | 

I  A    BOUT  a  week  before  the  coming  of  Ohristmas  | 

I  Za       it  is  customary  for  the  furniture  dealer  to  put  i 

I  in  what  they  term  a  "Christmas"  window.  It  | 

I  is  the  "extra  special "  of  the  whole  series  of  Xmas.  | 

I  windows  and  into  it  they  generally  put  their  best  | 

I  thought  and  much  of  their  time.    It  is  their  supreme  | 

I  effort  of  the  year.  | 

I  As  a  medium  for  the  interchange  of  ideas  for  the  | 

I  benefit  of  the  furniture  dealers  of  Canada,- The  Fur-  i 

I  niture  World  is  anxious  to  secure  just  as  many  of  | 

I  these  window  displays  as  possible  for  reproduction.  i 

I  Therefore,  we  would  ask  dealers  and  trimmers  to  | 

I  bear   us   in   mind   when   they   have  arranged   their  | 

I  Christmas  window.    If  possible,  send  us  a  photograph  | 

I  of  it.     At  any  rate,  send   us  along  a  description.  | 

I  You  don't  need  to  go  to  a  whole   lot  of  trouble.  | 

I  Literary  effort  is  not  desired;  merely  the  idea  and  | 

I  suggestion.    Tell  us  about  your  window  in  your  own  | 

I  words  and  we  will  whip  it  into  shape  for  publication.  | 

I  Address  the  Editor,  Canadian  Furniture  World,  51  | 

1  Wellington  Street  West,  Toronto.  | 
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I  SHOW  WINDOWS  AS  I 
i       SALES  MEDIUMS  | 

I  Hull  furniture  dealer  who  played  up  his  | 

I  window  last  Christmas  with  a  | 

I  real,  live  Santa  Claus.  | 
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Make  your  windows  tell  a  story.  A  strong  human- 
interest  suggestion,  pictured  in  an  understandable  way. 
will  cause  people  to  stop  and  admire  and  then  buy. 


THESE  COLORS  CATCH  THE  EYE 

Investigators  have  made  careful  tests  with  a  view  to 
deciding  the  legibility  of  colored  letters  on  colored 
])apers,  the  distance,  size  and  form  of  the  type  used 
and  other  conditions  being  the  same.  The  following 
list  shows  theii*  findings  in  order  of  legibility : 

1.  Black  letters  on  yellow  paper. 

2.  Green  letters  on  white  paper. 

3.  Blue  letters  on  white  paper. 

4.  White  letters  on  blue  paper. 

5.  Black  letters  on  white  paper. 

6.  Yellow  letters  on  black  paper. 

7.  White  letters  on  red  paper. 

8.  White  letters  on  green  paper. 

9.  White  letters  on  black  paper. 
10.  Red  letters  on  yellow  paper. 

It  might  pay  some  merchants  to  study  the  above  list 
when  making  up  sign  cards  or  window  posters. — The 
Red  Ball. 


EMPHASIZING  MONEY-BACK  GUARANTEE. 

A  clever  way  of  emphasizing  the  money  back  guar- 
antee has  been  devised  by  a  Canadian  dealer.  In  his 
window  display  on  all  dollar  articles  are  attached 
strings  to  which  are  tied  dollar  bills,  and  on  all 
fifty-cent  articles  a  fifty-cent  piece  is  attached.  Over  all 
a  large  sign  reads:  "There  is  a  string  to  your  money 
on  every  purchase  you  make  in  this  store.  If  von  are 
not  satisfied  with  your  purchase,  pull  the  string  and 
back  comes  your  money." 


LIVE  ADVERTISING  STUNTS 

"Lorenzo,  the  Magnificent,  suites  at  Henry  Ford 
prices,"  is  the  striking  headline  of  a  recent  advertise- 
ment put  in  the  Halifax  dailies  by  the  Nova  Scotia 
Furnishing  Co.,  Ltd.  The  same  company  offer  to  re- 
fund railroad  fares  to  out-of-town  xmrchasers  of  .$100 
worth  of  goods  in  their  store. 


ADVERTISING  PROVED  COSTLY  TO  HIM 

"I  estimate,"  Bangs  observed  ruefully,  "that  adver- 
tising costs  me  about  five  hundred  dollars  a  year  more 
than  I  can  afford." 

"Advertising?   Why,  you  don't  ad\^rtise." 

"No,"  Bangs  admitted,  "but  the  milliners  and  de- 
partment stores  do." 
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I  GETTING  XMAS  TRADE  I 
I    WITH  PRINTERS'  INK  I 


Montreal  furniture  dealer's  suggestive 
advertising  that  should 
bring  results. 
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THE  period  just  previous  to  Christmas  is  the  season 
of  opportunities.  At  this  time  trade  comes  the 
easiest  to  the  furniture  dealer  of  any  time  during 
the  entire  year.  He  would  be  foolish  indeed  if  he  did 
not  make  the  most  of  it.  If  he  hopes  to  secure  the 
maximum  results  from  his  Christmas  campaign  it  is 
essential  that  he  bring  all  the  selling  agents  at  his 
command  into  play  in  a  big  strong  drive  for  business. 

Attention  to  Preparation  of  Copy 

One  of  the  selling  agents  that  should  not  be  ne- 
glected during  the  campaign  is  the  use  of  plenty  of 
printer's  ink  in  courting  business.  A  liberal  allow- 
ance should  be  set  aside  for  this  purpose  and  plans 
should  be  made  to  get  the  best  possible  results  from 
it  by  best  attention  to  the  preparation  of  advertise- 
ments. For  instance,  judgment  must  be  used  as  to 
the  space  that  should  be  given  to  various  lines,  be- 
cause featuring  of  some  lines  will  undoubtedly  bring 
better  results  than  the  space  devoted  to  other  lines. 
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LACK  OF  TIME— DO  NOT  ADVERTISE 

All  salesmanship  or  ideas  of  service  to  the  retailer 
hinges  on  this  question  of  the  effort  required.  There 
are  many  reasons  why  the  average  retailer  is  a  non- 
advertiser,  or  at  best  an  indifferent  advertiser.  The 
first  is  because  he  doesn't  have  time,  and  all  the  other 
reasons  are  the  result  of  this  first  one. 

1.  He  doesn't  have  time  to  learn  how  to  advertise. 

2.  He  doesn't  have  time  to  plan  sales. 

3.  He  doesn't  have  time  to  write  copy. 

4.  He  doesn't  have  time  to  build  a  mailing  list. 

5.  He  doesn't  have  time  to  study  methods. 

6.  He  doesn't  have  time  to  write  letters. 

7.  He  doesn't  have  time  to  dig  up  information. 

8.  He  doesn't  have  time  to  make  layouts. 

9.  He  doesn't  have  time  to  confer  with  the  printer. 

10.  He  doesn't  have  time  to  buy  advertising  space. 
The  reason  the  average  retailer  doesn't  have  time 

to  advertise  is  because  he  has  failed  to  organize  his 
business,  which  means  that  he  has  failed  to  organize 
his  own  time.    Here  is  an  outline  of  the  retailer's  job. 

1.  Buyer. 

2.  Display  man. 

3.  Advertiser. 

4.  Salesman  or  trainer  of  salesmen. 

5.  Manager  of  help. 

6.  Manager  of  finances. 

7.  Manager  of  policies. 

The  average  retailer  gets  lost  in  his  job.  He  gets 
tangled  up  in  the  details  of  these  numerous  and 
various  duties  which  recpiire  so  many  kinds  of  ability 
and  in  tliesc  days  of  keen  competition  such  a  high 
grade  of  ability.  Some  of  these  jobs  he  must  do  or 
(juit  business  immediately.  So,  the  retailer  buys 
goods  and  waits  on  trade  and  keeps  books  and  sweeps 


^Christmas  presents  here  for  the  whole  family      For  father,  for  mother,  for  son 
and  for  daughter— no  need  to  look  elsewhere  to  make  your  holiday  purchases. 
^Q>me  in  early  and  get  the  best  selection  of  our  fine  stock  of  holiday  goods— ' 
Bought  for  your  benefit. 

^  We  will  not  try  solely  to  sell  you  goods— we  will  help  you  to  buy. 

QJust  scan  this  list,  check  off  the  articles  you  think  would  mcike  acceptable  gifts 

for  your  family  and  friends,  and  then  come  in. 

flOur  prices  on  all  of  these  are  as  low  as  quality  will  permit. 

Montreal  dealer's  suggestive  advertising  that  should   bring  in  returns. 

out  the  store  and  collects  accounts  and  pays  bills,  in- 
stead of  studying  business  management,  business  con- 
trol, and  business  promotion  through  advertising. 
Most  of  the  people  who  are  amazed  at  the  things  the 
retailer  neglects  to  do  would  also  be  amazed,  I  believe, 
at  the  things  he  does  do  if  they  could  have  the  ex- 
perience of  running  a  retail  store,  or  if  they  could 
get  clearly  the  retailer's  point  of  view.  "Doesn't  the 
retailer  appreciate  the  need  of  advertising?" 

Appreciates  Need  of  Advertising 

In  most  eases  he  does.  He  realizes  that  good  adver- 
tising would  help  him  to  build  a  bigger  business,  but 
as  long  as  he  has  difficulty  in  taking  care  of  the  work 
he  is  doing  he  is  not  likely  to.  be  anxious  for  more 
things  to  do.  The  average  retailer  not  only 
wants  to  advertise,  but  he  sees  the  imperative 
necessity  of  advertising,  if  he  is  to  stop  the 
inroads  which  his  advertising  competitors  are 
making  in  his  business. 


YourEamiTW  Pcjwer 
ana 

Your  Need  at  Sleep 


SIMMONS  L1MJTU> 


SIMMONS  BEDS 

j3uiU  for  Sleep 


Simmons  Bed 


These  Beautifaii' 
Beds  and  Good 
Mattresses  Are 
Sold  in  London 
By  KinetmilTt 


SIMMONS  beds:  ^'^Itock^r'"*" 


Built  for  Sleep 


Simmons  Mattresses 


THE  ONTARIO  FURNITURE  COMPANY,  LIMITED 


Thomas  Furniture 
Company 


=11 


Simjnons  Beds. 
Springs  in  a 
Maitr  e  sses 


Smith  Fiuniture 
Company,  Ltd. 


F.ondon,   Ontario,    furniture   dealers    in    (-(Hijum't ion    witli   Siinnions  Ltd.. 
put  on  i\   ''bedding  week"   recently  witli  nuu-Ii   sneress.     Tliis  is  from 
a  page  ad.  in  one  of  the  local  dailies. 
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HINTS  THAT  WILL  PROVE  PROFITABLE 
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WATCH  the  woman.  Direct  your  best  efforts  at 
her.  Nothing-  helps  so  much  in  handling  a  avo- 
uian  buyer  as  politeness,  even  flattery  and  ca- 
jolery— commonly  called  "salve."  A  woman  can  do 
more  harm  to  a  man's  business  than  any  other  every- 
day factor.  Bj^  spreading  bad  reports  about  your 
methods  or  your  goods,  she  can  turn  half  the  neighbor- 
hood against  you.  Treat  her  with  care,  courtesy,  and 
attention,  because  you  want  her  to  come  again.  Re- 
member this :  If  she  returns  to  your  store  ten  times, 
she  is  ten  customers.  If  she  comes  back  twenty  times 
she  is  twenty  customers.  Too  many  furniture  dealers 
spend  all  their  time  and  effort  going  after  new  trade 
instead  of  developing  old  customers  and  winning  more 
trade  from  previous  and  present  buyers. 

Keep  Record  of  Orders. 

Keep  record  of  errors.  A  furniture  salesman  that 
we  know  of  keeps  what  he  calls  an  "error  book."  In 
this  note-book  he  jots  down  just  why  he  lost  a  sale.  In 
spare  moments  he  goes  over  these  notes  and  rectifies 
the  possibility  of  future  loss  of  sales  by  similar  mis- 
chance. This  idea,  while  not  adaptable  to  every  clerk 
or  salesperson,  is  a  valuable  aid  to  prevent  lost  sales. 
Here  are  some  specimen  entries  :  "Customer  had  to 
wait  too  long  for  change,  or  to  learn  Avhether  store 
would  sell  on  her  terms;"  "Did  not  have  carpet  cleaner 
she  wanted  on  floor  or  in  stock  ;  forgot  to  show  her 
l)hotographs  in  manufacturer's  sales  helps  ;"  "Cus- 
tomer could  buy  same  article  for  less  elsewhere  ;" 
"Customer  said  could  not  get  Avasher  in  her  apart- 
ment because  of  small  doorA^'a.A^ — forgot  to  shoAV  her  lit- 
erature of  other  t.ypes  that  Ave  could  get  for  her  ;'' 


WONDERFUL  STORE  SERVICE 

Speaking  of  advanced  methods  of  storekeeping, 
William  D.  Ager,  Avho  has  recently  installed  himself  at 
NcAv  York  as  the  American  representative  of  Harrod's, 
Ltd.,  London,  sa.ys : 

"Our  London  store  Avill  supply  a  doctor  who  will 
attend  a  mother  and  babe  in  childbirth.  Avill  supply  a 
nurse  to  care  for  the  mother  and  child,  will  supply  all 
the  child's  clothes  as  it  groAvs  up,  select  schools  for  it, 
sell  theatre  tickets,  railway  and  steamship  tickets, 
supply  taxicabs,  for  any  event,  decorate  a  home  for  a 
Avedding,  supply  the  wedding  breakfast,  furnish  a  home 
completely,  and  finally  AA'hen  the  person  dies,  bury  him 
or  her  and  take  over  the  management  of  the  estate. 

"Our  cable  address  is  'Everything-London.'  and  our 
trademark  is  a  picture  of  the  globe,  AA'ith  the  Avords, 
'We  supply  the  world'  Avritten  across  it." 


ADVERTISING  CIRCULAR  IN  FORM  OF  TAG. 

A  Canadian  dealer  has  secured  good  results  from  the 
use  of  a  "tag"  circular.  It  is  printed  on  cardboard 
with  a  cord  attached,  so  that  it  can  be  hung  on  the  knob 
of  the  door  Avhen  delivered,  and  also  hung  up  b.A'  the 
houscAvife  Avhen  taken  inside.  It  commands  attention, 
is  not  so  easily  torn  as  the  ordinary  circular,  and  is 
more  likely  to  be  preserved  for  reference  by  the  house- 
wife.   

The  H.  E.  Furniture  Co.,  Ltd.,  Milverton,  Ont.,  will 
make  a  display  of  their  goods  at  the  Toronto  Furniture 
Exhibition  to  be  held  in  the  John  Kay  Building  on 
King  Street  West. 


liiiiTiitHLIlliMiiiiiiirinrrniiTiniTniiiiMiirTTT 


Jffrom 
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to  goods  to  the  value  of  $..   ftom  the  store  mentioned  below. 

Goods  may  be  selected  at  any  time,  and  same  will  be  delivered  to  any  address 
in  the  municipality  without  charge. 


Jlddress  Signed.. 


certifi- 
cate for  use  by 
dealer  who  may 
desire  to  feature 
the  idea  of  selling 
certLficate  redeem- 
able at  the  store 
in  goods  for  Xmas. 
ffifts. 
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A  typical  window  display  in  Hiltz    Bros.'    store  at  Kentville,   N.  S. 


FURNITURE  BUSINESS  at  ATLANTIC  COAST 
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A  Maritime  tirm  which  has  built  up  a  tidy  trade  daring  past  quarter  century— Modern  methods 


AFTER  all  is  said  and  done,  it  is  the  dealer  in  the 
small  town  who  is  called  upon  to  render  a 
service  to  his  community.   One  of  such  a  class 
in  the  furniture  line  is  the  Hiltz  Bros.'  firm,  located 
at  Kentville,  N.S.,  "down  by  the  sounding  sea." 

Hiltz  Bros,  established  their  furniture  business  some 
twenty  years  ago,  and  are  still  doing  trade  in  their 
town  and  the  surrounding  territory,  building  up  a 
larger  circle  o£  customers  as  time  goes  by. 

A  reputation  for  honest  trading  at  fair  prices  has 
helped  in  making  them  solid  in  their  community,  and 
by  eschewing  misrepresentation  have  educated  the 
buying  public  in  their  immediate  vicinity  to  know  that 
it  pays  to  buy  at  home  where  they  can  see  the  goods 
and  values  rather  than  trade  with  mail  order  houses, 
buying  from  pictures.  Because  of  this,  Hiltz  Bros,  feel 
they  can  compete  to  advantage  with  catalogue  houses. 

The  firm  specializes  in  all  the  standard  lines  of  fur- 
niture, and  carries  the  necessary  furnishings  for  all 
■!he  rooms  in  the  house. 

To  tell  their  story,  Hiltz  Bros,  use  all  up-to-date 
methods.  They  are  not  big  advertisers,  but  are  con- 
sistent advertisers,  and  for  years  have  occupied  a  posi- 
tion in  the  local  weekly.    Their  usual  ad.  is  a  two- 


column,  four-inch  one,  and  the  engravings  used  to 
illustrate  their  lines  come  from  one  of  the  best  illus- 
tration houses  in  America. 

Hiltz  Bros,  also  make  good  use  of  their  windows, 
several  of  which  are  shown  on  this  page,  the  summer 
one,  featuring  shades,  won  a  prize  in  the  competition 
put  on  some  time  ago  by  various  Canadian  and  Ameri- 
can shade  manufacturers  for  the  best  dressed  windows 
in  which  shades  were  prominent,  and  open  to  furni- 
ture dealers  in  Canada  and  the  United  States. 

The  showroom,  too,  is  orderly  and  neatly  arranged, 
and  it  is  possible  .thereby  to  inspect  and  handle  any 
article  on  the  sales  floor. 

The  bookkeeping  department  is  well  ordered,  a 
modern  filing  system  having  been  installed  and  put 
into  practical  use. 

Of  the  personnel  of  the  firm,  AV.  A.  Hiltz  is  manager 
and  proprietor,  devoting  himself  exclusively  to  the 
furniture  end,  while  his  brother  looks  after  funeral 
directing  and  embalming,  which'  has  now  become  a 
separate  business. 

The  store  building,  as  may  be  seen  from  the  accom- 
panying view,  is  well  fitted  and  ecfuipped  for  a  furni- 
ture business.    It  is  a  frame  structure  on  a  cement 


A   luninier   window   that   won   a   prize   f{ir  Hiltz   Bros,    in  fouiputition  witli  botli  ('anadiim  and  United  States  store.s. 
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foundation,  has  four  floors, 
and  on  the  ground  floor 
eight  show  windows. 

That  the  firm  is  increasing 
its  business  from  year  to 
year  amply  shows  that  the 
Maritime  furniture  business 
is  as  good  as  it  ever  was. 


SOME  GOOD  ADVICE 

At  a  meeting  of  the  Ham- 
ilton Commercial  Salesmen's 
Association  held  on  Nov.  20 
last,  some  interesting  ad- 
dresses were  given  by  Geo. 
A.  Simpson,  special  repre- 
sentative of  the  Steel  Com- 
pany of  Canada,  H.  J. 
Waddie,  president  of  the  Canadian  Drawn  Steel  Co., 
Geo.  C.  Coppley,  president  Chamber  of  Commerce,  and 
R.  Moncur,  president  of  the  Salesmen's  Association. 

Mr.  Simpson  deprecated  the  talk  of  those  who  saw 
nothing  but  "blue  ruin"  ahead,  yet  emphasized  the 
fact  that  full  service  and  co-operation  on  the  part  of 


Kxterior  of  Hiltz  Bn 


salesmen  were  never  more 
needed  than  at  present. 
Business  houses  were  keen  to 
make  new  connections. 
Prices  were  undergoing  a 
change.  Salesmen  therefore 
should  be  men  in  whom  all 
buyers  have  the  utmost  con- 
fidence. They  .should  be  big 
enough  to  tell  the  truth  and 
give  counsel  to  buyers,  [f 
a  salesman  knew  that  a  cer- 
tain line  of  goods  was  going 
to  decline  in  price  it  was 
the  duty  of  that  salesman  to 
tell  the  buyer  so.  and  not 
allow  him  to  load  up  his 
shelves  with  high-priced 
goods.  The  salesman  who  rendered  such  service  and 
co-operation  would  get  his  due  reward  without  seek- 
ing it.  The  salesman  who  took  advantage  of  a  buyer 
would,  on  the  other  hand,  assuredly  receive  his  pen- 
alty. Service  and  co-operation  pay,  and  always  have 
paid. 


furniture  store  at  Kentville.  N.  S. 


RECOGNIZING  TRADE  JOURNAL  VALUE 


THE  question,  "Should  we  or  should  we  not  encour- 
age the  trade  journal?"  has  so  often  been  dis- 
cussed by  manufacturers  and  merchants  that 
they  must  welcome  an  authoritative  lead  in  the  mat- 
ter. This  is  now  forthcoming.  The  recent  Congress 
of  the  Associated  Chambers  of  Commerce  of  the  British 
Empire  which  last  month  held  sessions  in  Toronto,  Avas 
a  gathering  of  recognized  leaders  in  trade  and  com- 
merce. Many  of  the  participants  were  men  who  have 
built  up  world-famed  businesses.  All  were  men  se- 
lected by  commercial  organizations  to  speak  and  act 
for  them  because  of  the  confidence  these  organizations 
had  in  their  appointees'  business  acumen.  Some  of 
the  delegates  had  attained  to  the  highest  political  posi- 
tions in  the  countries  from  which  they  came,  and  were 
chosen  to  speak  for  their  nation. 

The  Congress  was  therefore  a  body  whose  judg- 
ment and  finding  in  any  matter  brought  before  it  for 
consideration  must  carry  considerable  weight.  The 
value  of  the  trade  journal  as  a  means  of  extending 
trade  was  a  subject  the  Congress  interested  itself  in. 
The  finding  come  to  was: 

' '  That  in  the  opinion  of  this  Congress  it  is  de- 
sirable that,  with  a  view  to  the  encourage- 
ment of  closer  trade  relations  within  the  Em- 
pire, special  efforts  should  be  made  to  secure 
the  wider  distribution  of  trade  journals 
throughout  the  Empire,  and  that  more  favor- 
able postal  facilities  be  accorded  by  the  vari- 
our  Governments  to  this  end." 

Tlie  resolution  is  a  very  clear  pronouncement  on 
the  ("luestion.  It  is  a  call  to  manufacturers  and  dis- 
tributors of  merchandise  to  help  in  the  way  they  can 
by  advertising  in  and  placing  trade  journals  in  the 
hands  of  their  salesmen  and  assistants.  Tt  is  a  ca''l  to 
the  various  governments  in  British  countries  to  re- 


move the  handicaps  now  on  trade  journals  and  to  .see 
to  it  that  every  inducement  is  given  to  these  journals 
to  convey  to  every  part  of  the  British  Empire  just  what 
every  other  part  can  do  for  it  in  trade  supplies.  Can- 
ada has  no  reason  to  feel  ashamed  of  her  trade  jour- 
nals. Struggling  alone  for  many  years  with  a  spar- 
sely-populated field  to  cater  for.  and  comparatively 
few  manufacturers  to  look  to  for  advertising  support, 
trade  journals  were  born  and  lived  on  scanty  nourish- 
ment until  conditions  became  better.  It  is  a  marvel 
how  some  of  them  survived  the  vigorous  competition 
of  old-established  journals  coming  across  the  frontier 
from  a  country  with  tens  of  millions  of  population  and 
tens  of  thousands  of  hard  advertising  manufacturers. 
Yet  the  Canadian  saplings  lived  and  grew  until  to-day 
many  of  them  are  sturdy  trees  which  even  a  much 
older  nation  might  be  proud  of.  It  is  necessary  to 
say  this  because  of  the  tendency  in  some  quarters  to 
make  disparaging  comparisons  between  our  Canadian 
trade  journals  and  the  much  older  journals  of  our 
southern  neighbors. 

Canadian  trade  journals  must  reflect  the  spirit  and 
enterprise  of  Canadian  manufacturers  and  merchants. 
When  that  spirit  and  enterprise  come  together  to 
Canadian  trade  journals  in  the  embodied  form  of  fur- 
ther substantial  advertising,  the  journals  Avill  not  be 
found  hesitant  about  enlarging  their  spheres  of  etTect- 
iveness  until  all  that  can  be  said  for  Canadian  manu- 
facturers and  traders  is  heard  wherever  on  earth  there 
are  possibilities  for  getting  business  for  Canadian  en- 
terprises. 


Personality  counts  a  hundred  weight  in  a  retail  busi- 
ness. Meet  your  customers — greet  your  customers. 
Know  their  names  and  their  likes.  You  can't  run  a 
business  from  behind  a  screen. 
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A  QUEBEC  FURNITURE  DEALER 

AND  HIS 
FURNITURE  BUSINESS 


Describing  A.  Laurin  &  Go's  store 
at  Three  Rivers,  Que. 


~iiiMiiiiiiiiiiiiiuii: 


iiiiiiMniiiiiMiiiini.iiMHj 


AFTTRNITURE  business  in  Quebec  Province  that 
has  a  history  is  that  of  A.  Laurin  &  Co.,  of 
Three  Rivers.  The  business  wns  established  by 
Alphonse  Laurin  in  October,  1898,  so  that  the  com- 
pany has  now  passed  its  first  quarter-century. 

From  a  small  befi'inning'  the  busi]iess  gTew  in  volume 
until  the  great  fire  of  June,  1908,  wiped  the  store  out 
of  existence.  Nothing  daunted,  Mr.  Laurin  rebuilt, 
putting  up  a  larger  building,  50  x  100  feet,  with  three 
sales  floors,  and  installed  a  modern  electric  elevator. 

Besides,  a  large  warehouse  was  secured  nearby,  and 
this  is  now  filled  with  surplus  stocks  of  furniture,  car- 


A.  LAURIN,  head  of  A.  Laurin  &  Co., 
Three  Rivers,  Que. 


pets,  rugs,  linoleum,  etc.  Six  employees  are  engaged 
at  present, 

Mr.  Laurin  is  a  strong  believer  in  publicity.  He  is 
a  good  advertiser,  and  makes  a  bid  for  trade  throuo']) 


Exterior  of  A.  Laurin  &  Co.'s  furuiluro  store  at  Three  Rivers,  Que. 
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his  windows.  In  addition  to  his  business  matters,  Mr.  two  years  he  was  president.  He  is  also  a  member  of 
Laurin  plays  his  part  in  public  affairs.  He  is  a  mem-  the  Three  Rivers  Harbor  Commission.  During  the 
ber  of  the  local  Board  of  Trade,  and  has  been  con-  war,  Mr.  Laurin  was  one  of  the  leadens  of  the  Red 
nected  Avith  that  body  for  the  past  twenty  years.   For     Cross  and  Victory  Loan  movements. 

'='iMiiMiiiiiiiiiiiiii  niiiiiiiiiiiiiiiiiiiiiiiiiiiininiiiiiniiiiiiiiiiiiiii  iiiiiiiiiii  iiiiniiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiMiiiiMiiiiiiiiiiiiiiiiiiiii  iiiiiniiiiiiMiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii  iiiiiiiiiimiiiiiiiiiiiimiiiiiiiiiiiiiimiiiiiiiiiiiiiiic- 
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Furniture 


We  have  on  hand  a 
numbeil  of  odd  pieces 
of  furniture  which  we 
are  selling  this  week  at 
reduced  prices. 


An  interior  view  of  A.  Laurin  &  Co.'s  store  at  Tliree  Rivers,  Que.,  and 
an  example  of  their  newspaper  advertising,   though  frequently  illustra- 
tions are  used  in  their  publicity. 


!  A.  Laurin  &  Co.  I 

I  42  DU  PLATON  STREET  | 

I    Telephone  249  Three  Rivers  | 

'^MiiiiiiiiiiiiiiiiMiiiiiiiiiiiiiiiiiihiiiiiiiiiiiiiiiiniiiiiMiiiiiiiiiiiiiiiiiiiiiiiiiiiiiniiiiiiiMi.^ 
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THREE  SALESMANSHIP  ESSENTIALS 

By  Charles  S.  Colladay 

I  do  not  believe  that  the  salesman  is  born,  except  to 
the  extent  that  some  men  seem  to  be  born  with  greater 
liking  or  capacity  for  work  than  others. 

I  would  sum  up  the  requisites  of  a  successful  sales- 
man, under  just  three  words : 

First,  integrity. 

Second,  work. 

Third,  knowledge  of  the  goods  he  is  selling. 

There  have  been  volumes  written  upon  the  subject 
of  selling  goods  and  most  of  them  are  full  of  good 
advice,  but  an  honest  man,  full  of  an  indomitable  de- 
sire to  work,  given  a  certain  amount  of  training  in 
his  cho.sen  line,  will  make  a  successful  salesman. 

Of  course,  a  man  should  have  some  education  and 
be  endowed  with  good  ordinary  intelligence  before  he 
can  be  considered  eligible.  A  salesman  is  constantly 
running  into  problems  which  he  will  have  to  solve  on 
the  spot  and  it  is  my  observation  that  no  two  of  them 
solve  these  difificulties  in  exactly  the  same  manner. 

Our  firm  has  devised  from  time  to  time,  certain  sell- 
ing helps  and  schemes  to  assist  our  salesmen  and  many 
of  them  bring  good  results,  especially  when  applied 
to  certain  lines  which  for  some  reason  or  another,  we 
are  desirous  of  pushing.  All  these  things  are  detail 
matters,  however,  which  are  worked  out  by  every  job- 
ber and  every  salesman  according  to  his  own  special 
needs,  and  it  is  our  opinion  that  the  man  who  does  not 
conquer  at  least  a  fair  average  of  the  obstacles  he 
meets  in  selling  goods,  is  the  one  who  is  either  lazy 
or  not  posted  in  his  business  or  is  more  than  likely 
troubled  with  a  little  of  both. 


A  pleasing  personality  and  tact  give  a  salesman  a 
great  advantage,  but  I  have  observed  that  some  of 
the  most  likable  and  pleasant  felloAvs  in  the  world, 
fall  absolutely  tiat,  while  some  other  fellow  who  has 
so  little  congeniality  and  good  fellowship  about  him 
that  you  wonder  how  he  made  it  at  all,  goes  right  along 
and  builds  up  a  good  profitable  business  and  holds  it. 

Why?  Simply  because  he  was  well  informed  on  his 
line  and  was  on  the  job  working  all  the  time,  while 
the  other  fellow  was  not  applying  himself  but  was  de- 
pending too  much  on  his  personality  and  good  fellow- 
ship. 

Much  can  be  said  on  how  to  train  a  salesman  in  the 
knowledge  of  the  goods  he  is  selling,  but  these  are 
details  which  I  will  not  attempt  to  go  into.  In  our 
opinion,  the  subject  of  salesmanship  can  be  summed 
up  in  a  general  "way  in  these  three  words : 

Integrity.    Industry.  Knowledge. 


OPENING  "THE  STORE  BEAUTIFUL" 

The  Adams  Furniture  Co.,  Toronto,  held  a  "formal 
opening'"  of  their  new  store  on  Yonge  street  on  Novem- 
ber 5.  His  Worship  Mayor  Church  declared  the  store 
"open."  The  48th  Highlanders  Band  and  a  noted 
tenor,  Mr.  Joe  Carr,  who  sang  several  numbers,  sup- 
plied the  musical  part  of  an  int^eresting  programme. 

A  guessing  contest  and  the  sending  up  of  100  toy 
balloons,  carrying  orders  worth  from  one  to  five  dol- 
lars each,  were  other  features  of  the  opening.  Souve- 
nirs were  given  lady  visitors,  and  demonstrations  of 
kitchen  helps  were  made  during  the  day. 
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Two   interior  and  one  exterior  view   of  L.   Madore  &  Sons'   furniture  store  at  Three  Rivers,  Que. 


ANOTHER  THREE  RIVERS  FURNITURE  FIRM 
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L.  Madore  &  Sons,  building  up  a  big  business  in  a  new  section  of  this  Quebec  Provincial  centre 

IMnMIMIIJMIMIIIIIIMMIMMIIIIIMIMIIIIIMMMIIIIMIIIMIIIMIMIIIIMIIMMIMMIIIIIIIMIIMIMIMMIIMIMMMIMIMIIIIMIMMIIMIMMIIMIMMIIIMIIMMIMIII^ 


SITUATED  just  two  blocks  from  the  C.  P.  R.  station 
at  Three  Rivers,  Que.,  on  St.  Maurice  street,  is 
the  fine  store  of  L.  Madore  &  Sons,  "Marchands 
de  Meubles." 

St.  Maurice  street  is  the  coming  business  thorough- 
fare of  Three  Rivers,  and  in  a  few  years'  time  is  ex- 
pected to  be  the  centre  of  that  city. 

The  Madore  store  with  its  four  floors  is  100  x  25 
feet  in  extent.  It  is  built  of  brown  brick  in  Old  Eng- 
lish style  and  has  a  modern  elevator  service. 

The  basement  is  finished  in  white,  thus  helping  out 
the  light  problem,  and  the  space  is  devoted  to  show- 
ing bed  springs,  mattresses  and  the  lower  grades  of 
furniture. 

The  main  floor  is  filled  with  displays  of  high  grade 
furniture.  There  is  also  a  mezzanine  gallery  over  this 
floor,  9  X  50  feet,  for  the  display  of  gramophones, 
records,  etc. 

The  third  floor  at  present  is  used  for  warehousing 
the  surplus  stocks,  but  next  spring  is  to  be  rearranged 
for  a  carpet,  linoleum,  drapery  and  curtain  depart- 
ment. 

Of  the  personnel  of  the  firm,  L.  Madore  is  the  foun- 
der, and  he  has  taken  into  partnership  his  two  sons, 
A.  Madore  and  H.  P.  Madore,  each  of  whom  manage 
separate  departments. 

The  business  is  growing  fast,  and  is  keeping  pace 
with  the  general  trade  of  their  location  in  the  fast- 
growing  section  of  Three  Rivers. 


KEEP  ON  TRYING 

When  Abraham  Lincoln  was  a  young  man  he  ran  for 
the  legislature  in  Illinois  and  was  badly  beaten. 

He  next  failed  in  business,  and  spent  seventeen  years 
of  his  life  paying  up  the  debts  of  a  Worthless  partner. 

He  was  engaged  to  a  beautiful  young  woman  and 
she  died. 

Later  he  married  a  woman  who  was  a  constant  bur- 
den to  him. 

He  then  tried  to  secure  a  government  appointment 
and  failed. 


.  He  became  a  candidate  for  the  United  States  senate 
and  was  badly  defeated. 

In  1856  he  became  a  candidate  for  the  vice-presidency 
and  was  again  defeated. 

He  eventually  attained  the  Presidenej^  of  the  United 
States,  and  ultimately  became  one  of  the  greatest  fig- 
ures in  history. 

h::iiiMiii!iihiiilli.iilMi>jiiii:iii,^iMiiiiiiMiiiiiiiiiiMiMiiiiiiiiii:i''iMiiiiiiii|i|iriiiiM:iiiiiiiiiiiiiiiliNiiiiniiiiiiliill^ 


New  Furniture  Store 

L.  Madore  &  Fils 


I  We  are  now  ready  foi  the  approval 

I  of  the  public  of  Three  Rivers  with 

I  a  complete  assortment  of  household 

I  furniture,  comprising: 

I  Suites  for  drawing  room,  dining 

I  room,  bed  room,  boudoir,  etc.,  and 

I  also  a  complete  line  of  Perfection, 

i  Brunswick  and  Victor  Phonographs, 

i  VICTOR  RECORDS— "HIS 

i  IVIASTER'S  VOICE." 

I  Don't  forget  that  we  have  the  latest  records 

I  in  every  month. 

I  Our  prices  are  sure  to  meet  the  approval 

I  of  the  public. 

I  A  ohU  will  be  much  appreciated  and 

I  will  com'ince  you  of  our  good  values. 

I  L.  MADORE  &  FILS 

I  Phone  585    THREE  RIVERS   452  St.  Maurice 

.^IIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIMIIIIIIIIIII!llllllinillllllllllllMllllinMllllill'lll|IMIIII!IIMIirillMlillllllhi'l  llillMIIIII'lllllllll'IIIJi; 

All  c'Naniplc  of  L.  M»di)rp  &  Sdiis'   ri('\vs]>ni)i'r  imlilicity. 
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I     Time  for  Sanity  in  Business  i 

I     {Editorial,  Kingston  Daily  Standard,  Nov.  27,  1920)  | 

JIMIIMIUMIIMnilMIMIIIIIIMIIIIIMIMIMIMIIIIIMIIMIMIIIIMIIMIIIIIIIIIIIIMIMIMIIMIMIIMMIIIMIIIIMIIIIMI|illMIIIIIIIMIMJMI:llliH^ 

IF  ever  there  was  a  time  when  sanity  was  needed  not 
only  among  business  men  but  on  the  part  of  the 
purchasing  public,  that  time  is  now.  Fortunately 
there  is  evidence  of  a  general  realization  of  this  fact 
— evidence  also  that  the  wave  of  hysteria,  which  for 
some  weeks  swept  over  the  country  and  'caused  people 
to  hold  aloof  from  buying  even  necessaries,  is  now 
steadily  subsiding,  and  that  there  is  a  return  to  reason 
and  commonsense  on  the  part  of  the  people.  It  is  a 
sad  commentary  on  ourselves  that  Ave  are  just  as  in- 
clined as  the  so-called  fickle  and  volatile  French,  the 
excitable  son  of  Italy,  or  the  almond-eyed  Japanese  or 
Chinaman,  to  permit  the  pendulum  to  swing  in  a  busi- 
ness way  to  too  great  extremes.   When  good  times  are 


A  window  display   made   by  L.  Madore  &  Sons. 


with  us  the  pendulum  swings  high  and  yet  higher  and 
it  looks  as  if  it  were  always  to  persist  in  its  ascension. 
We  forget,  as  the  East  India  proverb  runs,  that  a 
tree  never  grows  to  the  sky,  and  forgetting  this  we  are 
carried  along  with  the  high  swing  of  the  pendulum 
and  are  overcome  by  the  delusion  that  the  sky  is  the 
limit.  Thus  it  is  that  in  these  good  times  we  spend 
our  substance,  if  not  in  riotous  living  then  at  least  in 
super-living,  and  count  not  the  day  when  the  pen- 
dulum will  cease  to  .swing  so  freely. 

On  the  reverse  side  of  the  .shield  it  is  to  be  noted 
that  when  hard  times  come  we  allow  ourselves  to  be  as 
down-hearted  and  downcast  as  though  we  were  ever 
and  always  to  remain  in  the  slough  of  despond  and  as 
if  there  was  no  release  or  relief.  Thus  it  was  that 
whereas  in  the  period  of  our  prosperity  we  bought 
goods  without  question  as  to  their  cost,  when  the 
slump  came  and  prices  began  to  go  down  we  first  of 
all  bought  sparingly  and  then  when  prices  declined  to 
what  mu.st  clearly  be  close  to  rock  bottom  prices,  we 
were  inclined  for  a  time  not  to  buy  at  all.  Our  atti- 
tude, in  short,  was  a  sort  of  hunger-strike  attitude  and 
we  actually  were  offering  resistance  to  a  buying  move- 
ment, apparently  believing  that  prices  would  go  down 
indefinitely. 

Fortunately  we  have  come  to  our  senses — have  come 
to  realize  that  on  the  whole  prices  are  down  and  that 
they  cannot  go  any  lower  if  conditions  are  to  remain 
healthy.  To  expect  this  would  simply  be  to  expect 
fliat  manufacturers,  merchants  and  retailers  would  sell 
to  the  public  at  a  loss. 


To  be  sure,  in  some  cases  prices  are  still  higher  than 
pre-war  prices,  but  that  is  no  argument  that  they  are 
not  low  prices,  for  it  must  be  remembered  that  the 
wages  of  to-day  are  not  pre-war  wages  but  much 
higher  and  that  it  costs  a  great  deal  more  to  manu- 
facture and  to  produce  goods  than  in  other  days  and 
that  it  is  unreasonable  to  expect  that  prices  will  in- 
stantly or  within  a  few  months  return  to  the  old  level. 
History  teaches  to  the  contrary.  After  the  Napoleonic 
war  it  took  years  foi'  prices  to  come  back  to  their 
normal  level  and  for  deflation  to  be  complete,  while 
the  same  was  true  after  the  American  Civil  War  during 
which  prices  soared  skyward,  as  they  did  during  thisi 
war,  and  then  fell,  for  a  time  precipitately,  oidy  to 
recover  for  a  brief  period  and  then  decline  very,  very 
gradually. 

Had  it  been  otherwise  panic  would  have  resulted, 
because  a  sudden  deflation  of  prices  would  eventually 
have  shattered  the  very  fabric  of  the  industrial  and 
commercial  structure.  And  so  it  would  be  now  if 
prices  were  to  go  suddenly  down  to  the  pre-war  level. 
In  that  event  Ave  might  just  as  well  board  up  our  many 
factories  and  be  done  with  it,  because  no  manufactory  ^ 
to-day  can  successfully  operate  at  pre-war  level  prices 
and  pay  the  present  wages  and  overhead  costs.  To 
expect  or  to  hold  off  for  this  would  be  simply  to  in- 
vite Avidespread  unemployment  and  almost  complete 
industrial  destruction.  Fortunately  no  one  is  foalish 
enough  either  to  Avant  this  condition  of  affairs  or  to 
expect  it — no  one  is  foolish  enough  not  to  recognize 
that  the  price  level  Avhich  has  noAv  been  reached  and 
Avhich  represents  a  very  decided  drop  from  the  high 
Avar  prices  is  undoubtedly  the  price  level  that  Ave  shall 
have  for  some  time  noAv  and  that  whatever  further 
decline  there  may  be  will  be  so  slow  and  so  gradual 
that  it  will  scarcely  be  appreciable — this  in  keeping 
Avith  trade-  history  folloAving  other  great  Avars. 

A  nation  after  all  is  but  an  individual  Avrit  large,  and 
common  sense,  therefore,  must  eventually  manifest  it- 
self in  the  nation  as  in  the  individual.  This  common 
sense  is  now  showing  itself  and  thus  the  suspended 
buying  movement  is  no  longer  in  evidence  but  active 
purchases  are  being  made  all  along  the  line  and 
especially  by  the  consumer  from  the  retailer,  since  the 
consumer  realizes  that  present  prices  are  really  bar- 
gain prices,  all  conditions  considered.  Let  this  move- 
ment continue,  as  it  must  and  should,  and  in  short 
order  we  shall  hear  very  little  about  so-called  hard 
times  and  we  shall  again  be  on  the  high  road  of  pros- 
perity— not  of  inflated  prosperity  but  of  healthy,  vig- 
orous prosperity  due  to  healthy,  vigorous  trade  con- 
ditions. 

The  time,  therefore,  to  buy  is  NOW.    Bargains  are 
hore  and  prosperity  waits  upon  our  purchases. 

'^''i\lillllMIII|M||||M:illll|l|:IIIIIMMIMIIIIIIIIMIIIIIIIIIIIIIIIIIIIIIIIMIIIIIMIMli>:IMIII:IIIIIIIIIMIIIIIMIIIIIIIIMIIMII.IMIIIIMI^ 

I  AN  APPEAL  TO  CITIZENSHIP  I 

I  Ontario  the  best  Province  ,  | 

I       '  Durham  the  best  County  | 

I  Make  your  market  town  the  best  tOAvn  in  i 

I  Canada,  and  the  best  will  come  back  to  | 

I  you.  I 

I  L.  MORRIS  &  SON  | 

I  Phone  10  Bowmanville  | 
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\  striking  business  card  gotten  out  by  an  Ontario  furniture  dealer 
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I  BETTER  FURNISHED  HOMES  for  CANADA  | 

I  W orf^  being  done      Bureau,  at  Toronto  | 

I  as  expressed  at  meeting  held  last  month.  | 


A MEETING  of  the  members  of  The  Home  Fur- 
nishings Bureau,  which  is  composed  of  a  num- 
ber of  furniture  manufacturers,  was  held  at 
Toronto  on  November  23rd,  and  some  very  interesting 
addresses  were  made  dealing  with  the  splendid  results 
that  have  been  obtained  so  far  from  the  "Better  Fur- 
nished Homes"  campaign. 

W.  J.  Anderson,  Chairman  of  the  Furniture  Manu- 
facturers' Association,  opened  the  meeting  by  an- 
nouncing that  the  conference  had  been  called  to  dis- 
cuss the  matter  of  Publicity,  particularly  to  find  out 
from  some  representative  retail  furniture  dealers  what 
they  thought  of  the  Home  Furnishings  Bureau  cam- 
paign. 

Mr.  Anderson  then  dealt  with  the  history  of  the 
foundation  of  the  work  of  the  Publicity  Committee 
and  of  the  building  up  of  the  Bureau.  Mr.  T.  Lyle 
Blogg  was  engaged  as  manager  under  the  direction  of 
Mr.  Cawkell,  and  an  advertising  agency  was  engaged 
to  compile  the  advertisements  that  should  appear  in 
the  press.  These  have  been  published  since  September. 

"There  is  no, doubt, "  continued  Mr.  Anderson,  "that 
there  is  a  great  field  for  furniture  that  has  not  been 
touched  as  yet.  There  are  myriads  of  homes  in  this 
country  that  are  not  furnished  as  people  would  like 
to  have  them.  If  these  people  were  educated  through 
newspapers  or  through  other  means  that  we  might  be 
able  to  use,  we  believe  that  this  field  could  be  culti- 
vated, and  that  vastly  greater  sales  of  furniture  could 
be  made  to  the  population  of  this  country  than  are 
being  made  at  the  present  time.  This  would  mean 
better  business  for  manufacturers  and  retailers,  and 
better  and  more  beautiful  homes  for  the  people  of  this 
country. 

"It  may  be  that  as  yet  the  manufacturers  are  not 
seeing  direct  results  from  this  campaign,  but  in  the 
correspondence  received  from  the  retail  trade  all  over 
the  country  the  campaign  is  beginning  to  be  felt  by 
the  retailers;  there  is  no  doubt  but  that  it  takes  time 
to  i)ut  over  a  campaign  like  that  we  have  entered  upon. 

"To  get  the  results  that  should  come  from  it,  it  takes 
faith,  courage  and  perseverance,  and  surely  the  men 
of  the  furniture  industry  of  this  province  have  the 
faith,  and  the  courage,  and  the  perseverance  to  keep  on 
with  this  advertising  work,  because  I  believe,  while  it 
may  not  be  the  only  way  to  sell  furniture,  it  is  the 
one  way  we  can  reach  people  whom  we  could  not 
otherwise  reach. 

"Advertising  is  selling  other  lines  and  other  pro- 
duets,  and  I  believe  it  can  be  employed  to  sell  furni- 
ture just  as  well  as  other  things.  Remember,  gentle- 
men, that  the  consumer  is  the  iium  who  makes  trade 
good  or  bad.  The  retailer  is  not  that  man;  the  retailer 
is  the  medium  by  -which  our  product  is  put  on  the 
market.  The  consumer  is  the  one  who  makes  trade. 
Let  us  get  after  the  consumer;  let  us  reach  him  through 
advertising;  and  if  we  can  do  that  we  can  reach  a 
market  that  will  prove  advantageous  both  to  the  re- 
tailer aiul  the  manufacturer." 


Plans  of  the  Bureau 

Mr.  Blogg  reviewed  the  work  of  The  Home  Furnish- 
ings Bureau  to  date.  "The  greatest  activity  of  The 
Home  Furnishings  Bureau  so  far  has  been  our  adver- 
tising campaign  in  the  newspapers,"  said  he.  "This 
campaign  is  appearing  in  forty-four  daily  papers,  sev- 
enty-four weekly,  and  eleven  farm  journals  and  has 
been  appearing  about  three  times  a  month  since  Sep- 
tember. 

"One  of  the  earliest  indications  of  the  success  of 
the  campaign  is  the  great  interest  that  has  been  shown 
in  it  by  dealers.  In  the  majority  of  the  papers  where 
our  advertisements  are  appearing  you  will  also  find 
the  advertisements  of  the  local  dealers  side  by  side 
with  ours.  It  is  just  by  this  sort  of  real  co-operation 
on  the  part  of  the  dealer  that  the  Better  Furnished 
Homes  campaign  can  be  of  the  greatest  possible  suc- 
cess, and  hy  success  we  mean  the  increased  sale  of 
furniture. 

"Our  advertisements  are  designed  with  the  purpose 
of  selling  an  idea — that  of    Better  Furnishecl  Homes 
— and  by  the  dealer  tieing  up  his  advertisement  with 
ours  he  tells  where  the  actual  furniture  may  be  ob- 
tained to  make  homes  better  furnished. 

"Among  the  Bureau's  other  activities  I  may  men- 
tion that  we  have  been  producing  letters  and  folders 
for  distribution  among  the  retail  trade  with  the  idea 
of  keeping  them  informed  as  to  the  purpose  and  pro- 
gress of  the  campaign.  We  have  also  sent  dealers 
copies  of  our  advertisements  in  advance  of  the  date 
of  publication  so  that  they  may  arrange  to  run  their 
copy  with  ours. 

"A  reference  library  has  been  started  in  which  will 
be  found  most  of  the  periodicals  and  trade  journals 
that  are  published  in  the  interest  of  the  furniture  in- 
dustry. A  few  books  on  furniture  have  also  been 
obtained,  and  in  this  respect  the  library  Avill  continue 
to  grow  just  as  rapidly  as  we  can  obtain  suitable  books 
on  furniture. 

"In  the  work  of  the  Bureau,  we  have  endeavored 
to  keep  the  furniture  manufacturers  posted  as  to  our 
progress,  and  towards  this  end  we  have  distributed 
copies  of  some  of  the  letters  that  have  been  received 
from  dealers  regarding  the  cam])aign.  We  have  also 
mailed  to  manufacturers  other  literature  telling  of  our 
progress. 

"It  has  been  encouraging  to  find  nuiny  of  the  mem- 
bers of  the  Bureau  using  our  slogan.  Better  Fur- 
nished Homes  Mean  Greater  Happiness,,  on  their  let- 
terheads and  in  their  advertising  material  and  trade 
paper  advertisements.  This  is  splendid  eo-ojieration 
and  a  feature  of  the  campaign  that  should  be  encour- 
aged. 

"In  connection  with  our  plans  for  next  year,  may 
I  suggest  that  we  try  and  make  our  ai"rangeme)its  as 
early  as  ])ossible  so  that  our  ]iul)licity  work  for  1921 
may  be  carefully  and  thoughtfully  j)lanned.  It  may 
be  interesting  to  know  that  I  have  seen  the  details  of 
the  Paint  and  Varnish  campaign  for  1921  and  have 
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also  seen  their  very  attractive  advertisements  which 
They  are  going  to  run  next  j-ear  in  the  Saturday  Even- 
ing Post.  The  .supporters  of  the  'Save  the  Surface 
and  You  Save  All'  c&mpaign  have  committed  them- 
selves to  a  five-year  arrangement  of  which  two  years 
have  already-  passed.  Such  arrangements  give  the 
advertising  men  ample  time  for  the  intelligent  pre- 
pai'ation  of  their  material." 

How  Retailers  View  Work 

G.  0.  Luke,  President  of  the  Retail  Furniture  Deal- 
ers' Association  of  Ontario,  voiced  the  opinions  of  the 
retail  trade  regarding  the  "Better  Furnished  Homes" 
campaign  "I  want  to  say,"  said  Mr.  Luke,  "that  so 
far  as  I  am  concerned,  and  knowing-  a  few  of  the  re- 
tailers of  the  Province  of  Ontario,  I  think  that  the 
advertising  bureau  is  travelling  on  the  right  road.  I 
have  always  been  of  the  impression  that  the  furni- 
ture dealers  and  manufacturers  as  a  whole  did  not 
grasp  the  opportunities  before  them.  With  the  amount 
of  capital  invested  we  are  getting  very  poor  results 
from  advertising. 

"I  know  from  niy  own  experience,  that  as  a  rule, 
at  Christmas  time,  the  ordinary  individual  has  some- 
thing he  wants  to  give  to  someone.  They  go  to  the 
store  and  buy  something  that  is  worn  out  in  three  or 
four  months;  and  the  furniture  manufacturers  are 
sitting  down  allowing  people  to  buy  stuff  that  doesn't 
last  any  time.    But  if  they  bought  a  good  chair,  or 

^1  1  IIIMIIMIMII  Illllll.lllllll  IIIIIIIIIIIIMnilllllMIIIIIIIIIIIIIIMIIlin  Illlllllllllll  I  IIIIIIIIMIIIIIIIIIII' 

1  G.  A.  CROOKS  F.  D.  SOLOAN  | 

I  President  and  Manager  Secretary-lreasurei  = 

I  .       ALEXANDER   HANNAH  I 

=  Director  2 

1  CROOKS-KEELEY    FURNITURE    COMPANY,  | 

I  LIMITED  I 

I  FURNITURE    OF    QUALITY  I 

I  Phone  M  2352  | 

=  234  Eighth  Avenue  West  = 

I  CALGAEY,  ALTA.,  | 

i  Canada  | 

I  Oct.  20,  1920  1 

I  Home  J'urnishings  Bureau,                       '  | 

I  Toronto.  | 

I  Attention  Mr.  T.  L.  Blogg  | 

I  Dear  Sir,  | 

1  We  are  in  receipt  of  your  circular  letter  with  refer-  | 

1  cnce  to  the  publicity  campaign  you  are  running  in  | 

1  the  daily  press  at  the  present  time.    This  should  re-  | 

1  ceive  the  enthusiastic  endorsation  of  all  retailers,  and  | 

I  for  ourselves  we  have  felt  for  some  time  past  that  a  | 

I  eamjaigu  of  this  nature  was  very  necessary  and  de-  | 

I  sirable,  as  it  assists  the  retailer  in  the  task  of  get-  | 

I  ting  the  gospel  of  the  better  home  brought  to  the  | 

I  attention  of  the  furniture  buying  public.    The  writer  | 

=  has  felt  that  while  furniture  manufacturers  have  been  | 

I  increasing  the  quality  of  their  product  they  have  not  | 

I  at  the  same  time  been  educating  the  public  to  appre-  | 

I  ciate  the  better  article.    No  doubt  this  is  now  fully  | 

I  realized,  otherwise  this  campaign    would    not    have  | 

I  been  started.    Any  help  you  can  give  us  personally  in  | 

1  the  way  of  window  trims,  electros  or  literature  will  | 

I  be   most   welcome.     We   believe   in   advertising   our-  | 

I  selves  to  the  extent  of  our  resources,  and  the  writer.  | 

I  formerly  a  department  store  advertising  manager,  has  | 

I  been  trying  to  put  the  better  home  idea  in  all  his  | 

I  advertising,  instead  of  the  i)rice  ap[)eal  so  common  in  | 

1  all  retail  advertising,  though,  of  course,  we  have  given  | 

I  this  its  proper  place.    With  best  wishes  for  the  sue-  | 

1  cess  of  the  work  you  have  undertaken,  we  are,  | 

I  Yours  very  truly,  | 

I  Crooks-Keeley  Furniture  Co.,  Ltd.  | 

1  (Signed)    H.  Warren.  | 


library  table,  they  have  always  got  in  their  homes 
something  to  look  at  year  in  and  year  out,  and  they 
will  think  of  you.  as  a  friend. 

"So  far  as  we  are  personally  concerned,  we  have 
not  done  very  much  in  advertising,  but  since  this  cam- 
paign has  been  started,  we  have  spent  more  money  in 
advertising  than  at  any  time  in  fifteen  years.  That 
is  what  this  campaign  is  for;  and  I  want  to  say  to  the 
gentlemen  who  are  interested  in  it,  I  hope  you  will  not 
get  'cold  feet.'  It  will  be  a  long  time  before  you 
get  results. 

"Just  the  other  day  a  customer  came  in  looking 
around  and  she  said  to  me:  '1  see  some  big  furniture 
campaign  in  the  papers,  and  I  have  come  down  to  the 
conclusion  that  I  have  been  foolish  long  enough,  and 
this  year  I  am  going  to  give  my  mother  a  real  good 
I'ocking  chair.'  So,  gentlemen,  you  will  get  results 
ell  right ,  and,  as  Mr.  Anderson  says,  this  campaign 
did  not  start  until  September,  yet  there  are  positive 
results  already. 

"I  said  to  a  man  the  other  day:  'What  do  you  think 
of  the  campaign?'  He  said:  'We  have  not  had  results 
as  yet  but  we  are  doing  more  advertising  to-day  than 
ever  and  I  believe  that  we  will  get  results  eventually." 

"The  campaign  should  be  a  success;  if  you  have  the 
backbone  to  stick  to  it,  it  will  be.  It  will  be  the  means 
of  improving  the  condition  of  the  average  dealer.  All 
over  the  jurisdiction  of  Ontario  there  are  dealers  ad- 
vertising who  have  never  done  so  before,  and  this  is 
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I        THE  GREAT  WESTERN  FURNITURE  CO.  LTD  | 

I  On  Twenty-First  Street  Between  Second  | 

1  and  Third  Avenues  | 

I  SASKATOON,  Sask.,  Nov.  5th,  1920  | 

I  Home  Furnishings  Bureau,  | 
I  Toronto.  | 
I      Dear  Sirs,  | 

I  It  might  be  interesting  for  you  to  know  that  we  | 

I  find    the    advertising    that    the    Home    Furnishings  | 

I  Bureau  is  doing  is  showing  us  direct  results.    The  | 

i  day  after  j'our  recent  ad.  was  in  we  had  several  cus-  | 

1  tomers  tell  us  that  they  had  been  influenced  by  this  | 

I.  ])ublieity  and  we  had  a  day's  business  considerably  | 

I  over  the  average.  | 

I  We  might  say  the  only  criticisms  we  have  heard  of  | 

I  your  campaign  is  that  some  dealers  think  manufac-  | 

I  turers  will  get  cold  feet  on  it  because  it  does  not  | 

I  appear  to  bring  direct  results.  | 

I  Yours  truly,  | 

I  The  Great  Western  Furniture  Co.  Ltd.  | 

I  (Signed)    Per  J.  W.  H.  | 
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Two  letters  recently  received  by  the  Home  Furnishings 
Bureau  commending  the  work,  of  their 
publicity  campaign. 
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a  good  thing.  The  biggest  difficulty  is  the  ordinary 
newspapers  which  have  been  lambasting  us  with 
articles  that  prices  have  been  going  to  drop.  The 
newspapers  of  Hamilton  have  promised  they  will  not 
knock  so  consistently  in  the  future." 

A  Pat  on  the  Back 

At  the  close  of  Mr.  Luke's  remarks  the  meeting  was 
favored  with  a  message  from  Mr.  Coryell,  President 
of  The  Adams  Furniture  Co.  "Mr.  Blogg,"  said  Mr. 
Coryell,  ''asked  me  to  come  down  here  to  express  an 
opinion  on  this  campaign  that  is  being  carried  on. 
I  was  very  glad  to  do  so  because  I  have  been  following 
the  publicity  work  with  a  great  deal  of  interest.  It 
must  be  a  refreshing  experience  to  the  manufacturers 
to  get  a  pat  on  the  back  and  a  kind  word  from  the 
retailers  after  what  the^^  have  been  doing  to  us  for 
the  last  couple  of  years. 

"This  campaign  is  one  of  the  most  forward  steps 
that  has  been  taken  in  the  furniture  industry.  It  is 
necessarily  a  slow  process  when  you  attempt  to  educate 
the  mass  of  people  by  advertising  to  a  good  conception 
of  what  Home  Furnishing  means.  If  any  manufac 
turer  went  into  this  campaign,  putting  his  money  into 
it  with  the  idea  that  he  was  going  to  have  a  flock  of 
orders  in  a  few  days,  he  should  have  kept  his  money 
in  his  pocket.  If  you  get  tangible  results  in  six  months 
or  a  year,  I  should  say  that  the  Bureau  would  have 
every  reason  for  congratulating  themselves. 

"No  doubt  there  will  be  instances,  where  dealers 
trading  in  the  smaller  places,  perhaps,  will  feel  the 
results  almost  immediately  after  one  of  your  adver 
tisements.  We  have  great  faith  and  interest  in  the 
campaign,  and  \ye  hope  that  the  manufacturers  who 
have  entered  into  this  proposition  will  not  lose  heart 
but  will,  granting  that  the  money  is  being  spent  wiseh', 
continue  to  spend  more  money,  because  of  the  sure 
results  that  are  bound  to  come  later  for  Home  Fur- 
nishings. This  will  sow  the  seed  of  discontent  in  the 
minds  of  housewives  and  Avhile  it  may  come  slowly, 
the  result  is  bound  to  come,  and  a  desire  for  more  con 
genial  and  charming  surroundings  will  be  apparent. 

"The  environment  of  the  home  has  everything  to  ao 


Avith  the  character  of  the  home,  and  I  think  that  this 
feature  should  be  played  up.  There  is  no  question 
whatever  of  the  truth  of  that,  and  this  is  a  feature 
that  might  very  well  be  kept  in  mind.  I  would  sug 
gest  to  the  Bureau  that  in  order  to  enable  the  dealers 
to  make  the  best  possible  use  of  this  publicity,  and  to 
tie  up  with  it,  advance  notices  should  be  sent  out  to 
every  dealer  sufficiently  early  in  advance  of  the  date 
of  publication  so  that  our  advertising  might  be  plan- 
ned to  co-operate  with  it,  and  I  am  sure  that  Mr.  Luke 
and  myself  woixld  be  more  thaii  glad  to  '  cash  in, '  which 
we  would  be  able  to  do  very  easily,  with  your  adver 
tisiug. 

"There  is  another  thing  we  have  to  keep  in  mind: 
that  is,  that  in  the  furniture  business  we  are  com- 
peting with  a  lot  of  other  people.  We  are  competing 
with  motor  car  people,  jewelry  houses,  and  we  are 
competing  with  a  lot  of  lines  that  will  occur  to  you 
if  you  think  it  over,  for  the  money  that  is  in  circula- 
tion. Now,  I  haven't  seen  the  figures,  but  the  per 
capita  expenditure  for  furniture  is  trifling  alongside 
of  some  other  commodities  that  people  spend  a  lot  of 
money  on,  and  it  strikes  me  that  the  trade  balance 
should  be  adjusted  b^'  this  campaign  so  that  the  people 
of  this  country  will  spend  a  sum  per  capita  more  ade 
quate  to  the  means  of  the  country. 

"I  congratulate  this  Bureau  very  heartily  on  the 
work  of  the  campaign.  You  are  certainly  working 
along  the  right  lines,  and  so  far  as  the  company  1 
rej)resent  is  concerned,  we  shall  be  glad  to  co-operate 
with  you  in  any  way  j^ossible." 

Retailers  in  West  Encourage  Bureau 

Mr.  Blogg  read  two  encouraging  letters,  one  from 
Crooks-Keeley  Furniture  Company,  of  Calgary,  Alta., 
and  the  other  from  The  Great  Western  Furniture  Com- 
pany, of  Saskatoon,  Sask. 

From  the  general  expression  of  enthusiasm  from  all 
quartei-s  it  looks  as  though  the  "Better  Furnished 
Homes"  campaign  would  be  continued  with  renewed 
enthusiasm  andjt  is  hoped  that  before  1921  is  very  old 
that  the  retail  furniture  business  will  be  well  on  its 
Avay  towards  a  normal  condition. 


RETAIL  MERCHANTS  CONVENTION 
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Owing  to  the  fact  that  there  were  many  matters  of 
urgent  importance  that  affect  every  retail  merchant 
and  which  can  be  only  properly  discussed  at  a  meet- 
ing of  the  entire  trade,  the  Ontario  branch  of  the 
R.M.A.  of  Canada  called  a  convention  for  November 
17th  and  ISth.  Although  there  have  been  a  number 
of  sectional  conventions  that  was  the  first  general  con- 
vention held  in  Ontario  since  1917. 

The  Dominion  Board  was  re[)respnted  by  Mr.  J.  A. 
Banfield  of  Winnipeg,  the  Dominion  president,  and  Mr. 
E.  M.  Trowerii,  the  secretaiy. 

The  convention  was  called  to  order  by  Mr.  B.  F. 
Zieman  who  gave  a  short  address  on  the  purpose  of  the 
convention  and  the  topics  of  main  interest  that  would 


be  discussed.  "Of  these,"  he  said,  "the  operation  of 
the  present  luxury  and  sales  tax  will  be  the  most  im- 
portant one  to  be  considered." 

Influence  of  Retail  Merchants 

In  his  opening  address  Mr.  Banfield  touched  \ipon 
ihe  great  factor  the  retail  merchants  are.  "Few  ])eople 
realize  the  scope  of  the  Retail  Merchants'  Associa- 
tion," he  said.  "If  the  merchants  were  properly  or- 
ganized they  could  be  a  wonderful  power  in  (letermin- 
iiig  the  w^elfare  of  Canada." 

He  ask'cd  the  trade  to  get  away  from  the  small 
views.  To  get  ahead  it  is  necessary  to  reorganize  and 
organize  for  the  good  of  the  retailers.    The  retailers 
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must  sit  as  a  unit — to  be  a  power  and  be  bound  together 
to  benefit  the  trade  as  a  whole. 

He  pointed  out  the  necessity  for  organization  to  deal 
with  the  luxury  tax.  "We  want  to  co-operate  with  the 
manufacturers  as  to  a  policy  to  present  to  Drayton," 
he  said.  "I  came  to  town  to  impress  on  Mr.-  Trowern 
the  importance  of  the  deliberations  that  must  be  made 
before  the  policy  is  presented." 

In  his  opening  address  Mr.  E.  M.  Trowern  dealt  with 
the  topic  of  main  importance — the  luxury  tax.  The 
merchants  believed  that  its  purpose  was  the  raising 
of  revenue  in  the  most  business-like  manner.  The  Gov- 
ernment has  no  excuse  for  this  blundering,  clumsy 
piece  of  legislation ;  if  its  policy  was  to  spring  legisla- 
tion suddenly  on  the  house,  then  the  sooner  it  was 
changed  the  better. 

"One  would  have  thought  that  they  would  have 
picked  some  Government  supporters  from  the  ranks  of 
the  retail  merchants  to  obtain  an  expression  of  opin- 
ion," he  said.  "Now  not  one  retail  merchant  in  the 
Dominion  will  give  his  vote  to  the  Government. 

Secretary's  Report 

The  report  of  Mr.  W.  C.  Miller,  secretary  of  the 
Ontario  branch,  showed  an  increase  in  membership  of 
215.  The  membership  of  the  association  was  now  3,410. 
He  referred  to  the  increasing  cost  of  organization. 
Dealing  with  the  legislation  of  the  Ontario  Govern- 
ment, Mr.  Miller  said  that  the  efforts  of  the  officers  of 
the  association  had  met  with  considerable  success.  They 
had  succeeded  in  eliminating  an  amendment  to  the 
Workmen's  Compensation  Act  which  would  bring  re- 
tail merchants  under  the  act,  an  amendment  to  the 
Wages  Act  to  raise  the  garnishment  to  $50,  and  the 
substitution  of  a  clause  satisfactory  to  the  association. 
He  reported  that  valuable  information  had  been  gath- 
ered by  officers  who  were  preparing  to  fight  the  claim 
of  the  Bell  Telephone  Company  for  increased  rates. 
Mr.  Miller's  report  was  adopted. 

Mr.  D.  J.  Clark,  treasurer,  reported  the  affairs  of 
the  association  to  be  in  a  healthy  state.  Receipts 
amounted  to  $16,974.13,  and  disbursements  to  $16,- 
252.52,  leaving  a  balance  of  $721.61. 

Over  one  hundred  representative  merchants  from 
all  parts  of  the  province  attended  the  convention,  which 
was  the  largest  ever  held. 

It  was  officially  welcomed  by  Controller  Alfred  Ma- 
guire,  who  believed  that  if  the  retail  merchants  were 
properly  organized  they  would  find  that  their  views 
would  be  respected.  Henry  Watters  of  Ottawa,  treas- 
urer of  the  Dominion  Retail  Merchants'  Association, 
replied  to  Controller  Maguire. 

Mail  Order  Houses 

There  was  a  great  deal  of  discussion  over  the  mail 
order  houses.  Mr.  L.  B.  Levesque  of  Sturgeon  Falls 
reported  that  he  knew  of  towns  of  three  and  four  hun- 
dred people  without  a  store.  The  big  mail  order  houses 
close  them  up.  Places  which  formerly  had  had  several 
departmental  stores. 

A  resolution  was  passed  asking  the  executive  to  take 
steps  for  community  developments  so  as  to  induce  the 
public  to  spend  their  money  at  home.  The  proposed 
meter  .system  of  the  Bell  Telephone  Company  was  op- 
posed by  resolution. 

The  Workmen's  Compensation  Act  was  opposed  for 
the  retail  merchants.  A  number  of  other  resolutions 
were  given  to  a  special  committee  to  investigate  before 


passing.  One  was  the  policy  of  reducing  the  rate  of 
25  per  cent,  now  placed  on  the  value  of  land  and 
premises  of  retail  merchants  to  ten  per  cent,  of  present 
value.  Another  was  the  express  delivery  zone  ques- 
tion. 

There  were  a  number  of  resolutions  that  met  with 
the  favor  of  the  convention — False  Advertising — Re- 
Discrimination  in  Prices — Telephone  Advertising — 
Credit  Reporting — Trading  Stamps — Manufacturers 
Selling  Direct  to  Customers — Daylight  Saving — Vot- 
ing Contest — Selling  by  Weight — Association  Aims. 

Assessment  Reform 

Aid.  Richard  Honeyford  addressed  the  association 
during  the  afternoon  session  regarding  assessment  re- 
form. He  urged  Toronto  retailers  to  support  him  m 
his  bj'-law  he  was  introducing  into  Council.  He  .said 
he  had  documentarj-  evidence  to  show  that  in  the  West 
the  new  scheme  of  taxation  was  not  a  failure  in  the 
cities,  and  that  he  would  produce  such  evidence  when 
he  presented  his  arguments  before  Council.  He  criti- 
cized the  luxury  tax,  and  said  its  results  were  not 
what  the  average  man  thought  they  would  be. 

Mr.  B.  W.  Zieman  of  Preston  was  unanimousl.y  re- 
elected president  of  the  association.  Other  officials 
elected,  and  all  by  acclamation,  were :  first  vice-presi- 
dent, W.  J.  McCuUey,  Stratford ;  second  vice-president, 
Wilfrid  Hodgins,  London;  treasurer,  D.  W.  Clark; 
secretary,  W.  E.  Miller. 


KINGSTON  R.  M.  A.  GETS  CHARTER 

Over  100  merchants  of  Kingston  attended  a  "get- 
together''  banquet  at  Hotel  Randolph  recently  under 
the  auspices  of  the  R.M.A.  The  occasion  was  marked 
by  brilliant  addresses  made  by  Pres.  H.  Watters,  Sec. 
E.  M.  Trowern,  Local  Pres.  F.  Hoag,  Maj'or  Nickle, 
and  Kingston  Fair  Manager  Bushell. 

Mr.  Trowern  dealt  exhaustively  with  the  luxury  and 
other  taxes,  which  he  declared  to  be  unfair.  There 
were  no  less  than  six  different  systems  of  taxation,  and 
the  expense  involved  in  collecting  the  taxes  was  enor- 
mous. If  an.y  business  man  Avanted  $10,000  he  would 
get  it  the  cheapest  way  possible.  No  sane  Government 
would  adopt  such  a  system  for  raising  money,  he 
asserted. 

Among  the  items  of  cost  involved  are  stamps,  papers, 
books,  pencils,  t.ypewriters,  furniture,  perforating 
machines,  from  $400  to  $500  worth  of  punches,  hand- 
ling hundreds  of  clerks,  accountants,  bookkeepers, 
spies,  who  get  50  per  cent,  of  the  fines,  and  inspectors. 

At  the  close  of  the  speech-making  Mr.  TroAvern 
presented  the  Dominion  charter  to  the  Kingston  asso- 
ciation, and  President  Hoag  made  a  suitable  acknow- 
ledgment on  behalf  of  the  members. 


A  DICTIONARY  DEFINITION. 

Ford :  An  insect  inhabiting  the  roads  of  most  of  the 
civilized  world,  principally  the  United  States  and 
Canada.  Commonly  known  as  "road-louse,"  and 
"mechanical  cockroach."  It  is  supposed  to  multiply 
very  rapidly,  as  it  was  almost  unknown  a  few  years 
ago,  and  now  infests  the  highways.  It  is  harmless, 
and  has  seldom  been  known  to  attack  a  pedestrian. 
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GUESSING  COMPETITION  BOOSTS  BED  SALES 


[Editor's  Note — We  are  indebted  to  Mr.  O.  Diamond,  manager 
of  The  Farmers'  Supply  Co.  Ltd.,  of  Winnipeg,  for  this 
description  of  a  suecessful  guessing  contest  he  had  con- 
ducted in  the  company's  Crescent  Furniture  Co. 's  store.] 


,  „  ,  ,  IMIlMliaMlllll  MllV  ;  IIM  IIIMI  I  IMIIII'll  IMIl  MIIMMIIillMIMIMIM  HUM'  I  'M.  Mill  1  II  Mini  I  I  II  I  I  I  I  I  IMIIIIMIMIII 

Farmers' Supply  Co.,Wiiiiiipeg,  through  their  Crescent  Furniture  Store,  conducts  guessing  coni  est 

,„„  1,1,  ,  „|„|||,|||,,||„  ,11,  ,  MiiMi  iMii;  m:'iimii:i'.,i-  immi  hi.m:  r  »•  «'»  <  "i'"  '  ' iimiiiiiiiiimii  i  iiimi 

Contributed  to  Canadian   Furniture  World  by  O.  Diamond 

tened  to  a  heavy  board  weighing  several  pounds.  It 
was  strapped  down  to  this  board  and  securely  sealed 
by  the  editor  of  the  Winnipeg  Tribune,  and  there  was 
no  possible  chance  of  anyone  weighing  the  box  with 
the  feathers  inside  and  then  deducting  the  weight  of 
the  box  itself. 

This  contest  ended  at  10.30  on  a  Saturday  night,  and 
we  found  after  weighing  the  contents  that  there  were 
2  lbs.  11  3/16  oz.  in  same.  On  checking  up  the  guesses 
we  found  that  some  people  went  as  low  as  1^/^  oz.  and 
others  as  high  as  15  lbs.  10  oz. 

We  feel  that  the  point  we  set  out  to  gain,  namely, 
getting  the  public  who  were  interested  in  buying  fur- 
niture to  visit  our  store,  was  accomplished  and  that 
we  were  well  repaid.  We  feel  that  if  this  competition 
had  taken  place  at  the  time  when  business  was  not 
so  backward  that  we  would  have  had  considerably 
better  results,  as  there  no  doubt  are  a  considerable 
number  of  the  public  who  feel  that  if  they  visited  the 
store  regardless  of  whether  they  are  participating  in 
the  competition  or  not  that  they  are  under  obligation 
to  purchase,  and,  therefore,  we  feel  that  this  kept 
considerable  people  away. 

The  prizes  which  we  gave  were  a  complete  bed  outfit 
for  1st  prize,  valued  at  $55 ;  a  beautiful  brass  bed 
valued  at  $38  for  second  prize ;  a  $30  Ostermoor  mat- 
tress for  3rd  prize ;  and  several  other  useful  pieces  of 
furniture  for  the  bedroom  for  the  other  twelve  prizes. 
We  endeavored  to  hold  the  prizes  down  in  the  bedding 

line,  as  we  were  running 


THE  guessing  contest  which  we  ran  last  month  was 
very  successful  from  the  advertising  end.  It 
brought  considerable  people  to  our  store  and 
got  them  interested  in  our  lines.  It  also  added  con- 
siderable business  to  our  two  weeks'  bedding  sale 
which  we  ran  at  the  time  of  this  competition.  While 
we  gave  considerable  prizes,  the  total  amount  of 
them  being  $250,  we  feel  that  this  amount  was  well 
repaid,  as  hundreds  of  people  visited  us  who  had  never 
before  taken  the  trouble  to  come  down  to  the  dis- 
trict in  which  we  are  located  to  investigate  the  class 
of  stock  which  we  carried. 

Prom  a  standpoint  of  future  business,  we  feel  that 
we  will  be  well  repaid.    The  guessing  contest  which 
we  ran  as  outlined  in  the  accompanying  ad.  caused 
considerable  comment.    We  gave  one  free  guess  to 
everybody  regardless  of  whether  they  purchased  or 
not,  with  the  stipulation  of  only  one  guess  in  a  family. 
A  customer  spending  $300  or  $400  during  these  two 
weeks'  sale,  received  one  guess  for  each  $20  which  he 
spent  on  merchandise.    Some  customers  received  as 
iimny  as  thirteen  or  fourteen  guesses,  and  it  was  very 
interesting  to  see  the  way  the  different  people  figured 
out  the  weight  of  the  contents  of  this  box.   We  had  a 
biscuit  box  filled  with  feathers  displayed  in  our  win- 
dow with  a  glass  end  on 
one  side  of  the  biscuit  box. 
The  feathers  being  packed 
tight  against  this  it  was 
quite  a  problem  to  figure 
out  the  exact  weight  of  the 
feathers  which  were  inside. 
Aside  of  the  box  we  had 
two  bags  of  feathers  both 
of  about  the  same  size,  each 
having  a  card  on  it  showing 
the  one  contained  1  lb.  and 
the  other  2  lbs.    The  size 
of  these  bags  was  consider 
abl.y  larger  than  the  box  in 
which  the  feathers  for  the 
guessing   contest   were  in. 
We  then  had  a  very  inter- 
esting  display   of  pillows 
about    the    window  with 
cards  on  them  showing  that 
some  pillows  in  the  21  x 
28  size  only,  weighed  IV2 
lbs.  each,  while  others  21 
X  27  weighed  3  lbs.  With 
these    different    points  it 
caused  considerable  figur- 
ing on  the  part  of  the  pub- 
lic.   No  one  was  allowed  to 
touch  this  box  during  the 
competition.    It    was  faA- 


Pago  ad. 


with  contest  annoxincement  in  centre  which  tlin  com- 
pany ran  in  the  Winnipeg  dailies. 


during  this  period  our  bed 
sale. 

The  wording  of  our  con- 
test announcement  which 
appeared  in  the  Winnipeg 
dailies  was  headed  "Are 
You  Good  at  Guessing?" 
and  ran  as  follows:  "Then 
guess  how  many  feathers 
we  have  in  the  box  shown 
in  our  Hargrave  Street 
window.  Size  of  box  is  8^4 
in.  x  9  in.  x  in.  There's 
no  strings  tied  to  this  con- 
test. We  took  an  ordinar.v 
Iliiiitley  &  Palmer's  bis- 
cuit tin  and  simply  dropped 
in  tlie  feathers,  handed  it 
over  to  the  Tribune  editor, 
and  he  securely  sealed  it 
up.  Nobody  in  the  wide 
world  knows  how  much  the 
feathers  weigh,  and  will  not 
know  until  they  are 
weighed  at  10.30  in  the 
evening  of  Saturdav,  No- 
vember 6,  1920.  One  thing 
we  do  know.  The.v  weigh 
less  than  a  liundred 
noiinds. 
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"Feathers  are  very  deceiving — The  old  saying,  'Fine 
feathers  make  fine  birds,'  also  applies  to  feathers  that 
we  use  in  the  making  of  our  pillows.  Only  pure,  clean, 
wholesome  feathers  are  used,  but  some  weigh  consider- 
able more  than  others.  Just  come  in  and  compare  the 
different  grades  of  pillows.  It  may  assist  you  in  arriv- 
ing at  the  Aveight  enclosed  in  the  box. 

"Register  your  guess  early.  There  is  always  the 
possible  chance  of  the  early  guesser  guessing  right,  and 
all  guesses  will  be  recorded  and  prizes  allotted  in  order 
received.  15  prizes,  value  $250,  will  be  given  free  to 
the  first  15  guessing  the  correct  or  nearest  correct 
weight. 

"Register  your  guess  to-day — you  are  just  as  good 
a  guesser  as  any.  Watch  The  Tribune  for  further  in- 
formation.   Possibly  it  may  be  able  to  assist  you  Avith 


sizes,  weights  and  the  (luantitv  of  feathers  that  go  into 
a  box  of  81/2  X  9  in.  x  91/2  in.'"' 

A  coupon  was  attached  to  all  our  ads.  like  this: 

 H!|IIIIIMIMI|iUlllllllli;!IIIMIIiniinllllllli:MIIIIMIIIIIIMIIMIIIIIIIIIMI'<niHUMIIIIIIIIIIIIIIIIIIIIlJIIIIIIIIIIIMIIIIIIIIIIIIIIIIIIinil^' 

I      Fill  in  this  Coupon  and  bring  to  the  Crescent  Fur-  | 

I      niture  Store.  | 

I      NAME                                              Date    | 

I      ADDRESS    I 

I      I  estimate  the  weight  of  the  feathers  in  box  shown  in  | 

I      your  window  to  weigh  | 

I  •                                          lbs  ounces.  | 

I      One  fres  guess  only  is  allowed  to  any  one  family.    Ad-  | 

I      ditional  free  guesses  available  to  holders  of  receipts  i 

I      for  purchases  made  starting  Oct.  23,  1920.    You  get  | 

I      one  additional  guess  for  every  $20,  or  part,  that  you  | 

i      spend  here.  | 

.lll!IIIIIMIIIIIMIIIIIIIIIIIIIIIIIMIIMIIIIIUIIMMI!IIIIMIIIIIIllllili:illMIIMIIi;:ilinilMtliMIIIMIIMIIMIIMIIIIIIi;illJIIIIIMIIinill 


LUXURY  TAX  MEETS  CONDEMNATION 
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Merchants   all   over   Canada   objecting  to   the  tax— Holding  off  buying  hurting  business 
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WHOLESALE  condemnation  of  the  luxury  tax 
and  the  method  of  collecting  it,  is  being  voiced 
at  meetings  of  retail  merchants  all  over  the 
country  and  at  the  various  sessions  being  held  by  the 
Tariff  Commissioners.  The  present  stamp  system  of 
collecting  the  tax  is  looked  upon  as  a  nuisance  and  as 
a  great  handicap  to  business.  The  recent  R.M.A.  con- 
vention at  Toronto  condemned  it,  and  C  F.  Beall,  or- 
ganizer for  Eastern  Ontario  of  the  Dominion  Retail 
Merchants'  Association,  at  a  meeting  in  Kingston  re- 
cently said  that  fully  fifty  per  cent,  of  the  merchants 
in  the  smaller  places  were  not  respecting  the  tax,  and 
that  the  .system  of  having  the  retailers;  affix  stamps  to 
articles  sold  was  costing  65  per  cent. 

One  of  the  chief  activities  of  the  R.  M.  A.  at  pres- 
ent is  the  fight  against  the  continuance  of  the  luxury 
tax.  Complaints  have  been  heard  from  business  men 
ill  all  parts  of  the  country.  The  plan  of  collection  has 
been  criticized  roundly  by  merchants ;  it  has  been 
termed  clumsy,  costly,  and  generally  an  unmitigated 
nuisance  by  those  who  are  most  affected  by  the  Avork- 
ings  of  the  taxation  machiuery.  But  the  Finance  Min- 
ister has  intimated  that  he  Avill  no  longer  listen  to  the 
representations  of  individual  sections  of  merchants, 
lie  wants  to  be  convinced  by  the  united  voice  of  the 
retail  merchants  of  Canada,  and  it  Avas  to  get  such 
an  expression  of  national  merchandising  opinion  that 
the  recent  convention  of  Ontario  merchants  at  To- 
ronto Avas  called. 

Brantford  merchants  at  a  recent  meeting  of  the 
(Chamber  of  Commerce  denounced  the  system,  and  sent 
a  deputation  to  Ottawa  to  protest  the  fining  of  six  local 
merchants,  Avho  failed  to  make  out  employees'  returns 
for  the  Federal  Income  Tax  Department. 

R.  A.  Nixon,  speaking  before  the  Tariff  Commission 
for  the  Montreal  Retail  Merchants'  Association,  and 
supported  by  prominent  officials  of  the  largest  stores 
in  Montreal,  said  that  a  fortnight's  experience  had 
been  enough  to  convince  them  that  the  plan  was  un- 
satisfactorj^  "even  to  the  point  of  being  unworkable." 
On  all  sides  the  present  tax  system  comes  in  for 


condemnation.  The  buA'ing  public  are  objecting  to 
pay  the  tax.  The  average  man  balks  at  the  idea  of 
pacing  10  per  cent,  or  even  one  per  cent,  as  a  pen- 
alty for  buying  Avhat  somebody  else  is  pleased  to 
describe  as  a  luxury.  The  Avave  of  holding-off  buying 
that  is  so  evident  all  over  the  country  is  a  psycho- 
logical result. 


CANADA'S  IMPORT  INCREASE 

The  suuinuiry  of  Canadian  trade  issued  by  the  Cus- 
toms Department  and  covering  the  fir.st  half  of  the 
fiscal  year  shoAA^s  that  there  is  an  increasing  demand  in 
Canada  for  foreign-made  goods.  The  total  value  of 
imports  of  foreign  merchandise  during  the  six  months 
ending  Sept.  30  last  was  $261,251,781  greater  than 
during  the  same  period  a  year  ago.  The  exports  dur- 
ing tlie  period  declined  $30,662,923  from  last  year's 
record  for  these  months. 

The  total  value  of  dutiable  goods  imported  into 
Canada  during  the  first  six  months  of  the  1919  fiscal 
year  was  $295,029,844.  For  the  same  period  in  the 
present  year  it  Avas  $475,090,155.  This  is  an  increase 
of  $180,060,311.  During  the  first  half  of  1919  free 
goods  came  into  the  countrA'  to  the  total  value  of 
$156,730,566.  For  the  1920  period  this  total  is  $237,- 
922.036,  or  another  increase  of  $81,191,470.  The  in- 
crease in  the  importation  of  dutiable  goods  is  re- 
flected in  the  amount  of  duty  collected  by  the  Customs 
Department.  For  the  six  months  period  in  1919  the 
total  duty  collected  Avas  $81,954,167.  During  the  same 
period  thir,  A^ear  it  Avas  $105,859,820,  or  an  increase 
of  $23,905,653. 

When  the  total  A^alue  of  domestic  exports  is  com- 
pared with  the  total  value  of  imports  during  the  six 
months  Oi  the  present  year  Canada's  exports  are  found 
to  be  $174,232*019  less"  in  value  than  her  imports. 


The  United  Hotels  Co.  purpose  erecting  a  250-room 
hotel,  to  be  knoAvn  as  the  " Champlaiii, "  at  St.  John, 

N.n. 
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QUEBEC  FURNITURE  MANUFACTURERS 
SPEAK  OUT      :  : 


Don't  change  tariff — J.  A.  Alain,  Victoria- 
ville,  submiis  memo  to  tariff  commission. 


riiiMiiiiiiiiiiiiriiMiiiiiMHiiiiiiiiiiniiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiniuiiiiniiiiiiiiiiiiiiiiiaiiiiiiiiMiiiiMiiiiiniiiii^ 


WHEN  the  touring-  Tariti'  Commission  visited 
Three  Rivers,  Que.,  last  month,  one  of  the 
spokesmen  on  behalf  of  the  manufacturers  of 
the  district  was  J.  E.  Alain,  of  the  Victoriaville  Fur- 
niture, Ltd.,  A^ictoriaville.  So  that  every  phase  of  the 
subject  might  be  properly  presented,  Mr.  Alain  sub- 
mitted tlii.s  memorandum : 

The  C'Ustoms  tariff  has  enabled  the  development  in 
this  dictrict  of  a  number  of  furniture  manufacturing 
plants.  There  are  two  such  factories  at  Victoriaville — 
The  Canadian.  Rattan  Chair  Company,  Ltd.,  and  the 
Victoriaville  Furniture  Company,  Ltd.,  each  employing 
125  people  :  at  Arthabaska,  the  Eastern  Townships  Fur- 
niture Company  gives  employment  to  50  persons ;  the 
chair  factory  at  Princeville  employs  a  like  numbei, 
and  at  Three  Rivers  there  is  C.  P.  Gelinas  &  Frere,  Ltee., 
which  employs  some  30  persons.  The  combined  in- 
vestment of  the  concerns  mentioned  is  in  the  neighbor- 
hood of  .^750,000  and  their  continued  operation  is  of 
importance  to  the  municipalities  in  which  they  are 
located.  The  two  furniture  plants  at  Victoriaville,  for 
instance,  give  employment  to  250  persons  and,  with 
dependents,  approximately  1,000  persons  out  of  a  total 
population  of  about  5,000  derive  their  livelihood  from 
these  factories.  The  plants  at  Victoriaville,  Princeville 
and  Arthabaska  last  year  purchased  maple  and  birch 
to  the  value  of  $250,000.  This  wood  is  cut  in  the  imme- 
diate district  and  is  hauled  by  the  farmers  during  the 
winter  months.  In.  this  way  not  only  are  we  utilizinc' 
the  natural  resources  of  the  district,  but  we  are  also 


providing  useful  employment  for  the  agriculturists 
during  the  seasons  when  they  are  not  busy  on  their 
farms.  At  Three  Rivers,  C.  P.  Gelinas  &  Frere,  Ltee., 
purchase  loc^l  spruce  for  use  in  certain  of  their  pro- 
ducts. All  the  companies  mentioned  also  buy  varnishes, 
shellacs,  stains,  hardware,  and  certain  other  supplies 
in.  Canada.  My  own  company,  for  example,  which 
manufactures  jnedium-priced  case  goods,  buys  plate 
glass  mirrors  in  Canada.  The  glass,  I  believe,  is  im- 
ported from  Belgium,  but  the  silvering  is  done  in 
Canada  and  employment  provided  for  Canadian  work- 
ers During  the  war,  Avhen  Belgium  plate  glass  could 
not  be  obtained,  the  plate  glass  had  to  be  imported 
from  the  United  States. 

In  the  small  communities  where  our  plants  are 
located,  there  is  little  opportunity  for  other  employ- 
ment and  we  endeavour  to  keep  our  factories  in  oper- 
ation all  the  year  round,  in  order  to  keep  our  workers 
employed  In  addition  to  our  purchases  of  domestic 
maple,  birch,  spruce  and  other  materials  which  I  have 
mentioned,  the  Victoriaville  Furniture  Company  has 
to  import  hardwoods — particularly  oak.  On  such  pur- 
chases we  paj^  import  revenue  duties.  The  manufac- 
turers of  rattan  and  reed  chairs  have  to  import  their 
reeds,  but  the  rest  of  their  products  are  made  from 
Canadian  materials.  Our  prices  have  always  been 
based  upon  our  costs  of  production,  and  compare  favor- 
ably with  prices  in  the  United  States.  In  the  case  of 
furniture,  in  the  manufacture  of  which  we  have  to 
use  imported  materials,  our  prices  are  not  higher  than 
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the  prices  of  similar  goods  in  the  United  States,  except 
to  the  extent  that  our  costs  of  production  are  increased 
by  revenue  import  duties  on  our  raw  materials. 

The  companies  manufacturing  reed  chairs  and  other 
reed  products  have  to  import  all  of  their  reeds  from 
the  United  States.  Nevertheless,  the  prices  of  such 
furniture  in  Canada  are  no  higher  than  the  prices  of 
similar  products  in  the  United  States,  while  in  the  case 
of  Avooden  chairs  made  from  domestic  birch  or  maple, 
our  prices  are  actually  lower  by  about  15  per  cent, 
than  the  prices  of  chairs  of  similar  quality  south  of  the 
boundary  The  reed  furniture  companies  manufactur- 
ing at  Three  Rivers  and  Victoriaville  are  facing  in- 
creasing competition  from  Japan.  The  Japanese  fur- 
niture made  from  Japanese  reed  is  of  an  inferior 
quality  to  that  made  in  Canada,  but,  being  the  pro- 
duct of  cheap  labor  and  cheap  material,  it  is  offered  at 
low  prices  which  attract  some  purchasers. 

The  companies  for  which  I  speak  have  never  made 
excessive  profits.  Competition  is  keen,  and  prices  are 
kept  within  a  small  margin  of  the  actual  cost  of  pro- 
duction even  under  the  most  favorable  circumstances. 
In  support  of  my  statement  that  profits  in  the  furni- 
ture industry  have  not  been  large,  I  may  say  that  in 
191S  tl  e  Furniture  Manufacturers  Association  em- 
ployed Messrs.  Clarkson,  Gordon  &  Dihvorth  to  make 
a  sir  vey  of  the  furniture  manufacturing  business  in 
the  Piovince  of  Ontario.  That  firm  of  chartered 
accountants  made  a  thorough  investigation  and 
reported  that  for  the  year  ending  in  1917,  the 
profits  for  some  fifty  firms  whose  accounts  were  ex- 
amined averaged  only  2.6  per  cent,  on  the  capital 
employed,  and  only  3.1  per  cent,  on  the  total  sales.  This 
statement  will  show  you  that  there  is  keen  competition 
from  domestic  manufacturers  in  the  Canadian  market 
and  that  such  competition  affords  ample  protection  to 
the  Canadian  buyers  of  furniture  against  excessive 
prices. 

Not  only  did  the  Canadian  tariff'  make  possible  the 
development  of  the  Canadian  furniture  manufacturing 
industry  in  this  district,  and  in  Ontario,  but  during 
the  past  two  years  a  number  of  fuimiture  factories  have 
commenced  operations  in  Western  Canada  using  Brit- 
ish Columbia  fir. 

Under  item  171  of  the  United  States  tariff,  manu- 
factures of  osier  are  excluded  from  the  United  States 
market  by  a  duty  of  25  per  cent.,  while  furniture  of 
Avood  is  dutiable  at  15  per  cent,  ad  valorem  (United 
States  tariff  jtem  176).  It  is  therefore  impossible  for 
the  Canadian  manufacturers  of  furniture  to  enter  the 
United  States  market  with  their  products,  except  to  a 
limited  extent,  and  if  the  Canadian  market  is  to  be 
opened  to  United  States  manufacturers,  who  now  have 
an  assured  tariff-protected  market  in  their  own  coun- 
try which  guarantees  them  a  large  domestic  demand 
for  their  products  and  enables  them  to  manufacture  at 
a  low  cost  by  reason  of  their  large  output,  they  will 
be  able  to  dump  their  goods  into  Canada,  especially 
in  times  of  overproduction  in  the  United  States. 

As  already  stated,  the  tariff  is  now  a  factor  in  the 
determining  of  prices  by  Canadian  manufacturers,  but 
we  must  have  protection  in  order  to  give  us  an  assured 
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market,  and  enable  us  to  increase  our  business.  The 
secret  of  success  in  all  manufacturing  lines  is  quantity 
production  and  unless  we  have  a  large  output  we  could 
not  produce  as  cheaply  as  we  are  doing  at  the  present 
time.  The  Canadian  tariff  has  helped  the  Canadian 
manufacturers  to  build  up  efficient  furniture  manu- 
facturing plants  in  this  country,  and  to  sell  furniture 
in  Canada  at  prices  which  compare  favorably  with  sell- 
ing prices  of  similar  furniture  in  any  other  country  in 
the  world 

The  Canadian  furniture  companies  are  making  an 
effort  to  develop  some  export  trade.  To  obtain  any 
considerable  volume  of  foreign  trade  under  present 
conditions  is,  however,  a  matter  of  extreme  difficulty, 
although  the  establishment  of  preferential  tariffs 
within  the  British  Empire  is  expected  to  permit  such 
development.  In.  conclusion,  we  ask  that  the  present 
Canadian  tariff  item  No.  519  on  furniture  which  we 
manufacture  be  continued  without  change. 


DEALERS  DEFRAUDED  BY  FLITTERS. 

Windsor,  Ont.,  and  other  border  city  merchants  who 
have  suffered  annual  losses  aggregating  thousands  of 
dollars  through  persons  moving  to  the  United  States 
and  leaving  unpaid  accounts  behind  them,  are  urging 
the  authorities  to  pass  a  "moving  by-law"  under  which 
cartage  companies  must  inform  the  civic  authorities, 
within  24  hours  of  the  addresses  from  Avhich  they  car- 
ried goods  and  their  destination.  It  is  estimated  that 
some  500  persons  annually  defraud  merchants  from 
whom  they  have  obtained  credit,  by  decamping  with- 
out settling  up. 


MOTOR  CAR  BREAKS  INTO  WINDOW. 

A  clriverless  touring  car  which  ran  amuck  on  Dun- 
das  street,  Woodstock,  Ont.,  caused  damage  estimated 
at  two  thousand  dollars  to  the  store  front  of  E.  J. 
Coles'  department  store.  The  car  was  standing  out- 
side a  garage  just  opposite  the  store  with  the  engine 
running.  By  some  strange  mishap  it  slipped  into  gear, 
and  dashed  across  the  street  and  crashed  into  the  store 
front,  coming  to  a  stop  inside  a  window  in  which  there 
was  a  fine  display  of  stoves  and  ranges.  The  entire 
window  frame  was  demolished,  with  three  large  panes 
of  plate-glass;  the  marble  base  of  the  window  was  split 
in  several  places,  and  a  display  of  fruit  which  lay  on 
a  shelf  outside  the  window  was  turned  into  pulp.  For- 
tunately, no  one  was  injured.  This  store  front,  which 
a  short  time  ago  was  described  in  Canadian  Furniture 
World,  was  installed  in  1915,  and  at  the  time  of  its 
installation  was  looked  upon  as  one  of  the  finest  in 
Western  Ontario. 


BRANTFORD  STORE  TRIES  NOVEL  IDEAS 

During  the  past  month,  E.  B.  Crompton  &  Co.  tried 
out  a  drawing  contest  to  add  to  the  interest  of  shop- 
ping during  special  sales.  During  their  furniture  sale, 
the  company  kept  the  counter  check  stubs  of  custom- 
ers who  made  any  purchases,  and  at  the  conclusion  of 
the  sale  drew  one  number,  the  holder  of  which  was 
given  a  $33  Crompton  mattress. 

The  following  week,  the  Crompton  store,  to  prove 
the  value  of  a  special  kind  of  floor'  covering  they  had 
on  special  sale,  placed  a  large  square  on  the  sidewalk 
in  front  of  one  of  the  entrances  to  the  store,  each 
person  who  passed  over  it  thus  obtaining  nolens  volens 
an  example  of  the  wearing  quality  of  the  covering. 
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President  Luke  sends  out  message  to  all  members  and  dealers  dealing  with  current  trade  matters 
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PRESIDENT  G.  0.  LUKE,  of  the  Retail  Furniture 
Dealers'  Association,  has  sent  out  to  the  mem- 
bers the  following  circular  letter,  which  ex- 
plains itself : 

TJie  Retail  Dealers'  Association  have  had  consider- 
able work  to  do  lately  and  in  a  great  many  cases  the 
benefit  derived  by  those  who  have  asked  for  advice  and 
help  has  been  pleasing. 

This  Association,  although  only  a  few  months  old, 
has  made  itself  felt  in  Ontario  and  at  the  meetings  the 
greatest  enthusiasm  has  been  shown.  Several  mat- 
ters have  been  taken  up  with  good  results,  and  at  their 
meeting  in  January  some  very  important  discussions 
will  be  brought  forward. 

The  Executive,  at  their  meeting  on  Oct.  22nd,  were 
pleased  with  the  result  of  their  labours  and  as  the 
manufacturers  had  a  representative  there,  it  shows  that 
so  far  as  co-operation  is  concerned,  both  retailer  and 
wholesaler  are  joining  hands  to  try  and  make  this 
particulai-  line  a  success. 

Many  of  both  parties  were  rather  skeptical  about 
the  advisability  of  the  two  organizations  working  har- 
moniously together,  but  the  knocker  is  again  doomed 
to  disappointment,  as  the  best  of  feeling  exists  between 
them,  and  manufacturers  have  gone  so  far  as  to  volun- 
teer to  help  in  every  way  possible  to  boost  the  Asso- 
ciation, and  have  readily  consented  to  help  cement  the 
bond  that  should  exist  between  these  two  branches. 

Manufacturers  report  a  slowing  up  in  orders  some- 
what, but  no  one  is  to  blame  for  this  any  more  than 
they  are,  for,  had  they  properly  informed  the  trade 
that  no  great  reductions  were  in  sight,  business  would 
have  been  doing  as  usual,  but  on  account  of  the  uncer- 
tainty of  present  prices,  remaining  as  they  are,  the 
retailer  was  quite  justified  in  sitting  back. 

So  far  as  the  writer  can  see  into  the  future,  there 
can  be  no  great  falling  in  prices,  as  materials  that  are 
put  into  the  manufacturing  of  furniture  have  not  drop- 
ped in  price  sufficiently  to  make  very  much  difference 
in  cost,  and  as  markets  are  so  uncertain,  personally, 
we  cannot  see  that  the  wholesalers  are  justified  in 
reducing  prices. 

Some  dealers  are  forevei'lastingly  yelling  high  prices 
and  continually  talking  blue  ruin,  but  90  per  cent,  out 
of  100  dealers  to-day  never  made  as  much  money,  or 
vv'ere  never  in  a  better  condition  than  they  are  now, 
consequently  why  talk  disaster? 

Get  away  from,  that  grouch,  get  it  out  of  your  sys- 
tem as  it  only  tends  to  make  matters  worse,  and,  if 
everyone  was  a  grouch  what  a  curse  we  all  would  be 
to  the  community  in  which  we  live,  and  to  the  business 
we  represent. 

It  is  true  manufacturers  should  adjust  a  few  prices 
as  some  goods  are  too  high  and  on  the  other  hand  some 
are  too  low.  By  looking  this  matter  square  in  the 
face,  is  it  advisable  for  any  reductions  to  take  place 
just  now  ? 

The  consumer  is  buying,  is  satisfied  to  pay  to-day's 
prices,  so  why  not  let  well  enough  alone,  and  as  we 
said  before,  every  retail  dealer  practically  in  Ontario, 


has  had  a  better  year  than  1919  and  it  looks  as  though 
even  at  high  prices  the  dealers  are  all  doing  well.  Do 
not  forget,  Mr.  Dealer,  that  furniture  for  years  was 
sold  fifty  per  cent,  less  than  it  should  have  been  and 
no  one  could  actually  say  they  made  very  much  money, 
and  for  all  the  difference  in  the  price  of  raw  materials 
to-day  would  it  pay  to  disturb  the  trade,  for  if  the 
dealer  who  is  forever  talking  about  prices  going  to 
drop  keeps  it  up  and  it  gets  to  the  ears  of  the  con- 
sumer, good-bye  to  business  for  a  while. 

While  it  is  true  that  some  lines  are  outrageously 
high  priced,  when  the  adjusting  of  these  particular 
lines  takes  place,  which  it  will,  let  us  all  forget  about 
the  balance. 

Several  important  matters  have  been  discussed  by 
the  Retail  Association  and  in  some  cases  action  has 
been  taken  which  has  turned  out  satisfactory  to  all 
concerned. 

Some  few  days  ago  we  heard  a  rumor  that  the  tra- 
vellers are  going  some  day  to  get  their  bumps  because 
they  are  sometimes  in  the  habit  of  selling  direct  to  the 
consumer,  and  we  know  that  this  is  being  done  almost 
ever}'  day,  and  in  order  to  get  over  the  difficulty  they 
say  the  party  is  a  traveller,  or  a  relation,  or  some 
other  excuse,  but  the  dealer  who  makes  a  kick  is  told 
he  is  a  crab,  because  he  objects  to  anyone  outside  get- 
ting a  small  favour,  but  Mr.  Traveller,  you  have  so 
many  people  who  are  your  relations  or  your  friend  or 
your  friend's  friend  that  the  poor  dealer  has  a  perfect 
right  to  kick. 

This  also  applies  to  the  wholesaler  in  some  cases; 
in  fact,  in  a  great  many  cases  manufacturers  are  known 
to  have  a  habit  of  selling  to  the  consumer.  Mr. 
Manufacturer,  if  you  put  your  ear  to  the  ground  some 
day  you  will  surely  hear  something  said  about  you 
that  you  might  not  like. 

We  are  gla^I  to  be  able  to  say  that  the  confidences 
between  the  dealer  and  the  wholesaler  to-day  is  being 
cemented  in;,such  a  way  that  when  our  Association  is 
complete  no  one  will  be  better  pleased  than  the  manu- 
facturers, for  on  several  occasions  these  men  have 
already  volunteered  their  help  and  are  anxious  to  see 
the  retailers  lined  up  to  a  man. 

As  evidence  of  this,  everyone  must  know  the  amount 
of  money  that  the  manufacturers  are  spending  in  their 
Bureau  of  Advertising  and  no  dealer  can  say  but  what 
they  are  to  be  congratulated  not  only  on  the  complete- 
ness and  good  w^ork  they  are  doing,  but  it  is  all  done 
without  a  cent  of  cost  to  only  themselves.  Personally, 
we  think  they  should  be  congratulated  by  all. 

The  prospects  for  the  year  1921  are  as  bright  as 
anyone  can  expect,  and  if  it  brings  with  it  as  much 
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luck  and  good  will  as  1920  has  done,  the  majority  of 
all  branches  of  this  great  industry  should  feel  pleased 
and  grateful. 

The  opinion  of  the  writer  is  that  1920  has  in  nearly 
every  instance  been  a  better  year  than  1919  and  al- 
though old  1920  has  been  good,  why  not  look  to  1921 
to  be  still  better? 

It  seems  funny  at  times  to  hear  men  all  the  time 
complaining,  but  some  people  cannot  live  without  a 
grouch  and  without  one  they  are  as  unhappy  as  a  duck 
out  of  water. 

Get  rid  of  that  grouch,  turn  over  a  new  leaf,  give 
the  other  fellow  credit  for  trying  at  least  to  do  some 
things  right,  and  when  you  find  our  it  works,  try  to 
convince  the  grouch  to  forget  and  if  all  men  were  to 
be  able  to  say  to  their  fellow  men,  "I  do  not  know 


a  man  who  has  a  grouch,"  would  we  not  think  that 
life  was  worth  living  after  all. 

Mr.  Furniture  Dealer,  we  want  your  co-operation 
and  assistance  to  make  this  fraternity  something  worth 
while  and  if  you  have  not  already  joined,  do  not  put  it 
off  any  longer,  be  a  live  wire,  get  up  in  the  front  rank, 
be  a  booster  not  a  knocker.  Come  in,  let  us  have  your 
help  and  your  ideas  and  $10.00  of  your  money. 

Preparations  are  being  made  for  a  large  meeting  in 
January,  and  we  want  every  dealer  there,  as  some 
verj-  important  things  are  coming  up  and  unless  you 
are  a  member  you  will  be  debarred  from  hearing  what 
is  going  on ;  forget  about  the  high  price  of  furniture, 
and  leave  your  old  store  for  a  day  or  so  and  come 
along  and  help  to  make  the  Retail  Furniture  busine.ss 
one  of  the  most  important  in  Ontario. 


He 


NOW  MAKING  FURNITURE. 

lies  down  to  Avork.     That's  the  waA'  Marshall 


Burns  Lloyd  digs  out  the  solutions  of  his  knotty  prob- 
lems. While  most  men  pace  up  and  down  the  floor 
and  others  rock  to  and  fro,  the  inventor  of  wicker 
manufacturing  methods  and  machines  relaxes  on  a 
comfortable  daybed,  lights  one  of  his  favorite  5-cent 
cigars,  concentrates  his  brain  on  the  topic  and  goes 
to  it. 

"This  has  been  my  practice  for  years,"  said  Mr. 
Lloyd,  "I  have  found  that  when  the  mind  is  working 
its  hardest  the  body  must  be  a  complete  repose.  I 
have  spent  hours  in  just  this  way.  While  I  was  work- 
ing on.  my  wicker  weaving  problems  I  spent  as  much 
as  sixteen  hours  at  a  stretch  in  just  this  kind  of  physi- 
cal repose  and  mental  activity.  I  find  it  the  best  way 
of  getting  complete  brain  concentration." 

The  remarkable  ability  shown  in  Mr.  Lloyd's  wicker 
inventions  has  enabled  the  Lloyd  company  to  develop 


from  a  small  baby  carriage  institution  into  one  of  the 
largest  on  the  continent.  The  growth  has  been  made 
possible  hy  the  even  and  beautiful  Aveaving  of  the  loom 
and  the  speed  with  which  it  operates.  It  produces  a 
baby  carriage  body  in  fifteen  minutes  Avhich  takes  a 
hand  operator  one  day. 

T^ast  year  a  three-story  building  400  x  100  feet  A\-as 
constructed.  This  has  increased  manufacturing  space 
nearly  three  acres,  and  has  enabled  the  company  to 
really  enter  the  furniture  field.  Just  recently  Lloyd 
officially  announced  his  ncAV  line.  The  announcement 
sa,ys  that  Loom  WoA^en  Furniture  is  noAV  being  made 
in  large  quantities  and  that  it  is  the  intention  of  the 
company  to  put  out  a  complete  AA'icker  line.  They 
call  it  "Good  P'urniture  at  Popular  Prices."  The  first 
group  manufactured  for  sale  includes  tAvo  kinds  of 
rockers,  chairs,  tables  and  settees.  Another  line  is 
being  prepared  to  include  a  daybed,  library  table, 
fernery,  clothes  hamper  and  more  chairs  and  rockers. 
Eight  finishes  are  used  on  all  articles. 


Mr.  B.  Lloyd  resting  on  one  of  the  new  daybeds  in  his  office.  The  table,  telephone  stand,  and  lamp,  as  well  as  the  daybed, 
are  made  of  wicker  woven  on  the  Lloyd  loom.     The  walls,  too,  are  finished  in  wicker,  the  first-known  room  to  have  this  kind  of 

wall  covering. 
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January,  1 92 1 ,  Furniture  Exhibitions 

PREPARATIONS  for  the  annual  Canadian  furniture  exhibitions,  are  well  under  wa.y,  and  the  | 

1921   shows  next  month   are   expec  ted  to  be  the  greatest  and  best  of  any  so  far  held.  | 

I  Certainly  none  of  them  held  during  the  war  period  will  compare  with  what  is  expected  of  | 

I  the  coming  exhibitions.    And  as  we  have  advanced  quite  a  deal  in  our  manufacturing  methods,  | 

I  our  production,  and  our  styles  and  lines  since  1914,  it  is  quite  likely  that  the  next  exhibitions  | 

I  will  be  record  breakers  in  many  respects.  | 

I  Stratford,  Kitchener  and  Toronto  are  making  great  preparations  to  surpass  themselves  in  | 

I  displays  and  furniture  offerings,  and  practically  all  the  Ontario  furniture  manufacturers  will  dis-  | 

I  plaj'  their  lines  at  one  or  other  of  these  several  places.  | 

I  The  fortnight  from  January  10  to  22,  1921,  has  been  set  apart  as  the  exhibition  dates  for  all  | 

I  three  exhibitions,  and  special  features  are  being  arranged  for  at  all  three  centres.    Numerous  | 

I  lines  and  many  new  designs  will  be  the  prominent  elements  in  nearly  all  displays.  | 

I  Exhibition  at  Stratford  | 

I  All  the  Stratford  manufacturers  will  show  in  their  own  factory  showrooms,  with  the  excep-  | 

I  tion  of  the  Imperial  Rattan  Co.,  which  will  show  at  the  new  Kindel  Bed  Co.'s  factory.     The  | 

I  noonday  lunch  feature  at  the  Imperial  Rattan  Co.'s  plant  so  popular  of  late  years  will  be  eon-  | 

I  tinned,  more  space  being  now  available  with  the  exhibit  shown  .in  another  building.  | 

I  The  Kindel  Bed  Co.  will  also  show  in  their  new  factory  show-rooms,  and  are  bringing  out  | 

I  a  great  many  new  designs.    In  fact  all  the  Stratford  factories  are  planning  extensive  exhibitions  | 

I  of  new  goods  and  new  designs.  | 

I  Additional  entertainment  features  art  part  of  the  program  for  those  visiting  Stratford  and  | 

I  staying  overnight.    The  Furniture  Manufacturers'  club  rooms  at  the  Queen's  Hotel  will  be  head-  | 

I  (juarters  throughout  the  whole  exhibition  period,  and  it  is  expected  that  the  Retail  Association  | 

I  will  hold  their  annual  meeting  during  Stratford's  exhibition.  | 

I  Besides  the  Imperial  Rattan  and  Kindel  Bed  companies'  displays.  The  McLagan  Furniture  Co.,  | 

I  Stratford  Chair  Co.,  Stratford  Bed  Co.,  Stratford  Mfg.  Co.,  and  The  Far(|uharson-Gif¥ord  Co.  will  j 

I  make  extensive  and  creditable  showings  of  their  lines.    Several  outside  furniture  companies  are  | 

I  as  well  likely  to  show  at  Stratford.  | 

I  The  Kitchener- Waterloo  Exhibitions  | 

I  The  furniture  manufacturers  about  Kitchener  have  formed  the  Waterloo  Coianty  Furniture  | 

I  Exhibitors'  Association  and  will  hold  their  annual  exhibition  mostly  at  the  Kitchener  and  Wa-  | 

I  terloo  factories.    There  will  be  a  central  display  for  the  out-of-town  exhibitors,  and  this  part  | 

I  of  the  arrangements  is  now  being  planned.  | 

I  So  far  the  companies  intending  to  show  their  new  lines  and  designs  are  Anthes  Furniture  Co.,  | 

I  Art  Furniture  Co.,  Canadian  Furniture  Mfrs.,  Baetz  Bros.  Furniture  Co.,  Beaver  Furniture  Co.,  | 

I  Elmira  Furniture  Co.,  Engel  Upholstering  Co.,  Fischman  Spring  Co.,  Globe  Furniture  Co.,  H.  W.  | 

I  Glady  Upholstering  Co.,  Gem.  Crib  &  Cradle  Co.,  G.  Hachborn  &  Co.,  Jacques  Furniture  Co.,  H.  | 

I  Krug  Furniture  Co.,  J.  Kreiner  &  Co.,  The  Lippers  Furniture  Co.,  Baetz  Bros.  Specialty  Co.,  The  | 

I  G.  J.  Lippert  Table  Co.,  Malcolm  &  Hill  Ltd.,  National  Furniture  Co.,  New  Hamburg  Furniture  Co.,  | 

I  Ontario  Woodenware  Co.,  Onward  Mfg.  Co.,  Quality  Mattress  Co.,  Reitzel  Bros.  Upholstering  | 

I  Co.,  Specialty  Upholstering  Co.,  Snyder  Bros,  Upholstering  Co.,  Snyder  Desk  Co.,  Schreiters  Ltd.,  | 

I  Waterloo  Spring  Co.,  Wingham  Furnitiare  Co.,  Waterloo  Furniture  Co.,  Woeller,  Bolduc  &  Co.,  | 

I  and  Wunder  Furniture  Co.  | 

I  This  list  may  be  added  to  before  tin;  New  Year,  but  it  is  the  list  as  completed  as  we  go  to  | 

I  press.  I 

I  Special  entertainments  will  be  featured  this  year.    Club  rooms  have  been  engaged  for  all  fui--  | 

I  niture  visitors,  and  these  will  be  the  headquarters  for  all  who  visit  Kitchener  and  Waterloo  dur-  | 

I  ing  Exhibition  time.    Meals  will  be  served  there,  and  special  programs  are  being  planned  for  | 

I  evening  entertainments.    This  program  is  not  yet  complete  and  further  details  are  to  be  an-  | 

I  ]iounced  later.  | 

I  Owing  to  the  crowded  condition  of  the  Kitchenei'  hotels  in  past  years,  a  committee  is  arrang-  | 

I  ing  for  rooms  in  i)rivate  houses  at  low  and  reasonable  rates  for  furniture  visitors  during  the  ex-  | 

I  hihitiol)  period.  | 

1  Toronto  Furniture  Displays  | 

I  The  Toronto  Furniture  Exhibition  will  be  held  in  the  John  Kay  Co.  building  at  36-38  King  | 

I  Street  West,  and  every  inch  of  the  building  will  be  filled  with  the  best  that  can  be  offered  by  | 

I  the  furniture  manufacturers  of  Canada.     This  will  be  one  of  the  strongest  aggregations  of  big  | 

I  furniture  lines  ever  shown  under  one  roof.    Advance  designs  for  the  1921  season  will  be  shown,  | 

I  soine  of  thein  are  said  to  be  of  very  original,  distinctive  and  artistic  lines.  | 
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JANUARY,  1921,  FURNITURE  EXHIBITIONS 

(  Continued  from  page  J 


The  list  of  exhibitors  up  to  date  are  as 
ture  Co.  Ltd.,  Southampton ;  Beach  Furnitu 
Chester;  Canadian  Feather  &  Mattress  Co. 
Coombe  Furniture  Co.  Ltd.,  F.  E.,  Kincard 
De  Luxe  Upholstering  Co.,  Kitchener !  Gen 
Ltd.,  Toronto;  Gibbard  Furniture  Co.  Ltd., 
peler  Furniture  Co.  Ltd.,  Hespeler;  Irish, 
Hanover ;  Knechtel  Furniture  Co.  Ltd..  Han 
bolstering  Co.  Ltd.,  Montreal ;  Mundell  & 
ilton ;  Marshall  Ventilated  Mattress  Co.  Ltd., 
Malcolm  &  Hill,  Ltd.,  Kitchener  ;  North  Ame 
can  Furniture  Co.  Ltd.,  Owen  Sound;  Phon 
Co.  Ltd.,  Renfrew ;  Roxton  Mills,  Roxton  Fa 
Carpet  Mfg.  Co.  Ltd.,  Toronto;  Watson  Pu 
Lucknow. 

Hotel  accommodation  for  the  furniture 
King  Erward,  Queens,  Prince  George  and 
mention  they  are  coming  to  the  Furniture 

The  committee  in  charge  of  the  Toronto 
R.  Hodgens  and  J.  H.  Meade. 


follows : — Arrow  Bedding  Co.,  Toronto ;  Bell  Furni- 
re  Co.  Ltd.,  Cornwall;  Beach  Furniture  Co.  Ltd.,  Win- 
Ltd.,  Toronto ;  Canada  Mersereas  Co.  Ltd.,  Toronto ; 
ine ;  Dominion  Brass  &  Iron  Bedstead  Co.,  Montreal ; 
dron  Mfg.  Co.  Ltd.,  Toronto;  Gold  Medal  Furniture  Co. 
Napanee ;  H.  E.  Furniture  Co.  Ltd.,  Milverton ;  Hes- 
G.  L.,  Toronto ;  Knechtel  Kitchen  Cabinet  Co.  Ltd., 
over ;  Kilgour  Davenport  Co.,  Toronto ;  Montreal  Up- 
Co.,  John  C.  Ltd..  Elora ;  Malcolm  &  Souter  Ltd.,  Ham- 
Toronto  ;  Malcolm  Furniture  Co.  Ltd.,  A.,  Kincardine ; 
rican  Bent  Chair  Co.  Ltd.,  Owen  Sound ;  North  Ameri- 
ola  Co.  of  Canada  Ltd.,  Elmira ;  Renfrew  Refrigerator 
lis,  Que. ;  Sidway  Mercantile  Co.  Ltd.,  Toronto  :  Toronto 
rniture  Co.  Ltd.,  Kincardine;  Lucknow  Table  Co., 

trade  visiting  Toronto  has  been  arranged  for  at  the 
Walker  House  hotels.    If  visitors   when  registering 
Exhibition,  reservations  will  be  more  easily  secured. 
Furniture  Exhibition  is  composed  of  W.  J.  Craig.  F. 
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BIG  GLASS  FACTORY  AT  HAMILTON  , 

The  Canadian  Libby-Owens  Sheet  Glass  Company, 
recently  incorporated  in  Toronto  with  a  capital  of 
•tl, 680,000  has  now  decided  to  locate  its  Canadian  fac- 
tory and  headquarters  in  Hamilton.  The  parent  com- 
pany is  located  in  Charlestown,  West  Virginia,  U.S.A. 

The  directors  of  the  new  company  are :  Ralph  King, 
Toronto,  director  of  the  Dominion  Plate  Glass  com- 
pany, who  will  be  the  president ;  J.  W.  Hobbs,  manag- 
ing director  of  the  Consolidated  Plate  Glass  company, 
who  will  also  be  the  managing  director  of  the  local 
enterprise ;  S.  B.  Henshaw,  Charlestown,  managing  di- 
rector of  the  American  Libby-Owens  company;  Wil- 
liam Ford,  Buffalo,  director  of  the  American  Libb.v- 
Owens  company,  and  also  of  the  Libby-Owens  Bottle 
company,  and  J.  T.  Richardson,  Toronto,  barrister. 

A  site  of  ten  acres  on  Kenihvorth  Avenue,  Hamilton, 


has  been  secured,  and  a  contract  has  been  let  to  W.  H. 
Cooper  of  Hamilton  for  the  erection  of  buildings.  Work 
has  already  been  started  on  the  ground.  The  main 
building,  which  will  be  of  concrete,  steel  and  brick 
construction,  will  be  559  feet  long  and  160  feet  wide. 
Some  idea  of  the  size  of  this  building,  which  will  be 
from  one  to  five  storeys  high,  may  be  gathered  from 
the  fact  that  2000  tons  of  steel  will  be  required  in 
the  building.  Over  100  workmen  will  be  engaged  this 
winter  on  the  buildings.  Completion  of  the  plant  is 
expected  by  this  time  next  year. 

The  local  plant  will  supply  the  Canadian  trade  with 
its  product,  which  largely  replaces  plate  glass.  It 
is  the  only  process  of  manufacture  where  the  glass  is 
rolled  for  the  purpose.  The  company  will  emplo.v  be- 
tween two  and  three  hundred  workmen  on  its  initial 
staff.  All  of  these  are  skilled.  No  unskilled  or  for- 
eign labor  is  employed  in  the  process  of  manufacture. 
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Xo.    120.     Nickel    framed    mirror  No.    121.     Nickel   framed  mirror 

Both  these  productions  from  Phillips  Mfg.  Co.,  Ltd.,  line 
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No. .10 


No.  15 


No.  20 


No.  25 


No.  30 


No.  35 


TORONTO  EXHIBITION 

Our  complete  line  will  be  shown  in  the  John  Kay  Building, 
King  Street  West,  Toronto,  during  the  Toronto  Furniture 
Exhibition.  A  cordial  invitation  is  extended  to  the  furniture 
trade  to  come  and  inspect  our  product. 

Floor  Lamps  and  SUk  Shades 

We  can  fill  your  rush  orders  with  first-class  goods  for  the 
Christmas  Trade.    Wire  or  phone  your  requirements. 

A  good  stock  of  picture  frames,  framed  pictures,  mirrors  and 
statuary  always  on  hand. 


G.  L  IRISH 


499  Queen  Street  West 
Toronto,  Canada 


Canadian  Furniture  World 
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Launch  Xmas-  The  harvest  season  of  the  j^ear  for 

Campaign  Early       the  furniture  dealer  is  at  hand. 

Christmas  business  is  gradually 
ripening  and  it  will  soon  be  time  for  the  dealer  to 
start  to  cash  in  on  the  season's  opportunities.  Success 
depends  to  no  little  extent  on  the  character  of  effort 
put  forth  by  the  dealer  to  secure  passing  business 
and  to  stimulate  additional  trade.  This  is  one  time  ol 
the  year  when  extra  business  can  certainly  be  culti- 
vated. Suggestion  plays  a  more  important  part  at 
this  time  than  at  any  other  period  of  the  year,  especi- 
ally when  the  festive  spirit  is  properly  implanted  in 
the  purchasing  public.  The  Christmas  spirit  opens 
the  purse  strings  of  even  a  tightwad,  and  the  earlier 
the  dealer  starts  to  suggest  Christmas  to  the  public 
the  sooner  they  will  catch  the  festive  spirit  that  helps 
so  much  in  swelling  sales. 

*  *  « 

A  Confidential  This  is  a  j-ear  when  thousands  of 

Christmas  Call  large  labor-saving  appliances  can 
be  sold  as  Christmas  gifts.  They 
will  be.  For  the  need  is  greater,  the  desire  stronger, 
the  idea  is  firmer  fixed.  And  the  dealer  who  goes  in 
secret  to  the  husbands  at  their  offices  and  suggests  a 
.sweeper  or  a  washer  as  a  real  gift  of  help  and  comfort 
for  their  wives  will  win.  Take  your  orders  for  delivery 
on  December  24th.  Promise  a  Christmas  tag  and  a 
red  bow. 

Men  will  buy  expensive  things  at  Christmas  time. 
Why  not?  It's  Christmas.  They  are  always  looking 
for  some  practical,  sensible  gift.  Well,  here  it  is. 
Go  to  the  husbands  in  strict  confidence,  sell  them  an 
electric  dish  washer,  an  ironer,  a  clothes  washer,  a 
vacuum  cleaner.  Weave  the  Christmas  spell  around 
them;  you  can  do  it  now. 

#  *  # 

Christmas  "Larger  spaces  in  the  newspapers 

Advertising  should  be  used  for  the  Christmfi,° 

advertisements  if  the  best  results 
are  to  be  expected,"  said  a  prominent  dealer  in  dis- 
cussing Christmas  advertising.  "With  some  dealers 
using  large  space  and  others  using  small,  it  is  no  Avon- 
der  that  the  larger  advertisers  get  the  business.  The 
ability'  of  the  merchant  to  supply  the  Christmas  shop- 
per is  often  gauged  by  the  size  of  the  advertisement." 

While  there  is  a  heap  of  sound  logic  in  this  admoni- 
tion, small  advertisements  can  be  made  quite  effective 
by  a  good,  striking  headline  or  catch  phrase.  They 
'•an  be  made  to  "pop  out"  of  the  page  by  using  good, 
clear  Christmas  cuts.    Pictures  are  more  easily  read 


than  words,  and  give  an  impression  that  is  often 
lasting  when  only  a  glance  is  given  it  in  pa.ssing  from 
one  page  to  another. 

Instead  of  the  usual  "shop  early"  advertising,  .show 
Ihe  advantage  of  shopping  early  by  suggestion.  Tell 
what  you  are  going  to  do  for  the  customer,  not  what 
you  want  the  customer  to  do  for  you.  If  you  are 
going  to  keep  open  evenings  for  the  convenience  of 
the  customer,  say  so.  If  j-ou  will  hold  goods  on  de- 
posit until  Christmas,  say  so.  If  you  will  make  spe- 
cial deliveries,  say  so.  Don't  thiidi  that  the  customer 
knows.  Tell  it  all;  that's  what  advertising  is — 
"telling." 

In  this  issue  are  illustrated  many  attractive  adver- 
tisements. Suggestions  may  be  gathered  from  these 
and  incorporated  in  your  advertising  plans  for  a  big- 
ger Christmas  trade. 

*     *  # 

Your  Trade  These  are  the  days  for  co-opera- 

Association  tion  and  unity  of  purpose.   As  an 

individual  unit  you  can  accomp- 
lish practically  nothing  towards  the  benefit  of  your 
trade  as  a  whole — as  an  organized  body  you  can  be- 
come a  power.  You  can  demand  reforms  that  would 
be  out  of  the  question  otherwise. 

The  need  is  for  co-operation.  The  sooner  each  and 
every  furniture  dealer  gets  away  from  the  foolish  idea 
that  his  competitors  are  trying  to  "skin'"  him  on  every 
turn,  the  better  it  will  be  for  the  dealers.  Co-operate. 
Let  us  say  you  have  a  grievance  against  a  manu- 
facturer. You  cannot  hope  to  go  to  this  manufac- 
turer in  a  dis-organized  group  and  expect  to  get 
your  grievance  righted,  as  disorganized  he  is  stronger 
than  you ;  organized  you  can  force  him  to  recognize 
you. 

The  organizing  time  is  past.  You  have  an  organiza- 
tion ;  get  behind  it  and  boo.st  it  and  you  will  be  sup- 
prised  at  the  benefits  that  you  can  derive  from  it. 
Try  to  get  out  to  every  meeting  of  your  section  and 
if  you  have  grievances,  put  it  up  to  the  rest  of  the 
members  and  as  a  body  you  can  have  them  corrected. 

To-day,  you  have  a  special  grievance :  that  of  the 
Luxury  tax.  There  is  no  hope  of  trying  to  get  the 
repeal  of  this  act  unless  you  act  as  a  unit.  Sir  Henry 
Drayton  himself  told  one  of  the  executive  of  the  R.M.A. 
that  it  would  be  impossible  for  him  to  make  any  change 
in  the  tax  until  the  retail  merchants  Avere  organized 
enough  to  send  a  single  and  compact  representation. 

A  prominent  Toronto  wholesaler  and  manufacturer 
at  a  recent  meeting  of  retail  merchants  said,  "If  yon 
retailers  were  to  stick  together  you  would  be  one  of 
the  strongest  factors  in  the  country.  I  would  have 
to  do  as  you  told  me  to  do." 
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Good  Things  in  Our  Exchanges 
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WHERE  SALESMANSHIP  COMES  IN 

Don't  allow  your  clerks  to  have  the  idea  that  it 
doesn't  take  salesmanship  to  sell  goods.  It  takes 
mighty  good  salesmen  to  sell  your  customers. 

Your  clerks  may  need  instruction — you  may  haA'e 
to  educate  them  to  the  real  ideas  behind  the  selling 
of  merchandise.  But  get  them  straightened  out  on  a 
real  sales  basis  and  your  store  will  profit  accordingly. 

Mrs.  Brown  comes  into  your  store  in  a  receptive 
frame  of  mind.  She  may  only  have  thought  of  one 
thing  she  needs,  but  in  nine  cases  out  of  ten  she 
needs  more. 

That's  where  salesmanship  comes  in.  You  or  your 
clerks  can  supply  her  with  what  she  asks  for,  or  you 
can  sell  her  the  items  she  is  likely  to  need.  It  rests 
entirely  with  you  and  the  salesmanship  used. 

Consider  the  salesman  who  sells  you  the  stock  on 
your  shelves.  Does  he  merely  take  an  order  for  the 
stock  marked  down  in  your  want-book?  Of  course  he 
doesn't.  He'll  call  your  attention  to  item  after  item — 
stock  that  you  are  short  on.  He  sells  you  everything 
you  need — Armour's  Better  Business  Bulletin. 


ERA  OF  SUBSTITUTES  PASSING  AWAY 

Although  we  passed  through  an  era  of  substitutes 
owing  to  necessities  occasioned  by  the  war,  this 
period  will  not  be  permanent.  The  public  does  not 
want  substitutes,  but  the  real  thing.    This  is  becoming 


more  noticeable  daily.  "With  prosperity  abounding, 
the  public,  particularly  the  laboring  classes,  want 
first-class  goods  and  not  substitutes.  They  are  shy- 
ing away  from  the  substitute  which  hereloh'ore,  espe- 
cially during  the  war  period,  have  been  placed  before 
them.  Substitutes  too  often  mean  inferior  articles; 
something  that  is  put  up  as  good  as  the  genuine,  but 
Avliich  is  far  from  it.  Abraham  Lincoln,  was  it  not, 
said  that  you  can  fool  the  peojjle  part  of  tlie  tiiii  !,  but 
not  all  the  time.  That's  the  reason  the  days  of  the 
substitutes,  particularly  those  that  are  made  of  in- 
ferior materials,  are  numbered/ — Pacific  Furniture 
Trade. 


FURNITURE  THAT  COMES  IN  PARCELS 

Some  ingenious  Frenchman  has  invented  a  system  of 
knockdown  interchangeable  unit  furniture  that  is 
unique  and  perhaps  practical  as  well.  The  basis  of  this 
system  is  to  be  found  in  a  collection  of  rods,  tees, 
elbows  and  other  fittings,  which  can  be  assembled  in 
many  different  ways  to  form  all  sorts  of  furniture. 
The  rods  and  fittings  are  bought  in  a  store  and  the 
purchaser  then  proceeds  to  make  any  desired  bed  or 
other  piece  of  furniture  within  the  limitations  of  the 
system. 

For  instance,  sufficient  rods  and  fittings  can  be 
bought  to  make  a  small  crib  for  the  infant,  and  later, 
when  the  infant  has  grown  to  childhood,  additional 
rods  and  fittings  can  be  bought  in  order  to  enlarge 
the  crib  or  even  change  it  into  a  single  bed  or  couch. 
The  system  also  lends  itself  to  making  tables,  settees, 
wardrobes  and  other  furniture,  although  its  prime 
purpose  is  for  beds. — Southern  Furniture  Journal. 


Christmas 
1920 


Greetings 


WE  extend  to  our  many  friends  and  customers  our 
hearty  good  wishes  for   a   Joyful  Christmas 
Season  and  a  Prosperous  New  Year,  expressing 
at  the  same  time  our  appreciation  for  their  splerdid 
patronage  in  the  past. 
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COLLERAN  SPRING  BED  CO,  LIMITED 


Toronto 


Ontario 
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Thos.  Coates,  of  Prescott,  Ont.,  died  recently. 
The  Old  Country  Furniture  Co.,  Toronto,  has  been 
registered. 

There  are  said  to  be  23,000  furniture  stores  in  the 
United  States. 

C.  Turcotte,  upholsterer,  Montreal,  has  had  his  busi- 
ness registered. 

A.  C.  Fenn  has  commenced  a  new  furniture  busi- 
ness at  Sarnia,  Ont. 

The  Montreal  Brass  &  Steel  Bedstead  Co.  has  been 
registered  at  Montreal. 

The  plant  of  the  Canadian  Reed  &  Rattan  Co.,  Mon- 
treal, P.Q.,  was  burned  recently. 

Windsor,  Ont.,  merchants,  through  their  local  R.M. 
A.,  are  asking  for  more  and  better  police  protection. 

The  Office  Equipment  Co.  of  Canada,  Ltd.,  Mon- 
treal, has  been  incorporated  with  a  capital  of  $100,000. 

The  Progress  Spring  Bed,  Ltd.,  Montreal,  are  build- 
ing an  addition  to  their  factory,  30  x  72,  to  cost 
$10,000. 

The  Frontenac  Moulding  and  Glass  Co.,  Kingston, 
Out.,  have  increased  their  capital  from  $250,000  to 
$325,000. 

A.  B.  Beverley  has  purchased  a  three-storey  factory 
situated  at  Toronto,  for  manufacturing  a  line  of 
phonographs. 

Brantford,  and  Woodstock,  Ont.,  merchants  are  les- 
sening their  window  lighting  to  tide  over  the  short- 
age in  electric  energy. 

C.  C.  Rathmusson  has  been  appointed  General  Man- 
ager of  the  Canadian  branch  of  the  White  Serving 
Machine  Co.  in  Guelph. 

C.  N.  Greenwood,  Stratford,  Ont.,  has  been  ap- 
pointed a  director  on  the  local  R.M.A.  Executive,  to 
represent  the  furnitui-e  dealers. 

It  is  estimated  that  three  thousand  furniture  deal- 
ers in  the  U.  S.  handle  and  sell  pianos — thirteen  per 
cent,  of  the  trade  of  that  country. 

Gait,  Ont.,  retail  merchants  are  observing  the  Wed- 
nesday half-holiday  throughout  the  year,  with  the  ex- 
ception of  the  month  of  December. 

The  partnership  known  as  the  Hamilton  Furniture 
Repair  Shop  has  been  dissolved  and  the  business  will 
in  future  be  conducted  by  L.  B.  Everitt. 

The  new  plant  of  the  Milverton  Furniture  Co.,  Ltd., 
at  Milverton,  Ont.,  is  rapidly  nearing  completion.  It 
is  anticipated  that  the  factory  will  be  in  full  operation 
by  the  first  of  the  year. 

J.  J.  Little,  Fairbank,  Ont.,  contemplates  erecting  a 
small  chair  factory  on  Dufferin  Street,  Toronto.  The 
building  will  be  one-storey  frame,  25  x  45,  and  is  to 
co.st  in  the  neighborhood  of  $3,500. 

The  annual  meeting  of  the  American  Walnut  Manu- 
facturers' Association  will  be  held  at  the  offices  of  the 
Association,  616  South  Michigan  Boulevard,  Chicago, 
111.,  on  Thursday.,  January  20,  1921. 


Currie  Manufacturing  &  Lumber,  Ltd.,  Brandon, 
Man.,  has  been  incorporated  and  has  taken  over  the 
Currie  Mfg.  Co.,  and  will  continue  its  lumber  milling 
and  furniture  manufacturing  business. 

The  McGill-Quinn  Handcraft  Products,  Norwood. 
Ont.,  recently  acquired  a  plant,  and  are  manufacturing 
a  line  of  woven  fibre  floor  lamps.  A  complete  line  of 
woven  fibre  products  is  to  be  manufactured. 

Morency  Freres,  Ltd.,  Montreal,  have  been  incor- 
porated to  manufacture  furniture,  cabinets  and  other 
wood  products.  Capital,  $20,000.  Two  of  the  incor- 
porators are  L.  A.  Morency  and  A.  Lacoste,  both  of 
Montreal, 

Dominion  Furniture  Manufacturers,  Ltd.,  St.  Ther- 
ese.  Que.,  were  recently  incorporated  as  manufacturers 
and  dealers  in  all  kinds  of  wood  products  and  to  take 
over  the  business  known  as  the  Dominion  Furniture 
Co.   Capital  $500,000. 

Albert  H.  Baker,  credits  and  office  manager  for  Sim- 
mons, Ltd.,  at  their  Winnipeg  office,  has  been  promoted 
secretary-treasurer  of  the  company  at  the  Montreal 
head  office.  Mr.  Baker  has  been  with  the  company 
(formerly  Alaska  Bedding  Co.)  for  ten  years  past. 

A  despatch  in  the  daily  press  from  Goderieh,  Ont., 
states  that  the  Goderieh  Mercantile  Co.  has  received 
from  a  furniture  dealer  in  Toronto  a  rush  order  for 
$30,000  Avorth  of  furniture,  to  be  delivered  by  Jan. 
15,  which  means  that  the  factor}-  will  be  run  night 
and  day. 

Wingham,  Ont.,  is  to  have  a  phonograph  factory 
which  will  emploj-  about  100  persons.  This  decision 
Avas  reached  when  the  ratepayers  approved  a  by-law 
by  a  vote  of  226  to  12  to  grant  a  loan  of  $10,000  and 
a  fixed  assessment  of  $10,000  to  the  William  Gunn 
Co.,  of  Saginaw,  Mich. 

Albert  Evans,  for  a  number  of  years  on  the  road  for 
several  Ontario  furniture  manufacturers,  has  retired 
from  that  division  of  the  work  to  look  after  customers 
with  the  Adams  Furniture  Co.,  Toronto.  Albert  is 
taking  Mr.  Berry's  place,  the  latter  having  gone  to 
Winnipeg  with  the  intention  of  going  into  business 
there. 

The  G.  W.  Robinson  Co.,  of  Hamilton,  have  added  a 
"furniture  shop"  as  an  attractive  feature  of  their  de- 
partment store.  It  covers  12,000  square  feet  of  floor 
space  and  is  especially  lighted,  decorated  and  equipped 
to  meet  the  requirements  of  a  furniture  business.  It 
is  well  stocked  with  first-class  goods  and  is  under  the 
management  of  E.  F.  KeJly. 

The  Westminster  Furniture  Manufacturing  Co.,  of 
New  Westminster,  B.C.,  have  commenced  active  oper- 
ations and  are  producing  a  line  of  furniture  made  from 
B.  C.  hardwoods.  The  line  manufactured  is  medium 
grade,  being  made  chiefly  of  maple.  The  output  at 
present  is  small,  but  additions  and  improA'ements  are 
planned  which  will  tend  to  enlarge  this  considerably. 

The  W.  F.  Vilas  Co.,  Ltd.,  CoAvansville,  Que.,  manu- 
facturers of  furniture  and  school  desks,  are  ei-ecting  a 
new  addition  to  their  plant.  This  new  building,  which 
will  be  of  solid  brick  construction,  will  add  about 
10,000  square  feet  to  the  floor  space.  This  addition 
will  be  used  largely  for  the  manufacture  of  high-class 
enamel  ware,  which  will  include  enamel  tops  for  kit- 
chen cabinets  and  kitchen  tables,  and  enamel  stock  for 
the  manufacturers  of  refrigerators.  It  is  expected 
that  the  new  plant  will  be  in  full  operation  about  the 
middle  of  April  next. 
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I  LETTERS  to  THE  EDITOR  | 

i  Furniture    dealers    who    want    information    relative    to  | 

I  trade  matters   will   find   The   Canadian   Furniture  World  = 

=  willing  to  co-operate.    Send  in  yoni  problems  and  we  will  = 

=  try  to  obtain  the  right  answer.  | 
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WANTS  TO  KNOW  ABOUT  DRAPERIES 

A  Winnipeg  correspondent,  who  gives  us'  no  address, 
fisks  if  there  is  a  technical  work  dealing  with  the 
question  of  draperies,  similar  to  those  books  which 
are  to  be  had  on  furniture.  We  know  of  one  work, 
"The  Uphorster  and  Drapery  Guide,"  which 
touches  on  this  subject,  but  which  gives  more  prom- 
inence to  upholstery  subjects  than  draperies. — Editor. 


NOTICE  TO  MERCHANT  IN  RAISING  THE  RENT 

The  following  question  of  a  retail  merchant  in  Ontario 
directed  to  the  legal  department  of  the  Mail  and  Empire, 
Toronto,  with  the  answer  of  the  lawyer  in  charge  of  the 
department  will  prove  interest  to  merchants  generally. 

Question. — I  leased  a  store  in  September,  1909,  for 
one  year,  and  have  continued  on  paying  the  same  rent 
monthly  in  advance  ever  since.  Am  I  a  yearly  or 
monthly  tenant?  (2)  On  the  12th  of  March  the  owner 
told  me  that  he  would  have  to  raise  the  rent.  Can  I 
hold,  the  store  for  the  remainder  of  the  "year  at  the  same 
rent?  (3)  What  notice  will  the  owner  have  to  give  me 
to  raise  the  rent  and  put  an  end  to  the  tenancy? 

Ans. — Your  question  has  been  answered.  (1)  You 
were  a  monthly  tenant  at  the  commencement  and  as  noth- 
ing has  occurred  to  make  any  change  in  that  tenancy  you 
are  a  monthly  tenant  still.  (2)  It  is  only  natural  that 
the  owner  should  desire  to  increase  the  rent,  and  it  was 
courteous  on  his  part  to  tell  you  about  it  in  a  friendly 
way  without  having  first  given  you  a  notice  to  quit.  He 
can  terminate  your  tenancy  by  giving  you  a  month's 
notice  and  can  then  secure  another  tenant  who  will  pay 
a  higher  rental  if  you  are  unwilling  to  pay  increase. 


GOLD  MEDAI,  CO.  ISSUE  SUPPLEMENT 

The  Gold  Medal  Furniture  Mfg.  Co.,  Ltd.,  Toronto, 
issued  under  date  of  November,  1920,  a  supple- 
ment to  their  general  Gold  Medal  Line  catalogue, 
in  which  are  grouped  and  illustrated  many 
special  seasonal  offerings  of  upholstered  furniture 
at  special  values.  Every  piece  of  this  offering 
is  guaranteed  to  be  of  sound  construction,  clean,  dur- 
able filling,  and  upholstered  by  experienced  upholster- 
ers. The  coverings  are  selected  from  a  large  variety 
of  the  best  English  and  French  tapestries. 


PUNISHED  FOR  FRAUDULENT  ADVERTISING.. 

For  an  ofl'ense  against  the  section  of  the  Criminal 
Code  relating  to  fraudulent  advertising,  Maurice 
Cohen  was  fined  .$100  and  costs  at  Owen  Sound,  Out.,  in 
April.  Cohen  came  to  the  town  a  short  time  ago  ad- 
vertising a  sale  of  bankrupt  stock  at  what  looked  like 
very  low  prices,  but  representatives  of  the  Retail  Mer- 
chants' Bure.au  who  purchased  some  of  the  advertised 
goods  found  that  they  were  far  from  being  what  they 
were  represented  to  be.  The  Police  Magistrate  found 
that  it  was  a  clear  case  of  misrepresentation.  The  pub- 
lic, he  said,  must  be  protected  against  this  cla.ss  of  trad- 
er, and  he  imposed  the  heavy  fine,  both  as  a  punishment 
for  the  offence  and  as  a  warning  to  any  others  who 
might  be  inclined  to  make  claims  in  their  advertise- 
icnts  which  they  were  unable  to  back  in^ 


No.  1  Pedestal  No.  2  Pedestal 

Made  from  best  quality  American  Reeds 


CHRISTMAS 
GREETINGS 


Once  more  we  take  pleasure  in  extending 
to  our  friends  and  customers  our  warmest 
thanks  for  their  hearty  co  operation,  and 
best  wishes  for  A  Merry  Christmas  and  A 
New  Year  that  is  Happy  and  Prosperous. 

Shipments  of  willows  are  now  arriving  from 
France  and  England,  and  we  are  now  in  a 
belter  position  to  supply  goods  more  promptly. 

Brantford  Willow  Works 

BRANTFORD        -  ONTARIO 


Be  sure  and  get  the  old  reliable  Brart/ord  IVillou) 
Furniture.  We  have  no  connection  with  ary  other 
reed  Furniture  house  in  Brantford. 
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WHAT  OTHERS  THINK  OF  CANADA 

'"The  Land  of  Achievement"  is  what  the  Bankers 
Trust  Company,  of  New  York,  terms  Canada  in  a  study 
devoted  to  the  resources,  the  trade,  the  financial  and 
the  physical  development  of  the  Dominion,  which  has 
just  been  published  by  the  bank  under  the  title  "The 
Dominion  of  Canada." 

"The  characteristic  of  the  Canadian  people  which 
most  impresses  the  observer,"  says  the  Bankers  Trust 
Company,  "is  that  of  determination  and  achievement. 
Vision  and  courage  were  necessary  to  bring  the  Canada 
of  1867  and  the  provinces  of  Nova  Scotia  and  New 
Brunswick  with  their  sparse  combined  population  of 
less  than  three  million  into  a  confederation.  It  took 
courage,  in  1870,  to  bring  into  the  confederation  the 
almost  limitless  territory  stretching  westward  to  the 
Pacific  and  northward  to  Hudson  Bay  and  the  Arctic 
Seas.  It  took  courage  to  link  together  this  empire, 
greater  in  square  miles  than  our  own  United  States,  by 
railroads  running  into  the  untrodden  wilderness.  For 
nearly  fifty  years  the  men  of  Canada  were  busy  con- 
(luering  the  wilderness,  and  bringing  into  full  flower 
a  representative  government  admirably  adapted  to 
meet  the  problems  of  a  great  democracy. 

"Then  came  the  great  war.  Canada  was  ready.  Im- 
mediately she  set  about  mobilizing  her  man-power. 
Great  armies  were  transported  over  the  sea  and  at 
once  they  began  'to  do  things.'  If  there  was  a  diffi- 
cult position  to  he  held,  a  hard  battle  to  be  fought, 
an  important  post  to  be  taken  the  Canadians  made 
good.  They  had  conquered  the  wilderness.  By  the 
use  of  the  same  quiet  determination,  the  same  habit 
of  achievement,  they  could  and  would  conquer  the 
enemy.  Not  only  did  they  fight,  but  Canada  paid  their 
bills.  The  war  cost  Canada  nearly  sixty  thousand 
lives  and  over  a  billion  and  three-quarters  in  money. 
This  gift  of  men  and  money  in  defense  of  the  Empire 
came  from  a  people  of  less  than  nine  million. 

"Needless  to  say,"  continues  the  Bankers  Trust 
Company's  study,  "such  a  record  of  achievement  as 
is  at^oijtled  by  the  history  of  Canada  during  the  fifty- 
odd  yebrs  which  have  elapsed  since  'Dominion  Day' 
1867  is  not  due  to  chance.  Canada  has  been  fortunate 
during  this  period  in  having  in  political  life  and  in 
business  a  group  of  able,  resourceful,  morally  strong, 
patriotic  men  who  were  not  alone  capable  in  action 
but  capable  in  leadership.  They  could  not  have 
achieved  if  there  had  not  been  working  with  them  a 
splendid  body  of  intelligent,  determined  and  resource- 
ful citizenry,  men  and  women  of  moral  force  and 
courage  such  as  a  new  country  alone  seems  to  de- 
velop. 

"As  an  evidence  of  Canada's  phenomenal  develop- 
ment the  latest  available  figures  indicate  that  the  Do- 
minion in  relation  to  nine  other  industrial  countries 
now  stands  first  in  area,  second  in  potential  water 
power,  third  in  total  railway  mileage,  fifth  in  total 
exports,  sixth  in  pig  iron  production,  total  exports  and 
foreign  trade,  and  eighth  in  population.  The  friend- 
ship between  the  Canadian  people  and  ourselves  is 
traditional.  Canada  interchanges  more  business  with 
us  than  with  any  other  nation,  not  excepting  the  United 
Kingdom.  We  have  only  one  greater  customer  than 
Canada  and  that  one  is  the  United  Kingdom. 

"Canada  has  scarcely  begun  to  grow.  Her  friend- 
ship and  her  business  will  be  increasingly  worth  while. 
\Vf  have  nothing  to  fear  from  her  efforts  to  develop 
licr  resources  and  her  manufacturing  enterprises.  Such 


development  will  only  increase  her  need  for  greater 
quantities  of  goods  from  outside  and  her  ability  to  pay 
for  them.  As  her  nearest  and  most  convenient  mar- 
ket," declares  the  Bankers  Trust  Company,  "we  will 
have  only  ourselves  to  blame  if  we  do  not  hold  our 
present  trade  merely,  but  also  add  immeasurablj' 
thereto. ' ' 


NOVA  SCOTIA'S  NATURAL  RESOURCES 

A  70-page  booklet  entitled  '"Natural  Resources  of 
Nova  Scotia"  with  16  illustrations  and  a  map  has  just 
been  issued  by  the  Natural  Resources  Intelligence 
Branch  of  the  Department  of  the  Interior,  Ottawa.  This 
is  the  latest  of  a  series  dealing  with  various  sections 
of  the  Dominion,  the  booklets  previously  issued  having 
dealt  with  New  Brunswick,  the  Peace  River,  New  Man- 
itoba, Saskatchewan,  etc.  The  opening  paragraph  on 
Nova  Scotia  clearly  indicates  the  object  of  the  series 
when  it  says  "The  facts  in  this  booklet  are  compiled 
for  the  use  of  the  home-seeker,  merchant,  manufac- 
turer, capitalist  and  visitor.  They  purpose  to  be  up- 
to-date,  authoritative,  concise."  Each  booklet  forms 
a  basis  of  standard  official  information  and  is  revised 
as  each  edition  is  exhausted. 

In  the  booklet  now  before  us  a  welcome  absence  of 
verbiage  allows  space  for  valuable  specific  facts.  Thus 
there  is  a  list  of  products  reshipped  from  Halifax  which 
could  easilj^  be  manufactured  in  Canada ;  a  special  sec- 
tion on  West  Indian  and  British  Guiana  trade,  details 
about  oil-shales,  coal,  limestone  and  iron,  aeronautics, 
merchant  marine,  clays,  salt,  land  prices  and  wages — 
all  subjects  of  present  interest.  Statistics  are  made 
palatable  by  an  interesting  style  and  suggestive 
touches. 

Nova  Scotia  is  crossing  the  threshold  to  great  acti- 
vities, and  both  to  the  many  native  born  who  left  the 
land  in  the  last  generation  and  to  the  many  about  to 
sail  from  overseas  the  booklet  will  be  a  reminder  that 
the  chances  in  Nova  Scotia  now  seem  as  bright  as  is 
its  summer  beauty.  The  "Natural  Resources  of  Nova 
Scotia"  will  be  sent  free  by  mail  on  application  to 
The  Superintendent,  Natural  Resources  Intelligence 
Branch,  Department  of  the  Interior,  Ottawa. 


HOW  TO  TREAT  YOUR  CITY 

Praise  it. 
Improve  it. 
Talk  about  it. 
Trade  at  home. 
Be  public-spirited. 
Tell  of  its  business  men. 
Take  a  home  pride  in  it. 
Remember  it  is  your  home. 
Tell  of  its  natural  advantages. 
Trade  and  induce  others  to  trade  there. 
When  strangers  come  to  town  use  them  well. 
Don't  call  your  best  citizens  frauds  and  im- 
posters. 

Support  your  local  institutions  that  benefit 
your  town. 

Look  ahead  of  self  when  all  the  town  is  to 
be  considered. 

Help  the  public  officers  do  the  most  good  for 
the  most  people. 
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MEET  US  IN  TORONTO 

January  10th  to  January  22nd 


Our  showing  of  medium  and  high- 
grade  furniture  and  chairs  at  the 
coming  Toronto  Furniture  Exhibi- 
tion will  be  unusually  complete.  A 
wide  variety  of  new  and  pleasing 
designs  will  be  presented  for  your 
approval,  and  we  believe  that  the 
prices  will  be  considered  excellent 
value  by  discriminating  buyers. 

We  extend  to  our  many  customers 
a  cordial  invitation  to  attend  this  im- 
portant event  in  the  Canadian  furni- 
ture industry,  and  look  forward  to 
having  you  inspect  our  exhibit. 


The  North  American  Furniture  Company,  Limited 
The  Owen  Sound  Chair  Company,  Limited  ^ 


wen  Sound 

Ontario 
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We  congratulate  our  customers  on 
the  measure  of  prosperity  the  year 
has  brought.  Our  own  trade  has 
been  satisfactory,  and  in  extending 
the  comphments  of  the  season  to 
our  many  friends  we  add  a  hearty 
"thank  you**  for  your  generous 
patronage. 


The  North  American  Bent  Chair  Company,  Limited 

OWEN  SOUND      -  ONTARIO 


TRADE 


MARK 


We  hope  to  see  all  Canadian  Furniture  Dealers  at  our 
display  in  the  Kay  Building  during  the  Toronto 
Furniture  Exhibition. 

May   1 92 1    be  a  prosperous   and  successful  year. 


The  Marshall  Ventilated  Mattress  Co.,  Limited 

London  England  Toronto  Canada  Chicago  U.  S.  A. 


December,  1920 
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NEED  OF  BEING  INSURED  AGAINST  FIRE 
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Convincingly   demonstrated   by   the   experience   of  three   dealers,  related  in  an  exchange. 
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THE  name  of  the  town  doesn't  matter  much.  We'll 
call  it  Valleyfield  for  the  sake  of  convenience.  It's 
not  a  town  of  any  particular  size  or  importance — 
not  yet — and  there's  a  difference  of  opinion  on  the  part 
of  outsiders  as  to  whether  it  "sprang  up,"  as  the  saying 
is,  or  whether  it  merely  "settled  down"  in  its  present  lo- 
cation. Anyway,  there  it  is — just  at  the  fork  of  two  val- 
leys, with  its  little  irregular  houses  straggling  around 
the  foot  of  the  green,  wooded  hills,  and  its  narrow  but 
thriving  main  street  with  the  post  office,  hotel,  bank  and 
other  modern  conveniences  lined  up  and  doing  good 
business. 

It  chanced  some  years  ago  that  three  young  men,  look- 
ing around  for  a  suitable  spot  whereon  to  build  a  busi- 
ness career,  came  to  Valleyfield.  They  liked  the  look  of 
its  well-kept  streets  and  its  neat  bungalows — appreciated 
its  businesslike  way  of  doing  things — and  decided  to 
camp  right  there. 

TTie  Story  of  Three  Young  Business  Men 

Tom  was  a  bright-eyed  energetic  young  fellow  who  had 
served  an  apprenticeship  in  his  father's  grocery  store. 
This  made  him  greatly  interested  in  the  grocery  busi- 
ness, and  he  soon  opened  an  attractive  store  in  the  main 
street.  lu  the  adjoining  store  Jim,  following  his  own 
early  training,  started,  a  butcher's  shop.  The  store  was 
clean  and  inviting  and  his  meats  always  looked  fresh. 
You  couldn't  help  but  like  Jim — he  had  a  smile  for 
everyone.  It  seemed  a  pleasure  for  him  to  serve  any 
of  his  customers — from  the  youngest  child  with  a  pencil- 
led note,  to  the  farmer's  wife  with  the  well  filled  purse 
and  big  market  basket. 

The  .store  immediately  next  door  was  not  quite  so  or- 
derly and  well  managed  as  the  other  two.  Robert  kept 
this,  and  his  line  was  furniture.  He  was  a  serious  young 
man,  very  obliging  to  his  customers,  hardworking  and 
industrious,  but  not  so  methodical  as  Tom  and  Jim. 
However,  the  town  folks  liked  him  and  his  business  pros- 
pered. 

If  you  had  occasion  to  drop  in  at  the  local  hotel  and 
to  listen  to  the  town  gossip  of  an  evening,  you  would 
hear  these  three  young  men  discussed  quite  frequently 
by  the  old-timers  of  the  village  who  iiredicted  for  each 
of  them  a  bright  future.  They  certainly  seemed  to  have 
captured  all  the  best  of  the  town  trade  as  well  as  that 
of  the  surrounding  district.  Farmers  coming  to  town 
would  invariably  pull  up  and  buy  their  supplies  at  one 
or  other  of  these 'three  stores. 

Fire  Wipes  Out  Three  Stores 

Trade  was  good,  money  was  coming  in  well  and  there 
was  a  minimum  of  bad  accounts. 

But  one  night,  while  the  town  slept,  a  fire  started  in 
Robert's  furniture  store.  The  l)uilding  was  frame,  the 
stock  wns  dry,  and,  in  a  short  time  the  whole  three  stores 
became  a  bonfire  of  leaping  flames  and  flying  sparks. 
Inefficient  fire  equipment  and  limited  water  supply 
fought  a  losing  battle,  and  soon  the  structures  were  re- 
duced to  ruins. 

Morning  found  a  desolate  scene — a  mournful  heap 
of  charred  wood,  broken  glass  and  smouldering  debris, 
witli  an  occasional  upright  standing  here  and  a  smoke- 


blackened  wall,  already  half  demolished,  there.  A  pretty 
hopeless  outlook  confronted  the  three  boys,  and  natur- 
ally considerable  sympathy  was  felt  for  them  by  the 
townsfolk. 

Tom  was  the  first  to  get  away  to  a  new  start.  It 
wasn't  long  before  the  burnt  woodwork  was  cleared 
away,  plans  were  drawn  up,  and  a  new  brick  store  was 
under  construction.  The  necessary  equipment  was  then 
installed,  and  ere  many  weeks  had  elapsed  Tom  was 
doing  business  again  behind  the  counter,  his  new  store 
possessing,  if  anything,  an  even  brighter  and  more  at- 
tractive appearance  than  the  old  one. 

Two  Back  in  Business — One  Failed 

Jim  was  not  so  successful.  It  was  months  before  he 
succeeded  in  having  the  charred  remains  cleared  away, 
and  nearly  a  year  had  passed  before  the  new  store  was 
completed,  stocked,  and  ready  for  opening.  It  was  still 
a  frame  structure,  and  in  a  way  lacked  something  of 
the  cheerfulness  of  the  former  store.  He  found  that  a 
lot  of  trad.e  had  drifted  away  from  him  by  the  delay,  and 
that  business  concerns  were  not  quite  so  ready  to  extend 
credit  as  they  were  before.  It  was  easy  to  see  that  it 
would  take  long  years  of  hard  work  for  him  to  recover 
from  the  loss  he  had  sustained. 

But  the  worst  sufferer  of  all  was  Robert.  His  burnt 
store  still  remains,  no  hand  having  been  laid  upon  its 
blackened  timbers,  nor  any  attempt  having  been  made 
at  its  reconstruction.  Instead  a  Avooden  fence  now  sur- 
rounds it,  featuring  the  gaudy  signs  of  local  amusement 
houses.  Above  this  is  reared  a  board  bearing  the  in- 
scription "For  Sale."  One  might  also  have  seen  the  sig- 
nificant notice  in  the  trade  paper  that  "Robert  B  of 

Valleyfield  ha.s  assigned,  his  business  paying  —  cents 
on  the  dollar  " 

What,  you  ask,  was  the  real  reason  for  Jim's  delay  in 
starting  up  again,  and  for  Robert's  failure  to  resume 
business  at  all  ?  For  there  is  a  reason,  and  it's  a  reason 
every  retailer  will  do  well  to  take  to  heart. 

First  Was  Protected 

Tom  not  only  ran  his  grocery  store  to  please  his  cus- 
tomers. He  ran  it  also  in  order  that  it  would  always  be 
to  him  a  paying  investment.    Therefore,  he  took  the 
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Upholstery  Springs  1 

Highest  quality  Upholstery  Springs,  | 

made  from  the  finest  grade  High  Car-  | 

bon  Steel  Wire,  oil  tempered  after  | 

the   coihng  operation,   thus  insuring  | 

uniform  strength  and  "No  Set."    Re-  | 

member,  the  quality  of  your  High-  | 

Grade  Upholstering  depends  entirely  | 

on  the  quality  of  the  springs  you  are  = 

using.  I 

HELICAL  SPRINGS  I 

for  spring  bed  and  mattress  fabrics.  | 
Get  the  habit  ;   buy  Canadian  springs  | 

James  Steele,  Limited  | 

'no  P.e>  Guelph,  Canada  | 
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precavitiou  at  the  outset  to  insure  his  frame  building, 
and  with  it  his  entire  stock.  "When  the  disastrous  fire 
swept  away  his  store,  the  compensation  he  received  en- 
abled him  to  build  a  new  store,  and  to  equip  and  stock 
it  in  the  shortest  possible  time. 

Also — he  not  only  kept  his  accounts  straight,  know- 
ing whom  he  must  pay  and  who  owed  him  money,  but  his 
books  were  kept  in  a  fire-proof  safe  securely  protected, 
and,  after  the  fire,  every  record  was  found  complete  and 
intact. 

Second  Carried  No  Insureuice 

Jim,  on  the  other  hand,  had  no  insurance.  He  car- 
ried his  risk  himself,  considering  the  payment  of  fire 
insurance  premiums  an  expense  and  not  an  investment. 
Fortunately,  however,  he  had,  the  foresight  to  keep  his 
books  in  order  and  safeguarded,  realizing  that  these 
books  were  an  indispensable  part  of  his  business.  Be- 
fore he  could  re-establish  himself,  however,  he  had  to 
wait  and  go  to  the  trouble  and  expense  of  getting  all 
his  accounts  collected.  This  meant  a  loss  of  precious 
time,  and  a  serious  falling  off  in  the  turnover  of  his 
business,  as  trade  meanwhile  had  gone  elsewhere. 

Third  Protected  in  No  Way 

For  Robert,  however,  we  have  nothing  but  slow  music 
and  the  flag  at  half-mast.   He  cared  nothing  for  modern 


business  methods,  and  was  lamentably  behind  the  times. 
Without  any  insurance — his  records  kept  in  only  a  wood- 
en locker — everything  was  burnt  and  irrevocably  lost 
when  the  fire  swept  his  store.  Minus  capital — without 
any  means  of  securing  compensation — he  was  unable  to 
make  a  new  start,  and  Valleyfield  knows  him  no  more. 
What  is  the  moral  of  all  this? 

Throughout  the  country  there  are  scores  of  young  men 
starting  up  in  business  just  like  Robert — men  who  think 
it  .shrewd  business  and  true  economy  to  carry  all  risks 
themselves  and  to  trust  to  luck.  A  little  thought  will 
show  them  such  an  attitude  denotes  poor  business  fore- 
sight, and  a  lack  of  even  eommonsense  precaution.  Fire 
insurance  should  be  consid,ered  as  an  investment  and  not 
as  an  expense.  It  prevents  the  possibility  of  loss,  and 
is  something,  therefore,  which  every  store  keeper  should 
carry.  In  addition  to  this,  it  is  oftentimes  the  point 
which  enables  the  credit  department  of  an  organization 
to  decide  favorably  upon  a  term  of  credit  to  a  prospec- 
tive purchaser.  Even  for  this  reason,  it  is  certainly  well 
worth  while. 

Think  the  matter  over  carefully- -and,  if  you  have 
been  carrying  your  own  risk  again.st  loss  or  damage  by 
fire,  decide  right  now  to  change  your  methods,  and  to 
get  definitely  and,  adequately  insured. 

You  can't  afford  to  take  chances. 


FURNITURE  DEALERS  AND  THE  DEPRESSION 

EVERYBODY  knows  that  there  is  a  general  depres- 
sion in  business  at  the  present  time.  Many  com- 
modities have  fallen  in  price  and  in  other  lines 
business  has  become  so  quiet  that  manufacturers  and 
clealers  in  such  lines  will  have  to  curtail  their  over- 
head "to  the  bone." 

At  such  a  time  there  is  danger  of  mexchants  in  other 
lines,  not  so  seriously  affected,  becoming  too  cautious. 

The  present  conditions  do  not  warrant  alarm  or 
even  excessive  caution  on  the  part  of  the  furniture 
dealer. 

If  he  has  a  line  of  credit  from  his  bank  he  should 
plan  to  reduce  it  to  some  extent — to  as  great  an  ex- 
tent as  possible  without  curtailing  his  service  or  profits 
— to  some  extent  in  any  case. 

If  he  has  extended  credit  from  any  manufacturer  or 
jobber  he  should  reduce  his  credits  to  the  regular  basis 
as  rapidly  as  possible,  even  if  this  means  curtailing 
purchases  to  some  extent. 

He  should  watch  expenses  because  lowering  costs 
should  be  accompanied  by  lowered  overhead. 

On  the  other  hand,  the  dealer  .should  fight  even 
more  aggresively  for  business  than  when  general  trade 
is  booming. 

Remember  that  while  men  are  not  buying  pleasure 
cars  with  the  old  careless  spirit  of  a  year  or  two  ago, 
they  are,  as  a  rule,  still  earning  good  money  and  are 
able  to  buy  the  thousand  and  one  specialties  which  the 
l)rogre.ssive  dealer  has  to  offer  . 

Keep  up  your  advertising  but  don't  make  too  big 
a  feature  of  cut  prices.  Everyone  knows  to-day  that 
the  .slashing  of  prices  by  the  clothing  and  shoe  stores 
is  a  result  of  their  being  overstocked  on  a  falling  mar- 
ket. There  is  no  such  condition  in  furniture,  and  care 
slif)uld  be  taken  to  prevent  people  thinking  such  con- 
ditions do  exist  in  this  trade. 

Keep  up  the  appearance  of  yoiir  store  and  windows. 

If  you  reduce  .stock  for  any  reason  do  not  permit 
!iy  indication  of  it  in  the  appearance  of  your  store. 


Tell  your  customers  if  you  are  doing  good  business. 
A  cheerful  note  is  doubly  welcome  at  a  time  AA-hen 
others  are  singing  a  doleful  tune. 


THE  TARIFF 

IT  is  astonishing  how  short  is  the  memory  of  many 
men.   It  is  only  a  few  years  since  business  in  Can- 
ada was  "shot  to  pieces"  as  a  consequence  of  the 
war. 

It  is  evident  that  many  men  who  are  appearing  be- 
fore the  Tariff  Commission  to  advocate  a  radical  re- 
duction in  duties  have  forgotten  or  have  never  ap- 
preciated the  value  to  Canada  of  her  manufacturing  in- 
dustries during  this  crisis. 

The  energy  and  progressiveness  of  Canadian  manu- 
facturers of  munitions  is  an  old  story.  All  familiar 
with  the  facts  know  that  Canadian  shells  were  among 
the  first  to  arrive  at  the  battle  front  in  great  quanti- 
ties, and  that  at  a  time  when  there  was  a  terrible  short- 
age of  sheU-s  on  the  allied  front. 

Not  only  did  Canadian  munitions  help  to  Avin  the 
war,  however;  they  gave  employment  to  Canadian 
men  and  Avomen  at  high  Avages  at  a  time  AAdien  such 
employment  was  desperately  Avanted. 

The  output  of  munitions  in  Canada  changed  the  bal- 
ance of  trade  from  one  unfavorable  to  Canada  to  a 
balance  greatly  in  our  favor.  If  it  had  not  been  for 
this  Canada  never  could  have  floated  at  home  the  big 
loans  necessary  to  her  taking  the  great  part  she  took 
in  the  war. 

The  war  is  over.  Noav  some  classes,  it  is  ([uite  evi- 
dent, Avould  be  g^ad  to  reduce  the  tariff  to  a  point 
Avhich  Avould  mean  positive  ruin  to  the  very  organiza- 
tions Avhieh  Avere  so  necessary  to  our  national  safety 
and  Avell  being  in  the  terrible  years  of  the  Avar. 

However,  we  are  convinced  that  a  sufficient  body 
of  Canadians  see  these  things  in  their  true  light  and 
that  a  fair  measure  of  protection  to  our  industries  Avill 
be  ensured. 


December,  1920 


CANADIAN  PUKNITURE  WORLD  AND  THE  UNDERTAKER 


89 


T^HE  beautifying  of  our  homes  and  public 
^  buildings  has  always  found  its  completion 
in  Statuary.  We  suggest  Florentine  Statu- 
ary in  Bronze  and  Ivory  finishes  for  home 
furnishing  suggestions. 


I- 


We  invite  your  attention  to  our  exhibit  at 
The  Furniture  Exhibition,  in  the  Kay 
Building,  Toronto,  January  1  92 1 ,  or  at  our 
factory  show  rooms,  where  will  be  demon- 
strated the  excellence  of  our  manufactures 
of  Statuary,  Vases,  Pedestals,  Flower  Boxes, 
etc.  Decorative  Electric  Lamps,  and 
Candlesticks  in  various  finishes,  including 
polychrome. 


Florentine  Statuary  Company,  275-281  King  St.  E.,  Toronto 
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KEEPING  THE  WINDOW  FREE  FROM  FROST 
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Where  window  glass  is  covered  with  frost  merchant  is  handicapped — Overcoming  the  difficulty 
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MANY  dealers  are  greatly  handicapped  during  the 
winter  months  in  the  matter  of  window  display 
by  the  forming  of  frost  on  the  window  glass. 
In  cold  weather  the  selling  power  of  many  windows 
is  reduced  to  the  zero  mark  in  this  way.  The  display 
window  is  too  valuable  in  creating  sales  to  be  allowed 
to  pass  up  its  mission  in  this  way.  For  this  reason 
the  dealer  should  give  consideration  to  the  matter  of 
eliminating  frost  from  the  glass  of  his'  display  win- 
dows. 

Give  Consideration  to  Matter  Now 

Now,  before  the  coming  of  the  real  cold  weather,  is 
the  time  to  make  provision  for  keeping  the  window  effi- 
cient during  the  winter  months.  It  is  also  desirable 
that  it  be  done  before  the  Christmas  campaign  as  this 
period  is  an  important  one  and  nothing  should  be  al- 
lowed to  interfere  with  business  getting. 

Use  of  An  Electric  Fan 

If  it  does  not  become  too  excessively  cold  the  elec- 
tric fan  can  be  used  to  good  advantage  in  keeping 
the  window  free  from  frost.  The  breeze  from  the  fan 
is  directed  on  the  surface  of  the  glass  and  the  motion 
keeps  the  moisture  from  freezing.  Several  dealers  in 
Ontario  have  told  the  writer  that  they  have  found  this 
method  quite  effective.  Butchers  overcome  the  diffi- 
culty frequently  by  the  burning  of  a  series  of  gas 
jets  at  the  bottom  of  the  window,  thus  keeping  the  air 
near  the  window  heated  so  that  the  moisture  does 
not  congeal. 

Window  Background  Eliminates  Difficulty 

We  illustrate  herewith  a  method  of  securing  good 
results  by  erecting  a  permanent  background  so  that 
the  warm  moisture-laden  air  does  not  reach  the  cold 
window  pane  and  freeze.  It  is  essential  that  the  back- 
ground be  built  clear  to  the  top  of  the  ceiling  and  be 
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as  nearly  air-tight  as  possible.  A  good  way  to  do  this 
is  to  board  up  the  back  of  the  window  five  or  six  feet, 
filling  the  rest  of  the  space  with  window  glass. 

The  boards  in  the  background  can  have  a  couple  of 
thicknesses  of  white  unbleached  muslin  pasted  to  them 
or  a  painted  background.  If  white  unbleached  mus- 
lin, with  two  thicknesses  is  used,  an  excellent  effect 
will  be  obtained  and  the  muslin  can,  when  desired,  be 
covered  with  crepe  paper  or  cloth.  A  white  enam- 
eled background  is  preferred  by  some,  especially  if 
the  store  itself  is  finished  in  white. 

Need  of  Proper  Ventilation 

The  proper  ventilation  of  the  window  is  of  the  high- 
est importance  and  the  window  should  be  so  made  that 
lioles  can  be  bored  along  the  frame  at  the  bottom, 
also  at  the  top.  The  cold  air  will  go  in  at  the  bottom 
and  warm  air  go  out  at  the  top,  thus  keeping  the  tem- 
perature practically  the  same  as  that  outdoors.  If 
there  is  sufficient  ventilation  frost  will  not  form  on 
the  glass.  The  holes  should  be  covered  with  a  screen 
to  keep  dust  out.  In  the  hot  months  the  holes  can 
be  covered  with  strips  of  wood  nailed  on  the  back. 

Where  the  windows  are  not  modern  ones,  or  if 
the  floor  is  even  with  the  lower  part  of  the  glass,  the 
plan  used  in  figure  2  can  be  used.  This  simply  con- 
sists of  boring  a  hole  in  the  wall  under  the  glass  and 
placing  in  it  a  tin  tube,  or  piece  of  elbow  stove  pipe, 
covering  the  outside  with  fine  screen  wire  to  keep 
out  the  dust.  Then  bore  holes  at  the  top  so  as  to  get 
plenty  of  circulation  of  outside  air. 

Retailers  who  have  had  their  windows  fixed  in  the 
way  described  are  very  enthusiastic  over  it.  Paper 
or  cloth  must  not  be  put  over  the  openings,  as  that 
would  prevent  the  circulation  of  air.  During  the  cold- 
est weather  the  merchant  whose  windows  are  arranged 
in  this  manner  has  a  distinct  advantage  over  his  com- 
petitors. 


I  Sketches  sli'nvn   may  be  arranged  to   prevent   formation  of    frost    on    glass.      Read    accompanying    article    for  ^ 

=  "  explanation.  = 
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EXHIBIT  OF  SILK  SHADES 

for  FLOOR  and  TABLE  LAMPS 


Every  furniture  dealer  visiting  the  Toronto  Furniture  Exhibition  should  see 
the  elaborate  display  of  silk  shades  at  our  permanent  showrooms  on  the 
Fourth  Floor  in  the  Purman  Building,  263-267  Adelaide  St.W. 

We  have  over  1 00  designs,  made  from  the  highest  quality  of  materials, 
designed  and  executed  by  competent  artisans. 

You  w^ill  find  this  the  emporium  for  shades,  and  whether  you  are  in  the 
immediate  market  or  not  we  believe  a  visit  to  our  showrooms  would  be  to 
your  advantage. 

PHONE  ADELAIDE  7657 

STANDARD  SILK  SHADES,  LIMITED 

Purman  Building,  263-267  Adelaide  St.  West,  Toronto 
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IRON 

and 

BRASS 
BEDS 


We  manufacture  an  excellent  line  of  rebuilt  Brass  and  Iron  Beds— finished 
just  as  well  as  the  best  goods  on  the  market.  Built  by  expert  workmen  that 
have  had  years  of  experience  in  bed  building,  both  in  England  and  Canada. 
To  fully  appreciate  the  wonderful  values  for  sale  purposes  you  should  make  it 
a  point  to  visit  our  plant  while  at  the  Toronto  Exhibition. 

Representatives  Wanted 


I   OXFORD  BED  CO.  Toronto,  Ont.  | 
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Furniture  Exhibition 

AT  OUR    FACTORY  SHOWROOMS: 

645  King  St.  W.,  Toronto 

Dealers  are  invited  to  call  and  inspect  our  line  of  imita- 
tion leather  couches  and  chairs  at  our  factory,  where 
they  can  see  the  excellent  construction  of  the  framei. 

WE   SHIP   ORDERS  PROMPTLY 

Repretentatives  Wanted 


Operated  by 

DUNN  &  DAWES 


COMFORT  MANUFACTURING  COMPANY 
645  King  St.  W.,  Toronto 


SellinK  Aitent 

R.  W.  MENZIE 
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THE  MAXWELL 

Sanitary  Copper- Alloy  Vault 


Manufactured  Exclusively  of  Copper-Bearing  Steel 
The  Most  Rust- Resistant  Steel  or  Iron 

Known  to  the  Art. 

Its  Superiority  is  Now  Generally  Acknowledged 

Even  by  those  not  making  exclusive  use  of  the  material. 

MAKE  NO  MISTAKE 

Handle  and  sell  the  goods  you  can  depend  upon. 
The  Maxwell  Vault  has  never  failed  you. 

Its  Quality  is  Always  Maintained  Regardless  of  Expense 

Carried  in  stock  by  all  leading  jobbers. 


ASK  FOR  PRICES 

Manufactured  by 

MAXWELL  STEEL  VAULT  COMPANY,   ONEIDA,  N.Y. 
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Funeral  Service  Department 


Problems  affecting  the  Profession  are  here  discussed  and  readers  are  invited  to  send  letters  express- 
ing their  oiews  on  any  of  the  subjects  dealt  with — News  of  the  profession  throughout  Canada. 


WESTERN  CANADA  PROFESSIONAL  NOTES 


(By  Our  Travelling  Associate  Editor  J 


Geo.  Brockie  &  Company  have  added  an  upholster- 
ing department  to  their  new  furniture  store  in  Bran- 
don, Man.,  and  have  lately  added  motor  equipment. 

Bruce  Morton,  formerly  with  Center  &  Hanna,  Van- 
couver, is  now  with  Sands  Funeral  Furnishers,  Vic- 
toria, B.  C,  occup»ying  a  flat  above  the  funeral  parlors 
previously  lived  in  by  Mr.  Sands. 

T.  W.  McBride  is  now  junior  member  of  Howard  & 
Mcl>ride,  Edmonton,  Alta.  Mr.  McBride  will  occupy 
the  apartments  above  the  business  block,  attending  to 
the  ambulance  work  and  funeral  directing. 

Harrison  &  Foster,  Calgary,  Alta.,  have  reincorpor- 
ated under  the  same  name,  Mr.  Harrison  selling  out 
to  Mr.  Foster  and  retiring  to  the  Western  coast.  The 
firm  is  now  owned  by  Foster  Brothers  and  operated 
by  them. 

Wainwright  &  Jackson,  Strathcona,  Alta.,  have  taken 
Messrs.  Hain,stoek  &  Son  into  their  establishment. 
Their  interests  will  replace  the  vacancy  left  by  the 
late  Samuel  Wainwright,  deceased.  Mr.  Jackson  will 
continue  as  president  of  the  firm. 

T.  J.  Kearney,  Vancouver,  B.  C,  has  moved  into 
new  residential  quarters  adjacent  to  his  undertaking 
establishirunit  at  802  Broadway.  Milton  Mclntyre  con- 
tinues as  first  assistant  and  embalmer,  with  Mr.  Green 
in  charge  of  office  affairs  and  books. 

Fred  Carter,  assistant  to  M.  C.  Sands,  Victoria,  B.  C, 
has  built  a  new  bungalow  home  on  Popular  street'. 
Mr.  Carter  is  a  returned  man,  who  has  a  wife  and 
two  children,  having  located  with  Sands  Funeral  Fur- 
nishing Company,  immediately  after  returning  from 
France. 

Messrs.  Edwards  and  Bell  recently  purchased  the 
Independent  Undertaking  Company  business  at  652 
Broadway  West,  Vancouver,  B.  C, 'and  will  use  their 
own  name  instead  of  the  latter.  Both  men  are  weU 
known  there,  and  they  look  forward  to  a  very  good 
business. 

Mr.  Larson  of  the  Standard  Furniture  Co.,  Nelson, 
B.  C,  contemplates  taking 
a  trip  south  in  the  States 
for  a  part  of  the  winter  in 
company  with  Dr.  Boi'den 
of  Borden  and  Wallace, 
physicians  and  surgeons. 
Mr.  Nelson  will  have  charge 
of  the  business  in  the  ab- 
sence of  Mr.  Larson. 

McKillop  &  Orr,  Portage 
La  Prairie,  Man.,  has  lately 


been  incorporated  under  the  name  of  McKillop  &  Orr 
Ltd.,  with  a  capital  of  $50,000 ;  members  of  the  new 
firm  being  Dugal  McKillop,  president ;  Neil  McKillop, 
secretary;  W.  R.  Orr,  of  Vancouver,  vice-president, 
and  Wm.  Newhouse,  embalmer. 

Bellamy  Furniture  Co.,  Norman  Bellamy  president. 
Moose  Jaw,  Sask.,  lately  moved  into  their  new  $75,000 
building.  This  is  the  finest  building  of  its  kind  in  the 
West  and  their  furniture  display  is  a  credit  to  any 
city  ten  times  the  size  of  Moose  Jaw.  Jack  Droppo 
will  continue  in  charge  of  the  funeral  directing. 

Geo.  M.  Williamston,  manager  for  Harron  Brothers, 
Vancouver,  B.  C,  reports  business  very  good  at  their 
two  branches  and  while  there  has  recently  been  a  nev/ 
branch  of  another  concern  located  in  their  locality,  so 
far,  Harron  Brothers  continue  to  hold  their  own,  not 
having  noticed  any  pressure  from  their  opposition. 

Mason  C.  Sands,  Victoria,  B.  C,  lately  purchased 
the  home  of  Dr.  C.  Clark  for  $20,000,  and  after  re- 
modelling the  interior  with  the  most  choice  decorative 
effects  possible,  occupied  his  new  residence  about  the 
first  of  September.  This  is  one  of  the  very  choice 
private  homes  in  bungalow  fashion  on  the  Pacific 
coast. 

A.  M.  Shaver,  Calgary,  Alta.,  reports  business  very 
good  for  the  year  and  with  his  2iew  motor  equipment 
his  establishment  is  now  complete — excepting  that  he 
is  looking  for  a  good  man,  one  that  he  can  leave  in 
charge  of  the  business  if  the  occasion  requires.  Here's 
a  good  chance  for  one  of  your  young  live  wires  who 
is  in  quest  of  a  real  good  first-class  position. 

David  McCall  is  trying  to  sell  his  interests  in  the 
firm  of  Graham,  Tuttle  &  McCall,,  Calgary,  Alta., 
owing  to  the  ill  health  of  his  wife.  Mrs.  McCall  suffers 
from  the  high  altitude  and  must  be  taken  away  soon 
for  her  high  blood  pressure  continues  to  augrnent. 
This  would  be  a  good  opening  for  a  young  man-  (Vith 
capital  who  would  like  to  buy  Mr.  MeCall's  interests. 

Bert  Semmens,  manager  of  Semmens  &  Evel,  or  bet- 
ter known  in  B.  C.  as  the  Vancouver  Casket  Coiiq)any, 

a  branch  of  Dominion 
Manufacturers  Limited,  is 
now  turning  out  .some  beau- 
tiful hardwood  caskets  in 
finishes  of  oak,  walimt,  nia- 
liogaiiy  and  imitations. 
When  commending  Bert  for 
his  nice  work  in  hardwood 
finishes  and  the  success  he 
has  had,  the  proud  litfle 
foi'iner     Ontario  [)rodu''t 
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simply  replied,  "Why  shouldn't  I  make  caskets?  Didn't 
my  Dad  make  caskets  for  half  a  century?"  Guess  you 
are  right  Bert.  You're  a  chip. off  the  old  block  all 
right,  sure's  Hamilton  Mountain  is  a  foot  high. 

Sam.  I.  Bowell  of  New  Westminster,  B.  C,  lately 
took  into  business  his  son  Bert,  returned  from  the 
front.  The  firm  will  now  be  knoAvn  as  Bowell  &  Son, 
and  Bert  is  going  to  be  some  funeral  director,  too.  Al- 
ready Sam  tells  us  that  Bert  is  the  "best  in  the 
world"  and  we  agree  with  him  and  repeat  that's  the 
best  recommendation  a  boy  can  get,  right  from  Dad's 
mouth. 

Campbell  &  Campbell,  Brandon,  Man.,  have  reincor- 
porated under  the  same  name.  The  new  firm  is  com 
posed  of  Art.  Campbell,  formerly  senior  member  of 
the  old  firm  and  lately  returned  from  France ;  G.  W 
Ferguson,  the  funeral  director  of  the  firm  for  15  years  , 
and  Mr.  Wright,  the  bookkeeper,  formerly  from  To 
ronto  and  attached  to  this  firm  for  the  last  few  .years. 
Robt.  Campbell  has  sold  his  interests,  retiring  to  Cali- 
fornia. 

Mr.  McPherson,  senior  member  of  the  firm  of  Mc- 
Pherson  &  Bedford,  Brandon,  Man.,  who  has  been 
farming  for  the  last  few  years,  is  contemplating  turn- 
ing over  his  farming  interests  to  his  sons  and  return- 
ing to  the  furniture  store  where  he  says  his  future 
work  is  to  be.  Mr.  Bedford,  the  junior  member  of 
the  firm,  says  he  always  liked  to  have  Mr.  McPherson 
around  the  store  with  his  pleasantness  anywa.y.  and 
now  that  "Mac"  is  returiiing  to  business  Harry  thinks 
he  can  see  a  holiday  in  the  near  future. 

J.  W.  Connelly,  senior  member  of  Connelly  &  Mc- 
Kinley,  lately  moved  into  his  beautiful  new  residence, 
Edmonton,  Alta.,  Mr.  Armstrong  occup,ying  the  apart- 
ment above  the  business  just  vacated  by  Mr.  Connelly. 
The  latter  is  a  busy  man  these  da.ys,  having  just  com- 
pleted a  hard  working  year  as  president  of  the  Auto- 
mobile Club  of  Edmonton,  which  has  been  propagating 
stunts  to  eliminate  fast  and  careless  drivers,  their 
slogan  being  "What's  Your  Hurry,"  taken  from  the 
photo  play  starring  Wallace  Reid. 

W.  E.  Reynolds,  manager  for  Center  &  Hanna,  Van- 
couver, B.  C,  has  just  completed  a  real  neat  little 
bungalow  on  the  heights.  It  so  happened  that  Mr. 
and  Mrs.  Reynolds  entertained  our  associate  editor 
and  wife  as  guests  at  dinner  on  October  30th,  and 
the  food  was  so  sustaining  and  the  Scotch  so  choice 
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I  THANKS  FOR  THE  CHRISTMAS  BOUQUET  | 

I  Danville,  Que.,  Nov.  IZth,  1920  | 

I  Editor  of  The  Canadian  Furniture  World:  | 

I  We  are  enclosing  you   our   cheque   for   $1.50   for  | 

I  subscription  up  to  October  21st,  1921.  | 

I  We  are  one  of  the  old  subscribers  to  your  paper,  | 

I  and  T  want  to  take  this  opportunity  to  express  my  | 

I  ai)()reeiation  of  the  si)lendid  articles  you  have  pub-  | 

I  lished  from  time  to  time.    It  has  been  my  misfor-  | 

i  tune  to  be  unable  to  attend  the  C.E.A.  since  Sept.  | 

i  1919,  but  I  have  been  able  to  keep  in  touch  with  ^ 

I  the   doings   at   the   conventions   from   time   to   time  | 

1  by  reading  the  splendid  and  interesting  reports  that  | 

I  .you  have  published,  and  I  have  been  benefited  in  my  | 

1  business  in  more  ways  than  one  from  suggestions  1  | 

I  have  seen  in  the  World.  | 

I  I  trust  I  have  not  been   presum])tuous  in  writinp:  | 

i  ,V0U,  and   in   conclusion  will   add,  "More  Power  to  | 

=  vour  pen."  g 

i  *-                                    CHAS.  BOUTELLE  &  SON.  | 
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that  we  neglected  to  make  all  the  proper  note.s  in  de- 
tail, but  we  do  remember  that  the  inside  of  the  abode 
is  beautiful  and  convenient — that  there  is  a  sleeping 
porch,  a  garage  and  wood  pile  where  Ben  makes  little 
ones  out  of  big  'uns. 

T.  S.  Fetterly  Lethbridge,  Alta.,  reeentl.v  made  a 
business  trip  to  Calgary  by  train.  It  is  said  that  Ton. 
took  a  dreadful  cold  owing  to  the  fact  that  the  sleeper 
in  which  he  rode  was  not'  sufficiently  heated.  We  are 
indeed  sorry  for  Mr.  Fetterly,  especially  so  now  that 
he  is  an  advocate  of  "total  abstinence."  Lots  of  things 
will  cure  a  cold  Tom,  and  one  of  them  is  quinine. 

Chas.  Broadfoot,  senior  member  of  Broadfoot 
Brothers,  furniture  dealers  and  funeral  directors, 
Moose  Jaw,  Sask.,  has  latel.y  actpiired  the  degree  of 
P.  P.  according  to  our  muttial  friend  Dr.  Horigan,  who 
latel.v  introduced  him  to  our  associate  editor,  as  "The 
Honorable  Chas.  Broadfoot,  P.P.,  which,  as  Doctor 
Horigan  explains,  is  for  the  title  of  Prote.stant  Pope. 
It  seems  that  while  Charlie  Broadfoot  is  a  Mason  and 
a  Schriner  he  is  the  greatest  worker  for  the  Catholic 
Hospital  (known  as  Providence  Hospital)  there  is  in 
the  eit.v.  And  as  Dr.  Horigan  tells  it  j'ou  may  see 
Charlie  out  driving  with  a  prospect  most  any  night. 

Armstrong  &  Hotson,  Vancouver,  B.  C,  have  a 
uni(iue  way  of  taking  care  of  a  body  when  the  circu- 
lation is  entirely  broken  or  for  any  other  reason  the 
circulation  has  been  disturbed,  as  in  cases  of  mutila- 
tion, post  mortem  incisions  or  decomposition ;  or  in 
extremel.y  bad  cases  of  drowning,  such  as  are  com- 
monly known  as  "floaters."  In  the  cases  related  to, 
this  firm  has  a  vat  of  fluid  about  18  inches  deep  Avhrieh 
the.v  allow  the  body  to  saturate  in  for  a  time,  com- 
pletel.v  taking  care  of  all  the  disagreeable  conditions 
and  preserving  the  body  almost  indefinitely  as  well. 
We  want  our  readers  to  understand  that  this  does  not 
give  the  body  an  admirable  cosmetic  appearance,  but 
the  practice  is  recommended  in  cases  where  it  is  too 
late  to  embalm  a  body  arterially. 


ST.  CATHARINES  PLANS  MEMORIAL  TO  DEAD 

A  unique  memorial  in  honor  of  the  men  whose  re- 
mains lie  in  Victoria  LaAvn  Cemetery,  St.  Catharines, 
Ont.,  heroes  who  gave  their  lives  in  every  war  Canada 
has  been  engaged  in,  is  being  carried  out.  The  idea 
is  to  make  the  Provincial  liighAvay,  which  runs  through 
the  cemetery  a  boulevard  30  feet  wide.  Fine  columns 
will  be  erected  at  each  end  as  gateways,  and  on  these 
pillars  will  be  inscriptions  commemorating  the  brave 
deeds  of  St.  Catharines  men  in  the  war  of  1812-14:  the 
Fenian  Raid  of  1866,  the  Northwest  Rebellions  of  1870 
and  1885,  the  South  African  War,  and  the  Great  War 
of  1914-19. 


WILL"  BEAUTIFY  CANADIAN  GRAVES 

Some  six  thousand  graves,  located  in  1,200  ceme 
teries  scattered  throughout  the  Dominion,  will  be 
marked  with  suitable  headstones,  beautified,  and  given 
perpetual  care  by  the  Imperial  War  Graves  Commis- 
sion. These  are  the  graves  of  members  of  the  Cana- 
dian Expeditionary  Force,  and  of  the  Ro.val  Air  Force, 
who  died  in  Canada,  or  on  their  wa.v  to  or  return  from 
the  front.  Included  in  the  number  are  a  few  graves 
of  alien  enemies  who  died  during  internment,  and 
which  must,  under  the  terms  of  the  Peace  Treaty,  be 
looked  after. 
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GREETINGS 


The  Entire  Organization  of 

Dominion  Manufacturers,  Limited 

wish  the 

Members  of  the  Profession 

A  VERY  MERRY  XMAS 

and 

HAPPY  NEW  YEAR 
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If  I  Knew  You  and  You  Knew  Me. 

If  I  knew  you  and  you  knew  me, 
*Tis  seldom  we  would  disagree; 
But  never  having  yet  clasped  hands, 
But  often  failed  to  understand 
That  each  intends  to  do  what's  right, 
And  treat  each  other  "honor  bright;" 
How  little  to  complain  there'd  be 
If  I  knew  you  and  you  knew  me. 

Whene'er  we  ship  you  by  mistake. 

Or  in  your  bill  some  error  make, 

From  irritation  you'd  be  free 

If  I  knew  you  and  you  knew  me. 

Or  when  the  cheques  don't  come  on  time, 

And  customers  send  us  nary  a  line. 

We'd  wait  without  anxiety, 

If  I  knew  you  and  you  knew  me. 

Or  when  some  goods  you  do  "fire  back," 
Or  make  a  "kick"  on  this  or  that, 
We'd  take  it  in  good  part,  you  see. 
If  I  knew  you  and  you  knew  me. 
With  customers  two  thousand  strong 
Occasionally  things  go  wrong — 
Sometimes  our  fault,  sometimes  theirs — 
Forbearance  would  decrease  all  cares; 
Kind  friend,  how  pleasant  things  would  be 
If  I  knew  you  and  you  knew  me. 

Then  let  no  doubling  thoughts  abide 
Of  firm  good  faith  on  either  side; 
Confidence  to  each  other  give, 
Living  ourselves,  let  others  live; 
But  any  time  you  come  this  way, 
That  you  will  call  we  hope  and  pray; 
Then  face  to  face  we  each  shall  see 
And  I'll  know  you  and  you'll  know  me. 


Dominion 
Manufacturers 

Limited 

Toronto,  Ontario 
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I  CHEMICAL  ACTION  OF  I 
!    EMBALMING  FLUIDS  | 

i  By  HOWARD  S.   ECKELS.   Ph.C.  | 

=  Dean  of  Eckels'  College  of  Embalming.  = 

=    Written    for    Canadian    Furniture    World    and    The    Undertaker.  | 
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THE  chemical  action  of  all  embalming  fluids  on 
the  muscular  structure  always  is  constrictive, 
hence  we  get  more  or  less  firmness  or  hardening 
—and  this  is  a  definite  indication  that  distribution 
or  capillary  circulation  is  accomplished,  and  your  sense 
of  touch  will  inform  you  of  the  amount  of  fluid  in 
that  part  of  the  body. 

We  have  good  signs  to  indicate  to  us  when  we  are 
getting  distribution  of  fluid.  When  the  embalmer  fails 
to  get  any  one  of  them  he  must  know  that  liLs  fluid 
is  not  being  distributed,  and  he  must  change  his 
tactics. 

The  drainage  of  the  blood  is  absolutely  necessary  for 
two  important  reasons :  To  remove  discoloration  and 
to  prevent  it. 

The  pigmentary  color  of  the  skin  is  straw  or  light 
yellow ;  the  bloocl  is  the  element  in  life  that  gives  the 
skin  its  pink  tint,  and  it  is  the  element  in  the  dead 
body  that  gives  it  a  variety  of  colors.  Hence  its  re- 
moval is  imperative  and  this  is  best  accomplished 
through  the  medium  of  the  axillary  vein  process,  which 
enables  the  operator  to  drain  at  least  75  per  cent,  of  it, 
and  the  remaining  25  pev  cent,  does  no  harm  if  left 
in  the  body.  In  draining  that  ((uantity,  you  remove 
practically  all  from  the  surface  tissue,  the  balance  re- 
maining in  the  dependent  parts. 

The  embalmer,  like  the  physician,  should  be  able  to 
diagnose  his  case  before  attempting  to  embalm  it,  be- 
cause, hoAv  can  a  body  be  best  treated  without  knowing 
the  cause  of  death ;  that  is  why  the  professional  man, 
to  prove  his  title,  must  study  anatomy  and  pathology, 
in  order  to  know  the  location  of  the  seat  of  disease,  its 
cause  and  the  amount  of  damage  it  has  done.  The  lack 
of  this  knowledge  may  defeat  the  entire  process  of 
successfully  and  properly  preserving  a  body ;  however, 
if  the  doctor  has  failed  as  a  diagnostician  and  you 
follow  the  bearings  he  has  left,  you  are  liable  to  have 
a  partial  failure. 

The  iiractice  of  examining  a  body  twenty-four  hours 
after  it  has  been  embalmed  is  the  best  possible  method ; 
in  the  majority  of  cases  anything  that  has  been  over- 
looked, either  by  improper  attention,  poor  circulation 
or  accident,  nearly  always  can  be  corrected. 

Some  embalmers  consider  it  bad  practice  to  go  to 
the  home  during  the  interim  of  death  and  burial;  I 
think  this  is  wrong,  because  the  embalmer  occupies  the 
{)osition  vacated  by  the  physician  and  is  profession- 
ally responsible  for  its  condition ;  therefore  go  as  often 
as  the  circumstances  demands  and  you  will  be  re- 
warded by  having  the  body  in  pei'fect  condition  the 
day  of  the  funeral.  This  must  redound  to  your  credit, 
and  is  the  only  way  that  you  can  advertise  your  pro- 
fession and  skill. 

It  is  the  perfect  result  (luit  we  must  strive  for,  and 
this  can  oidy  be  accomi)lished  by  the  closest  attention 
to  our  work.  There  are  sometimes  circumstances  that 
prevent  this,  especially  in  bodies  dead  some  time,  where 


the  blood  has  undergone  a  partial  fermentative  change ; 
it  is  impossible  to  get  a  good  color,  and  in  the  morbid 
body  this  should  be  a  pale  straw,  waxy  condition. 

Pink  life-like  color  is  an  impossibility  when  the  blood 
has  been  removed  and  the  body  well  embalmed,  because 
the  presence  of  blood  in  the  tissue  shows  the  absence  of 
embalming  fluid. 

Why,  then,  should  we  use  an  embalming  fluid  whose 
every  action  is  as  distinctly  opposed  to  the  action  of 
the  blood  in  life  as  it  is  possible  for  the  chemist  to 
compound? 

There  is  nothing  astringent,  nothing  muscle-tighten- 
ing, nothing  corrosive  in  the  blood  itself.  Why,  then, 
if  we  are  to  use  the  channels  which  Nature  provides 
for  the  circulation  of  the  blood,  do  we  attempt  to 
secure  circulation  and  penetration  with  embalming 
fluids  filled  with  ingredients  which  are  all  that  the 
blood  is  not? 

Any  raw  formaldehyde  fluid — it  matters  not  who 
the  maker  may  be,  nor  what  the  name  on  the  label — 
inevitably  will  lighten  up  the  muscles,  effect  the  coat- 
ing of  the  arteries  and  close  up  the  capillaries  before 
penetration  can  be  secured. 

I  do  not  for  one  instant  mean  to  say  that  bodies 
cannot  be  preserved  with  raw  formaldehyde  fluid.  It 
can  be  done,  has  been  done,  and  doubtless,  in  the  less 
progressive  establishments  for  a  long  time,  will  con- 
tinue to  be  done. 


YES,  QUITE  SO. 

'Your  Majesty  maintains  a  large  staff  of  court  jes- 
ters." 

"Yes,  a  king  has  to  keep  his  wits  about  him.'"' 


The  Supreme  Achievement 
in  Embalming  Fluid 

The  next  time  you  want  Embalm- 
ing Fluid,  do  not  merely  mention 
"Fluid,"  but  insist  on  "CaranaC* 

CaranaC  Embalming  Fluid 

is  a  specially  compounded  chemical 
which  will  not  alter  in  strength,  and 
a  fluid  you  may  depend  upon. 

We  Ship  Promptly 

CaranaC  Laboratory 

"The  All- Canadian  House" 

Peterborough    -    Ontario    -  Canada 
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I  The  Office  End  of  the  Director  | 
I  of  Funeral  Service  | 
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A SPECIAL  address  on  the  business  side  of  the 
profession  was  given  at  the  recent  convention 
of  the  C.E.A.  by  W.  Cawkell,  secretary  of  the 
Furniture  Manufacturers'  Association.  In  his  intro- 
ductory remarks  Mr.  Cawkell  told  of  his  connection 
Avith  the  retail  furniture  trade.  He  was  not  an  em- 
balmer,  nor  did  he  know  anything  about  embalming, 
except  in  a  hazy  way.  He  appreciated,  however,  the 
funeral  director's  responsibilit.y  when  called  into  the 
house  of  death,  when  the  family  were  not  in  a  posi- 
tion to  think  of  ordinary  business. 

It  should  be  the  duty  of  the  funeral  director  on  such 
occasion  to  find  out  prudently  the  cost  the  family  could 
afford,  who  would  be  responsible  for  payment  of  the 
bill,  etc.  He  advised  the  shortening  of  the  time  be- 
tween burial  and  the  sending  in  of  the  funeral  account. 
We  are  living  in  an  age  when  there  is  a  shorten- 
ing of  the  time  and  terms  of  credit,  and  it  behooved 
funeral  directors  to  be  abreast  of  the  times.  Send  in 
the  bill  earl.y  so  as  to  enable  the  family  to  adjust  mat- 
ters and  have  an  early  settlement. 

There  are  certain  benefits  to  be  derived  from  prompt 
payment.  People  don't  like  to  pay  old  accounts  with 
new  money.  Mr.  Cawkell  also  recommended  the  ap- 
pointment of  a  permanent  secretary.  All  complaints 
could  be  sent  in  to  such  an  official ;  and  if  he  were  in- 
dependent of  the  business  all  the  better. 

Such  an  official  could  deal  with  many  matters. 
Sometimes  a  report  is  started  about  the  unprofessional 
conduct  of  some  man,  which,  on  investigation,  turns 
out  to  be  greatly  magnified  and  exaggerated.  It  would 
be  the  secretary's  dutv  to  straighten  out  these  and 


the  funeral  director  does  not  understand,  as  no  sys- 
tem is  better  than  the  man  who  handles  it. 

There  should  be  a  record  of  sales,  and  a  record  of 
purchases.  If  two  partners  are  in  business  the  finan- 
cial position  of  both  should  be  known.  A  record  of 
expenses  should  be  kept,  whether  taken  out  of  the 
business  or  out  of  the  pocket.    Make  all  payments  by 


^IIIIIIIIIMIIMIIIIMIIIIIMIIIIIMIIIIIIIIIIIIilllllllllllllllMIIIIMIIIMIIMIIIMMJIIIIinMIIHMIMIIIIJInilMllinillMlliniMIIMJNIMI^ 


y./^  ^       I^ocheato  School  of  Embalniiiig,  .„/ ^ 

fU/^.  .«/„  M.,  yil.iU,  ^jO,  Robert  Reid  cf  Kingston  Ontario^  

^  /u'j,  ..^^  ^  -/^^fa.^ 

Ststimono^'hmof,  _  /.,y, 
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The  certificate  of  proficiency  in  emhalming  awarded  Roht. 
J.  Raid  of  Kingston,  Ont.,  in  1883 

cheque.  Have  frerpient  stocktaking.  There  are  some 
businesses  that  have  not  taken  stock  in  years.  Stock- 
taking twice  a  year  is  not  too  fre(juent. 

Some  people  figure  profits  on  paper — theoretical  pro- 
fits— profits  that  never  take  place.  Taking  stock  will 
show  whether  you  are  making  money  or  not,  and  if 
you  have  your  books  totalled  every  month  or  every 
week  and  compare  these  totals  with  previous  similar 
periods  you  will  soon  find  out  Avhether  you  are  mak- 
ing progress  or  not. 

In  taking  your  stock  divide  into  departments,  and 
see  how  the  stock  on  hand  compares  with  sales.  You 
have  capital  invested  in  your  business,  ten  or  twenty 
thousand  dollars.  If  you  turn  over  your  stock  six 
times  a  year  instead  of  three  times,  you  make  double 
the  amount  on  your  investment.  The  reason  big  con- 
cerns make  moiu^y  is  because  of  the  surprisingly  small 
amount  of  money  invested  in  stock. 

Another  point  to  remember  is  to  see  that  the  prem- 
ises and  stock-in-trade  are  kept  in  clean  and  good 
working  order  and  not  allowed  to  depreciate.  Fire  in- 
surance is  another  important  thing  to  remember.  Mr.* 
Cawkell  explained  coinsurance,  and  said  that  if  any 
present  had  a  coinsurance  clause  in  their .  poMcies  to 
be  sure  to  live  up  to  these  clauses. 


New    Sedan    for   funeral    service    recently    purchased  by 
Robt.  .7.  Reid,  Kingston,  Ont. 

Other  difficulties.  Mr.  Cawkell  said  there  was  nothing 
like  a  permanent  secretary  who  could  give  his  whole 
time  to  the  work  of  the  Association.  Starting  in  a 
sma^l  way  the  seeretar^-'s  office  would  grow  to  be  a 
clearing  house  for  all  the  troubles  of  the  Association 
and  profession. 

Keeping-  Finances  in  View 
The  business  end  of  funeral  directing  should  never  be 
forgotten.  The  financial  point  of  view  should  always 
be  kept  in  mind.  The  books  of  the  funeral  director 
should  always  give  the  information  the  funeral  director 
desires.    There  should  be  no  system  introduced  that 


CASKET  MANUFACTURERS'  CONVENTION 

Nearly  300  members  attended  the  annual  mass  con- 
ference of  the  Casket  Manufacturers'  Assn.  of  Amer- 
ica, held  in  the  Hollenden  Hotel,  Cleveland,  Ohio,  on 
October  20  to  22.  A  number  of  ladies  also  attended. 
Pres.  P.  B.  Heintz  Avas  chairman  of  the  various  ses- 
sions, and  in  his.  annual  address  gave  words  of  en- 
couragement and  advice  based  on  his  45  years'  ex- 
perience in  the  business.  Among  the  other  speakers 
was  F.  H.  Ketcham,  Chicago,  President  of  the  N.F.D.A. 

Wm.  MauthCj  of  Fon  du  Lac,  Wis.,  is  the  president 
for  this  term.  H.  S.  Eckels,  of  Philadelphia,  and  O. 
E.  Bonney,  of  the  Maxwell  Steel  Vault  Co.,  Oneida, 
N.Y.,  were  two  delegates  known  to  the  Canadian  pro- 
fession, who  attended. 
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\Y /ITH  a  high  appreciation  of  the 
many  courtesies  extended  to  us 
during  the  year  now  closing,  we  wish 
to  express  our  sincere  thanks.  And 
in  harmony  with  the  spirit  of  the 
season  we  hope  that  each  day  dur- 
ing the  New  Year  be  a  better  one 
than  the  last,  attended  by  content- 
ment and  all  the  good  things  of  life. 


Evel  Casket  Co., Limited 


Hamilton,  Ontario 


•i 
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HOW  AN  ONLOOKER  VIEWED  RECENT  C.E.A. 
CONVENTION 

Like  the  thoughts  of  the  impossible  perpetual  mo- 
tion, we  have  never  looked  for  one  thing  to  happen 
or  have  either  been  pessimistic  or  inexpectant  that 
the  West  should  meet  the  East  in  the  Queen  City  at 
the  annual  meeting  of  the  C.E.A.,  but  this  year  when 
Miss  Mary  Murdoch,  secretary  of  Snow  &  Co.  of 
Halifax,  N.S.,  shook  hands  with  Mr.  Armstrong,  senior 
member  of  Armstrong  &  Hotson,  Vancouver,  B.C., 
the  Orient  and  Occident  of  our  great  Dominion,  the 
largest  territorial  tract  on  this  continent,  were  joined 
together.  We  would  thank  Miss  Murdock  and  Mr. 
Armstrong  for  their  efforts  in  coming  so  far  to  our 
meeting  and  sincerely  hope  they  were  equally  com^ 
pensated. 

Amongst  those  who  came  many  miles  to  the  Tor- 
onto convention  were  :  Mr.  and  Mrs.  Gardiner,  Win- 
nipeg ;  Chas.  Crossland,  Winnipeg  ;  Alex.  Gould  and 
Mr.  Legit  of  Montreal,  who  toured  through  via  New 
York  State;  Mr.  and  Mrs.  Fred.  Wray,  Montreal;  Mr. 
and  Mrs.  Friendship,  Montreal  ;  Wm.  Yule,  Swift 
Current,  and  Harry  Tuttle,  Moncton,  N.B.,  who  at- 
tended the  school. 

The  funeral  director's  ball  team  certainly  had  the 
travellers  outclassed  in  every  way  and  in  no  way  were 
the  latter  as  efficient  at  the  game  as  the  former.  The 
knights  of  the  grip  were  whipped  from  the  very  start 
and  at  no  time  did  they  have  as  many  scores  or  show 
the  pep  and  "tanlac"  displayed  by  the  F.D's.  "It 
shows  one  thing  conclusively,"  said  a  knowing  party, 
"Young  blood  will  tell."  The  young  funeral  direc- 
tors, either  assisting  or  taking  over  their  own  or  the 
father's  business,  are  an  exemplification  of  that  adage. 
While  some  of  the  travellers  who  have  travelled  the 
Dominion  for  more  than  twenty  years  and  were  not 
young  when  they  started,  cannot  hope  to  compete 
with  the  blood  and  brains  now  taking  a  great  part  in 
the  reconstruction  of  the  profession  at  large,  more 
especially  when  it  comes  to  that  pastime  now  so  much 
admired  by  directors  of  funeral  service,  baseball. 


BRIEF  COMMENTS  ON  CONVENTION 

Some  good  men  rush  in,  pay  their  dues,  and  rush 
out. 

A  number  of  members  asked  "who  is  the  presi- 
dent ?" 

Jules  Brazil's  national  anthem  has  whiskers  on  it. 
An  orchestra  of  four  pieces  would  be  a  good  change 
at  the  banquet. 

Also  a  soprano  singer. 

It's  funny  a  new  man  always  wins  Ferguson's  prize. 


The  National  Casket  Co.  did  fine  giving  the  ban- 
quet. 

There  was  no  one  drunk  as  in  former  year.s,  so  an 
old  timer  said. 

One  man  said  "what's  the  use  of  asking  all  those 
fool  questions  at  the  examination  ?" 

The  time  will  come  when  every  funeral  director 
will  attend  the  convention  every  year.  He  cannot 
afford  to  miss  it. 

There  were  a  lot  of  good  prizes  given  this  year. 

The  eats  were  good. 

Very  kind  of  the  National  people  to  meet  the  boat. 

Also  of  Mr.  Purvis  for  donat  ion  for  prizes.  Ditto 
Sterling  Caskets  and  St.  Thomas  Steel  Vaults. 

Good  idea  getting  that  picture  "took"  at  the  is- 
land. 


NEW  BRUNSWICK'S  NEXT  MERRY  MEETING. 

By  ONLOOKER 

"Hiram,"  said  the  Times  reporter  to  Mr.  Hiram 
Hornbeam,  "do  you  believe  in  signs  and  portents  ?" 

"Well,"  said  Hiram,  "I  s'pose  you  mind  the  feller 
that  heerd  a  dog  howlin'  in  the  night,  an'  got  up  next 
mornin '  to  read  that  a  man  hed  died  that  night  in  Aus- 
traly.   Did  you  have  bad  dreams  las'  night?" 

"I  was  not  thinking  of  dogs  or  dreams,"  replied 
the  reporter,  "but  I  must  confess  to  an  uneasy  feeling 
since  I  read  the  news  of  yesterday.  Y''ou  may  have 
observed  that  the  fvineral  directors  had  a  banquet." 

"I  seen  that,"  said  Hiram. 

"And,"  went  on  the  rejiorter,  "they  drank  a  toast 
to  their  next  merry  meeting." 

"Did  they,"  said  Hiram.  "Well,  I  wouldn't  worry 
about  that.  If  they're  all  as  good  fellers  as  Fen.  Wal- 
lace their  fun  won't  hurt  nobody's  feelin's.  Last 
time  I  was  talking  to  Fen.  he  was  tryin'  to  hev  it  fixed 
so's  every  steamer  'ud  hev  a  room  cold  as  ice  an'  if 
anybody  passed  away  on  the  v'yge  they  wouldn't  hev 
to  be  buried  at  sea.  He  wasn't  thinkin'  about  the 
undertakers — ^nuther.  He  told  me  about  a  poor  feller 
that  hed  to  see  his  wife's  body  put  overboard  almost 
in  sight  o'  land.  It  didn't  seem  to  him  to  be  quite 
human.  I  see  they  passed  a  motion  about  it  the  other 
day.    I  haint  got  a  word  to  say  agin  it — no.  sir." 

"I  am  greatly  relieved,  not  to  say  encouraged,  by 
what  you  have  said,"  replied  the  reporter. 

"Oh,  they  won't  be  in  no  hurry  to  git  you,"  said 
Hiram.  "Y^ou  won't  be  fit  to  go  fer  a  long  spell  yit." 
-^St.  John  Times-Star. 
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Tuttle  Bros.,  Ltd.,  Monctoii,  N.B.,  suffered  a  fire 
loss  recently. 

McPhee  &  Box  have  commenced  a  furniture  busi- 
ness at  Parkhill,  Ont. 

Mirs.  Cullen,  wife  of  J.  C.  Cullen,  of  West  Lome, 
Ont.,  died  on  Nov.  25. 

C.  E.  Burgess  is  now  sole  owner  of  the  Hopkins- 
Burgess  Burial  Co.,  Toronto. 

Joe  Moss,  embalraer  with  Henry  Benglet,  Tilbury, 
Ont.,  has  a  new  helper,  a  son  born  on  October  7. 

Ray  Clements  of  Pearce  &  Co.,  Aylmer,  Ont.,  was 
presented  with  a  new  embalmer,  a  son,  on  Oct  17. 

S.  L.  Lees  of  Meadows  &  Son,  Woodstock,  Out.,  has 
been  ill  and  under  treatment  in  Woodstock  hospital. 

Mrs.  Dave  Steadman,  of  Steadman  Bros.,  Petrolia, 
Ont.,  left  on  Nov.  23  with  her  daughter  for  a  visit 
in  California. 

Neil  McPhie  of  Parkhill,  Ont.,  is  again  in  business, 
having  formed  a  partnership  with  Mr.  Box  under  the 
tirm  name  of  McPhee  &  Box. 

C.  W.  Kilbreath  of  Wilkesport,  Ont.,  died  on  October 
30,  aged  55.  He  was  a  brother  of  Frank  Kilbreath. 
Two  sons  and  five  daughters  remain. 

Henry  Benglet  of  Tilbury  went  on  his  first  hunting 
trip  this  fall  accompanied  by  four  or  five  real  sports 
who  shot  about  50  deer  (more  or  less),  speaking  truth- 
fully, less.    Henry  did  not  get  any  game ;  he  says  he 


hadn't  the  heart  to  shoot  when  the  deer  looked  at 
him,  so  they  came  to  know  him  very  well,  and  every 
morning  came  up  to  camp  to  eat  out  of  his  hand. 

Chas.  Dean,  formerly  of  Aylmer,  Ont.,  has  opened 
up  funeral  parlors  and  a  furniture  store  at  Appin,  Ont. 

30,000,000  people  in  China  will  starve  to  death  it 
is  said  by  those  who  have  been  sending  out  word  of 
the  famine  havoc  wrought  in  that  country. 

A.  L.  Jehnke,  of  Chatham,  Ont.,  has  returned  from 
his  honeymoon  with  his  bride,  formerly  Miss  Teresa 
Walsh,  also  of  Chatham.  Niagara  Falls  was  the  ob- 
jective of  the  couple. 

The  United  States  military  dead  are  being  returned 
rapidly.  More  than  8,000  bodies  have  already  been 
returned,  and  a  thousand  more  await  transports  at 
French  ports.   The  task  is  to  be  finished  next  year. 

Arthur  R.  Williams,  Toronto,  has  left  the  newspaper 
business  to  become  associated  with  his  father,  P.  R. 
Williams,  St.  Thomas,  Out.,  in  the  funeral  service  firm 
of  Williams  &  Son,  taking  the  late  Ernie  Williams' 
place. 

The  Canadian  Funeral  Director,  issued  at  Sussex, 
N.  B.,  in  the  interest  of  funeral  directors  profession  of 
Canada  and  Newfoundland,  which  ceased  publication 
during  the  war,  has  resumed  publication  with  Ex- 
Mayor  W.  F.  Wallace  as  editor. 

Siberia  is  one  huge  cemetery.  Of  5,000  Austro-Hun- 
garian  prisoners  in  one  camp,  2,000  died  of  epidemics 
or  melancholia  in  six  months,  according  to  Austrian 
officers.  There  are  yet  70,000  prisoners  in  Siberia. 
Counting  the  dead  has  been  discontinued,  40,000  died 
up  to  1918.   Bodies  of  the  dead  lie  in  heaps  unburied. 


Once  again,  as  another  festive  season  comes 
'round,  we  are  privileged  to  extend  to  all  mem- 
bers of  the  undertaking  profession  and  their 
families  That  Good  Old  Wish  —  A  Merry 
Christmas  and  A  Happy  New  Year. 

In  tendering  this  greeting  we  thank  you  for  your 
patronage  in  the  past  and  express  the  wish  that  our 
past  cordial  relations  may  happily  be  maintained. 


CANICULA  CHEMICAL  COMPANY 

Manufacturers  of  Canicula  Embalming  Fluid 

336  Bathurst  Street       Phone  College  3097       Toronto,  Ontario 
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NO  DISTINCTIVE  STONES  OVER  BRITISH  DEAD 

Quite  a  number  of  English  families  having  applied 
to  the  Government  for  the  privilege  of  erecting  head- 
stones above  the  graves  of  their  dead  in  France,  the 
matter  was  brought  up  in  the  British  House  of  Com- 
mons, which  declared  itself  as  unfavorable  to  these 
requests,  though  an  absolute  prohibition  has  not  as 
yet  been  made.  The  reasons  for  refusing  survivors  the 
right  to  place  memorials  on  the  war  graves  were  set 
forth  by  Lieutenaut-General  J.  M.  Mitchell,  former 
deputy  director  of  graves  registration  in  France  and 
Flanders.  He  said:  "By  far  the  most  serious  objec- 
tion is  the  unanimous  dislike  felt  by  those  who  have 
fought  to  any  system  which  leads  to  a  distinction  in 
death  among  those  who  fought  side  by  side  for  the 
same  ideal  in  life  and  shared  the  same  hardships.  The 
inherent  democracy  of  the  soldier  led  during  the  years 
of  war  to  the  absence  of  any  discrimination  between 
officers  and  men,  rich  and  poor,  famous  and  undistin- 
guished. The  tinal  sacrifice  put  all  alike  on  the  same 
footing,  in  the  imposing  simplicity  of  uniform  burial. 
In  the  same  cemetery  and  side  by  side  you  may  see — 
and  it  is  a  most  impressive  sight ! — identical  crosses 
commemorating  the  battalion's  commanding  officer  and 
the  private  soldiers  who  fell  around  him.  There  are 
three  main  objections  wnder  this  head  to  the  principle 
of  individual  selection.  In  the  first  place,  it  admits 
the  distinction  between  those  who  can  afford  expen- 
sive material  and  the  employment  of  the  best  design- 
ers, as  compared  with  those  to  whom  even  the  simplest 
stone  would  be  a  serious  tax  upon  their  resources ;  in 
the  second  place,  it  establishes  a  permanent  distinction 
between  the  above  and  those  who  can  afford  no  monu- 
ment at  all ;  lastly,  it  leaves  out  of  account  the  thous- 
ands of  dead  heroes  who  have  left  no  relatives  at  all, 
or  whose  friends  for  one  reason  or  another  care  too 
little  to  be  at  the  necessary  trouble  and  expense.  These 
last  would,  therefore,  constitute  a  definite  section  for 
whom  the  state  would  i^rovide  a  'national'  toombstone, 
thus  crystallizing  for  all  time  the  information  that  they 
left  no  friends  in  the  land  for  whose  honor  and  safety 
they  died." 


ALL  EQUAL  AT  LAST 

At  the  convention  of  cemetery  superintendents  re- 
cojitly  held  in  Hamilton  one  of  the  speakers  urged  that 
a  cemetery  should  be  made  a  pleasant  place,  like  a 
garden,  instead  of  being,  as  it  too  often  is,  more  like 
the  yard  of  a  marble  dealer. 

It  has  been  said  that  death  is  the  great  leveller,  and 
that  six  feet  of  earth  makes  us  all  one  size.  When 
life's  fitfial  dream  is  o'er  all  men  alike  return  to  the 
bosom  of  mother  earth  on  terms  of  equality,  but  on 
visiting  the  average  cemetery  one  is  startled  and 
.shocked,  rather  than  impressed,  by  the  efforts  at  gran- 
deur that  are  made — how,  over  one  grave  and  another 
there  is  a  competitive  ostentation  in  carved  stone,  as 
if  the  poor  dead  beneath  were  indulging  those  social 
rivalries  which  had  fretted  their  minds  Avhile  in  this 
world.  There  is  something  pitiful  in  this  competition 
in  monuments,  this  display  of  post-mortem  vanity  in 
the  lonesome  and  silent  cemetery.  As  you  wander 
about  resenting  the  arrogance  of  tho,se  greater  stones 
which  seek  to  domineer  over  the  rest  but  somehow  fail 
to  accomplish  it,  you  find  yourself  standing  beside  an 
unmarked  grave,  which,  by  its  humility  amid  so  much 
that  is  pretentious,  affects  you  deeply  and  sets  you 
wondering  as  to  the  life,  the  joys  and  sorrows  of  this 


unnamed  and  unknown  mortal  whose  last  sleep  is  so 
modest,  so  truly  eloquent  of  the  lot  of  man. 

They  tell  us,  those  who  have  been  there,  that  the 
military  cemeteries  overseas,  where  row  on  row  the 
small  stones  stand  marking  the  graves  of  the  fallen 
soldiers,  are  the  most  impressive  burial  places  ever 
seen.  There  is  something  majestic  in  the  simplicity  of 
it  all,  in  its  proud  e(iuality.  Here  none  of  the  dead 
boast  of  a  prosperity  to  which  those  who  sleep  on  the 
right  or  the  left  did  not  attain.  Those  who  sleep  here 
served  and  fell,  gave  their  lives  and  all  they  possessed, 
and  sleep  together  in  e(iuality,  officer  and  man,  rich 
and  poor.  Some  of  those  who  have  visited  military 
cemeteries  where  the  Canadians  sleep  speak  of  the  im- 
pressions made  upon  them  with  profound  feeling,  and 
strongly  approve  the  high  good  sense  of  the  War 
Graves  Commission  in  denying  to  some  the  privilege 
they  asked  of  setting  up  here  and  there  over  their 
own  special  dead  outstanding  monuments  which  would 
tend  to  disparage  all  the  rest. — Toronto  Star. 


DR,  FERGUSON  BOOSTING  FOR  CANADA 

Word  has  just  been  received  from  Dr.  and  Mrs.  G. 
W.  Ferguson  in  Santa  Cruz.,  Cal.,  that  they  arrived 
safely  on  the  S.  S.  President  from  Victoria,  Nov.  12th. 
that  the  weather  is  warm  and  sunny  as  usual,  that  they 
have  been  bathing  in  the  ocean,  eating  straAA^berries. 
abalones  and  Mexican  ravilois;  hunting  deer,  bear  and 
birds — the  latter,  pheasants,  (luails  and  ducks.  Their 
next  sport  day  is  to  be  a  rifle  hunt  for  squirrels  and 
a  small  shot  for  rabbits.  Fishing  is  good  also,  in  the 
Salinas  district,  and  game  is  plentiful — in  other  words 
Doc  must  be  lounging  around  "Hunter's  Paradise," 
out  in  the  Golden  State.  Dr.  and  Mrs.  Ferguson  both 
send  personal  regards  to  their  friends  in  the  East  and 
promise  to  show,  and  probably  publish,  some  exceed- 
ingly good  pictures  of  their  trip,  which  consisted  of 
45  days'  travel  from  Toronto,  through  the  most  pic- 
turesque part  of  North  America  known  better  to  us  as 
"The  Canadian  North  West."  The  Fergusons  are 
great  believers  in  that  slogan  so  often  shoAvn  in  the 
movies  and  they  think  Ave  should  all  "See  Canada 
First." 


MAC'S  BIRTHDAY  PARTY 

Joe  Taylor  and  Avife  tendered  a  surprise  birthday 
party  to  Jack  McLaughlin  of  Toronto  a  few  nights  ago. 
Mac  and  his  Avife  have  been  going  over  to  the  Taylor's 
to  play  cards  about  once  a  Aveek,  and  in  one  of  the  con- 
fidential chats  Jack  told  hoAV  old  he  was  and  Avhen  his 
birthday  occurred,  so  Mrs.  Tajior  saved  up  all  the 
pennies  Mac  had  lost  in  the  little  games  recently, 
and  Avhen  the  anniversary  came  round  had  sufficient 
on  hand  to  buy  the  buttons,  rings  and  baby  dolls  that 
figured  in  the  birthday  cake  in  lieu  of  caraAvay  seeds 

When  the  card  party  Avas  over  the  house  Avas  dark- 
ened and  Mrs.  Taylor  brought  in  a  birthday  cake  coa'- 
ered  with  lighted  tapers,  each  representing  a  year 
of  Mac's  life  (and  they  nearly  ran  out  of  candles  it 
that).  Jack  cut  the  cake  and  in  the  draAv  got  a  bui- 
to'i.  Stan.  Carl,  a  protege  of  Mac's  AA'ho  Avas  th-^re 
with  his  best  girl,  drew  a  hahy  doll. 


Neighbor:    "So  your  son  got  his  B.A.  and  his  M.A." 
Father:    "Yes,  but  his  PA.  still  supports  him.'' — 
Boston  Transcript. 
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ONTARIO 

Aylnier — 

Pierce  &  Co. 

Bo^caygeon — 
Byng,  G.  C. 

Bowmanville,  Ont. — 

Morris  &  Son,  L.  'Phone  10. 

Brantford — 

Thorpe  Bros. 
Funeral  Directors. 
Successors  to  H.  S.  Peirce. 

Both  phones,  200, 

Dungannon  — 

Sproul,  William 

Elmira — 

Chris.  Dreisinger. 

Hamilton — 

Blachford  &  'Sons. 

57  King  Street  West 
Dorlsworth,  A.  H. 
59  King  St.  W. 
Robinson,  J-  H-  &  Co., 
19-21  John  St.  N. 


Ingersoll — 

Mclntyres. 
F.  W.  Keeler,  proprietor 

Kingston — 

Raid,  Jas-,  254  Princess  St. 

London — 

Ferguson 's  Sons,  John 
174  to  180  King  St. 

North  Bay — 

F.  J.  Martyn. 

Orillia — 

Mundell,  J.  A.     Phone  126- 
150  MissLssagia  St 

Oshawa — 

Lul?e  Burial  Co. 

Schomherg — 
F.  Skinner. 

St.  Catharines — 

Grobb  Bros. 

144-146  St.  Paul  St- 


St.  Thomas — 

William,  P.  R-,  &  Sons,  519 
Talbot  St. 

Stratford — 

Greenwood  &  Vivian,  Ltd. 
88-92  Ontario  St. 
White  &  Co.,  80  Ontario  St. 
Downs  &  Fleming. 

Toronto — 

Cobbledick,  N.  B. 

1508  Danforth  Ave.,  and 

2068  Queen  St.  E. 
Auto    equipment    for  all 

branches  of  service. 
Phone  Beach  73. 

W.  N.  Knechtel, 
1202  Yonge  St. 
Motor  equipment  for  all 

branches  of  service. 
Motor  ambulance. 
Phone  North  4400. 

The  Fleury  Burial  Co. 

685  Queen  St.  E- 

Washington  &  Johnston, 
707  Queen  St.  E. 
Corner  of  Broadview. 

Welland— 

J.  J.  Patterson  &  Sons. 
Sutherland,  G.  W. 

Whitby— 

Nicholson  &  Seldon. 

Woodstock — 

Paul  Bedford. 


MANITOBA 

Brandon — 

Campbell   &  Campbell. 

Dauphin — 

Farrell,  A.  F. 

Winnipeg — 

Thompson  Co.,  J.,  501  Maic 

SASKATCHEWAN 

Moose  Jaw — 

Broadfoot  Bros. 

ALBERTA 

Banff— 

las.  A.  Eeiid 

346   Otter  Street. 
P.O.  Box  53.      Phone  99. 

QUEBEC 

Montreal — 

912  St.  Catherine    St.  W. 
Tees  &  Co., 

NEW  BRUNSWICK 

Moncton — 
Tuttle  Bros., 
171  Lutz  St. 

St.  John 

P.  J.  Fitzpatrick, 
98  Waterloo  St. 


The  Canadian  Dollar 

Is  Worth  100  Cents 


At  the  Canadian  establishment  of  H.  S.  Eckels  &  Co.  (Robert  S.  Flint, 
Manager,  Toronto,  Ont.),  because  your  cheques  are  deposited  in  a 
Canadian  bank  at  full  face  value.  That  is  why,  despite  the  temporary 
unfavorable  exchange  situation  with  the  United  States,  we  are  enabled 
to  make  you  a  very  considerable  saving. 

The  Eckels  embalming  fluids  are  prepared  in  Canada  from  materials  com- 
pounded by  H.  S.  Eckels,  according  to  formulae  known  to  him  alone. 

H.  S.  ECKELS  &  GO'S  CANADIAN  LABORATORIES 

Robert  S.  Flint,  Manager,  142  Quebec  Ave.,  Toronto,  Ont. 
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Index  to  Advertisers 


A 

Anthes-Baetz  Bros.  Furniture  Co.  .  .  45 
Art  Furniture  Co   44 

B 

Baetz-Bro-s  Furniture   Co   4.5 

Baetz  Bros.  Specialty  Co   45 

Ball  Furuiture  Co   32 

Beaver  Furniture   Co   44 

Brantford  Willow  Co   83 

C 

Canadian  Feather  and  Mattress  Co.  32 

Canadian    Fabrikoid    Limited    .  .     .  .  24 

Canadian    Rattan    Chair    Co   34 

Canicula  Co.,   Limited   101 

Caranac  Laboratory   97 

Champion  Chemical  Co  i.b.c. 

Colleran    Co    83 

Coombe  Furniture  Co.,  F.  E   24 

D 

Dominion   Manufacturers  95-96 

Dominion  Oilcloth  Co   53 

E 

Eckles,  H.  S.  &  Co   103 

Egyptian  Chemical  Co   104 

Ellis  Furniture  Co   18 

Elmira  Furn.   Co  i.f.c. 

Engle  Upholstering  Co   51 

Evel  Casket  Co   99 

F 

Far(|uharson-Gifford    Co   15 

Fischman  Mattress  Co   50 

Florentine  Statuary  Co   89 

G 

Gendron  Mfg.  Co.  ...   i.f.c. 

Gem   Crib   &   Cradle   Co   46 

Globe  Wernicke  Furniture  Co  10-11 

Gold  Medal  Furniture  Co   16 

Grand  Rapids   Market    issoc   28 


H 

Hackborn,  Geo   40 

Hourd  &  Co   26 

H.  E.  Furniture  Co   36 

Hespeler    Furniture    Co   19 

I 

Imperial   Rattan   Co   3 

Irish,   G.  L   79 

J 

Jacques  Furniture  Co   38 

K 

Kindel    Bed    Co   8-9 

Knechtel  Furniture  Co   25 

Knechtel  Kitchen  Cabinet  Co   51 

Kriener  Furn.   Co   50 

Krug  Furniture  Co.,  Ltd   47 

L 

Lippert  Furniture  Co   40 

Lloyd  Mfg.  Co   31 

M 

Malcolm   Furn.    Co.,    Andrew    .  .     .  .  17 

Malcolm  &  Hill  Furniture  Co   41 

Malcolm  &  Souter   52 

Manufacturers     E.xhibition  Building 

Co   30 

Marshall  Ventilated  Mattress  Co.   .  .  86 

Matthews  Bros   26 

McTjngan  Furniture  Co.,   Ltd   6-7 

Maxwell  Steel  Vault  Co.,   Ltd   92 

Meaford   Mfg.   Co   54 


N 

North  American  Furniture  Co   85 

North  American  Bent  Chair  Co   88 

O 

Owen    Sound    Chair    Co   85 

Ontario   Spring   Bed   Co   18 

P 

Peppier  Bros   33 

Phillips  Mfg.  Co  22-23 

Q 

Quality  Mattress  Co.    ..a   46 

S 

Shafer  &  Co.,  D.  L   2« 

Simmons   Limited  o.b.c. 

Sidway    Mercantile    Co   29 

Sturges  Steel   &  Go-Cart  Co   27 

Snyder   Bros   39 

Stratford  Bedding  Co   14 

Stratford  Chair  Co  12-13 

Standard  Bedding  Co   36 

Steele  &  Co..  .las   87 

Stratford   Mfg.   Co..   Ltd   14 

V 

A^ictoriaville  Furniture  Co   35 

W 

Walter  &  Co..  B   26 

Waterloo  Furniture  Co   48 

Watson,  .1.  B.   24 

Woeller-Bolduc    Co  42-43 

Wunder  Furn.  Co   49 
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The  Original 
Patented 
Concentrated 
Fluid 


Patented  formula 
Strongest  and  Best 


Essential  Oil  Base,  com- 
bined with  Alcohol,  Glycer- 
ine, Oxidized  Formaldehyde 
and  Boron-Dioxide. 

Ask  others  for  their  Fonnnia 


Special  Canadian  Agents 

National  Casket  Co. 

Toronto,  Ont. 
GLOBE  CASKET  CO. 
London,  Ont. 
SEMMENS  &  EVEL  CASKET  CO. 
Hamilton,  Ont. 
GIRARD  &  GODIN 
Three  Rivers,  Que. 
JAS.  S.  ELLIOTT  &  SON 
Prescott,  Ont. 
CHRISTIE  BROS. 
Amherst,  N.S. 


Larger  Bottles  tilled  np  with  water  = 


j  Egyptian  Chemical  Co.  Boston,  U.S.A 

'7IIIIIIIIIIIIIIIIIIIIIIIIIIII  lllllllllllinillil>llllllllllllilll|l|IIIMIIIIIIIIIIIilllllMIIIMIIIIIIIIIII|l|lll':!IMIM|i 


FOR  SALE—WANTED 

50  cents  per  insertion  up  to  twenty-five  words.  Each  additional 
word  t\\'  o  cents.  If  Box  is  required  5  cents  extra  to  cover  postage. 

FOR  SALE — An  okl-establishel  Furniture  and  Undertaking 
business,  first-class  property — good  reason  for  selling.  Apply 
Box  106,  Canadian  Furniture  Worlil  and  Undertaker,  51  Wel- 
lington St.  W.,  Toronto. 

FOR  SALE — Furniture  and  Undertaking  Business  for  sale  in 
good  live  town.  Apply  to  Box  103,  Furniture  World.  51 
Wellington  St.  W.,  Toronto. 

FOR  SALE — Horse-drawn  Hearse  in  good  condition,  cheap.  H. 
Kroll,  84  St.  Patrick  Street,  Toronto,  Telephone  Adelaide 
1!>10.  s 

FOR  SALE — Rubber  tired,  horse  drawn  hearse,  in  good  con- 
dition, mahogany  bed,  good  black  curtains,  English  axles, 
cnpable  of  running  a  full  season  without  regreasing.  This 
hearse  has  oval  end  and  bevelled  plate  glass  body.  Have 
installed  motors.  For  full  particulars  and  photo  apply  to 
A.  W.  George  &  Son,  Port  Hope,  Ont.  t^. 

FOR  SALE — ^Single  deck  casket  wagon,  newh-  painted  and  .'n 
first  class  condition;  steel  tires.  Reason  for  selling,  putting 
in  motors.    J.  Thomson  &  Son,  Fergus,  Ont.  d 

MOTOR  HEARSE  FOR  SALE— Absolutely  new— built  on 
a  Dodge  chassis,  an  attractive  turnout  at  a  reasonable  price. 
For  further  particulars  and  photo  applj'  to  J.  A.  Donaldson, 
Calodon  East,  Ontario. 

SALESMAN — with  good  connection  to  carry  high  class  line  of 
undertakers  supplies.  Box  104,  Canadian  Furniture  World, 
51  Wellington  St.  W.,  Toronto.  

FURNITURE  SALESMAN  with  good  connection  in  Montreal 
and  the  Province  of  Quebec  in  touch  with  all  the  princijial 
stores  where  furuiture  is  sold  would  like  to  connect  with  re- 
liable Furniture  Factories  who  want  business  from  such 
firms.  Speaks  both  French  and  English  and  can  give  the 
best  of  references.  Apply  Box  102,  Canadian  Furniture 
World,    51   Wellington   St.'  West,  Toronto. 


Doceiiiber,  1920  CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER 
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Which  of  Them  Calls  on  You? 


Here's  the  Champion  Field  Force,  who  are  always  at  your  service,  and 
to  whom  should  justly  be  credited  a  great  share  of  Champion  success. 

Behind  them  stands  the  Champion  Factory,  ready  at  all  times  to  give 
you  that  dependable  service  which  has  made  Champion  Products  the 
leaders  for  over  forty  years. 

The  Champion  Chemical  Company 

DR.  G.  W.  FERGUSON,  Canadian  Manager  :  38  Leuty  Ave.,  Kew  Beach,  TORONTO 


Canadian  Manufacturing  Plant    :    WINDSOR,  ONT. 


SALES  HELPS  FOR  PROGRESSIVE  SIMMONS  DEALERS 


Christmas  and  Thrift 

Becaus*  the  Governn  ent  is  pr<  aching  thrift,  every  Canadian- especially  this  year — owes 
it  to  himself  and  to  Canada  that  Christmas  Gifts  shall  be  useful  and  necessary. 

Every  Canadian  must  produce  MORE  and  should  aim  to  become  MORE  efficient. 

Doctors  have  found  that  proper  s  eep  is  more  necessary  than  proper  food,  and  that 
most  nervous  breakdowns  are  the  result  of  improper  sleep.  Scientists  have  discovered 
that  every  action  while  we  are  awake  is  emptying  the  battery,  and  that  sleep  alone  is 
the  recharging  process.  Proper  recharging  sleep  is  innpossible  on  uncomfortable, 
lumpy,  noisy  or  sagging  beds. 

Urge  your  customers,  therefore,  to  select  beds  and  bedding  BUILT  for  SLEEP  for 
Christmas  Presents. 

IVe  especially  recommend  for  this  purpose : 

Simmons  Puritan,  Design  No.  1964,  an  artisti;  steel  bed  designed  by  a  world- 
famous  artist,  which  is  supplied  in  walnut,  mahogany,  oak,  and  ivory  enamel. 
With  it  should  go  the  tamous  Ostermoor  Mattress  and  Waldorf  Upholstered 
Box  Spring  (that  have  been  used  by  the  best  hotfis  in  Canada  for  the  past 
twenty-five  years,  and  a  e  the  last  word  in  luxurious  comfort)  and  H.R.H. 
Pillows,  as  made  for  His  Majesty,  King  George  V. 

Simmons  Chafsworth,  Df  sign  No.  1 90 1 ,  being  sold  cheaper  to-day  than  it  could 
have  been  made  for  in  pre-war  diays,  owing  to  improved  machinery  and  processes. 
Finished  in  walnut,  mahrgany,  oak.  ivory  enamel  or  while  enamel  Especially 
pleasing  in  TWIN  PAIRS.  Wi'h  this  could  go  the  Green  Label  Mattress  (the 
best  mattress  value  obtainable  to-day)  and  the  Banner  Spring,  made  of  tempered 
sfeel  wire  of  the  same  quality  as  the  Waldorf  Box  Spring  (and  being  used  to-day 
in  many  thousands  of  the  best  homes  in  Canada)  and  AA  Pillows,  filled  with  . 
the  highest  grade  duck  feathers,  washed,  sterilized,  and  steam  dried. 

Simmons  I  imited 
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